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TIRW N An Leow 
FIRM PRICES 


TO JANUARY 1, 1948 


All IRWIN Wood-boring Tools shipped from our plant 
on and after August 11, 1947, to January 1, 1948, are billed 
at FIRM PRICES. For this period our Jobbers, Distrib- 
utors and Dealers will positively know what they will 
pay for the goods they receive and at what price they 


can sell them to make a fair profit. 


Business needs FIRM PRICES to help stabilize the un- 
settled pricing conditions that exist today. Although 
none of our suppliers are quoting firm prices we believe 
that it is good business for our customers and ourselves 
to start the ball rolling in the direction of FIRM PRICES 


and trust that others will do likewise. 


aTHE IRWIN AUGER BIT COMPANY, Wilmington, Ohio 





AYMAKER 
Gener Be 


2 PROFITABLE F Oiitss 


PADLOCK = 
PACKAGES  (/¥Ayye 


_ 
3 with FREE display 
E board 


/ D209 (6% ae / D 109 (4 Doz.) 


7 














6-k8800, 12-k5701, | | | locks es D 209, bur 
ith just half as many 


t 
| I | | 
26 ag egg ronan : No. K-5701, 2950, 
| » Qugley oti _ 2525 and 98. 
| 
t oe 
EE / D219 (6% Doz.) / / D119 (4 Doz.) wy, 
/ f | 
if | ' 
5 6 Suymeke | “ontains same pad- | 
BE pm i odiedn, 6-200, | | nr <tc pages ss 
: i | | | No. K-7701-BF, 277, 
177 ond 77. 











| 


- | gains some pad- | cttering, hie 0 are 
na aod io pro | s D 229, but : with and mounting fixtures. 
| a me whe If as many | The padlo wt idard display i. 
| tea or 12-2000 No. K7701-BF, 2950, lie nd all a od tox le a 
277 ond 582. W price range. 
any on ok alee & ti yaker + packaged deals wi 
Rciciesecca ences — idlock sales and profits. Order fre 
r jo olive 
EACH DEAL PROVIDES A WELtL-SASANS™ SLAYMAKER LOCK CO., LANCASTER, PA., U.S.A. 
| STOCK IN THE POPULAR PRICE RANGE 
Purse and Purpo 
ee Padlocks for Every pose 
Y JM Yj 








| | 

| 

| 

_\7 / No. 219 (illust.) 

ae rake a :dlo ontaincd in these 
ofit building « he ils she excellent advantage on 
‘Dp 229 16 V2 ‘eet A “D129. (4 ont “A olorful free display bo vhich may be set up 
| ES vA | shelf in your show window 
AE Ma ae of he xainted an eye-catching 





SEPTEMBE 


hese 
¢ on 
t up 
low. 
hing 
oard 


urs. 


ack- 


“The More Protection... 
The More Frofit 


WARDED — Moderate Security 


Improved clam-shell with patented spring construc- 
tion. Can be keyed-alike—wor master-keyed. 


DISC-TUMBLER — Good Security 


Solid block of metal—no rivets. Steel shackle. Can 
be keyed-alike—mot master-keyed. 


PIN-TUMBLER—Real Security 


Hardened shackle—locks on both sides. Solid case. 
Can be keyed-alike—and master-keyed. 


YALE's “Silver Six”’ give you the opportunity to 
make the most money out of every padlock sale. 
The group includes several degrees of security 
.. with prices—and profits—in proportion. 
When a customer asks for “a padlock”, point 
out to him that by paying a little more he can get 
a lot more protection. And at every price level, 
YALE offers the most protection for the money. 


FREE “SILVER SIX” DISPLAYS. ASK YOUR 
JOBBER FOR A SET 


b REAL security 


NEW RED, BLUE AND SILVER BOXES 
CREATE INTEREST, REFLECT QUALITY 


TRADE YA 


THE YALE & Towne 


Mar, 


MANUF 
Stamford, Con, y a C0. 


The Name Yale Helps Make the Sale 
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“SURE— WHEN YOU'RE USING AN 
ATKINS CROSSCUT’ 





“Easier going” for the cutter means “Easier going” for the dealer 
who sells Atkins “Silver Steel” Crosscuts. These are the points that build 
friendship and loyalty for dealers: Segment grinding—uniform tapering of 
the saw from tooth edge to back throughout its length—gives the saw 
ample clearance. There’s no pinching or binding . . . the saw runs freely 
and smoothly, with less effort on the cutter's part. And the famous Atkins- 
developed “Silver Steel” not only puts an extra sharp edge on the teeth, 
but also builds into them wear resistant qualities that keep them cutting 
for longer periods between grindings. 


E. C. ATKINS AND COMPANY 


HOME OFFICE AND FACTORY: 402 S. ILLINOIS STREET, INDIANOPOLIS 9, IND. 
Branch Factory: Portland, Oregon 
“ATKINS ALWAYS AWEAD™ Branch Offices: Atlanta * Chicago « Memphis « New Orleans « New York « San Francisco 


THE DEALER’S PARTNER FOR 90 YEARS 
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ABRASIVE CoO. 







Sharpening stones 


Fast selling counter items! 












GENERAL SHARPENER 
etsnnes om an save wegne at UNUSUALLY 
KEEN EDOE 15 REQUIRED. 
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AC NTIS LL EEE A IA 
ALL PURPOSE STONE 
Everybody needs sharpening 


stones. 









FOR SHARPENING SCYTHES, 
SICKLES, TROWELS, HOUSEHOLD 
KNIVES, CHISELS AND ALL 
GARDEN TOOLS. 


Keep these showing on the cutlery 
counter, in the tool department, 
and among the garden tools. The 
Simonds name is renowned for 
quality in cutting tools and these 
sharpening stones are the same 
top industrial quality that has 
made Simonds Abrasive Grinding 
Wheels famous. 













Send for Simonds Abrasive Hard- 
ware Catalog and get the whole 
story of extra profits you can get. 







My, 


SIMONDS ABRASIVE COMPANY 
i is @ division of 





SIMONDS 


SAW AND STEEL CO 






‘SIMONDS fg : Sa co 
| ABRASIVE Co.| BIE Sor Fitchburg, Mass 
a _— : bd Saws, Machine Knives, Files 









a i Other Divisions 
laneebeeetieieEetedaaeees eee a 
HOUSEHOLD KNIFE SHARPENER i gee 

, é Lockport, N.Y. 


FOR SHARPENING CARVING, 


BUTCHER AND KITCHEN KNIVES. 60: l pecs 4 
; Z Montreal, Can 


Special Steels 












Wy Simonds Products for Canada 


SIMONDS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PA, 
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MILLERS FALLS 


Steel Letters and Figures 


You sell the finest quality stamp when you sell Millers Falls hand-cut 
steel letters and figures. Each character is cut with painstaking 
care from the very best grade of tool steel, specially hardened and 
tempered to assure clear, lasting impressions. Your customers can 
use Millers Falls hand-cut stamps on all hardened metals with the 
knowledge that each character will give long, faithful service. 

Millers Falls machine-made steel letters and figures are the eco- 
nomical solution where clear, long-lived impressions must be made 
in iron, various mild steels and non-ferrous metals, plastic fibre, 


‘ , ; i le” 
etc. A specially-improved machine process produces the charac- wietmeneanndoenbin 


: ? i to 14”, lettersand figures. 
ters from superior master dies. The result is a fine, durable stamp Hand-cut stamps and 


that gives maximum satisfaction for general all-round use. machine made packed 
Sell Millers Falls steel letters and figures to make the best impres- one set in an attractive 

sion. Sell them to make the best profit. See your jobber or write 

us for the best information on steel letters and figures. 


Millers Falls Company MILLERS FALLS 
TOOLS 


Greenfield, Mass. saa 
1868 


stained wood box. 


ONE THING IN COMMON--QUALITY 
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OPPORTUNITY 





1! 


AT YOUR DOOR... 


and it sings a song of profits! 





















Yes, Mr. Dealer, persuasive advertisements like 
these, are creating untold opportunities for you 
to sell Edwards Door Knocker Chimes... because 
they pre-sell the best prospects in your community. 


Let this opportunity go to work for you. Don’t 
delay! See your supplier about Edwards Door 
Knocker Chimes today. Ask him about the free 
sales helps that go with every chime. 


THESE FEATURES SPELL SALES 


1. The Right Price. Retails for $6.95. Priced to the great 
middle class market. 








2. Eye-Appeal . . . Bright weatherproof brass, designed 
to blend with any style door. 


13. Added Attraction... Handsome beveled mirror goes 
inside door. Conceals chime mechanism. 


4. Easy Installation . . . No wires, no batteries. Any one 
can do it. 


5. Tone Perfection... It’s electronically tested on the 
Sonoscope for true pitch. 





jous tones 
mes. Liste® 






6. Practical Package... Every chime packaged in 
smart carton that doubles as display. 





a poo 





In Canada: Edwards and Company of Canada, Ltd. 
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The Lock-Joint Bracket, exclusive feature of Richards- 
Wilcox Lock Joint Trolley Track, locks the track joint permanently’ and 
securely. It means that Lock-Joint Trolley Track is virtually a one-piece 
track regardless of length—that hangers always operate smoothly and 


trouble free! 
No wonder so many buyers insist on R-W Lock-Joint Trolley Track— 


they want the finest. 


Roe’ Wrcor Mt g. (oy 


an) i A 


AURORA, ILLINOIS, U.S 
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Be a CHROMTRIM dealer and cash in 
on popular consumer demand for 
the new “Trim-it-Yourself” Metal 
Mouldings. Eager for new products and 
services to beautify their homes, 
thousands of housewives and handymen 
are buying ‘“Trim-it-Yourself’” and 
doing their own remodeling jobs, 
because it’s so simple and inexpensive 
to install. 
This “Trim-it-Yourself” self-service 
merchandise unit attractively stocks 8 
special consumer shapes of lustrous metal 
trim — ready cut and wrapped in 
convenient 6 ft. lengths, 120 ft. to the tube. 
FREE instruction folders and a colorful 
display card clearly illustrate the many 
uses for CHROMTRIM, the perfected , 
metal trim for all types of wall and <i 
floor covering materials. : VP 
A he 


oo, 


© Any housewife can apply 
"'Trim-it-Y ourself’ metal 
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moulding. 

Ry Thousands of homeowners are buying more CHROMITRIM to carry 
i, aes out the many different projects and remodeling suggestions illustrated 
ARDWARE ’ at gags fh 

in the consumer booklet, "Trim Ideas for Home Interiors. 
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Our national advertising and 
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1 R. D. Werner Co., Inc., 295 Fifth Ave., New York | \ dealer promotion works for 
] Dept. HA-9-11 { you. Sell ‘'Trim-it-Yourself 
| Please send complete information, literature, and prices | so we can tell them to | 
j on the ‘'Trim-it-Yourself" Merchandiser. j buy at your store too. & 
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Sell the screening that’s easiest to handle 
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Firestone 


TINTED SCREENING 





ipply Velon is a welcome revelation to anyone who has to handle screening. 
etal It works like cloth, can be cut quickly with an ordinary. scissors, 
installed easily at a great saving in time and temper. When working 


with Velon there’s no hazard of jagged edges .. . anyone can handle 


| carry 
trated it with ease. These are only two of Velon’s many advantages — yet it 
costs less than good metal screening. This is a story your customers 
emakers. ought to know. We're telling it to them in full-color national adver- 
sing “and tising. Be sure you tell them when they come in to buy. You'll give 
what your customers greater satisfaction—and remember, one tells another! 
gg Velon screening is available in all standard widths. Write 
: 4 Don't fail to visit Firestone, Akron, for free full-color booklet on Velon. 
Firestone Booth No. 22 
at National Hardware Show Y Sriut perrer 





October 15 to 18 
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To help you 
make hay while the 


sun doeen't shine / 
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[ \ NATIONAL ADVERTISING | MERC 
—s —Full-color pages in LIFE = 


and in THE SATURDAY 
EVENING POST to pre-sell 
your customers on the benefits 
of G-E Sunlamps and G-E Heat | 


Lamps. Big newspaper ads, too, | 


ideas, in 
for wind 
training, | 
fixtures a 


and Heat 
in selected cities. 














? ““ STOPPER” DISPLAYS — Both the Sun Lamp package 
and the Héat Lamp package contain beautiful full- 


color counter cards and a tie-in set of smaller displays and 





bin cards. 


4 SALES LITERATURE— SAMPLE RADIO SCRIPTS 
Plenty of handout folders Y, —Make it easy for you 
and envelope stuffers to help a ) to use radio spots and chain- & 
o4 eos 
you tell your customers all u breaks to bring in more cus- é 
they need to know about ( tomers for G-E Sun and Heat n<G Pht 


General Electric Sun and Lamps. It’s a good way to 


Heat Lamps. build store traffic. 
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' G-E REFLECTOR SUNLAMP 


now only $995 









A “private sun” for every fam- 
ily! Convenient, portable, easy 
to use. Helps provide vitamin D. 
Every sale means a good profit! 


G-E HARDGLASS Infrared 
HEAT LAMP 


i only $995 


ticular customers go for. Red 
filter reduces glare. Resists break- 


age from splashing water. 





G-E STANDARD Infrared 
HEAT LAMP 


reduced to $] 10 









oH, 


The top quality heat lamp par- The low priced heat lamp 


with dozens of uses. Makes it 
easy to apply infrared heat right 


where it’s wanted. 


pat | lamp campaign has everything’ 











MERCHANDISING TIPS 
—A wealth of profit 
ideas, including suggestions 
for window displays, sales 
training, and hints for selling 


fixtures along with G-E Sun 


and Heat Lamps. 


AD MATS— Use ’em in your 
local newspapers to tie-in 
with General Electric national 
advertising and let people 
know they can buy these re- 


markable lamps at your store. 








THE HOT NEWS in lamp merchandising this 
Fall is General Electric’s sensational Sun and 
Heat Lamp campaign—a sure-fire promotion 
planned by sales experts to help you double 
and even triple your lamp profits. It’s all 
wrapped up in two packages—one on Sun 
Lamps and one on Heat Lamps. You can’t 
miss! Each package contains a powerhouse of 
selling aids to boost your turnover. 


And now’s the time to cash-in! With winter 
coming, everyone wants the Vitamin D and 
summertime tan that can be obtained with a 
G-E Sunlamp—especially at the reduced 
price of only $9.95. And colder weather will 
give you a lively market for G-E Infrared 
Heat Lamps, too. 


Are you ready to get your share of these new, 
quick profits? Be sure you have an adequate 
stock of G-E Sun and Heat Lamps. Remem- 
ber, you can get “em on your regular G-E 
Lamp contract. See your G-E lamp supplier 
and order some today. 


G-E LAMPS 


GENERAL @® ELECTRIC 
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with every new coal and wood range i 


Sell Superflome | 


The POT-TYPE range burner with the _/, rin 0+ tot | dame. 


SA 


@ Mr. Dealer, there’s a big demand in your 
community...RIGHT NOW ...for oil burning 
ranges. It means a chance for you to add another 
$50.00 worth of business every time you sell a 
new coal or wood range. 































How? By selling and installing Superflame in 
each: new range before it leaves your floor. This 
amazing POT-TYPE range burner brings added 
comfort, convenience and economy to thousands of 
homes... because it provides really modern cook- 
ing and kitchen heating plus low-cost operation on 
fuel oil. Superflame is simple and trouble-free . . . it 
does away with dirt and soot, puts an end to carrying 
wood onmcoal and ashes. 


There’s a big replacement demand, too. Every coal 





or wood range in your community is a prospect. 
Demonstrate the many Superflame advantages and 
see how fast these prospects become customers. 


Remember, it’s a two-way profit proposition— 
new range installations and old range conversions. 
Superflame’s “cool in summer, warm in winter” 
feature paves the way for year ‘round profits. Get on 
the Superflame bandwagon today! Write for more 


information. 
i=) 
DVANTAG 
R THESE Superfiome ® No Noise 
REMEMBES @ No Rings ciectricity 
No Wicks * 
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No Cieanine t, G as 
MANUFACTURERS OF THE FAMOUS Superflome Line of Oil Heaters - Kitchen Heaters - 3 
Floor Furnaces - Water Heaters - Range Burners iy 
‘ 
SEPTEM 
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WARE AGE 


The fall months just ahead offer the biggest 
sales opportunities of the year for stores well 
stocked with the right assortment of types 


and sizes of roasters. With a whole string of 


holidays coming and the usual family de- 
mand for heartier meals in cold weather, 
housewives are extremely roaster conscious. 

The attractive new Federal line gives you 
just the right selection to meet all require- 
ments. The Little Fellow round roaster is 
just twelve by six and one-half inches—right 
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for apartment ovens—and in the larger sizes, 
you get the standard eighteen-inch oval and 
the jumbo oblong roasters ‘that hold huge 
turkeys or roasts. 

Federal roasters are good looking with 
their finish of Mediterranean blue with 
gleaming white spray. ‘They're good quality, 
handsomely labeled. And you can offer 
Federal roasters at mighty attractive prices 
to quickly clinch sales. Order your Federal 


roaster stock now. 


STAMPING CO. 





A SMALLER INVESTMENT 
In Self-Polishing Simoniz 
Gives You a BIGGER PROFIT! 


MILLIONS OF HOUSEWIVES BUY SELF-POLISHING 
SIMONIZ WITH SATISFACTION... KEEP BUYING IT! 
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It's important—especially now—to handle products that give you a 
greater margin of profit. Self-Polishing SIMONIZ does just that and, in 
addition, always moves quickly off your shelves. Millions of housewives 
want “lovelier floors with less care” . . . the same long lasting beauty that 
makes SIMONIZ so famous for cars. You can handle Self-Polishing SIMONIZ 
with confidence—knowing it is backed by an unprecedented advertising 
schedule in national magazines, newspapers, radio, and outdoor signs. 

So make yours a larger order for Self-Polishing SIMONIZ—today! 


THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 
al rs 
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H17 SERV-WELL 


Designed for stores, cabins and homes. Wiil 
heat up to 3,000 cubic feet. It is equipped 
with I—7"' range burner and has an all 
porcelain radiant cabinet. Size: 28" hign, 
16" wide, 24°" deep. 3 gal. metal oil tank 
with Rochester gauge. Packed | in a carton. 
Weight 32 Ibs. uaranteed by Serv-Well 
Burner Corp. 





6CW SERV-WELL 


This compact conversion water 
heater will convert any gas-fired 
side arm coil heater to an oil 
burning unit. Will give a constant 
supply of hot water at a frac- 
tion of the cost of gas. Guaran- 
teed by Serv-Well Burner Corp. 





F28W SERV-WELL 


A complete hot water heating unit 
for use in the home, inn, or installa- 
tion where a large amount of hot 
water is needed at all times at a 
very low cost. Designed for 30-gallon 
tank. Recovery approximately 15 to 
20 gallons per hour. Height 24", 
width 13". 8-turn coil. 2—5" cook 
stove burners. No flue necessary. 
Depth 20". 3 gal. metal tank with 
Rochester gauge. Weight 40 Ibs. 
Guaranteed by Serv-Well Corp. 


F25RH SERV-WELL 


Flueless room heater. No flue necessary. 
Has two wickless burners and a 3-gallon 
metal tank. Brown crackle finish. 28'' high, 
13°" wide, 19° deep. Packed one complete 
unit to a carton. Shipping weight 29 Ibs. 
Guaranteed by Serv-Well Burner Corp. 


SERV-WELL 
WICKLESS 
FLUELESS 
OILBURNING 


RANGE BURNERS 
SPACE HEATERS 
CIRCULATING 
HEATERS 
WATER HEATERS 
COOK STOVES 
KITCHEN STOVES 


OVER 1,000,000 PEOPLE 
ARE BEING SERVED BY 
SERV-WELL 
OIL BURNING APPLIANCES 
DISTRIBUTORS, DEALERS AND SALESMEN 
WANTED FOR ABOVE PRODUCTS 
ORDER YOUR 20-PAGE, 8 x 10 CATALOG. 


SERV-WELL BURNER CORP. 


250 FRONT ST. HARTFORD 5, CONN. 












CH27 SERV-WELL 


A_ beautiful circulating heater. Fin- 
ished in real porcelain. Will heat four 
rooms. 8 beautiful models to choose 
from. Guaranteed by Serv-Well Burner 
Corp. 





2C SERV-WELL 


These beautiful Serv-Well Table Model 
needle valve stoves, without back, are suit- 
able for home, cottage, camp or farm. 
Finished in white and black enamel. Has 2-qt 
glass container. Visible oil supply. Size 30" 
wide, 10" high to top surface. Depth 16". 
Packed | to a carton. Weight 16 Ibs. Guar- 
anteed by Serv-Well Burner Corp. 





27T SERV-WELL 


Finished in white Duco enamel. Double 7" 
burner. Size of carton packed in: Height 19", 
width 17", depth 10", weight 30 Ibs. Guar- 
anteed by Serv-Well Burner Corp. 
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DOMINION 





" " Back to schol ‘ 
WELL LAE 











It adds up that a company amasses plenty of 
experience and “know-how” in manufacturing 
appliances for more than a quarter of a century. 
: | (Dominion is one of the very few who were in this 
| business in the early ’20’s) 


| 


| And it spells p-r-o-f-i-t to handle a line that is at- 








5 tractive, well made and well thought of! 
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_ ee -- 
== 


Veminion 


TRACE MARK 





Distributed through 
reputable jobbers across the nation 


<2 Os 2 OO > a a CORPORATION 
Mansfield, Ohio 
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1. The DELTA. 10K r.g.p. case 
white dial, gold etched numerals 
sweep second hand, padded saddle 
stitched calfskin strap. Retails at 
$12.50. Model #1782-20 

2. The DARWIN. 10K r.g.p. case 
black dial, radiolite numerals, sweep 
second hahd, padded saddle s 


calfskin strap. Retails at $13.50 
Model 21652-20 


3. The DEVON. 10K r.g.p. case 
New adjustable mesh Retails 
at $20.00. Model 1-20 

4. The DAYTON. Chrome case 
radiolite numerals on black track 
sweep second hand. Padded 
Retails at $10.00. Model ¢ 

5. The DELPHI. 10K r.g.p. case 
black dial, gold etched numerals 
sweep second hand, padded saddle 
stitched calfskin strap. Retails at 
$12.50. Model 1762-20 

6. The DORSET. An attractive 10K 
1.g.p. case, gold etched numerals, 
padded pigskin strap. Retails at 
$11.50. Model #1992-20 

Also available: The DAVIDSON 
same as the DEVON but with padded 
pigskin strap. Retails at $11.50. 
Model #1662-20. 

All KELTON watches have stainless 
steel backs 

Federal Tax only 10% on Kelton Watches 
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THE UNITED STATES TIME CORPORATION 
INTERNATIONAL BLDG ., ROCKEFELLER CENTER 
NEW YORK 2{ NY 
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Waterbury | 


~ 
the right time at the right price 





Waterbury “BHF” clocks. Ac- 


curate alarm clock, 40-hour 







duty, one winding key, muflled 






tick, gentle alarm. Comes in ma- 






roon, green, blue or gray with 






clear plastic base, all colors co- 






ordinated with Basic Home Fur- 






nishings Color groupings. Re- 
tails at $4.45. With radiolite 


numerals and hands, $4.95. 
















COLOR RADIOLITE 


Tg % Green 8753-30 7£4770-30 
‘ Blue 3£8751-30 8771-30 
TIME Maroon $8752-30 #8772-30 


CORPORATION se 
3877 4-30 


PLAIN 































8754-30 





Grey 


















































A. SUPERIOR. Smart 10k 
rolled goldplate case wit! 
modern dial and numeral 
New padded pigskin stra 
Retails at $8.95. #7852-2 


B. SWAGGER. 10K roll 
goldplate case, gold etche 
numerals, sweep second han 
new long wearing brown vil 
ylite leather backed — strap 
Retails at $8.95, #7915.2 


C. SENIOR. 10K roll 
goldplate case, dial with |! 
gold etched numerals, qualit 
pigskin strap. Retails at $7.9 
47352-20. 


D. SENATOR, Chrome 
plated case, attractive dial 
sweep second hand. Retail 7 
at $7.95. #7332-20. Withouw! 
sweep second hand, $6.9) 
#7312-20. Also available witl 
black dial, radiolite numer 
als, $7.45. #7322-20. 


E. MICKEY MOUSE 
Chrome-plated case. Wash 
able red vinylite leathe 
backed strap. Retails at $6.93. 
#5315-20. 


All Waterbury watch cas 
have stainless steel backs. 





Federal tax only 10° ‘ 


Ep any 


PRS A 


THE UNITED STATES TIME CORPORATION 
International Bldg., Rockefeller Center, New York 20, N. Y. 
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RIOR. Smart 10k 
dplate case wit! 
al and numeral 
ed pigskin strat 
$8.95. #7852-2N 


>GER. 10K rolle: 
‘ase, gold etehe: 
weep second hand 
earing brown vin@> 
er backed — strap 
$8.95. #7915-20 0m 
OR. 10K rollei® 
ase, dial with |: 
numerals, quality 
p. Retails at $7.97 








\TOR, Chromey> 
, attractive dial 
nd hand. Retail 7 
7332-20. Withouw 
nd hand, $6.9) 
so available will 
radiolite numer 
7322-20. 

KEY MOUSE 
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‘inylite leathe 7 
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33 x 

| 
bury watch case 
s steel backs. 


tax only 10°; 





“Thermos” Chromium PI 


YOU'LL WANT TO SAVE A 
SPOT FOR THESE, TOO. 





Vacuum-Insulated Jug Set, 
Trimmed in Chromium 





ated Ice Tub 


SEPTEMBER 11, 1947 


















Ar THERE’S A SPOT in your heart 
for outings and sports, you, too, will 
want to save a place for the Thermos 
brand Pienicker, the No. 223QA. 

“Practical as a pin,” you'll say, 
when you show it off to your friends. 
You'll like its large-size Thermos brand 
vacuum bottles, each with four nested 
cups. You'll be proud of its smartly- 
zippered carrving case and its metal 
sandwich box. 

Of course, the Picnicker, like all 
“Thermos” brand products, is wanted 
by one and all—and may be hard to 
get. But keep on the lookout— you'll 
find it’s worth waiting for. 


THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 


Thermos Bottle Co., Ltd., Toronto ¢ Therm Limited, London 
TRADE-MARK ® ra ef 


BRAND VACUUM WARE 








-- more than ever before, 
“Thermos” brand vacuum ware is a 
part of everyday living. Almost all 
your customers seem to be “saving 
a spot for Thermos.”’ 

We're making every effort to 
meet this increased demand—and 
still there are many customers for 
every item produced. We know you 
understand—and we appreciate 
your patience. 

Thermos advertising frankly tells 
the story to your customers ... ex- 
plains why they sometimes can’t find 
the products they want. . . keeps 
them receptive, and willing to wait, 
for “Thermos” brand vacuum ware. 


The advertisement reprinted here oppears 
September 15 in TIME, and October 4 in 
THE SATURDAY EVENING POST. 











THERMOMETER-HUMIDITY 
ANDICATOR .. . $1.50 


‘NO, 401 OUTDOOR 
DIAL THERMOMETER $2.50 


NO. 219 PLOT 
DESK BAROMETER $10.00 


sE 


eo. 210 WABANSIA AVE., CHICAGO 47, ILLINO, 
HURD LO 


24 
HARDWARE AGE ceprE 





>MMODORE 
ATION UNIT 


IRGUIDE JUNIOR 
ER-HUMIDITY 
sa $350 


£2. 203 OXFORD | 
PENDANT ° 

, BAROMETER 
$12.00 
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No matter how much fishing tackle a sportsman may 
already own, he is always a prospect for a Hurd Super- 
Caster. That is because it is new and modern—and 
different! And, sportsmen are notable for wanting to 
be out in front. Streamlined, functional design and 
high quality construction give this Super- Caster, im- 
mediate appeal to every fisherman who wants the 
newest and the finest in fishing tackle. Place your order, 
today, for your fall and Christmas trade. Immediate 
delivery is now available through your local jobber. 


Fair Traded in most states to retail at 
$45 including one rod and Federal Tax. 


HURD| | 


SUPER-CASTER eBUILT-IN REEL 


, WwitTH INTERCHANGEABLE RODS 


Patent D145625. Other Patents Pending. The right to make specification changes is reserved, without obligation. 




















s 
HURD LOCK AND MANUFACTURING COMPANY, SPORTING GOODS DIVISION, NEW CENTER BUILDING, DETROIT 2, MICHIGAN 
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VICTOR 
VERI-LITE DECOYS 




















Attract the Wariest Duck 
. Bag Sales 


There’s never a doubt in a duck’s mind that Victor Veri-Lite decoys 
are ducks. They are the most true to life decoys ever manufactured. Ask 
your sportsmen-customers to look them over...and pick them up. 
Their “weightlessness” sells. Made of cellulose plastic, they are excep- 
tionally light ... are precisely the kind of decoy a hunter wants when 





he slogs through the marsh. 

A nationally known sculptor copied Victor Veri-Lites from real 
ducks. They have been carefully painted to resemble the plumage of 
the species. Victor Veri-Lites are buoyant, waterproof and sturdy. 
Balanced at the factory and equipped with anchor line swivel. 





A Pair of 
Popular Standbys “i” 





VICTOR VAC-STA DECOYS VICTOR WOOD DECOYS 
Ride high on the water without need for in- Duck hunters have been shooting over these 
dividual balancing by lead weights. That’s reliable, solid wood decoys for years. They 
why they’re preferred by so many sportsmen., are sold wherever ducks are hunted. 





VICTOR BALSA DECOYS made to order to retail at a popular price. 


P om ‘a 


All Victor Decoys are furnished in Mallard, Black Duck, Pintail, Red Head, Canvasback, Blue Bill, Widgeon, Whistler and Teal. 





Order from your jobber today. 


Animal Trap Company of Mississippi, Subsidiary of ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PENNA. * NIAGARA FALLS, CANADA ail 


(C70R 


DUCK DECOYS... 4 
"The Only Complete Line” 


NATIONALLY ADVERTISED IN LEADING OUTDOOR MAGAZINES 
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AMES 


LEAF-SPRING LAWN RAKE 
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Exclusive Double “fine Courstructiou 































U. S. PAT. NO. 2,098,499 CURVED ENDS % 
@ RiGip UNDER @= CURVED 8 
& PRESSURE 4 
ENDS * 
@ sreciat nae 2 
HEAT TREATED 
TINES 
DOUBLING IT 
BACK OF 
TINES DOU- FLEXES 
- BLES STREN- HERE 
GTH OF TINES 
° TINES ARE 
LOOPED 
OVER FRAME 
NOT PART 
OF FRAME 
@ steer 
FRAME 
@ cup 
\ @m EXTRA LONG SOCKET 
nN @ “LEAF-SPRING’ 
A PROVIDES... 
DOUBLE 
STRENGTH Ned 
s 
! @ Loop = 
pe 4 R 
/Rugge 


RIGIDITY! \ ¢0" 


FLEXIBILITY! , we A 
STRENGTH! E" @ a 
e ¥ a 
DURABILITY! qu D er 
ok TINES The tines are made of strong, # 
L | G H T N i S S ! y Se ey and “ — —— O 
% ‘J frame, doubled back, scuely locked in postion i 
-P d f d with lip. The doubli y 
a Yi Me my 
~ FRAME The frame is built of solid steel. No sharp pro- W. ° 
jections, no pockets to catch and hold wet leaves or other trash that : are 1s 
causes rusting. Finished in AMES Brown. Built strong 
Ss 


OCKET The socket is an extra long, strong, pressed steel sleeve, securely vall exposed 


4 locking frame to the handle. = plete li f, 
HANDLE The handle is selected hardwood, and is attractively finished. = me & 
> makes custo 


FINISH Rake is finished in AMES Brown and the “AMES” Label is die pressed in two colors. 





ASK YOUR WHOLESALER 


WHEEL! 






DIMENSIONS 2 ; fe 
aa Uf Ames Batowin Wrominec Co. Baugh 
he PARKERSBURG, W. VA. NORTH EASTON, MASS. 2 





HARDWARE AGE SEPTEMBE 


OK. Mc Dealer.. 


-@, (know 
=| Label 


SI : Popular 
_ . : | for every 
: | , » er | Purpose 
Wheeling 


Rugged Sturdy Wheeling Ware & z be Wheeling 
2 GIVES REAL SATISFACTION SRS Roofing 


Wheeling gives you this popular type 
roofing of heavy zinc coated Cop-R-Loy 
for extra satisfaction. Can be laid right 
over old shingles if desired or direct to 
framing over sheathing. Available in 
made of strong, several styles, V-crimp and corrugated. 


wigan = Your customers will like it. 
| the steel rod — 
ked in position : 

doubling back 


> check recoil " : 
aaa te store that handles quality galvanized Wheeling ” aa yor pot 
acy Gea Wet Ware is building a reputation for good merchandise. G04 

» Built strong for long service . . . hand dipped to seal Wheeling “Fire Box” Rubbish Burner 
leeve, securely all exposed edges against rust and corrosion ... . ® com LE Shipped flat, this Wheeling Rubbish 
"plete line for every need .. . the kind of product that : : a 7 — ant << = 


» makes Customers say, “That store sells the best.” panded Metal (not wire mesh). Good 
2 looking. Attractively priced. 


‘WHEELING CORRUGATING Aime Chad nie Phen 


id 


: | COMPANY ‘WHEELING, W. VA. Chicoge Kenses Clty New York St Leu” 


-¥' 


TH 


inished. 
| in two colors. 
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in Your Business 


Jamesway line of 


Fm \ oe 


Complete your “profit picture” by putting in the 
barn and poultry equipment! It “fits in” perfectly with hardware 
or machinery — gives you extra opportunities to make extra sales 
and extra profits. Jamesway is the big line, the complete line that 
has been a favorite of farmers for 40 years. Write today for com- 


plete information on a Jamesway dealershi 


28 


4% © 4 
§ What can I adg to increase MY income” 


Put a Jamesway Department ) 


p: Address dept. HA-947. 
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jamesway 


Fort Atkinson, Wis. 
Elmira, N. Y. Oakland, Calif. 
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Champion 
Butlerlat 
Producer 





Carnation Ormsby Butter King is 
the only cow in the history of the 
dairy industry in this country which 
produced more than 1,400 pounds of 
butterfat in one year. In her best 
vear she produced 38,606.6 pounds 
of milk and 1,402 pounds of butter- 
fat. She was developed at the world- 
famous Carnation Milk Farms at 
Seattle. 


Boy 


fi SR 


ate 


ot “es 


TERR 


ms 


Champion Fence 


WSS AMERICAN” 


a ee 


Champion fence is a matter of development, just 
like champion livestock. Year after year better 
features have been built into American Fence— 
features that farmers wanted—the tension curve to 
keep fence tight . . . the hinge joint which allows 
necessary flexing ... and the properly applied gal- 
vanizing that adds years of life to the fence. These 
are the things that build future business for you. ea 


For further information about U-S:S American i 
Fence, Barbed Wire, Posts or Poultry Netting, } et te 
write to American Fence, 412 Rockefeller Building, 
Cleveland 13, Ohio. a 

am 1. 


Ee ee 











AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 


TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 


LISTEN TO... The Theatre Guild on the Air, presented every Sunday evening by United States 
Steel. American Broadcasting Company, coast-to-coast network, Consult your newspaper for 
time and station. 








way 
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Here's how to make more money 
from store traffic 


Here’s quick-selling, high-quality merchan- 
dise that has a real place in your store— 
Kellogg Brushes! They’re right for a rapid 
turnover because brushes are impulse-sales 
items. Women buy them when they see 
them. 


Check these reasons why Kellogg Brushes 
can help you boost your sales and profits. 


1. SELF-SELLERS—an attractive self- 
service merchandiser with prices and 
pictures of brushes in use does the 
selling for you. No clerks needed. 


2.\HIGH ~QUALITY—Kellogg’s are 
such dependable, practical household 
brushes that you’re sure of repeat sales. 


3. LONG PROFIT—Just set out the 
Kellogg visual merchandiser and see 
for yourself how the brushes sell... 
each sale'means money in your pocket. 


(4.,.NATIONALLY KNOWN — Kellogg 
Brushes are the only nationally 
advertised household brushes. Your 
customers know them, 





VISUAL MERC 
with Offer No. 


half — of 
a es; 
pang nnn gelling household see a 
the rl 
i t types re 
: anny is a sales tested assort- 
ae j ers 
poser to give you quick turnov 


Nine and @ 


$55.20 


34.50 
—_—_"" 


$20.70 


Retail value: 
Cost to yous 
profit: 372% 

holesaler today OF 


Order from your Ww’ you write us 


if he is unable to supply 





SAY “HEL 
“Good-By 


[ogay® 
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KELLOGG BRUSH MFG. CO., Westfield, Mass. perform 
| wallpape 


new form 





no odor. 


MEET US AT THE NATIONAL HARDWARE SHOW ... BOOTH NO. a 
30 HARDWARE sc SCHAL 
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SAY “HELLO” to the new Peter Putter Product that says 
“Good-Bye” to grease spots on wallpaper! It’s a wholly 
new formula to meet an old household problem. It won't 
perform miracles but it will remove grease spots from 
wallpaper like magic. Works faster; dries quickly; leaves 
no odor. Easy to apply; easily brushed off; only a dry 


SCHALK CHEMICAL COMPANY .~ 


SEPTEMBER 11, 1947 


FACTORIES: 


SAYS PETER PUTTER 


white powder remains. Safe to use; won't hurt hands; 
won't explode. This Spot Remover, backed by the name 
and fame of Peter Putter, is sure to go places. Put up 
in this full-color, self-seller display that flags the eye 
and makes ‘em buy. After all, 25¢ is a lot cheaper than 


repapering a whole room. Order from your jobber! 


LOS ANGELES AND CHICAGO 


3l 
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In writing of their success with “‘Pitts- ; 
burgh” brushes, the following is a letter FE 
by R. R. Aiello, of Ross’, Decorators 
Materials, of Westerly, R. I.: “During 
ROSS R. AIELLO the 12 years we have been distributing 
Westerly, Rhode Island paint brushes in Westerly, we have used # 
“Pittsburgh” brushes, which are in pop- 
ular demand by professional painters, 
; as well as the householder. We can Th 
recommend without reservation “ Pitts- “ 


burgh” brushes because of their service- 


BRUSHES b y P ITTSBURGH ability and the smooth paint job they 
te do with the minimum of effort. Our 
A full line for every painting need repeat sales are adequate testimonies 


of high quality. We highly endorse 

“Pittsburgh” brushes because we feel 
THREE FAMILIES all experimentation has been done be- 
Z fore the customer buys the brush, and 
they have the sales appeal that rings 
the bell on our cash register.” 


<<s:3 6 


Pittsburgh's 100% Pure Bristle. No 


finer brush made today. 


QS 


Pittsburgh’s exclusive Bristle- 
Neoceta, Top quality perform- 






ance. Cost about one-third less. 


F Pe 










Pittsburgh’s 100% Neoceta. 
Cost about half as much as 






pure bristle, yet gives excellent 






performance and has special 
advantage, such as high resis- 
tance to water, 






Cpl. Stripe 
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COLORFUL ADS LIKE THIS 
BLANKET AMERICA WITH 
65,000,000 MESSAGES 


That’s how Devoe creates nation-wide 


acceptance for this great new varnish 


—87 Spar! 


A Complete Selling 


Program 


DYNAMIC WINDOW DISPLAYS 
NEWSPAPER ADS 
COUNTER DISPLAYS 
CUSTOMER MAILINGS 
A DRAMATIC PACKAGE 


That's how Devoe helps dealers sell 


87 Spar by creating action at the point 


of sale! 


ORDER DEVOE 87 SPAR NOW 


That's how you get this complete, co- 
ordinated program to work actively for 
you! Get the full story from an 87 Spar 
Varnish representative TODAY! 


ANOTHER DEVOE PRODUCT 
Distributed by 


Peaslee-Gaulbert Paint & Varnish Co. 
Truscon Laboratories 
Wadsworth, Howland & Co. 


Devoe & Raynolds Company, Inc. 
787 First Avenue, New York 17, New York 
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UNHARMED BY LIQUIDS 


Devoe 87 Spar is the amaz- 
ingly accident-proof, new, all- 
purpose varnish that comes 
through dousings with hot 
tea, soapy water—even alco- 
hol or fruit acids with its 
original lustre unmarred! It’s 
the ideal finish for all floors, 
furniture and for woodwork 








WHEN THE WORST HAPPENS } ) 
THIS VARNISH STANDS UP! 








. invites you to test this 


Fast-Drying Varnish 
now! (Dries in 4 hours) 


Prove for yourself how its 
phenomenal scratch-resis- 
tance and toughness assure 
lasting beauty in spite of 
heavy traffic and rough treat- 
ment. See how wonderfully 
clear and pale it is—to bring 
out the full beauty of fine 
wood grains. Take this Test 
Coupon to your nearest 
paint dealer. It entitles you to 
@ fall quarter-pint of Devoe 
87 Spar Varnish for only 25¢. 
(Enough for 20 sq. ft. aver- 
ge wood surface.) This offer 
expires January 1, 1948. 












TEST COUPON—Good for one quarter-pint te 
Devoe'87 Spar Varnish for 25 
tion to any 87 Spar dealer while supply of 


St on pres 
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DIRECT TO YOU 


See how our national advertising brings customers 
direct to 87 Spar dealers! The offer is good only for 
a cash purchase from a merchant like you! 


Tae | 
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Ask your jobber now for your 
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Johnson’s Wax 
a display 

* allowance 
deal! 


Limited time only! 








IT’S A DEAL consisting of — 


Johnson’s Glo-Coat for linoleum 


* 
rca 
* 
ay 
38 
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Johnson’s Paste Wax for floors 


Johnson’s Cream Wax for furniture 


3 famous best sellers your customers need and buy the year ‘round! 


WITH A DISPLAY ALLOWANCE! For putting this assortment on display 
for any 2-week period between August 15 and November 15, 1947, you get — 


1. A cash display allowance from your oe 4 
ps eel Mat rials! 4 
[ i ate ’ ua 
2. Extra sales and profits from your Colorful Promotion ccna 4 
; “ ] Ww a3 
ager. | packed in each 3-case 0 wo kodachrome is 
»T)j it: 

ma lete“Self-Seller” Disp!ay 

| a a. gue’ a colorful banner for your use d 
gst ispiay, a A: ; 





at 
34 HARDWARE AGE SSEPTEMBE 





JOHNSON’S WAX 


— — 


Meanwhile! .. This ‘‘stopper’’ full- 
page, full-color ad in American 
Weekly and Sunday newspapers 
will send customers into your store! 


Coast-to-coast, 20,069,841 messages will direct housewives to their Johnson’s Wax 
retailers. Your customers will read them in full-color advertisements in American 


Weekly, Metro rotogravure, and leading newspapers. This powerful advertising 





will work for you while the display 


allowance deal is on. 


3 big features to | Molly M°Gee reminds you of 
make your promotion Amt 3 bright ideas 
a smash hit! a to keep your home shining-clean ! 


Ei RETURN OF FIBBER McGEE AND MOLLY 
to the air! America’s favorite radio show will be 
back October 7, NBC, promoting Johnson’s Wax 
nationally. 


2 | A JOHNSON DISPLAY is featured in the ad. 

Your customers will see it— will look for one 
like it in your store. Get set for them — make 
your store wax headquarters for your neighbor- 
hood — now! 








3. SPECIAL COMBINATION OFFER to pull 
business in for you! A long-handled Glo-Coat 

applier at no extra cost will be offered with pur- aainelisnpinnonsitall Geectel Combination Ofer 
chase of every gallon or half-gallon package of 

Johnson’s Self Polishing Glo-Coat! You get ap- Sete serpents nae 


pliers at no charge with your purchase of gallons ove eR NOW — aia 
in 

















or half-gallons., 


ASK YOUR JOBBERS SALESMAN TODAY7 
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theyre pre-sold by national advertising 
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Popular design ‘* } New best-selling number with 

of 7 siichennts aie highlond plaid center QUALI 

set. Five smart colors choice of five colors on white 

on white. HARDW 
in the in 


Stove and table mats with the 4risto-mat lab 








Over 

— are the only ones your customers see i! 
‘n’ Saucer ©. their favorite magazines. And they’re thi manufac 
de eh en best quality that money can buy! nationall 
blue or green on white. -wonder Aristo-mats sell faster, mot mill sup 
easily, give greater satisfaction! Your trad garden 


ADVERTISED IN knows and appreciates these exclusive Aristo-mé 


* Good Housekeeping features: 1. New, heat-tested ““Quad-coat”’ proces 





* Ladies’ Home Journal haked enamel finish. 2. Extra heavy asbestos padding 


3. Patented, rounded “‘Kant-Kut Korners.” 4. Underglazed desig! Lg: 


guaranteed not to chip. Check your Aristo-mat stock today 


ag 
FA VV 

4 
Phoenix Table Mat Company Sy 
1315 WEST CONGRESS STREET 


CHICAGO 7, ILLINOIS 










* Woman's Home Companion 
* Better Homes & Gardens 
* McCalls 


Tg SS .<. ~<a 










Aristo-ware Kitchen Set 


“Refresher” pattern stove mat, hot 
pad, canister set, cookie can, 
oval waste-basket. Durable 
quality, smart colors 


331 MA 
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GRAND CENTRAL PALACE, NEW YORK CITY... OCTOBER 15, 16, 17 and 18 


QUALITY is the keynote of the 1947 NATIONAL 
HARDWARE SHOW—the market for the leaders 
in the industry. 

Over four hundred of the nation’s best-known 
manufacturers will display the finest standard 
nationally-known brands in hardware, houseware, 
mill supplies, paints, automotive, agricultural, 
garden and sporting equipment—the most com- 
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prehensive exhibit ever shown under one roof at 
one time. Meet the manufacturers of the merchan-. 
dise you sell—see, examine and compare their 
products —then, fill your buying needs for the 
coming year from the best in the industry. 

Fill out and mail the registratiom coupon. Your 
admission badge which will admit you without 


further registration, will be mailed to you 





NATIONAL 
HARDWARE 


SHOW, INC. 


331 MADISON AVENUE, NEW YORK 17, N. Y. 








SEPTEMBER 11, 1947 









You can save time by registering in advance. Fill in and mail this 


registration coupon and your admission badge will be mailed to you 
(PLEASE PRINT) 


Nome Title 
Firm 

Stree! 

City. State 


Type of Business 


(Please check below the classificotion of your business) 


(] Retailer (_] Wholesaler () Mfgr's. Agent C) Dept. Store Buyer 
(] Chain Store Buyer [(_] Importer-Exporter (] Other 
There is no Registration Fee. Write us if 
you desire us to make hotel reservations HA-9/! 
37 





CONSUMERS SAY SO! 


with a steadily snow-balling 
demand for Congowall—in new 
houses, old houses, in kitchens, in 
bathrooms—everywhere, 

North and South, coast to coast! 


DEALERS SAY SO! 


with tremendous repeat orders 
for Congowall. With ever- 
mounting volume. With their own 
advertising—at the rate of 
7000 ads a year (that’s 
1,000,000 lines!) 














AND HERE’S WHY 


CONGOWALL’S EXCLUSIVE DUPLEX BACKING makes installation CONGOWALL’S IMMEDIATE EYE-APPEAL and fast turnover are a 
easy and highly successful wherever it’s used—on almost dealer’s delight; its beauty, quality, and durability make 
any wall, old or new. for super-satisfied customers. 


CONGOWALL’S EASY-TO-CLEAN BAKED ENAMEL finish in tile ef- SO — STOCK CONGOWALL. Show Congowall. Sel/ Congowall. : 
fects, attractive decorator colors and exclusive designs give , Get your share of this big, booming business that’s getting g cacu 
America streamlined luxury—at really low cost. bigger and better every day! ; i 








«-»> TAP A BRAND NEW MARKET FOR CONGOWALL 


Double your sales, double your profits with Congowall in pastel plain effects eS 
for over-wainscot, upper wall installation. It’s 54’ wide in colors that corre- ee y 
late perfectly with the 41%” tile patterns. Available now! 


The above diagram 
two-way action of th 
heater. Radiant heat 
ond circulating hea 
work together for n 
tiveness. The back 


Congowall carries the same famous Gold Seal Trade-Mark and Money Back Guarantee 
that have made Congoleum America’s best-selling floor covering. 


CONGOLEUM*NAIRN uw: 


Ris... KEARNY, Nu. Cngoloon Congr - Nai, 
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by : Ti, Check these Outstanding NESCO Features 
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The above diagram illustrates the 
two-way action of the Nesco Electric 
heater. Radiant heat from the front 
ond circulating heat from the top 
work together for moximum effec- 
tiveness. The bock remoins cool. 


ECONOMICAL —two-way action cuts current 
cost because no power is wasted by slow 
warm-up. Repair bills are virtually elimi- 
nated because the Nesco has no moving parts 
to cause trouble or wear out. 


RADIATING 
HEAT 


SAFE —the exterior of the Nesco never gets 
dangerously hot. Openings in the top and 
front grilles are so small that children can’t 
touch heating elements. Low center of grav- 
ity makes the Nesco difficult to tip over. 


BEAUTIFULLY STYLED —the streamlined de- 
sign and attractive satin-aluminum finish of 
the Nesco make it the best looking heater 
you've ever seen. Harmonizes with any room. 


LIGHTWEIGHT —the Nesco weighs only 3% 
Ibs.! Constructed almost entirely of alumi- 
num, the Nesco may be lifted easily with one 
finger and carried to any room in the home. 


COOL HANDLE —the Nesco handle is made 
of plastic that actually insulates your hand 
from the heater. You can disconnect and 
move the Nesco to another location without 
fear of burning your fingers. 


RUSTPROOF —a welcome feature for cus- 
tomers who need heaters for bathrooms! The 
Nesco is constructed of aluminum, so mois- 
ture and splashing water have no effect on it 


NATIONAL ENAMELING AND STAMPING COMPANY 


EXECUTIVE OFFICES: 270 N. 12th ST., MILWAUKEE 1, WISCONSIN 


SALES OFFICES: MERCHANDISE MART, CHICAGO *° 
AMBASSADOR BUILDING, ST. LOUIS ° 


eos 
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CANDLER BUILDING, ATLANTA * 


200 FIFTH AVENUE BUILDING, NEW YORK 
WESTERN MERCHANDISE MART, SAN FRANCISCO 
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BE FARTHER AHEAD IN ’47—SELL 
VOLLRATH QUALITY WARE! 





y 





i ~Ntnnctesitaiti coca ail 






This year, buyers will be choosers . . . especiaity 






the legion of women who have and want the better 






things in their homes. They’re quality-wise .. . the 






kind of customers you'll need to make substantial, 
profitable sales . . . the kind that takes pride in 
asking for Vollrath Ware. 









them the beautiful, serviceable kitchenware of their F 






To bring more of them into your store—to sell 


choice—display Vollrath Ware at every oppor- J 
F 






tunity. Do so—and you'll be farther ahead in ’47. 






Look for this 





i 10) L L ~ AT o % Blue and White 
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SHEBOYGAN, WIS. 
NEW YORK - CHICAGO - LOS ANGELES 


v peck 









1157 ( 





HARDWARE AGE Bi SEPTEM 


mS 





* WALL CABINETS! 
* BASE CABINETS! 
High-strength .040 thickness Aircraft-Quality 
* S | N ¥ £ fe S E M B L ES! Aluminum alloy . . . equal in thickness to 
- 20-gauge steel. 


Finished in gleaming-white baked on enamel 
to match other kitchen appliances. 


Resists rust, fruit stains, and vegetable acids. 
Joints riveted and welded for strength and 
rigidity. 

Complete with Stainless Steel or Vitreous 


Enamel sink. 


Drawers glide easily on rollers. 
Doors and drawer fronts heavily insulated. 
; 1 Sink tops of linoleum or Stainless Steel. 
_ especiaily Base cabinet work tops of finest grade linoleum 


or Stainless Steel. 


nt the better ; ;' 
) f Can be fitted perfectly into any size or shape 
y-wise... the kitchen . . . for new construction or remodeling. 
- substantial, Surprisingly low cost! Immediate delivery! 
kes pride in g 

ES MAKES THE MOST ... AND 
ore—to sell) | 8EAUTIFUL KITCHEN) (SO SUPRISINGLY 


vare of their) =) ‘VE EVER SEEN! INEXPENSIVE & 
‘ery oppor: | AND NO WORRIES}. 
head in ’47. © ABOUT RUST! 


= 
E Co. 


ANGELES 





write for complete descriptive 
literature and dealer prices. 
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A COMPLETE DEPARTMENT IN ONE PACKAGE!) | 






NO. 26-2070 RETAILER’S 


STOCK x’ SHOW PAK 


66 MATCHED LUSTRE CHROME FIXTURES pe¥S DISPLAY PANEL 






Gives you a complete Bathroom and Kitchen Accessories 
Department of attractive, sturdy, lustre chrome fixtures 






—priced for today’s value-conscious market! 





















Contents—6 Wall Soap Dishes @ 6 Tub Soap 
Dishes @ 6 Faucet Soap Dishes @ 6 Combination 
Tumbler and Toothbrush Holders @ 6 All-Purpose 
Hooks @ 6 Toilet Tissue Holders @ 6 Towel Bars 
—18 inch @ 6 Towel Bars—24 inch (not shown 
on Display Panel) @ 6 3-arm Towel or Necktie 
Racks @ 6 Pair Adjustable Shelf Brackets @ 6 Twin 

Clip-On Racks (not shown on Display Panel) @ 































Chrome Plated Screws for wall items 

















PLUS METAL DISPLAY PANEL—on extra salesman at no extra cost— 
22x16”, sturdily constructed, finished in 2-tone baked enamel. Equipped 
with both easel and hanging attachment. Comes complete with items 


— 





already mounted including glass shelf for shelf brackets. 


“Es 


ORDER FROM YOUR JOBBER AUTOYRE No. 26-2070—Retailer’s STOCK ‘N’ SHOW PAK. 


Shipping weight approximately 27 Ibs. It’s you 

List Price $20.70. created 

— “shorta; 

4 than eve 

BATHROOM AND KITCHEN ACCESSORIES [| |" Cv 

F n 

Now, more ff than ever, Autoyre VALUES mean business for you! ie Keep 
Sponge. 

take ca 





THE AUTOYRE COMPANY ¢ OAKVILLE, CONNECTICUT) 
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It’s your customers who have 
created the Du Pont Sponge 
“shortage.”’ We’re producing more 
than ever before ... but it seems 
that everybody wants to buy a 
Du Pont Sponge. 

Keep asking for the Du Pont 
Sponge. We’re doing our best to 
take care of your needs. 
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BETTER THINGS FOR BETTER LIVING. . 


. THROUGH CHEMISTRY 











Westinghouse 


LAMPS FOR SEE-ABILITY 


PLANTS IN 25 CITIES...OFFICES EVERYWHERE 
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AN SELL ONE MORE S% A DAY! 





And it takes only | more sale 
per day to mean ‘198 to $270 
Extra Lamp Sales Per Year 



















Here’s an easy way to boost your lamp a lamp commercial will be broadcast on 
sales. Just sell one extra carton a day. the Westinghouse radio show every day, 
Your additional lamp sales per year will Monday through Friday, over 197 sta- 
average from $198 to $270, depending tions of the American Broadcasting 
on the unit sale. You can get a bigger Company. 
share of the profitable lamp business by ie ea ' ” — 

us LocaL Promotion — Westing- 


setting your sales goal now. é 
_o-¢ house offers you a complete free mat 

It’s easy to sell one extra carton a day. : : : 
ar , Poet : service of ads and inserts to help you 

But to make it even easier Westinghouse : 


is going to back you up with the biggest, 
most intensified lamp campaign in its 


tiein your store with national Westing- 
house lamp advertising. 


history. You'll benefit from Nationa. Plus COMPLETE MERCHANDISING HELP 
ADVERTISING — big, colorful, different —all types of store-tested merchandisers 
lamp ads to appear in Life, Time and and display material are available to 
This Week magazine. They will be pre- you, designed to tiein with all Westing- 
selling Westinghouse lamps to millions house lamp promotion and to identify 
of families, your customers, all over your store as the place to buy Westing- 
America. Plus Tep Matone On ABC— house lamps. 


SEND FOR FREE BOOKLET 


“A Steady Growing Profit Making Opportunity” 
(A-5011) which gives full details of the ““One- 





Westinghouse Electric Corp. 
Extra-Carton-a-Day” sales boosting plan. Fill in Lamp Division, Bloomfield, N. J. 

Please send me your booklet, “A Steady Growing 
Profit Making Opportunity,” (A-5011) which explains 


the “One-Extra-Carton-a-Day” Plan. 


and mail the coupon helow for your copy. Con- 


information. Lamp Division, Westinghouse Elec- 
tric Corp., Bloomfield, N. J. 


Company... 


Westinghouse Lamp Division Offices: 


tact your Westinghouse serving agent for more [ 





Address... 
1299 Northside Drive, N. W., ATLANTA; 10 High " 
St., BOSTON; 20 N. Wacker Drive, CHICAGO; City...... : Zone 
10 Wall St. NEW YORK; 3001 Walnut St., State...... 
PHILADELPHIA: 32 Blvd. of Allies, PITTS- 
BURGH; | Montgomery St., SAN FRANCISCO; 
111 N. 7th St., ST. LOUTS. Las cee es ee ss es ee ee ee ee es s 


ARE AGE SEPTEMBER I1, 1947 15 





The Bethlehem name has a familiar 
ring to the farmer. Through his every- 
day use of Bethlehem fence, barbed 
wire, fence posts, nails, bolts and 
galvanized sheets, he has learned to 
count on the reliability and top quality 
of these and other Bethlehem products. 


The farmer appreciates the econ- 
omy and trim appearance of Bethle- 
hem fence. Easy to erect, it stays tight 
because of its hinge-joint, cut-stay 
construction. The sturdy, high-quality 
steel wire is coated liberally with zinc 
for protection against rust. Naturally, 
it's a fence that lasts. 


Whether for level or hilly ground, 
for protection of crops, poultry or 
livestock, you can sell Bethlehem 
fence with confidence that it will do 
the job. 
Today is the time to talk fence needs 
with your jobber. He’s getting more M t 
shipments and may be able to fill your BE 3 0 OF ' . re ie 
order without delay. . sai 5 2 80 a MARINE cl 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


BETHLEHEM FENCE 
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@ To fill all requirements for welded or weldless chain—industrial, 
agricultural, automotive or marine—handle the complete McKay 
“Engineered” Chain line. 

When you handle McKay Chain, you can impartially recommend 
to your customers the proper chain to fill their particular needs from 
a complete selection of chain and chain accessories. 

Although the particular chain you want may not be immediately 
available, your surest way to obtain it is through the McKay Company. 

Check the profit advantages of selling McKay “Engineered” 
Chain for industrial, agricultural, automotive or marine uses. 


McKAY ENGINEERED CHAIN... 





* McK-Alloy Chain* * Twist Link Coil Chain ® Anchor Chain* 

* Hi-test Chain* * Victor Breast Chains © Trace Chains* 

* Steel Loading Chain* ® Passing Link Chain © Repair Links 

® Proof Coil Chain* © Sash Chain © Feed Chains 

* XX Dredge Chain* ® Conveyor Chain © Heel Chains 

* Crown Dredge Chain* © BBB Coil Chain* © Tire Chains 

* Steam Shovel © Harness Chains * Pump Chains 
Hoisting Chains* * Tie-Out Chains ® Log Chains* 

© Twist Link ® Machine Chain © Well Chain 
Machine Chain © Halter Chains ® Chain Hooks 

* Victor Pattern * Wagon Chains ® Stage Trace Chains 
Coil Chain ® Breast Chains © Stretcher Chains 


* Ohio Pattern Cow Ties ® Sling Chains* 


* These Chains are always Proof Tested 





440 McKAY BUILDING PITTSBURGH 22, PA. 


WELDING ELECTRODES ... COMMERCIAL CHAINS ... TIRE CHAINS 
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0 V Next month we plan to make an important 
L é OW announcement concerning the new im- 
* proved line of Swan Quality Garden Hose. 
Y Several unique improvements and refine- 
ments make Swan’s new line of garden hose 


the uncontested leader in the field. 


tat 
%, It leads competitive hose from every angle 
% —customer service and satisfaction—simpli- ' 
fication of jobber and dealer inventory—price 
and consumer sales appeal! 
The complete story will be told next month. Watch for it! 
; 


ab eeece! ei Rie 


EO gr oe 


SWAN RUBBER COMPANY - - > BUCYRUS, OHIO 


AT STRICTLY COMPETITIVE PRICES 


ea th ante 
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What's Coming 


America’s Foremost Name in Fine Power Mowers 


And Electric Hedge Trimmers! . . « 


WATCH FOR AN EXCITING FALL PRO- WATCH FOR A NEW FALL DEMAND — 
MOTION — Launching an entirely new backed by the most impressive big-scale 
and sensational idea in merchandising selling campaign yet seen in the industry! 


power mowers and hedge trimmers! 


WATCH THIS MAGAZINE (next month's 
; L issue) for news that really is NEWS/ 
a 
whe 


n important - 
1e new im- ot 
arden Hose. ; ' 


y 
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. Watch for it! 





PINCOR PRODUCTS 


Cnt uit Ce Same eit 4 aed oo lejce) ise) i del e hile], Mia, ile: \ cle) Aisa), lel} 
POWER MOWERS + HAND MOWERS + ELECTRIC HEDGE TRIMMERS + POWER PLANTS 
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Take the nationally advertised Goulds name, for ex- 
ample, associated with you as a Water Systems dealer. — 
“en. 3 - The new TANKLESS Balancet 
To your prospects, it means the finest, for Goulds E Flow Jet, with self-adjustall 


is known among distributors, dealers and consumers ‘ gh capacity. For shallow well serpy 
for the extra years of fine performance Goulds pumps | jy _ ice.Suppliesany volume wanted 
: with no spurt, no lag, no flug 


deliver. They know, too, that Goulds complete line i! | tuation. Just like service frome 
offers the latest and best in design and service. Ram = 2 city water main! Capacities 
4 : ¥ : 540 gallons an hour ependingg 

To your store, it means prestige—the reputation = upon suction lift. 


Goulds has built in nearly a century as leaders in |) 4 The new dual-service Jel 
Pumps. | 2 Matic. Same unit for shallowo 
: P ae) deep well operation. Widé 
To you, it means sales... your full share of today’s 4 range of capacities and pre 
top Water Systems profits ... the biggest share in Ei "gum sures. A packaged water system 
ce * ps . : streamlined for sales. 
tomorrow’s “tougher-to-get” market . . . satisfied 
customers every time. ., extra profit from the sale of 
related items to enthusiastic Goulds owners. 
Write for the name of your nearest Goulds dis- 
tributor. 
GOULDS PUMPS, INC. Seneca Falls, N.Y. The famous “CID” and “PYRAMID 
Shallow Well Piston Pumps and “CID> 
Deep Well units round out the comply a 
GOULDS line of Water Systems fom 1 


eSS)|l We 


Li< psi sr % : 
FOR EVERY HOME AND Je 
San a FOR EVERY FARM AND HOME NEED 

f ‘he 

» FEA 


“ ie 


sci % 
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Trade in your old style milker 
on a new Shee Aunmucewnry 








LKING CHORE... 


-Milker will do more of the 


DOES MORE of your MI 


ite- ilver Anniversary Fast ; do d 
on a noe No straps to adjust during —w a 
oe Niiker ail. No unnatural strain to cause miss — —— 
oles. Rite.Way’s gentle, calf-like milking — i“ st el oe 
and benefits her udder. Satisfied cows give m menting hype me 








bigger profits for you. With Rite-Way, most any ¢ 


to milk out completely — without stripping. 


LIBERAL TRADE-IN ALLOWANCE 


ite-Way dealer will be glad 
bs coupe id standard or sus- 
pended-style milker and ae 
a liberal allowance on a new " 
Way. Enjoy all the advantages : 
modern, fast milking that only 
Rite-Way can give you. See your 


dealer today, or write us. Be sure 


to ask for our new F REE book on 
“Rite-W ay Fast Milking. 


_ Less Money 
















More Milker for 


RITE:‘WAY. 


‘ MILKER 


RITE-WAY Stlucr Anniversary 
ELECTRIC CREAM SEPARATOR 
The One You've Always Wanted! 













te an old-fashioned skimming methods. 


aler or write for literature. 


cream separator in 
23% of your cred 
+ Rite-Way de 


1241 Belmont Ave., 
Branches: Syracuse, A - 
In Canada: MASSEY- 
In Sweden: ANGLO-NORDIC TRADING CO., 


tlonte, Oklahoma City, Oakland 


ARRIS COMPANY, Ltd. 
ltd. 






This Ad Will 
Help You Sell 
More RITE-WAY 












i f 1 The first really new 
New in design, new in pe gg we oe ee 


RITE-WAY PRODUCTS COMPANY 


Dept. HA, Chicago 13, Ul. 






Milkers 


Thirty-three national, sectional and 










state farm magazines are now car- 






rying this ad! Practically every 






dairy farmer in your community 






will see it. That means more pros- 






pects, more sale of Rite-Way Silver 








Anniversary milkers now! 






Rite-Way’s new “trade-in allow- 


” . ‘ 
ance” policy gives you extra oppor- 





tunities to make money. It proves 






again that Rite-Way really gives 






dairy farmers “more milker for 







less money.” 
























Powerful advertising support is 
only one reason why more farmers 
think of Rite-Way when they want 
milking machines. Rite-Way’s ex- 
clusive features offer better, faster, 
easier milking advantages available 
in no other machine. Rite-Way 
builds satisfied customers — repeat 
customers. That’s why more dairy 
farmers use the Rite-Way Fast-Milk- 
ing Method than any other. 

Take advantage of today’s Rite- 
Way sales opportunities. Establish 
a permanent, profitable Rite-Way 
dealership for yourself. Write to- 
day for complete details on the 
money-making Rite-Way franchise. 


RITE-WAY PRODUCTS COMPANY 


1241 Belmont Ave., Dept. HA, Chicago 13, Ill. 








Branches: Syracuse, Oklahoma City, Atlanta, Oakland 
In Canada: MASSEY HARRIS COMPANY, LTD. 











FEATURE FOR FEATURE — IT’S EASIER 
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In Sweden: ANGLO NORDIC TRADING CO., LTD. 


TO SELL A RITE-WAY 
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Pertection 


Oil-Burning Heaters 







come to you direct from the most advertised, is better known to your 







experienced manufacturer in the oil | customers, than any other. The most 
burning field. Perfection has more | complete and active research labo- 
satisfied users than any other name _—‘"atory in the industry backs their 






in the field. The name has been more constantly improved superior 






quality. That is why consistent 






profits have come to Perfection 






dealers for more than half a century. 






It's "paid-up insurance’ on quality, 





satisfaction and profit leadership 





for half-centuries to come. 












Cheerful as an open 
fireplace, but portable! 
Perfection “Firelight” is the world’s 
most famous chill chaser. Light, 
safe and easy to move wherever 
quick heat is most needed. 












itself autor 
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e e\ © sealing. U 
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ATLANTA + CLEVELAND + CHICAGO + JERSEY CITY » KANSAS CITY » OAKLAND + ST. PAUL BCENERAL MILLS P 
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The Mark 
of Quality 
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Benen MILLS PRESSUREQUICK SAUCEPAN— COMPANION TO THE SENSATIONAL TRU-HEAT IRON— Both sponsored by Bett Cnockin 


a 


IGGEST_APPLIANCE NEWS SINCE THE TRU-HEAT IRON 


NO TWISTING 
or turning to get 
this cover on! 
Simply place it in 
position on the 
pan and when 
cooking conditions 
: are correct it seals 
itself automatically, perfectly. 


NO EFFORT ito lock the cover in 
place or remove it! A fingertip touch 
on the Feathertouch Safety Lock an- 
chors the cover in position for self- 
sealing. Unlocks easily, too .. . but 
only after pressure is reduced. 


NO GUESSWORK about pressure or 
timing! A quick glance at the big, clear 
figures on the Cookminder pointer dial 


SEPTEMBER 11, 1947 


Bett Crocksr now brings 


you the new General Mills 


tells the amount of pressure in the pan 
and when to start counting cooking 
time. Cookminder is also an automatic 
pressure release. 


NO WAITING for pressure to go down 
after cooking is finished, With most 
recipes, when cooking time is up, simply 
push the PressureQuick Slide Release 
and pressure goes down quickly, safely, 
right at the range. 

NO WONDER women will want the 
new General Mills PressureQuick 
Saucepan. They’ll be reading about it 


for the first time on the back cover of Z 


the November 15 Saturday Evening 
Post...and they’ll be making bee- 
lines to your store to see it... ask you 
about it... and to buy it! 


en BETTY 
DE comes with it—the 
on wet Be cook book ever 


mo 


CROCKER 


st 


pub. 
lished by a saucepan manufacturer, 








HERE'S YOUR TIMETABLE 


1. Shipments to distributors start in 
early October. 

2. Shipments to dealers start in early 
November. 

3. National advertising breaks Nov. 15 
with a full color ad on the back cover of 
the Saturday Evening Post . . plus ads 
in This Week Magazine, in local news- 
papers... plus network radio on the 
Betty Crocker Magazine of the Air! 








On 


is a 


Betty Crocker 


trade name of 
General Mills 
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...@ great new display to help you 
sell the countless household uses of 











N OW you can let your customers know, at 
a glance, that Surf SEASON-AIR is far more 
than a convertible heater-or-fan for all- 
season room conditioning. On your counter 
or in your show window, this big eye-catch- 
ing display in full color tells of SEASON- 
AlIr’s almost limitless range of household 
uses. Clear-cut illustrations on display wings 
show SEASON-AIR used as a drier, heater, 
air circulator and fanevery wherein the home. 


ey As a DRIER: 
BR 


~~ for ladies’ hair and lacquered nails . . . 


ye, / \ photo negatives and prints . . . wet paint 
J \ ish... d Pase- 

















































and varnish . . . damp closets and 
X ments . . . laundry and freshly pressed 
\ clothing - wet boots, umbrellas and 
——_s galoshes . . . household pets after bath, etc. 
| 
Fe Be Ay 
.\\/| As an AIR CIRCULATOR: 
4 Sas re \ th 'J for a os in sickroom or any 
i. | | 8 ° \\) | room, SEASON-AIR tilts t ertical angl 
RE 4 ers | 7X a HEATER or FAN: —t pass and sends warm or cool air ease, or 
a \| for bathroom, basement workshop, children’s p 
——— } playroom, utility room, garage—any place in 
—_—~ea | the home, office or shop where a steady flow of — 
Sp - warm or cool air is desired for health or comfort. Boost your SEASON-AIR profits! 
—ar » Ask your wholesaler for one of these displays NOW! 
a 'TONLY SEASON-AIR HAS ALL THESE GREAT FEATURES! 7 
\"4 With shell in place, a 1320-watt forced air heater * nuts * Adjustable to vertical for no-draft air 
With heater shell removed (in less than 1 minute), a, circulation * Lightweight, easily portable; weighs only 
big 10-inch fan with air displacement of 500 cu. ft. per 9 Ibs., 12 oz. * Keyhole slot in base for wall mounting 
a minute * Easily cleaned, inside or out, without the use as a heater or as a fan * A unit heater without installa- ( 
% of tools * Rugged all-metal construction * Velvet tion cost * Two appliances for one low price * Listed 
' crackle finish * Hi-polish heater grill * “Rigidized”’ with Underwriters’ Laboratories, Inc. * Fully guar- 
aluminum fan blades * Separate fan guard for safety * anteed for one year against defects in materials and 
Silent operation * Shaded pole type motor—no radio workmanship. 
interference * Porous type bearings with large oil 
reservoir * Bone-hard fiber washers permit friction 
adjustment to any angle without loosening wing a € 
roducts 
immedia 
Riese righ 
" ’ e glad t 
It's a HEATER heater sheil It's a FAN pot = 
@ promis 
fast as co 
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G-M LABORATORIES INC., 4296 N. Knox Ave., Chicago 41 
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tee Cam FREEZERS 


J ERE are the feature-packed freezers made by the 79- 
year old J. E. Porter Corporation . . . They’re Ameri- 
products prevents usfrom assuring ca’s first choice for eye-appeal, for nesietanti, and for 


Heavy current demand for our 


immediate delivery of all pes 


Porter freezers. Meanwhile, we popular price... Yes, extra profits are yours when you 
be glad to send specifications and 


prices on the complete line, with add the money-making Porter line. 
@ promise to fill your orders as 
fast as conditions permit. 


me 2, t. CORPORATION 
OTTAWA, ILLINOIS 


MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 
Export Sales Department «* 201 North Wells Street «* Chicago 6, Illinois * Cable Address: CHASIHO 
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Two popular chair 
styles! The grace- 
ful 4-leg chair is 
Style 3058/2. 









The comfortable, 
“springy” S-frame 
chair is Style 
3058/1. 











Both are beautiful .. . both will 
win you quick and easy sales! 


PN at YS... “ae 


CHICAGO ° 


SS 


‘vist DISTRIBUTED BY Silmmanson & GO, a 


BOSTON * 


@ The light that buys in woman’s eyes flashes instantly when 
she sees an Arvin Dinette Set. She listens politely to the prac- 
tical advantages of Arvin Dinettes, but she’s really dreaming 

of what Arvin beauty will do for her kitchen, her dining 

alcove, her terrace . . . beauty others imitate but fail to 
equal. The price, lowest on the market, clinches deci- 
sion. Little opportunity for salesmanship perhaps .. . 


but what an opportunity for profit on big volume! 






RAVE 







NOBLITT-SPARKS INDUSTRIES, Inc 


Columbus, Indiana 


BALTIMORE + NEW 


@ METAL-CHROME DINETTE SETS 
@ ALL-METAL IRONING TABLES 
@ ALL-METAL OUTDOOR FURNITURE 


YORK. 















- 1107 BROADWAY, NEW YORK CITY " 
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McKee RANGE-TEC 


Tats 


WHISTLING TEA KETTLE 





















KETTLE; 
























e 
a fiatereng weleweres, US Am “Olectads- tion oubeny re ae 
53 Let Some 9 con wtih ne 
e When you stock the McKee line of Range-tec McKEE LEADERS INCLUDE 
y when a and Glasbake cooking ware, you’ll find every Pi 
} prac- E item has genuine sales appeal. The Whistling Tea BL AS BAKE 
° re y : VEN WARE 
‘a 3 Kettle is typical. FISH DISH 
_—— CASSEROLES . 
1 to ROASTERS 
sci- For fast turnover and good profits, stock Glas- TUBULAR CAKE DISH 
aieaie ome iki S LOAF DISHES 
ake and Range-tec glass cooking ware. See your PIE PLATES 


wholesaler, the McKee representative in your 


area, or write to RAN BE TEL 


TOP-OF-STOVE WARE 


COFFEE MAKERS 





McKEE GLASS COMPANY PERCOLATORS 
JEANNETTE, PENNSYLVANIA “~~ -—/. 
KILLE 

RK ¢ 7) sais Glassware Since 1853 DOUBLE BOILERS 

i 

f THE WORLD’S MOST COMPLETE LINE OF GLASS COOKING WARE 

3 
YWARE AGE | 7 
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then they tell you: 
“We want TAVERN!" 


More women are finding out every day that 


Tavern Home Products take 
the work out of housework ! 


They’re finding out for themselves by buying 
and using more Tavern Home Products— 
finding out from excited neighbors . . . findin 
out through a continuation of Tavern’s 10- 
year program of national advertising and 
Tavern’s personalized and tailor-made stor 
merchandising and promotion program in 
stores all over America. 


Then they’ll come to you for the Tavem 
Home Product they need most. From then 
on, you’ve got a volume buyer, because 

















Every Tavern Product is so 
good it creates a demand 
for all the rest of the line! 


And the Tavern line meets just about all household 
needs! Display it and get your share of Tavern’s high 
unit sales and profits. Order the complete line today 
from your nearest Socony-Vacuum office or from 
26 Broadway, New York 4, N. Y. In the Southwest, 
order from the Magnolia Petroleum Company, and 
on the West Coast from the General Petroleum Corp, 








Every Tavern Home Product SOCONY-VACUUM 


Carries the Sign the Nation Knows 


te 
i - Tavern Pas 
Liquid Wax 

basen Non-Rub Floor —— 
i leaner ° _, 

ners pon «Tavern Window C son 

a Gloss - Taver? Rug Cle 

: x or Paraseal Wax 

ther Preserver 

ic Motor Oil 


Tavern P 
Tavern Lu 


Tavern Furnitur 
Tavern Parowa 


Tavern Electr 
Tavern Dry Cleaner 


__ TAVERN 4 


BS 


Nationally Advertised ! 
Public Accepted ! but SL Nile ae ze 
Z ee ——— : JOHN 


Priced To Please! 
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e A 98-year record of top quality. 

e A streamlined line, geared to today’s market. 
e Noted for winning loyal repeat customers. 

e@ Plenty of sound promotional material. 


@ Close cooperation from Sales Representatives, 
District and Home Offices. 


Write now for complete details on a Lucas franchise. 





JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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You save money You don't have to 
right from the start! break in the brush! 


Because most Rubberset Nylon Brushes Rubberset Nylon Brushes come to you 
cost less than hog bristle brushes: Much already broken in with the “chisel tip” 
less when you consider all the time and that ordinary brushes acquire only after 
trouble they save you! hours of tedious effort! 























wis 


Rubberset Hog Bristle Brushes are world-renowned, too, for their superb qu ility 
and performance. Since 1873, in fact, our famous trade mark name Rubberset 


has stood for “The Finest in Brushes.” 


lished 1873-Factories: Newark, N. J.; Salisbury, Md.; Gravenhurs 


Rubberset Company — 56 Ferry Street, Newark 5, New Jersey —Estab- é 
Ont., Canada- Branches: Los Angeles, California: St. Louis, Missourt &@ 


*Patent Ap 
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You pick up more paint! You get 53 times 
more service! 


Rubberset’s exclusive permanent_wave devel- 
—— ee o » 
Bristle wear tests show that this great 


to you opment means you pick up more paint than 
isel tip 4 with best hog bristle brushes. And you paint brush lasts up to 5'% times longer than 
hog bristle brushes. That's 512 times Le 


nly after more surface per dip—9.5% more by independent 


: : f or_&li sis piitestiain 
tests than with top-quality hog bristle brushes! wear—o/2 Umes more service. 








RUBBERSET NYLON & 


son deal RuBBERSET 
NYLON 


Made only by the Rubberset Company 





“ Jer sey 
Id.; Gravenhu 


Louis, Missour Ba * Parent Applied For 
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(ELUTE 


( 
RUBBERSET 


BRUSHES 


IT’s 
TIM 
OP | 
YO! 


Cx 


Cres-L 
rays, | 
moist 
ness i 
Cres-L 
MORE 
You’ve been waiting for this—now you can get it! This _- yp 
great new Wall Brush Assortment in a handsome display PURE | 
box that invites customers to handle the brushes—to buy mum 1 


them. Each brush is a best-seller . . . each is finest imported Here’s the Assortment: os 


hog bristle . . . in the fastest-selling sizes. Compact display Ys doz. 3" Wall Brushes @ $1.59 $ 6.36 ry 
contains 12 brushes, measures 114"x 1154". Ys doz. 3%" Wall Brushes @ 1.89 7.56 ; and sc 
Ys doz. 4" Wall Brushes @ 1.99 7.96 

Your selling price $21.88 


Kussers ET BRUSHES nen: ae 


‘ compared to normal mark-up of 334% 
Made only by the Rubberset Company, 56 Ferry Street, Newark 5, New Jersey— Order from your Wholesaler Now! 
Established 1873 + Factories: Newark, N. J., Salisbury, Md., Gravenhurst, 
Ont., Canada + Branches: Los Angeles, Cal., St. Louis, Mo. 


367+ profit on these fast-selling 
brushes out of regular stock! 
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TIME WITH 


— CGeea-leie SYNCHROME 
ALUMINUM PAINT 


For All Kinds of Roofs: Metal— 
Composition — Roll— Asphalt 
Shingled— Built-up Types 


IT’S ROOF PAINTING 
TIME... AN EXTRA 
OPPORTUNITY TO STEP UP 


YOUR VOLUME ON 
Cres-lite SYNCHROME! 


Cres-Lite Synchrome protects roofs because it reflects radiant heat and 
rays, and keeps interiors cooler in summer ...warmer in winter. Resists 


moisture, weather and corrosion; helps prevent “drying-out" and brittle- 
fi Cres-Lite Synchrome is a quick-drying, synthetic 


ness in composition r g 
Cres-Lite Synchrome contains: resin, oil paint, guaranteed to contain only pure 


MORE Oll—penetrates composition roofing to keep roofing materials soft 325 mesh aluminum and the highest quality 

yom — On metal roofs extra oil content keeps paint from cracking grades of Oll, PIGMENT AND SYNTHETIC 
n " 

cme RESINS. For complete details regarding other 


PURE 325 MESH Aluminum Pigment—gives one-coat covering with maxi- ¢ . 
mum reflectivity. Prevents destructive action of sun’s rays on composition uses of Cres-Lite Synchrome, write for FREE 


roofing. Lowers heat absorption in in winter. 


SYNTHETIC RESIN (made from asphalt base) provides hardness to the 
paint film and causes adhesion of paint to surface. Helps prevent rusting 


and scaling of metal roofs. 
COMPANY 


ER 
C R ES . EN | BRONZE POne Angeles 15, Colif. 


Chicago 10, LE 





copy of “A Guide to Using Aluminum Paint.’’ 





116 West Illinois St., 





—_ 
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Take advarilage % 
the National WW 
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NOW is the time when owners of forced-warm-air furnaces are in 
the market for new, clean Dust-Stop Air Filters. People know nation- 
ally advertised Dust-Stops. They like their performance. Dust-StTop 
Air Filters are easy and profitable to sell. 

So, set up your DusT-Stop Store Display where folks can see it 

. where it will attract the most customers and help YOU sell the 
most filters. 

And make all of the other new sales aids work for you. Mail out 
the new reminder cards to your Dust-Stop customers and see that 
they, as well as new prospects, get copies of the attractive, informative 
Dust-Stop folder. You’ll also find the newspaper ad mats and radio 
spot announcements helpful in planning your own advertising. 

P. S. No, it’s not too late for you to get all this valuable promotion 
material free, if you rush your order to your Dust-StTop supplier. . . 
or write Owens-Corning Fiberglas Corporation, Department ae 
Toledo # Ohio. In Canada: Fiberglas Canada Ltd., Toronto, Ontari 


DWE 
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vo B Advertising Campaign: | 


and get YOUR share of the Fall Filter Business 


—~“3\ PROMOTION 


Ty Air Filters | 
...@ FIBERGLAS Product | 
















_, USE THIS FREE 


a 





“» MATERIAL, TOO! f 
\ 
BY AG ty 
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CLARKE...OUTSTANDING NAME IN ee 99 
FLOOR SANDING AND MAINTENANCE . GOLDEN EGG 
LIne 


P-12 Polisher A 


Polishes—Scrubs / 
Steel Wools ti 
Waxes VA 

/ 


Offering a com- 
plete line of high 
quality floor 
conditioning 
equipment at 
low cost. 


“a 


=) Steady dealer profits with Clarke Floor 
7 Sanding and Maintenance Equipment! Over 
erry ese ° © Glee 9500 dealers rent Clarke machines and 


MV-8 Sander as make more money because of . . . 
ideal For 
Lightweight Heavy Duty | 1. Low initial cost 


ne ~ I acne 2. Profitable rental 
3. Rugged dependability 


eevee eeee eevee 


LV-8 Sander 


: Clarke equipment is easy to handle, gives 
SF greater production, has longer life and 
lower upkeep. All of these features add up 

to more dealer profits. 


eee eeeeeeeeee seeeweeeeeeeee 


= WRITE! 

Ask now for 
complete 

information 


a SANDING MACHINE COMPANY 


Rental Plan 
and Clarke 
Equipment. 


eocer | 


— 


\ 
J 
K 


~ 
ae 
J)? v5 Edger 

High Sp 

Com; 
Lightweight 


eoeeeeeeeeeeeeeeeeeeeeene 


S Product 309 CLAY AVE., MUSKEGON, MICHIGAN 
ro 
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No.57 File.-“ Scythe Stone 
CARBORUNDUM 


oe, 


Most every hardware dealer knows that farmers 
and gardeners need sharpening stones as well as 
cultivating tools. Yet, the close sales-relationship 
of these items is too often overlooked. That’s 
why The Carborundum Company conceived this 
new line of colorful, related abrasive displays. 


Specifically prepared for your farm and garden 
section are the three displays shown here. Small 
and easy to handle, they do a real selling job 
when correctly set up next to the farm tools 
which require quick, easy sharpening. 


You can ring up extra sales, often without men- 
tioning abrasives, when these attention-getting 
displays are placed to do the most good. The 
well known and popular CARBORUNDUM 
trademark is often enough to stop the shopper 


and give you a chance at a quick sale. 


Follow the example of other hardware dealers 
...ofder these new sales-building displays from 
your jobber today! The Carborundum Company, 
Niagara Falls, New York. 


&® Profit, too, from related displays in other departments... 





HOUSEWARES 


* a. me 








t a go 

Big yl i) ats 
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Abrasive 
for many 


SEPTEMB 








ithout men- 
ion-getting 
good. The 
RUNDUM 
he shopper 





le. 


yare dealers 





splays from 





1 Company, 





Abrasive products help you build added profits store is a prospective customer for one or more 

for many items in your store. After all, prob- abrasive product. To get your share of this prof- 

4 =< ably no other item you stock _itable business, order an assortment of smart, 
lends itself as well to related- related displays by CARBORUNDUM. They're 
selling as abrasives. Almost new. They're attractive. Ask your jobber, or look 
everyone who comes in your in our new 105 Hardware Catalog. 





+ CARBORUNDUM 


TRADE MARK 
“Carborundum”’ is a registered trademark which indicates manufacture by The Carborundum Company 


Ss 
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PLASTERERS' ALUMINUM 
ANGLE PADDLES 


ees IGOLDBLATT]] oa 


weight only 6 oz. 


Hollow center, 
thickness % in 


length 7% in., 
PLASTERERS’ ALUMINUM ANGLE FLOATS 


No. 9AL—Size about 4 in. by 9 in. 


only 10 oz. 





PLASTERERS' ALUMINUM HAWKS 
EEN = . 


Furnished in 12 x 12 in., and 13 x 13 in., 
Detachable handle. 


venter with each hawk. 


PLASTERERS' RUBBER FLOATS 


Rubber face of correct porosity is 8 x 4 x % ‘n 
Properly cemented to metal back. 


LIGHT WEIGHT CONVEX JOINTER 


For producing half round 
sunken or rodded joints 


Each end for 
size joints. 





flexible. 


Light, stro 
lable handle. 


4-inch detac 


Width 2//, in., 


Very light, wt. 


sizes. 
Sponge rubber callous pre- 


differant 


e@ THIS is our 62nd year of holding prices down 
and keeping quality up. Tools bearing the famous 
GOLDBLATT TROWEL BRAND TRADE MARK rep- 
resent the last word in quality masonry tools. 
Write for literature and trade-prices 

TODAY! 


GOLDBLATT 
BRICKLAYERS’ LEVELS 


NO. E Aluminum Level is the narrow- 
est, thinnest level made. Sides, edges, 
ends and corners always keen, square, 
straight and smooth. Made in lengths 
12", 18", 24", 42" and 48"". All Gold- 
blatt Levels have large bead in vials 
for easy reading. 


BRICKLAYERS' SETS 
WITH BEVEL EDGE 


Made of finest quality tool 
steel and shaped to please 
craftsmen Made in 2!/2, 
3, and 4-inch width blades. 


(7 e-)-} 
— 


Sas city, MO 


ie 


CEMENTERS’ SIDEWALK 
EDGERS 





OD AND ALUMINUM 
NEL CONSTRUCTION 
he Gy enters 


Goldblatt offers a complete fine of, 
Steel Cementers' sidewalk edgers, step 
and curb edgers, wall, floor and side- 
walk groovers, as well as steel corner 
and base fools. 


Write us for 
literature and trade 
prices TODAY! 





— 
oo 





44 inches long, 3'/ inches wide, '/s inch thick. 


TF pee 
‘qT 


Goldblatt Plastering Trowels. With straight style 
or camel-back handle, aluminum mounting — ten 
rivets. 10", 10!/", and II" lengths. 


'a 


Goldblatt Cementers' Trowels. 
lengths. Aluminum mountings, 
POINTING TROWELS 


For Plasterers, Bricklayers, and Cement Finishers. 
Made in 4, 5, 6 and 7-inch length blades. 


ee 


asi a 


18-in, 


rivets, 


Ge as a 
ts Sua 


10-in. to 
10 to 16 


Best quality—known the world over. Two smaller 
sizes used on interior tile and marble. Large No. 
4-T is the smallest hammer made of the Brick 
Hammer style. 


PLASTERERS’' MARGIN TROWELS 


No. 7'/2—Size I! x 5 inches. No. 8—Size 2 ¥% 
inches. 





KansasCity, Mo. 





PIPE TROWEL 
No.13—Size 2 x 10 inches. 





GOLDBLATT TOOL CO., 1422 Walnut St., KANSAS CITY 8, MO. 
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10-in. to '8-in, 
s, 10 to 16 rivets, 


WELLS 


d Cement Finishers. 
ngth blades. 


Two smailer 
Large No. 
ade of the Brick 


TROWELS _ 








the world over 





NUCUT “4! ooh FILES ito 


EVERY MONTH 


Heller Sales Messages 
spur your business! 


ncluding 
fites, # 
Vixen for cut 


Month after month—in leading trade magazines 

—Heller ads keep working. Finding worthwhile 

tool prospects in your territory. Educating tool 
users on Heller quality. Pre-selling tool buyers on Heller 
files and hammers, chisels and Masterenches, other fine 
tools—for you. 
This aggressive promotion gives you an extra sales 
advantage. Leads to extra tool profits. Make the most 
of it—now. Sell the complete Heller Tool Line. 














; 
: ~4o 
Point pranretin 


Tun gets electrical 


BROTHERS 
COMPANY 


Newark, N. J Newcomerstown, Ohio 


Good Tools Since 1836 
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if 
No. X839. Assortment of 12 


{ rT, WV in| ; i 
‘ , he ; ' z ¥ 
Wood © " chi | 
ood Chisels. Unbreakable i ag if 
| Amber Handle. Full bevel * & bil i } rs 





7 edges. Retail 50c each 





DO A SUGGESTIVE SELLING JOB... 
RING UP EXTRA SALES FOR YOU! 


¥ Arthur H. Von Voris 


It's a smart merchandising idea to display ‘ VAN VORIS HARDWARE 
~ . Cobleskill, N. Y 
Ai 


Fuller Tools right by your cash register. " | 

They're attractively carded to get ; lhe 
attention ... popularly priced for on-the-spot i Seite 7 
buying! Get those extra sales oe 
without any extra effort—while \.-. / 
you're making change on other purchases. 

Let Fuller’s “Cash Register Companions” 


do a suggestive selling job for you. 


Write for complete catalog and name of nearest jobber 


gi FULLER TOOL COMPANY, INC. 


litte \ J \ \ 
3 ner amcs 


AT THE N. Y. SHOW MAKE YOUR HEADQUARTERS AT OUR BOOTHS—#251! & 252 
71 
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You can always count O” G/ 
ASE for these 4 ~ 


COPPER 


BRASS BOLTS AND — : 
siLicon BRONZ 


BRASS AND BRONZE 


grass ESCUTCHEON PINs 


R AND BRASS 


copPe ott 


E 
Brass AND BRONTY | ousTRIAL WIRE CL 


copPER AND BRONZE g, SCREWS 


TACKS 


‘ grass AND COPPER 
& a" Rivets AND BURS 
p so.de 





A wide variety of Chase brass and warehouses from coast to coast . . 

copper miscellaneous items isalways but if your /ocal Chase warehouse E 
within your reach. Every one of the _ hasn’t the item you want, they'll try 
items shown is stocked by Chase. to get it for you from a warehouse 


Not all of them at each of the 21 that Aas. 


Ye Neltonds Hoadguardors fa 
has CS _BRASS & COPPER} 


THIS IS THE CHASE NETWORK ... handiest way to buy brass 
ALBANY+ ATLANTA*+ BALTIMORE BOSTON. CHICAGO CINCINNATI CLEVELAND DETROIT HOUSTON? INDIANAPOLIS KANSAS CITY, MO. LOS ANGELES MILWAUKEE MINNEAPOLIS 


IE er Es 





NEWARK NEW ORLEANS NEW YORK PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTER} SAN FRANCISCO SEATTLE ST. LOUIS WASHINGTON? findicotes Soles Office Only) 
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CHAIN 













. 


o, 


SWEON PINS 







2 TYPES 
PLASTIC MESH 
WIRE MESH 














Nearly everybody has a use for Vimlite—ON THE 
FARM; IN THE HOME, OFFICE, SHOP AND 
FACTORY. And every day—through Celanese ad- 
vertising in national magazines such as Farm Journal, 
Country Gentleman, Poultry Tribune and Better Farm- 


ast... ° ' 
ing Methods—more and more people are reading 
ehouse about Vimlite ... will be asking for this all-purpose 
r Celanese” plastic at your store. Keep ample stocks of 
y'll try A Vimlite on hand and get your share of this profitable 
: business. If your wholesaler doesn't have Vimlite in 
=house ‘ stock, write us, and we will see that you are supplied. 





Vimlite Department, Celanese Plastics Corporation, 
division of Celanese Corporation of America, !|80 
Madison Avenue, New York 16, N. Y. 

















PLAYCABINS 


*Req. U.S. Pat. Off 






MINNEAPOLIS 


Office Only) 





SEPTEMBE ” 
‘ARE AGE § SEPTEMBER 11, 1947 











Wak STIEMTAATARALYL CORSE 


KSBLSTO 


RAY BESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 
MANHEIM. PA. 


Playing to win? Then deal your. 

self a winning hand of top quality 
products all the way. R/M 

wickings for every purse and purpose 
are favorites wherever oil stoves, 
ranges and heaters are used. Ask your 
jobber for these popular fast-selling 


R/M products . . . the pick of the wicks. 
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WITH WASHINGTO 
APPLIANCES 


“WORTHY OF THE NAME” 


It Is apparent that fuel (all types) will be short and high 
priced in many localities this winter. 

Naturally—buyers of appliances will be interested in 
heaters and ranges backed by records of fuel economy 
proven over the years. 


The WASHINGTON line has an estab- 
lished reputation for the FRUGAL use of 


Then deal your. 







nd of top quality 







the way. R/M 







rse and purpose 
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ad 
KE oF 


\ “xG) 
‘ 






ase 


MARTHA WASHINGTON 
HOME FURNACE (Coal) 
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y Down-Dratt Hot Blast Combustion 
, insures maximum efficiency. Heavy- 
duty special alloy slotted fire pot 
and large heavy ribbed combustion 
chamber, adding extra heating sur- 
face, insure long life and added 
years of satisfactory service. 
GEORGE WASHINGTON 
COAL RANGE 
The modern styling, rounded corners 
ma for easy cleaning, the striking lines, 
===" | the gleaming porcelain enamel finish 
| —al/ contribute to the smart appear- 
ie <@) ance of the George Washington Cast 
| Balanced Range. 
" | ok = WASHINGTON Frugal 
at ff .. OL BURNING HEATER 
: Down-Draft Hot Blast spreads flame in the radi- 
ator-type combustion chamber, insuring maximum 
‘ ps ee heating capacity. A truly beautiful, powerful 
agra far Al and durable heater. 
i oe D L 1D y 
Established 1862 GR AY 
NASHVILLE, TENNESSEE 
. COM-PANY 
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THE MOST ADVERTISING | 
THE GREATEST DEMAND 
THE LARGEST PROFIT 





| ad 








REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division « Rome, New York 
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Here's a Pressure cooker Made of copper. lid stainfor, steel. It's the 
Most beautify] Cooking Utensil you've €ver seen. And it brings 
you unusual features—a hinged dia] S4uge that you can't break 
or lose, and that shows you all the time the pressure at which 
you're cooking a lid, free of &adgets thar closes with One 
Motion of your hand Protection from Staining, Pitting 

2 permanent Mvestment in beauty and flavor. At all better Stores, 
Revere Copper and ’ Incorporated. Rome Manufacturing 

any Division. Rome, N } 


‘Alet 
skille 
ed 
Cover 


se Janis 


4 at. Covered Sauce Pot 4% 9, * £4. Double Boiter 2 at. Dutch Oven 


Me fret late pve haufe,, AN 
A 


ae 


There's a complete |j vere er-Clad Staines: 
Steel sauce ‘ ; S, double 
s Please y 
Petite. Bur to m : OU get these kj ls, Se, 
look for the Revere trade mark on the thick Copper bottom 
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© For kitchenware oe 


pre 
Beyond compare 
Always look 


O. For Decoware 


MANY HOMES NOW HAVE THESE sturdy, 
attractive Decoware sets. And today we are 


: HEADQUARTERS: 100 East 42nd St., New York 17, N.Y. 

making more and more of them. Yes, the new EASTERN DIVISION: 122 East 42nd St., New York 17,W.Y. | 
° . " CENTRAL DIVISION: 135 South La Salle St., Chicago 2. Mi. / 

American Beauty design, pre-consumer-tested C “Vicoware. PACIFIC DIVISION: 155 Montgomery St., San Francisco 4, Cal. 


rol Re ta bey CAN COMPANY, INC. | 


by a famous survey institute, is really selling. 
So include Decoware on your order list right 
now. It’s a Triple-C product. 


DECORATED METAL HOUSEWARES * SPECIALHIES 
BOXES + NOVELTIES - PREMIUMS - DISPLAYS | 


i 
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It tells by a whi hisst-sisst that cooking pressure 
] " a s & | 

is being maintained and foods will soon be done. 

No indicator or dial needed. There’s no mechanism to get 
out of order, nothing to watch. 

Cooks all foods perfectly and deliciously at just one uni- 
form pressure. Proved in the Wear-Ever Test Kitchens. 
Women also like the patented Snap-Tite Cover that can’t 
come off when pressure is on... even with Lid-Lock un- 
fastened. This cooker sells easily, stays sold, builds busi- 
ness and produces recommendations from satisfied cus- 
tomers. 


Backed by a continuing program of full-color 
advertising in 11 leading national magazines. 


The Aluminum Cooking U*ensil Co., New Kensington, Pa. 


INC. 


wk 17,8. ¥. 

York 17,W.¥. / 
Chicago 2. Mi. i 
Francisco 4, Cal. 


SPECIALVIES 
+ DISPLAYS 


i 
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Dinkins the first time—an opportunity to make 
100% profit on a nationally known line of fine 


cutlery. Yes—it's the biggest cutlery news in years 
. . . just in time for Thanksgiving and Christmas! 


Personna Cutlery will be advertised this fall in Life, 
Saturday Evening Post, Good Housekeeping, 
Vogue, House Beautiful, Esquire, House & Garden 
and other national magazines! 


You buy 3 dozen famous 


PAL PARING KNIVES 
(Retail at 49¢ each) 


You take in 


FREE GOODS DEAL ms ) eae nity at teen 


No. 1200 Litt; 9 $23.59 


~Pc. 
CARVE SET 
RETAILS “> 
8.50 a meal 


Your cost for 3 dozen 
Paring Knives only... 12.00 


a 





Pal’s 2-Piece Carve Set 


YOUR PROFIT $11.59 (Retail Value $5.95) 


practically double your money! 


op 


No. DA1567 A No. DA28 

4-Pc. s . 2-Pc. 

UTILITY SET er <> CHEF SET 

RETAILS 4 4 RETAILS @ RETAILS 
$12.95 $17.95 


Hollow-Ground © Stainless Steel 





No. DA35 

Pc. 
BARBECUE SET 
RETAILS . 
$14.95 


No, DAI38 © 


-Pe. 
SLICER SET 
RETAILS 
$19.95 


More Than Double Your Money! 


YOU BUY ONLY THE 7 SETS 

SHOWN AT TOP AND LEFT 
TAKES IN ... $110.20 

Personna 


FREE GOODS AT RIGHT Carver 


Retails 


TAKES IN.... 25.90 He 
YOUR TOTAL SALES $136.10 2 BEST Fee 
YOUR COST FOR 7 SETS ONLY | SELLERS 
(at regular wholesale cost) 66.12 TOTAL RETAIL $25.90 
P nn 
YOUR *69 a — 
PROFIT * Stag Handle 
Carve Set 


Retails 
19.95 





render 5K aes 


oN Sk ts ae oe E 


ORDER THESE PAL AND PERSONNA DEALS TODAY FROM YOUR WHOLESALER 
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tunity to make 
n line of fine 
news in years 
1 Christmas! 


this fall in Life, 
Housekeeping, 
ouse & Garden 


! 
. »SS- 
yre, costs les 


LE poes me 


e Carve Set 
alue $5.95) 


¢ Stainless Steel 


Today, more people are buying Dormeyer 
Mixers than all other makes. Dormeyer, 
first in features, first in quality, is first in 
making sales for you. 


Dormeyer’s Sales and Advertising Policy 
means greater profit opportunity, consistent 
turnover, customer satisfaction. Write Dor- 
meyer Corporation, 4300 N. Kilpatrick Ave- Floating action Portable mixing head 
‘ue, Chicago 4l, IHlinois. means better blend- makes every pan a 


ing every time. rnixing bowl 
DORMEYER FEATURES MAKE MONEY FOR YOU! 


Bie 


Personna 
Carver 
Retails 

5.95 


+E MAST 


Bowls go ‘round and Sand Test shows 300- 
400 continuous 
hours operation. 


DORMEYER Motor 
is trouble-free— Jiffy Juicer gets ALL ‘round (on 17 ball 
the juice in a jiffy. bearings). 


Uo sate tt ead 


never needs oiling. 


OLESALER 
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If you haven’... 


-.. it'll pay you to get the facts now, today— 
or you'll be left behind! Lots of dealers are 
going to make money hand over fist with ACME’s 
terriffic new plan for selling paint! Naturally, 
you'll want to be one of the first instead of the 
last, when you hear what's in store for you! Get 
in! Get busy! Get going! Write, phone or wire 
your ACME distributor today, or ask us for details 
direct! ACME WHITE LEAD & COLOR WORKS, 
DETROIT 11, MICHIGAN. 


HERE'S PART of the TREMENDOUS 
ADVERTISING and PROMOTIONAL SUPPORT 
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Made for Water Paint 


This Fine 
bi Fi ve-inch 
Brush 

| by Baker 

















You've seen how Water Paint sales jumped in the last tew 
years. Now watch your Brush profits grow — with Baker's 
new specially-made-for-water-paint Brush! Baker builds 
this brush so it holds thin paint, saves trips to the pail, gives 
professional results every time. Full five inches wide and 
priced so everyone can afford it — it's a tremendous value! 
Leading jobbers carry Baker Brush No. W-4055. Ask for 


it today. 


BAKER BRUSH COMPANY, INC., 83 GRAND STREET, NEW YOR 13 
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"Guaranteed by > 

Good Housekeeping 
¢ S 
Loras Aoveansen WHS 


For Stop Watch aps In 


(173 Macazine! 


Each ad will be seen by more than 20,000,000 
readers. That means customers, who will be look- 


ing for STOP WATCH ENAMEL in your store. 
STOP WATCH is the sensational, new 


enamel that dries in 57 minutes*. .. dries dust- 
free in sixteen minutes! It is a specialty item 
for household use. Comes in 14 fast moving 
decorator selected colors. 2 sizes only (10 oz. and 
4 oz.) for small inventory—quick turnover. 


* Average drying time. (Minimum time—40 minutes) 


SAVE $2.85 ON BASIC ASSORTMENT 


To help dealers cash in on this dramatic, hard- 
hitting advertising campaign, STOP WATCH 
ENAMEL offers a profit-worthy basic assortment 
of seventy-two 4 oz. and forty-eight 10 oz. cans. 


COLOR SMALL LARGE COLOR SMALL LARGE 
WHITE 12 CANARY YELLOW 3 
BLACK PILGRIM GRAY 
IVORY 6 IMPERIAL RED 
FOAM GREEN ORANGE 
JADE GREEN ROYAL BLUE 
ROBIN BLUE FOREST GREEN 
RICH CREAM JAVA BROWN 


SPECIAL PRICE — Basic Assortment: $29.95 
(Western States add 5%) 


NITURE IN CONSTANT ust Regular Cost: $32.80 


orkmanlike job. 
u need, Dries to 


FOR FUR 


can doaw 


o wait four to eight hours 


Noneedt One coat is all vo! 


for an enamel to dry. 


-, high gloss fin- 
i a smooth, durable, hig 
A scom 57 sainateo” cep ohny ish--adds new luster and real pro- 
apply STOP W ATCA gai m tection to old surfaces, . DUN HAM’S 
gaits Bovine? ong : t, wp-to-the-min- 
mer psy 16 minutes. Fourteen’ smar P woe 
dries dust-free in st mae tae 


é yhy ute colors. a 
- -aav to apply : 2 . 
a oa y i a eave ical STOP WATCH ENAMEL at 
aly ~ 


—flows on smoot : nies ae 
ing brus' marks. Even an amateur ardwa r department § ores. 
pris DUNHAM INC., Long Island City, N. Y., Founded 1852 

THOMAS C. a ’ 


+ Average drying ime THOMAS C. DUNHAM INC., Long Island City, N. Y. Founded 1852 


DUNH AM’S Cron Wat ch Reproduction of first 4 page advertisement in STOP 
7D 


WATCH campaign to appear in LIFE Magazine. 
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Sell Mo 
Paint by ; 
“— 


@ When you sell your customers Pennvernon ® Permite 
Window Glass to replace broken panes, you're Paint — for 
sure that these buyers will be completely satis- [§} Prime or fi 
fied. For ‘“‘Pennvernon” is a quality product. It § 
meets fully the most exacting sheet glass re- 
quirements. It has excellent visional properties 


in — al and a brilliant surface finish on both sides of the 9B} ®@ Permite 


4 sheet. Paint — for 


e ind | VW FE 4 ae te ] ied For complete customer satisfaction, always 
is ” . “a gs | 
sell ““Pennvernon”—not just “window glass. eee 
LUMINUM 
a 
Window Glass | NM 


r of Re 
"PITTSBURGH sland fot Zualiy Glass and Chiat 
G 
Bena. ‘Fey. PiLaT et Ce Gee. ae ee) COMPAN Y 


® Permite 
num Paint 


4 
; 








ei 


HARDWARE AGE® sEprempE 


BITUMINOUS ROOF PROTECTION 


THOUSANDS of bituminous built-up, asphalt 


Sell More Aluminum painted or shingled roofs in your area provide a ready market 
Paint by Stocking Permite's for Permite’s new Aluminum Roof Coating — No. 8500 — specific- 
"Complete 3” ally formulated to guard bituminous roofing against sun damage. 
Fine flakes of 99+% pure aluminum in Permite Roof Coating 

Pe n ® Permi i ; . , 
ian See'es yee by aman oe leaf together to form a brilliant, protective shield over the roof. 
pletely satis- prime or finish coat. Ultra-violet rays are shut out. Up to 75% of all light and heat 


y product. It ® rays are reflected from the roof. Temperatures under the roof 
Permite Chrome Finish Alumi- ave lowered es much es 15°. 


2et glass re- ; s : 
& num Paint — for interior surface. 


il properties 
1 sides of the ® Permite HOT-SEAL Aluminum 
Paint — for heated surfaces. 


Permite Roof Coating is highly resistant to oxidation and 
corrosion. And Permite’s exclusive vehicle provides the proper 
bridging of the paint over rough roof surfaces for complete, 


tion, always 
one-coat coverage. 


dow glass.” , 
LUMINUM INDUSTRIES, Inc. Advise your customers to protect their expensive roof invest- 
Cincinnati 25, Ohio ment with Permite. They'll profit — you'll profit. See your 

Priginator of Ready-Mixed Aluminum Paints Distributor now for your supply — or write us. 





aed 


=x PERMITE: 2s ALUMINUM PAINTS 


DWARE AGES SEPTEMBER 11, 1947 








Great News... 
ASS, TARPON 


HALLS CELEBRATED a tuna Z:.. 
Again Available! 


As we have been able to secure once more the extra quality 
linen required to meet the specifications for HALL’S CELE- 
BRATED BASS, TARPON AND TUNA line, we are happy to 
advise that we are in limited production and can make 
moderate deliveries. 

The manufacturing skill of many generations is reflected 
in this line—the line that has made tournament history for 
more than 100 years. No other line in America is better or 
more favorably known. 


Made of top grade pure 50's lea Irish 
linen yarn, finished and water-proofed by 
Hall's exclusive process, it will stand the 
roughest abuse, retain its firm twist and 
will not waterlog. It is the perfect line. 


50 or 100 yard spools—connected in box. 150, 200, 250, 300 and larger 
spools, single in box. Also 50 ft. cards, 6 to 72 thread—18 to 216 Ib. test. 


When Writing, Address: 973 Park Avenue 


HALL Lize CORPORATION —HiIGHLAND MILLS, N. Y. 
And they're 


OTOR MAGic/ Mee 


4 Ss 
50 MEN + 50 MOTORS + 50 PULLS) ....,32. ¢2: :b00:0 se garzep 


hempion a wagon. Write to 7 
EQUALS 50 STARTS! FREE dieplay matentnot Po 
> splay material, 8, for 
On Wednesday, May 14, 1947, 50 Champion factory men ( vee 7G & 
lined up at the test tanks for a “‘one-pull’’ starting test. ral oe Ey ~ > ) s 
Be 98 Lg N Aa eee = 
Champion outboard motors just off the assembly line. if > RE Sy ) 


Working in teams of ten, the men were all handed new 
Each man was told to give his starter rope one pull only. f B off vied 
y / \ ) Ni 








Mr. Deal er: 





whee 


a, 
With 50 pulls on 50 motors, 50 instant starts were made. i 
Not one single motor required more than one pull to start! aS 
Champion’s ability to start instantly under all conditions 
has left old-fashioned motors far behind. So see your 
Champion dealer for the Champion that has earned its 
reputation as America’s Great Outboard Motor. Buy a 
simple, rugged, sure-starting, one-pul], weather-proofed 
Champion .. . go places and enjoy yourself. 
CHAMPION MOTORS COMPANY, MINNEAPOLIS, MINN. 


AMERICA’S GREAT) Geese 


e SPECIAL 
_ * 4.2 H. P. 7 . 
* 0.8.C. Certified 
at 4300 R.P.M. 
a 


Copyright 1947 OUTBOARD MOTOR a DELUXE SINGLE 
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Write to 


"Polio, for , Dual Barrel A(R RIFLE 


5 





Big and powerful, beautifully balanced and accurately rifled, in tempered steel 
and brass, superbly finished, molded tenite butt and zamak precision breech 
casting, America's FIRST Dual-Calibered Air Gun, proved in principle in aerial 
gunnery and target use, comes to a sport-loving nation direct from thousands of 
hours of tedious, painstaking, scientific research ready to bring fun and thrills to 
millions of men and boys throughout the world. 
Unconditionally guaranteed on a life-time factory service basis, the Apache Air 
Rifle sports tremendous power, rifled-barrel accuracy, with smashing BIG CALIBER 
2-COLOR COUNTER DISPLAY CAR- ball ammunition impact for small game or target practice; ‘fool-proof'’ safety 
TON HOLS 10 “"Mi-SHOT” AMm- lock; built-in ammunition holder; adjustable sights—AND ITS TWO BARRELS AND 


MUNITION CASES—100 SHOTS 
-250 CAL. EACH. UNIQUE VISIBLE DUAL CALIBER MEAN TWO-GUN PERFORMANCE AT ONE LOW PRICE! 


SHOT P ASE. ” ‘ - . . ° 
a Length: 364%" Weight 5% Ibs. Individually Boxed in Display Cartons, Packed Six 
Per Shipping Case. Weight Per Case: 40 Ibs. 


Thanks for a big backlog of orders—thanks for waiting. We 
ICE Jwouldn't release until steel, brass and other vital raw ma- 
IM PORTANT NOT terials were ON HAND for top quality production. NOW lines 
RADE are rolling and shipments are being made on a dated 
TO THE T schedule. Get your orders in at once—we will. gucrantee 
a delivery date. 





SPECIAL BUILT-IN RIFLE BUTT 
SHOT CASE COMPLETE WITH 100 


. -250 CAL. BALL SHOT FREE WITH | OVER 18 MILLION NATIONAL MAGAZINE ADS TO HELP YOU SELL | 

4.2 H. » her ae CAA. SARL SHOT Fam OVER 18 MILLION NATIONAL MAGAZINE ADS TO HELP YOU SELL 

O.B.C. Certified 

at 4300 R.P.M. NATIONAL CORPORATION 
AN AFFILIATE OF BURHANS & ASSOCIATES © 234 EAST COLORADO STREET © RYAN 1-6545 © PASADENA 1, CALIFORNIA 

/ELUXE SINGLE ACTUAL SIZE © 250 CAL. 
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SENTINEL % 


Amer! 
Hous: 
satish 
. . iat eas — ” Line 

You can’t beat the combination of —— cies’ 
good merchandise, moderate price, ae oe WY toy is 
national advertising (LIFE and SAT. price 
2 , . tio. 
EVE. POST), and liberal margin for on : 

ot ar 

the dealer. Ingraham’s Sentinel line at i a gh 
is building good business for smart . = Me cash 


retailers all over the nation. Get your 


share. CAMEO: WW-123. The 
ultra-smart new Sentinel 
THE E. INGRAHAM COMPANY Wrist Watch. 10 kt. 
; rolled gold case, stain- 
Bristol, Connecticut Established 1831 less steel back. Raised 
In Canada— numeral dial. Pigskin 
strap. Clear vi 
The Ingraham Canadian Clock Co., Ltd., Toronto an wine cae an 


$7.95. 


SULTAN: 30H-MO-11. The Sentinel One 
Da~ Alarm Clock with single winding 
ke, for time and alarm. Watch-type 
escapement with electronically poised 
balance wheel. Smart black metal 
case. nickel trim. Retails at $3.25. 


Ri i NS 9 ML 


-105—1'/2" v 
G-125—1%" v 


RUBBER -WE 
ROLLER S: 


| Sturdy skate: 
of age. Ter 
long lasting 


ARLINGTON: SD-136. The new Sentinel wood-case jy ioned ride. S 
electric self-starting Desk or Table Clock. Beauti- with comfort 
fully grained walnut case. 6” high. Motor com- woven web. 
pletely sealed in oil. Retails at $12.50. 


SENTINEL 


LYRIC: SA-14. The Sentinel miniature 
self-starting Electric Alarm Clock with 
the 1-2-3 alarm. Silver plated metal ~500 
case, easily read numerals. Only 41/4"’ ALL-BEARID 
high. Retails sat $4.95. 
per-speed mc 


ade of heavy 
e foot. New su 

AUTOCRAT: PW-12. Prices exclusive of taxes. amps. Rubber 

The new Sentinel gs make it ea 

Pocket Watch. A execute fast 

chromium plated e shoes from 

beauty with outside e 10. Rust-res 

black enamel nu- Msilver-like”’ fini 

meral dial. Has 

modern, red, dial 

type second indica- 

tor. Retails at $2.50. 


SENTINEL 


MURAL: SK-135. The Sentinel modern design self-starting CLOCKS AND WATCH ES 
electric Kitchen Clock. Easy to see, easy to keep clean; 73 = _ rs ” 
512" white dial, convex glass, convenient bottom set. Gfuard Your leectous Sime 


Retails at $4.50. 
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REFUND Ory 
» fs > 
OF 1947 ~ Guaranteed by 


Romices sant cnical wom te ceed \ Good Housekeeping 
Ca ww 
or As apvenrist WSS 


Housekeeping Institute and more than a million 
satisfied customers. Yes, the Red Rascal Toy 
Line offers you an excellent opportunity to 
turn 1947 into your biggest profit year. Every 
toy is built to last . . . designed to sell . . . and 
priced right to move over your counters. And 
national advertising and merchandising aids 
are making it the fastest selling line of its kind 
in toyland. Line up with Red Rascal now to 


cash in later. 


GEORGE K. GARRETT COMPANY, INC. 


1421 Chestnut Street, Philadelphia 2, Pa. 


-105—1}/2" wheel 


-125—1%"" wheel 
BEGINNERS 


Sentinel wood-case 
‘able Clock. Beauti- 


ROLLER SKATES 
Sturdy skates for beginners 2 to 7 years 
of age. Tempered rubber wheels give 
long lasting service plus a quiet cush- 
ioned ride. Skates are held firmly in place 
with comfortable straps of special finish 


ICE-ROLLER SKATES 
Sensational year ‘round skates for begin- 
ners. Can be converted from roller 
skates to double runner ice skates in a 
few minutes. Rubber wheels, runners, 
locknuts and screw driver wrench in- 
cluded in kit. Long lasting, rust-resistant 


ICE SKATES 

Light, all stee]) double runner ice skates. 
Runner supports are welded in place. 
Made in a complete range of sizes for 
kiddies 2 to 7 years of age. Safe, fully 
adjustable, protected with rust-resistant 
red and “silver gleam”’ finish. 


’ high. Motor com- woven web. Brilliant rust-resistant finish. finish. 


$12.50. 


G-305 
KIDDIES SCOOTER 


A safer toy for begin- 
ners 2 to 5 years of age. 
Four wide set rubber 
wheels give perfect bal 
ance. A novel safety 
steering mechanism 
prevents tipping. Non- 
slip rubber tread mat. 
Long lasting, rust-resis- 
tant “silver gleam” 
finish. 


-500 G-425 
omic ppantet ren i RED RASCAL RIDER 
T-speed model . . . big and fast. : : ; ; 

= ck Neaey quuge cteal, st light on 3 toys in 1. Springs give a real riding 

e foot. New sure-grip, broad flange toe sensation as hobby horse. Eight rubber 

amps. Rubber cushioned wheel mount- wheels permit use as stroller. Extra seat 

gs make it easier for those who want included quickly converts it to a see-saw. 

execute fast and fancy turns. Will Made of rugged tubular steel . . . suitable 
for smallest kiddies. Carton converts to 


e shoes from child's size 7 to adult's 
e 10. Rust-resistant. Brilliant red and barn for horse. Brilliant red enamel rust- 
resistant finish. 


silver-like”’ finish. 


sive of taxes. 








Also G-501, the 
new ball bearing 
skate made to ap- 
peal to the price 
buyer. 
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Kuscat Toys 


FASTEST SELLING LINE OF ITS KIND IN TOYLA 








WHEN MOTHER NATURE «x 
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When the darkness season starts in September, there’s 


going to be 3 times as much waking darkness... 


And during the Triple Darkness Season there'll be 


3 times as much need for flashlights and batteries .. . 


Get ready for 3 times as much business with Ray-O-Vac 


LEAK PROOFS-—they’re guaranteed and they stay fresh! 


DARK MONTHS AHEAD MEAN BRIGHT LEAK PROOF SALES... 


oe eee ee y»>, ‘ F ee iio alaiete 
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RAY-O-VAC LEAK PROOFS 
GIVE YOU 


THIS DRIVE IS TIMED RIGHT 
—TIE-IN RIGHT NOW! 


Ray-O-Vac’s powerful Triple 
Darkness-Triple Business fall 
campaign is big profit news 
for you. And you'll get more 
help than ever before! 

New Sales Calendar gives 
you timely LEAK PROOF *: 


« 


merchandising ideas. 8% 


Free Sales Helps include new ; 
admats, doororwindowdecal, 3 
window streamer, displays.“ 

National Advertising goes 
78,605,474 reader 
ica’s best magazine 


ALES... 


Ray-O-Vac Company, Dept. H-97, Madison 3, Wis. 


Gentlemen: 
Please send me the free Ray-O-Vac Triple Darkness-Triple Business Sales Calendar 


ADDRESS 
SEND FOR RAY-O-VAC'S 
TRIPLE DARKNESS-TRIPLE GET ccnssccwoves Coccccccccoceccccccccec cece‘ c‘‘ccccS Ales 0 000000.0000.06:0 
BUSINESS SALES 


CALENDAR 





+ * Sew 


sOUTH AY 


RAY-O-VAC COMPANY, MADISON WISCONSIN 
MEMPHIS SAN FRANCISCO 


NEW YORK 
1131 STERICK BLDG. 423 SHELDON BLDG. 


200 FIFTH AVENUE 
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BD SPORTS EQUIPMENT 


“of All Sorts « « + 


The D & M “Lucky Dog” Brand has long 
been nationally known and nationally accepted as a mark of 
merit on quality athletic equipment. Painstaking research and 
product development for the goods marketed under this 
famous brand have kept their quality high and have given 
the brand buyer preference wherever athletic equipment is 
sold. D & M “Lucky Dog” Sporting Goods—for baseball, 
softball, football, basketball, volley ball, soccer and other 
sports—are sold only through legitimate jobbers. For com- 
plete information and catalogs, write your jobber, The 
DRAPER-MAYNARD CO., 400 York Street, Cincinnati 14, 
Ohio, U. S. A. 


BUY BONDS AND HOLD THEM! 


THE 500 MILE SKATE 
IS BACK AGAIN! 





AMERICAN-MADE =~ 


FISH HOOKS 


Your customers will buy fish hooks that stay 


Makers of sharp and hold their shape for a surer catch. 


Pyra- Shell pee id ee ee en ee This pre-war sensation of the sidewalks . . . the 
BAIT AND °?*"* | Hustler ‘500-Mile” SPEED KING skate . . . is 
FLY BOXES You can get that business with DeWitt the only roller skate built strongly, sturdily 

| enough to be guaranteed for 500 miles of actual 
travel (or one year of service). It’s the world’s 
fastest roller skate ... the only skate that offers 
skill that means more and bigger sales for you. Seendem from wheel replacement and repair 
Stock up now. expense. See the complete Speed King line of 
five fast selling styles—a skate for every age— 


N 
Ww ° 
Rill DeWitt Baits c “Fors a price for every purse. Write today. 
/ 


a 


211 clark St, Auburn, N.Y. “28s | / HySTLER CORPORATION + Sterling, Minis) 
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American-Made Fish Hooks — the product of 


American manufacturing and heat-treating 
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You asked for them— 






Now we have 
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. oe al @ At the request of dealers and jobbers throughout the country, we’ve 
worked for months to round out the Actionrod line—to give you medium 
and popular priced Actionrod models as well as our famous Deluxe models. 

Every Actionrod, regardless of price, incorporates many features which 
have made Actionrod the sensation of the tackle industry. And in addition 
to highest quality materials, workmanship and performance, all these 
Actionrods have real sales appeal. 

Jobbers are stocking all models now. It’s not too early for you to get 
your order in. There’s a big Christmas business ahead. And Actionrod has 
proven to be an excellent gift item all the year round. Ask your jobber for 
complete details on these five outstanding rods. 


ORCHARD INDUSTRIES, INC. - 18404 MORANG ROAD + DETROIT 5, MICHIGAN 
































ALi ACTIONROD MODELS 
HAVE THESE FEATURES: 





ACTIONROD (Deluxe) AS & AR—Triple plated chrome finish— 
Stainless steel guides — Carboloy tip top — Self-aligning blade 
lock —Two-color plastic grip — Zipper case. 

AR —round blade — $20.00 * AS — square blade 










- $22.50 








ACTIONROD (Std.) ASB & ARB—Double plated, cadmium finish 
—Stainless steel guides —Carboloy tip top — Self-aligning blade 





. ‘ . . Patented wedge - type Non-slip Tenite 
lock — One-color plastic grip — Carrying case with fibre tube. ™ pecbepe s ¥ plastic grip 


ARB—round blade — $15.00 * ASB— square blade — $17.50 









ACTIONROD Model AR-C— Cadmium- plated finish — Stainless 
steel guides—Friction blade lock—One-color plastic grip— 










Carrying case with fibre tube. 
AR-C— round blade — $10.95 






Copper wound Owner's nameplate 
guides disc 
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CHEVROL 


With experienced truck users, Chevrolet’s new 
line of ADVANCE-DESIGN trucks definitely carries 
the weight—by preference and pounds! They’re 
new ... they’re ahead of the times with Advance 
Design and the cab that ‘‘breathes’’—that almost 
literally ‘‘inhales’’ fresh air and ‘‘exhales’’ used 
air.* Here’s profit-power and performance, plus 
new features and innovations well worth seeing 
—well worth owning! 
The cab is FLEXI-MOUNTED—cushioned on rubber 
against road shocks, torsion and vibration! .. . 
DRIVER'S COMPARTMENT is wider, with more leg 
room. The seats are fully adjustable, bigger and more 


comfortable. Wider, deeper WINDSHIELD and 
WINDOWS increase visibility by 22%! 


‘ 


LONGER WHEEL- 

BASES give better load 

distribution. . . . Chevrolet's 
famous FULL-FLOATING HYPOID 
REAR AXLES are geared for the load! 











Advance - 
Design 


TRUCKS 


THE CAB THAT 
“BREATHES”— fresh 
air is drawn in from the 
outside—heated in cold 
weather—and used air 
is forced outl 


Panels and pick-ups have 
INCREASED LOAD SPACE 
—stake and high rack 
bodies MORE EFFICIENT 
LOADING. . . . New, 
stronger, sturdier 
FRAMES are designed to 
carry greater loads 
greater distances for a 
longer time! 


Chevrolet VALVE- 

IN-HEAD TRUCK 

ENGINES are world’s most 

economical for their size... . 

The HYDRAULIC TRUCK BRAKES 

are exclusively designed for greater 
brake-lining contact —for positive action! 


*Fresh-air heating and ventilating system optional at extra cost. 


CHOOSE CHEVROLET TRUCKS FOR TRANSPORTATION 


UNLIMITED! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 
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HERE’S PROOF OF Fa&aW DEPENDABILITY 


and still 
going strong! a 


On a farm near Ida Corners, Michigan, this Fe W wa- 
ter system has been in daily use for the past 35 years! 

Says Mr. William Nickel, the owner (shown above), 
“The unit has given good service and never failed to 
pump water. I kept the system well-oiled and in good 
repair, with an average yearly cost of less than $1.” 

What more convincing proof could there be of 
FxW dependability? This pumping unit, powered by 
a 144 H.P. motor, is still on the job. This installation, 
with many others, provides striking evidence of the 


1, 
For Deep Wells 
For Shallow Wells 


SEPTEMBER 11, 


= 


trouble-free record of Fx W water systems. 

FEW products have been continuously improved and 
engineered to new and higher standards of performance. 

F&W dependability means extra profits for the 
dealer. Experience shows F&W dealers make fewer 
service calls and spend less time “fixing” after the 
sale. Profits stay profits. ; 

Write for complete information on FxW water 
systems, without obligation. 

988 OAK STREET, 


FLINT & WALLING MFG. CO., INC. xenoactvuce, ino. 
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LOCK LEVER... 


An ideal barrel faucet especially suited 


for use on farms, in garages, or wher- 
ever liquids are drawn direct from the 
drum. Cast in red brass, this depend- 
able unit for iron pipe is available in 
34” size; features steel, easily-operated 
lock lever; is threaded on spout for 
hose connection. Spring tension helps 
keep rate of flow under control when 
faucet is open... assures positive cut-off 


when closed. 
FOR ELECTR 


Sent thin dees nowt tet quick emen-over. For over fifty years, specialists as founders 
and finishers of Brass and Bronze castings; 
manufacturers of the famous Duck-Bill No- 


Tone Ball Cock. 


ORD BRASS WORKS, ROCKFORD, ILLINO 


ee 
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ALUMINUM ROOFING SHEETS 


The finest roofing material for barns, sheds, garages, tool shops, etc. Alums 
inum Roofing substantially reduces inside temperatures during hot summer 
months because of the ability of aluminum to reflect the direct rays of the 
sun. Aluminum roofing is economical, too, as it will last a lifetime with- 


2 | ALUMINUM ; be out maintenance expense. Cannot rot, rust or crack, Nichols Aluminum 


Roofing Sheets are available in 11/,” and 21/4" corrugations and 5 V 
IS NOT A q Crimped in 26” widths, 6, 7, 8, 9, 10, 11 and 12 ft. lengths. Alum- 
\ aierere ; inum roofing accessories for all types of roofing are available. 


’ » eS Special sales proposition is now open and available to 
se aiieemall va 5 |\ \\\\ jobbers and dealers. Write us today for details. 
er ‘ 
SS" 22a 1 


ARE DEFINITELY SUPERIOR FOR USE IN APPLYING WOOD SIDING, ASBESTOS SHINGLE AND 
SIDING, BATTENS, PLASTER BOARD, WOOD SHINGLES, ALUMINUM AND ASPHALT ROOFING 


War developed aluminum alloy wire invades the nail market. It is defi- 

nitely superior for the above applications. 

Rust proor. Rust from steel nails or oxidation from copper nails for any 

of the above applications will mar the surfaces on which they are used. 

Aluminum Nails are solid aluminum. There is no protective coating that 

can be knocked off the head by hammer blows. ALUMINUM CANNOT RUST 

— CANNOT STREAK OR BLEMISH THE SURFACE. They are SANITARY — 

put them in your mouth with the same safety as food cooked in an alum- 

inum utensil. 
COMMON NAILS 

nails when ultimate 1 

ALUIMINUM STAPLI ) gauge, L* and 11% z¢ 1 pound 1 pound 
All Al wm Maite and Stavles cacked bs. per keg. A b k Steel Nails Aluminum Nails 


3 TIMES MORE ALUMINUM NAILS THAN STE 


Entire nail surface etched for maximum holding power, 


Many miles of aluminum electric fence and garden wire are 

now in use everywhere. Aluminum is FIVE TIMES BETTER 

electrical conductor than steel. Thus, one electric fence charger 

can charge five times more aluminum footage than steel. 

Aluminum is truly economical. It CAN’T RUST or “SHORT OUT”. 

It is modern looking, easy to install and never needs replacing. 

It is ideal for use in gardens for grape arbors, trellis, etc. Also 

for use in holding concrete forms. 

" Available for immediate delivery in 10 and 35 Ib. coils. Show FOR 

it to your customers — it sells on sight. ie, CONCRETE FORMS 


FOR ELECTRIC FENCING 


Yichols aluminum clothesline 


Just the thing housewives everywhere have been praying for — the original Nichols Aluminum 
Clothesline. Gone are the nuisances of putting line up, and taking line down. No more ruined 
washings from broken lines. Once a Nichols Aluminum Clothesline is put up, it need never be 
taken down. It cannot RUST, ROT or CRACK. Cleans quickly and easily with a wet soapy, cloth. 
Holds all types of clothespins. Packed 1200 ft. per carton (4 - 300 ft. coils marked every 50 ft.). 
Specify size wanted on your order. Not original unless coil contains wrapper as illustrated 
at left. Nichols Aluminum Clothesline Wire specially treated for this particular use. It is not 
ordinary aluminum wire. 


tl NICHOLS “0 25558£°: 
Kees “ty Mason City, lowa @ Battle Creek, Mich. 


er 40 years in the manufacturing business 











Nebvaska™ 


* One of a series of advertisements 
based on industrial opportunities 
in the states served by the Union 
Pacific Railroad. 








= engaged in the packing or 
processing of farm products find Nebraska 
a rich source of raw materials. Corn, 
grains, sugar beets, potatoes and other 
vegetables are grown in abundance. 


Omaha is a leading meat packing and 
poultry processing center. It frequently 
leads the nation in livestock receipts, is 
located in the world’s largest butter pro- 
ducing area, and houses the nation’s sec- 
ond largest industrial alcohol plant. 


In addition to agricultural activity, there 
is diversified industrial manufacturing 


LARGE SOURCE OF FARM PRODUCTS 


LEADER IN DAIRY PRODUCTS 


MAJOR LIVESTOCK PACKING AND 
PROCESSING CENTER 


AMPLE WATER SUPPLY 


NATURAL GAS, COAL, OIL AND 
ELECTRIC POWER 


RICH MINERAL DEPOSITS 
DIVERSIFIED INDUSTRIAL ACTIVITY 
STRATEGIC DISTRIBUTION LOCATION 
EXCELLENT RAIL TRANSPORTATION 
SKILLED, FAIR-MINDED LABOR 

NO SALES OR INCOME TAX 


such as farm machinery, air conditioning 
equipment, fabricated steel, brick and tile. 


Nebraska has large mineral deposits; 
gypsum, salt, potash, sand, gravel, stone, 
etc. Natural gas, petroleum and coal are 
readily available. 


Of particular interest to industry is Ne- 
braska’s “pay-as-you-go” policy; no state 
sales, income or luxury taxes. It is a good 
place to work and live. 


* * * 


In Omaha are the headquarters of the 
Union Pacific Railroad which provides 
efficient, dependable transportation for 
shippers and travelers. 


* Address Industrial Department, 
Union Pacific Railroad, Omaha 2, 
Nebr., for information regarding 
industrial sites. 


UNION PACIFIC RAILROAD 


THE STRATEGIC MIDDLE ROUTE 
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ovides 
on for . a superior qualities of Columbian Pure Manila Rope 


have been proved ... proved under extreme service condi- 


tions that demand the best. On ships, farms, mines and lum- 
ber camps, in business and industry . . . Columbian rope 


stands up, never lets you down! TA P E 
For here is a rope manufactured from the choicest manila M A R 34 E D 


fibre, in the most modern mill in the world. It would be diffi- 


cult to make, impossible to buy, a better rope than Columbian b U R E M A N | L A R 0 Pp 7 


Tape Marked Pure Manila. Know it by the red, white and 


blue surface markers. 


LD | COLUMBIAN ROPE COMPANY 
400-70 GENESEE ST. AUBURN, N. Y. There Is No Finer Rope! 
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CAMPBELL 


HI-LINK 


Farm Tractor 
Chains 























DEPE? 


Campbell HI-LINK Farm Tractor Chains keep tractors on th Here is or 


iui “umn COMPLETE LINE job in spite of mud and soft, slippery ground! Extra large, onstage 


self-cleaning links and X-type cross chain construction assure out 
this item \ 


“At t 


Sin electri 


Your profits don’t stop with the | continuous traction under the worst ground conditions 
initial Dempster sale. You can —_ | Hardened cross chains and electric welded side chains mea 
additional profits in accessories and cnine wan, 
servicing — because Dempster car-_ | ; nock it ¢ 
ries the most complete line of equip- This is only one item in the complete Campbell line of chon at uniforr 
ment in the business. | for industrial, marine, farm, automotive use, which makes iy healthi 


The dependability ... the rugged, | possible for you to supply all your customers’ chain needs. Teste 
long life of Dempster equipment has International Chain & Mfg. Company, York, Pennsylvania. & nearly a | 
made it a line people ask for and buy. | ®) advertising 
Right now you have unlimited sales | — © Heet* pro: 
opportunities for water systems :.. The i display un 
so handle Dempster’s COMPLETE | CAMPBELL . » them early 
line—a line that will make big extra Lime 4 

profits for you. 


[oe CAMPBELL 
Pumps and Deep Well and 
Cylinders Ejector Water 


Tanks Systeris. 
Pump Jacks Pipe-Fittings 


irigation © Plumbing HI-LINK 


DEMPSTER MILL MFG. CO. 
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ork, Pennsylvania. a... J ; : 
Y § advertising campaign in farm papers will bring Hudson Lektrik- 


: Heet* prospects to your store fast if you display them. Attractive 
» display unit in each carton. Order from your jobber now. Display 
» them early — get all the sales. 


ELL 
K 


CHAINS 





but Tested and Proved — 
HUDSON 


Lektrik-Heet’ =: 


automatic electric 


“, 


Yio 


rr a. ~ 


tacld am cele) a@mal-toha-) a 


DEPENDABLE — SAFE — 
LOW OPERATING COST 


Here is one of the greatest chore-savers ever offered farmers—the 
Hudson automatic Lektrik-Heet* stock tank heater. No question 
about farmers with electric service walking out of your store with 
this item when you know the sales-making facts. 

“At temperatures below zero to fifteen above, no difference 
in electric bill!’’ “Lays close to side of tank . . . cattle can’t 
knock it off!” “Does swell job—requires no care!’’ “Keeps water 
at uniform temperature — stock drink more—eat better— and 
in healthier condition!’’t 

Tested and Proved? You bet for two and a half years by 
nearly a hundred dirt farmers in every climate. A tremendous 


tExcerpts from actual user /etters. 
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Part of HUDSON Basic Inventory Plan 


The Hudson Lektrik-Heet* Tank Heater fits 
all tanks—steel, wood, concrete. Takes up so 
little room, it will fit even small tanks. Thus, 
it fits the Hudson Basic Inventory Plan of 
offering dealers standard merchandise to fill 
many needs with lowest investment, fastest 
turnover, biggest profit. 


OTHER HUDSON TANK HEATERS 





| on 





Sprayers and Dusters 


Hay Tools and 
Barn Equipment 


Livestock Equipment 
aA, 
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TESTED AND PROVED EQUIPMENT 


Hudson Alaskan* 
The dependable, effi- 
cient oil-burning 
heater, all welded. 


* PATENT PENDING 


Hudson Klondike* 
Burns anything from 
corn cobs to coal 
Welded into one piece 
for long life. 


© 1947 #. D. H. MFG. Co 





H. D. HUDSON MANUFACTURING COMPANY « 589 E. Illinois Street, Chicago, Illinois, U. S. A. 


Poultry Equipment 


Farm Ventilation 


Equipment 











Tucker-Duck Comfort 
Is Again Available 


@ Folding Chairs and Cots 
© Camping Equipment 
@ Juvenile Furniture 
@ Folding Lawn Chairs 
@ Canvas Specialties 


Who couldn't relax with the pre-war comfort Tucker 
Duck can now offer? . .. It's true! Many of our fa- 


vorite lines worth waiting for are available—NOW. 


Write for Literature 
and Price List. 


FORT SMITH, ARKANSAS 


ACROSS COUNTRY 
TA-PAT-CO has become a by-word for 


outdoor comfort—a word that means refreshing rest 
after a hard day in the open. It means warmth and 
comfort after campfires ‘die away. 


To dealers across the country Ta-pat-co means quality 
merchandise that wins and keeps customers. 


Backed by heavy national advertising, this year the 
call for Ta-pat-co will be greater than ever. Interest in 
outdoor sports is greater than ever. The number of 
hunting and fishing licenses issued is increasing by 
millions. Keep your stock complete and profit by the 
call for Ta-pat-co. 


DUCK HUNTER’S 
LIFE-SAVE VEST 


° 
guck hunters 9 
er 1 Ws yaiiore 








THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO : 
CANADIAN BRANCH—CHATHAM, ONTARIO & 
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BACKED 

BY THE GREATEST 
ADVERTISING 
CAMPAIGN 


SIN THE HISTORY 
| OF THE INDUSTRY 





OFFERS YOU A BRAND NEW 
PACKAGE DEAL FOR MORE 
FISHING TACKLE PROFITS 


These sales producing H-! displays will build greater fishing 
tackle profits for you. Each striking, attention-getting card— 
one for rods...one for reels...one for lines—is a complete 
unit, featuring items especially selected for BUY APPEAL. 
And each one will’ be pre-sold to your customers by the 
greatest consumer advertising campaign in the history of the 
tackle industry. 


This new triple barreled merchandising set-up is your oppor- 
tunity to cash in with H-l. Feature all three displays. Then 
watch your tackle sales and profits jump. See your H-I rep- 
resentative or write us direct for complete information. 


HORROCKS-IBBOTSON 


UTICA, NEW YORK 


Manufacturers of the Largest Line of Fishing Tackle in the World. 
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NEW $280,000,000 Market 


(Most Spectacular Development for the 
Home Since the Radio) 


Get In On the Ground Floor with Fastest 
Selling, High-Profit Item in the Field 


The most effective, economical air purifier known to 
science. Sixty-four million homes have been waiting 
for this low-cost, portable unit. 

PUROZONE attacks and eliminates odors nature's 
way. Floods the home with fragrant, purified, moun- 
tain-like air containing 150% more oxygen. Re- 
charges stale, used air with vital, health-building 


PUROZONE that actually increases vitality ... re- 


lieves hay fever sufferers . . . helps prevent colds. 


Low initial cost and minimum operating expense 
(unit actually consumes one-half the current used in 
electric clocks) sells consumer immediately. 


NATIONAL ADVERTISING PROGRAM WILL 
TELL AND SELL THE CONSUMER FOR YOU! 


DISTRIBUTORS, JOBBERS, DEALERS some PUROZONE Fran- 
chises are still available. Send for Full Particulars and 
Merchandising Plans 


PUROZONE COMPANY 


3254 Lincoln Ave., Chicago 13, Ill. 
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THE GREATEST NATIONAL 
ADVERTISING CAMPAIGN 


OF ITS KIND... 


SAFETY FIREPLACE CURTAINS 


Flexscreen has always been a good seller. 
But this buying season, Flexscreen’s quick, 
on-the-spot sales appeal will be backed by 
the greatest consumer promotion ever put be- 
hind a firescreen! This means bigger-than- 
ever Flexscreen profits for you. 


Literally millions of firescreen prospects 
will seeand read about Flexscreen in leading 
consumer magazines. Watch for the strik- 
ing, full-page, full-color Flexscreen adver- 
tisement in the October issue of House 
Beautiful—and the other sales-building ads 
in leading home magazines throughout the 
season. You'll see why your Flexscreen de- 
mand will be bigger than ever this season. 


You'll want the complete Flexscreen mer- 
chandising service. If you’re not on our 
mailing list, write us at 917 North Street for 
details, or ask for our representative to call. 
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OW you can get prompt delivery—not only on 
these seven popular items— but on Taylor’s 
complete fast-selling line! 
ORDER NOW! 
All signs point to another record-breaking Christmas 
—and everybody knows these Taylor instruments are 


2233 Ship’s Wheel Stormoguide. It makes a hit 5546 Ashton Humidiguide. 
everywhere! Smart —easy to read. Show ’em that 
tich walnut-finished wood case with solid brass 


spokes. Excellent movement too. $13.50 ea. Easy-to-read dial, with red 


priced combination Humid 
mometer. Square-shaped 31%” ivory plastic case. 


ON THESE 7 QUICK-SELLERS! 


the absolute tops in quality gift merchandise. Backed 
by attractive new displays and selling helps—plus big 
ads in the Saturday Evening Post! So don’t delay. 
Order through your wholesaler AT ONCE and if he 
can’t supply you, ask us! Taylor Instrument Compa- 
nies, Rochester, N. Y., and Toronto, Ontario. 


5936 Roast Meat Thermometer. Women buy it 
on sight—now that this dependable aid to perfect 
roasting is available again. Tells when any roast 
is rare, medium or well done. $21.00 doz. 


Here’s a 
jiguide and Ther- 


smart, low- 


and black pointers. 


Brass bezel and easel. Only $18.00 doz. 





5304 Popular Window Thermometer. The per- 





5928 Deluxe Oven T 
a prospective customer! H 
baking results by knowing 


5908 Candy and Jelly Thermometer. Always 
popular. Not only helps avoid cooking failures— 
but saves sugar too! Easy-reading Binoc tubing; 
stainless steel scale and adjustable clip. $30.00 doz. 
5910 Deep Frying Thermometer. Just the same 
—only with special scale for deep fat cookery. 
Enables any woman to make the kind of French 
fried potatoes her husband goes for. $30.00 doz. 


temperature from minute to minute. $30.00 doz. 


. Ev 1an’s 
elps them get better 
accurate baking dish 


ennial favorite! Stainless steel bracket adjusts it 
to any reading angle. Specially selected easy- 
reading tube on attractive two toned 10” vitreous 








2269 Fairmont Stormoguide. A gift of true distinction. Combined 
Stormoguide-Ther -Humidiguide with exclusive Taylor Au- 


tomatic Signal device and automatic altitude adjustment. Standard 
grade movement in warm ivory or walnut plastic case. $20.00 ea. 
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enameled scale. $36.00 doz. 


MEAN —————— 


ACCURACY FIRST 


INDUSTRY 








IN HOME AND 

























‘t’s a sales idea t 


When you sell “T.F.E.” to your customer, you 
are talking a subject that is in the headlines 
today ... and are helping yourself to get and 
hold the kind of fastener business that is profit- 
able ... with lowest sales cost, least returned 
goods, minimum sales resistance, maximum cus- 
tomer satisfaction. 

The user who understands “T.F.E.” realizes 
that he has to buy a quality product at a fair 


EE nee OR YO RT Ro 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


hat protects 







your volume 






price if he wants the lowest total cost 
of fastening. 

You can help this program along. Remind 
your trade that it’s the cost of using a fastener 
that counts. The brand that meets every require- 
ment of ““T.F.E.” (see current RB&W ad repro- 
duced on page opposite) is the only brand that 
is truly economical to the user . . . and profitable 
to the distributor. 


IF ITS RBaWw IT's t.fe. 


Clean-cut heads, accurate well-finished barrels, 
perfect threads, high physical properties — are 
characteristic of RB&W fasteners. They all con- 
tribute to True Fastener Economy. And these 
characteristics are common to all RB&W prod- 
ucts — whether purchased from a distributor’s 
stock in Detroit (top) or Dallas (bottom). You 
can promote “T.F.E.” with confidence when 
you handle “RB&W”. 


RBaw 


The Complele Quality Line 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 
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What go Fastenct® Healy cy. 





There’s more to fastener cost than just price. 
Lots more. Personally... 


I look for all 8 


»tfe 


It is the many costs of using a fastener that count 
. .. not just the initial price. True Fastener Economy is 
the lowest total cost for fastener selection, purchase, 
assembly and performance. 














otal cost 






x. Remind 






























a fastener 

ty require- 

ad repro- 

rand that 1. Reduce assembly time to a minimum by sav- of initial cost, by specifying correct type and 
profitable ings through use of accurate and uniform fasteners size of fasteners 


2. Make your men happier by giving them fast- 6. Simplify inventories by standardizing on 
eners that make their work easier fewer types and sizes of fasteners 


3. Reduce need for thorough plant inspection, 7. Save purchasing time by buying larger quan- 
f e due to confidence in supplier’s quality control tities from one supplier's complete line 
* 7 e 


4. Reduce the number and size of fasteners by 


j 8. Contribute to sales value of final product by 
proper design 


using fasteners with a reputation, for dependa- 

























1 barrels, ; 
5. Purchase maximum holding power per dollar bility and finish 
ies —— are 
all con- : . 
ineaenien RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
nd these 
W prod- 102 years making strong ; 
ributor’s . ° 
the things thal make America strong 

m). You 
ce when 

Plants at Port Chester, N. Y., Coravpolis, Pa.. Rock 

Falls, Tl., Los Angeles, Calif. Additional sales offices at 

Philadelphia, Detroit, Chicago, Chattanooga, Portland, 

Seattle. Distributors from coast to coast. By ordering 

through your distributor, you can get prompt service 

for your normal needs from his stocks. Alse—the in- 

dustry’s most complete, easiest-to-use catalog. 
2 
tne 

Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 

PANY Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 
wane sen 102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
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MANCO 


FOR 30 YEARS 
FIRST WITH MAJOR 


IMPROVEMENTS 


. First to feature drop forged handles. 








. First to combine both a side and end cut 
in one improved tool. 


. First with streamlined design . . . no pro- 
truding bolts. 


. First with maintained tension thru eccen- . 
Manco .. . The Popular 


Carolus Cutter Combining tric countersunk strapbolts. 
Both Side and End Cut. Cutter With The New Red 
Handles. 


Write for Bulletin No. 11 Today! 


* Gocctwinco* MANCO MFG. CO., BRADLEY, ILLINOIS 


QUALITY TOOLS 


‘ad MERIT US AT TH 

nt Fates : 

4 NATIONAL 
617 Joie HARDWARE 

SF” SHOW ' PAINT SCRAPERS PUTTY KNIFE 

os 1d. — Choice of several styles—all expertly made Polished and _tem- 
aca 3 mre oe Sg of high quality materials. Complete specifica- | pered blade of high 
4 ak tions on request. quality carbon steel. 


PLASTERING TROWELS POINTING TROWEL BRICK TROWELS 
Serviceable trowels for the apprentice or general Popularly priced trowels in several sizes and types. 
repair man. Carefully made from the best of ma- Built to last from high grade steel with fully 
terials. Full specifications gladly furnished on request. polished blades. Write for detailed specifications. 

CANADIAN AGENT: 15 WELLWOOD AVE., TORONTO, ONTARIO 
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N ailing is always smooth sailing— 
with the Cheney Nail Holding Hammer 
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Yes, nailing is ‘smooth sailing” 
when the hammer is a Cheney 
Nailer. Made of the finest mate- 
rials, delicately balanced for easier 
handling and featuring the exclu- 
sive Cheney nail holding device 
which makes nailing easy in those 


hard-to-get-at places. 


Cheney—the finest in hammers 
since 1836. 


Factory: Little Falls N.Y 
Sales Office: 217 Broadway 
New York City 




















\ 








Ratchet Threaders Nos. OOR 
and IIR for "/s" to 1/4” 
pipe are fast, handy, 
efficient . from 


@ It pays you to sell the least possible bother your 
customers enjoy when they thread pipe with 
these smart little mimamps. Die heads snap into 
ratchet ring from either side, can’t fall out. No spe- 
cial dies needed for close-to-wall threads. Heat- 
treated tool-steel dies for clean smooth threads. 


No. OOR, 4" to 1”; No. 111R, " to 144". Good money- 
er makers, these effi- 


cient durable small 
’ RIFAIDs. 


<@) Free handy carrier 
for any group of sizes. 


qe 





Sy Mang “Thousands 


More Dealers Sell More 
TEL-0O-POSTS than any other 


hy 


TOPS for Profit Sales 


More dealers are re-ordering more 
Tel-O-Posts than any other because 
more homeowners are buying this 
best seller. Sales of nearly half a 
million Tel-O-Posts show the fast 
growing demand. 


TOPS for Proved Service 


Only Tel-O-Posts provide outstand- 
ing installation and safety features. 
Quick, easy adjustment — non-col- 
lapsible construction — complete 
security for every home need. On 
display, Tel-O-Post’s safety is evi- 
dent, its functions plain. It’s the 
ready answer to every “sagging- 
floor” problem, 


TOPS for Dealer Help 


Consistently and continuously, 
Tel-O-Posts are advertised to mil- 
lions of potential customers. Ad- 
vertisements in magazines like 
The Saturday Evening Post and 
Better Homes and Gardens are 








telling YOUR customers about 
Tel-O-Post’s advantages — leading 
good business and profits to you! 


Cash In NOW. ....,... 


f™ order for a supply of fast-selling 
Tel-O-Posts, today. Or write 


for complete information. 


RETAIL 
$Q95 


Slightly 
higher West 
of Missis- 
sippi River. 

















TEL-O-POST COMPANY 


140 Ash Street Akron 8, Ohio 
Canadian Representative 
William B Stewart & Co, 159 Bay Street. Toronto. Ontario 
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THERE’S MONEY IN 
ACCESSORIES! 


Display them well, keep 
them clean—and make way 
for repeat sales on popular 
Handee accessories. There 
are over 500 of them—the 
largest and finest line avail- 
able. They fit all power 
tools. 

SPECIAL OFFER—This 
glass-covered, theftproof, 
dustproof case invites cus- 
tomers to make their own 
selection, sell themselves. 
(Plenty of room in back for 
literature and stock.) The 
display case is free! Write 
for details about the special 
offer. 


AL ADVERTISING 
15 solid years of it! 
Your customers are sold on 
Handee in the Saturday 
Evening Post, Esquire, True, 
Fortune, Parents’, Popular 
Mechanics, Science Illus- 
trated, Popular Science, 
Christian Science Monitor, 
Newsweek, Mechanix II- 
lustrated, Home Craftsmen, 
Scientific American, Out- 
doors, Model Builder—and 
a long list of other leading 
magazines. It’s the mast 
profitable, fastest selling 

tool! 


lliisenemeasssmnieneaneatanisnnll 
ADVERTISING 


Write for your copy of the free 
AWandee Sales Gooster which 


Free ds Displays* Radio Scripts 
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IT’S THE FAMOUS “TOOLSHOP IN YOUR HAND” 


—the original tool of this type and today’s finest 


There are more Handees in use today than all other tools of 
this type combined! You'll be glad to point out these popular, 
selling features: Handee grinds, drills, saws, engraves, pol- 
ishes, carves, etc. on any material—wood, metal, plastic, 
leather, glass, etc. Runs at a cool and steady 25,000 r.p.m. 


WV 


AC or DC. It's 64%" long, weighs 12 oz. 


With its accessories and attachments, Handee performs 
more operations 
with greater ac- 
curacy than any 
other portable 


electric tool at any price. 
HANDEE KIT—Handee 
Tool and a complete 
accessory assortment in 
a steel, hinged top case 


is nationally advertised 
$ 


Handee (notin case) with 
7 accessories . . $20.50 


THESE ARE MINIMUM FAIR TRADE PRICES 
eeeeeerteeeeerpeeeeeeee @ 


Exclusive / 
PRECISION ATTACHMENTS 


Every Handee you sell paves the 
way for an extra sale of the Preci- 
sion Attachments —an exclusive 
and profitable feature of the Handee 
line. These fine attachments (they 
fit Handee only), enable the be- 

» ginner or expert to achieve accu- 
racy not possible with any other 
tool of this type. A very popular 
item, the six-piece Handee Preci- 
sion Attachment set is attractively 
priced at $7.95 retail. 


MOST WIDELY ADVERTISED— 
MOST WIDELY SOLD 
De tceel 


UNIT ON THE MARKET! 


CHICAGO WHEEL & MFG. CO. 


Please send 


Name_ 
Address 


1101 W. Monroe St., Dept. HA, Chicago 7, Illinois 


[_] Handee Sales Booster 
() Details about the Display Case otter 
[_] Catalog of complete line 








Customers come to you for more than hardware. 
They want your advice and help in selecting the 
best in building products. You justify this confi- 
dence when you recommend and sell building 





products made of Alcoa Aluminum. 

Homeowners will find that screws, bolts, win- 
ALUMINUM NAILS, SCREWS, BOLTS WINDOWS 
dows, screens and dozens of other products made 
of Alcoa Aluminum give extra years of service. When appearance and resistance to Homeowner 


Aluminum can’t rust, can’t stain adjoining surfaces. weather are important, sell nails, screws ern, easy to 
and bolts of Alcoa Aluminum. Tell your aluminum w 
4 customers that aluminum can’t rust oF cut installa 
product, write to ALUMINUM COMPANY OF streak. And with aluminum you get nearly stick, never 


America, 1753 Gulf Bldg., Pittsburgh 19, Penna. three times as many nails per pound! leading wir 


For information on any aluminum building 


MORE PEOPLE WANT MORE ALUMINUM FOR MORE USES THAN EVER 


QUALITY ALUMINUM PRODUCTS ARE MADE OF 
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LINGISERVICE AS WELL AS NAILS? 
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WINDOWS OF ALCOA ALUMINUM 


Homeowners everywhere want mod- 
ern, easy to open, easy to keep clean 
aluminum windows. Builders find they 
cut installation costs, never warp or 
stick, never need painting. Made by 
leading window manufacturers. 
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GARAGE DOORS 
OF ALCOA ALUMINUM 


Easy to handle aluminum garage 
doors won't stick or rust; give years of 
trouble-free service. Leading manv- 
facturers are making quality garage 
doors from sturdy Alcoa Aluminum. 
Write for their names. 


ALCOA SILLS AND THRESHOLDS 


Carry a complete stock of Alcoa sills 
and thresholds. Easily cut to any de- 
sired length, they are quickly installed; 
highly resistant to corrosion. 


ALCOA ROOFI 


Fastest moving of all aluminum build- 
ing products, Alcoa Roofing Sheet is 
in demand in every part of the coun- 
try. Economical aluminum roofing lasts 
for years, doesn’t need painting, 
keeps barns cooler. 








Increased Advertising 
Is Telling Your Customers 
about 


... the surface applied preservative for general use on 
wood, fabrics and rope—for the home, the farm, the 
greenhouse and the boat. 


We are ready to help you in local promotion. 
Here, for instance, are envelope size folders. 
There are display cards, mats for newspaper 
use, scripts for radio. 


To Stop Rot, Insect Borers and Mildew! 


CUPRINOL is widely used in the Marine and Horticul- 
tural fields for its value in stopping rot, insect attack and 
mildew. It is rapidly becoming generally appreciated 
through a history of successful results and through our 
advertising in such magazines as Better Homes & Gar- 
dens, Yachting, Motor Boating and publications reaching 
farmers, florists, sportsmen and others. 


Packaged for General Use 


Cuprinol is packaged in quart cans to retail at 
90 cents; in gallon cans at $2.90; 5 gallon pails 
at $2.80 per gal.; and 50 gallons drums at 
$2.70 per gal. 


It is applied by brush, spray or dip. A gallon, brush ap- 
plied, covers about 400 sq. ft. of wood. Cuprinol treated 
wood is harmless to plants, poultry and animals. 


Write today for full information about Cuprinol 
for general sale, trade discounts and promo- 
tional plans. 


CUPRINOL Division, Darworth, Inc. 
52 Maple Street Simsbury, Conn. 











No. 4715 




















that ALWAYS turns! 


. .. the worm that’s the works of 
| the Getty wood casement operator. It works every 
time because it’s a case-hardened steel worm— 
| a full half-inch in diameter. It's a worm that will 
keep on turning, day in and day out, to give you 
years of service under rugged usage. Note how 
| the machine-ground teeth mesh cleanly (no wear); 
how the Getty angle drive assures easy operation 
| (at a flick of the finger). 





| Good functional design plus accurate construction 
| combined with sturdy materials produce the Getty 
| Casement Operator—built for a lifetime of service. 


Getty manufactures operators for all types of case- 
ments for both wood and metal. Also a complete 
line of high-quality accessory hardware for case- 
ment windows. See other types of operators in 
"Who Makes It'’ Directory, Page 152. 

25 Years Service to the Hardware Industry 


Consult your local Contract Builder's 
Hardware Dealer, your local Building 
Materials Dealer, your Wholesale 
Hardware Jobber, or write: 


HL S. GETTY & CO., INC. 


3352 N. 10th ST., PHILADELPHIA 40, PA. 
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Mekers of Sash Cord, Clothes Line and Braided and Twisted Cotton Cords 
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See the National Cash Register for Hardware Stores 


This National Cash Register is designed for use in hardware @ 
stores. It provides totals of sales in five departments and by & 
four salespeople. Each salesperson has his own cash drawer. It @ 
also shows a total of money paid out. In addition, on every haa 


transaction the register prints a receipt, or on a sales slip, show- 
ing the date, operator's initial, amount, department or kind of 
transaction, and the consecutive number of the transaction. 


pc)Litl 


ml 


“Our experience with our new National Cash 
Register System has proved the wisdom of 
using a system designed expressly to 

serve a given business and its needs. 


‘Take our hardware store, for example. 


“No longer are we bothered by the 
problem of getting records to account for 
all goods sold. For each customer must now 
receive either a printed receipt or a sales 
slip certified by the register. This assures us 
of accurate records — and protects our 
customers and our salespeople as well. 

“Our new National Cash Register System 
gives us the total sales in each department. 
Thus, we can take quicker and more 
accurate inventories. And we are aware of 
shortages in time to do something 
about them.” 

Your local National representative will 
be happy to show you what the right, 
modern National Cash Register System can d 
for you. Call him in, or write to The 
National Cash Register Company, Dayton 9, 
Ohio. Offices in principal cities. 


Ac the end of the day, totals printed on the detailed audit-strip THE NATIONAL CA SH REGISTER COMP. 4, mi 


show how much money must be accounted for. 
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BUILD REPEAT VOLUME 
AROUND CUSTOMER SUCCESS 


wih Resinized Speed-Grits 


Your customer's pleasure at the success of his 
floor refinishing job—his gratification at the low 
cost of doing his own floors—are the two great 


factors in rental volume and profit. 


The wrong kind of floor sanding paper works 
disastrously to defeat both of these ends. If it 
doesn't cut clean, fast and smooth, the "success" 
factor suffers. If it loads and glazes over, extra 


sheets will be needed and economy suffers. 


Your choice of floor sanding papers is the stra- 
tegic factor in selling your rental service. Be sure 
with Resinized Speed-Grits Floor Sanding Papers. 


They are new! They are the choice of profes- 
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They 


out-perform any floor sanding products we have 


sionals who can't gamble on production! 


ever made—or seen! Insure your rental profits 


with Resinized Speed-Grits. 


BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 


TROY, N.Y. 








Have you stocked these 


‘BEST-SELLERS ? 





Make that 
EXTRA SALE with 


WIL-BOND 


_—_—_—_ 
prepares paint, varnish and enamel — pury DELUXE 
for refinishing —_ RAPER 


knife! Quick...as @ 








Recommend Wil-Bond with every paint, varnish, Safe...as a pocket 

or enamel sale. Your customers will thank you for snaps 
é Click! Safety cover 

the suggestion—and you'll make an extra sale. For | over the blade. 

Wil-Bond—an easy-to-use liquid—prepares any type | Click! Sefery a 

of surface for refinishing quickly, easily. | : 


er eXx- 

poses f adjust Of 
rews to } ° 

No scr Gives a lifetime 


DOES 3 JOBS AT ONCE! | rvice. Every 


, inter and decorator 

Whether it’s a glossy varnish or enamel surface, | Prats one! 
greasy walls, waxy floors, etc., Wil-Bond does an 
equally thorough job. Simply moisten a clean cloth 
with Wil-Bond and go over the surface. Dirt, grease 
and wax wipe off cleanly .. . the gloss is dulled .. . 
and a slight “tack” is set up which causes the new 
finish to bond perfectly—all in the same operation! 

So, when you sell a finish, don’t forget to finish 
the sale—recommend Wil-Bond. 


IMPERIAL Rapid BRUSH CLEANER 


Here’s another time- and labor-saver 
your customers will be glad to hear 
about. Imperial Rapid, the ready-to- 
use brush cleaner that keeps brush 
bristles acting young. Starts to dis- 
solve the most stubborn paint in- 
stantly! Won't injure hands, or loosen 
brush bristles. 
* “Best-selling items in stock!” That's what 
Order from your jobber many retailers are saying about these remarkable 


Wilson-Imperial Co., Dept. H-97, 115 Chestnut St., Newark 5, N. J. money-makers. They sell on sight to painters, dec- 
orators, warehousemen, retail clerks, handy men, 

MAIL COUPON FOR INFORMATION dressmakers, housewives, modelmakers, artists, etc. 
Available on attractive display cards or on individual 


Wilson-Imperial Co., Dept. H-97, 115 Chestnut St., Newark 5, N. J. selling mounts. Don’t miss the boat! Write today 


I am not at present handling the products checked below, but . H i 
would like complete information concerning them. for special discount list! 


0 WIL-BOND C IMPERIAL RAPID BRUSH CLEANER 
Handy-Roll Division of 


The SALSCOR Company 


1161 East Florence Avenue, Los Angeles 1, Calif. 
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PROFIT-STRUCK GLASS DEALER A PULLS STRING B, 
RELEASING KNIFE C WHICH CUTS COSTS D. FIGURE'S 
FEET KICK PLATE E, JERKING STRING AND RINGING 
BELL F, FRIGHTENING SQUIRREL G. SEEING NUTS, 
SQUIRREL LEAPS ONTO PLATE GLASS PLATFORM H, 
VIBRATING AUTOMATIC ARM I WHICH QUICKLY 
cuts L-O-F window GLASS J AND 
PROFITS ROLL INTO BASKET K” 











when you cut LO-F Cualipy Mirdlw Glass 








Naturally, we don’t cut glass this way, but You please customers... because this 

we wanted your attention for a minute to re- smoother, clearer glass has the look of qiality 

mind you that: people want. 

You reduce breakage to a new low... be- Those are the reasons profit-wise dealers 
‘ cause L-O-F quality window glass is less always stock L-O-F quality window glass. 

wean britil To replenish vour stock, call your nearby 
»markable “ns mend, ’ ) 
iters, dec- You save precious time . . . because L-O-F L-O-F Glass Distributor. Libbey-Owens:Ford 
ndy men, window glass is so easy to cut even an appren- Glass Company, 4697 Nicholas Building, 
rtists, etc. tice can do it quickly. Toledo 3, Ohio. 
ndividual 


rite today 





L-O-F also makes plate glass, safety 
glass, colorful Vitrolite* glass facing, 


ater fat acres POnly* Lies Lg LIBBEY* OWENS - FORD 
Owens: F. akes The m 
pany the first complete insulating glam tr) a ji Numew GLASS 


»s 1, Calif. *® 
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Hammock hooks, Clothes hoo 
hooks, Curtain rod hooks, Cabin 


Screw eyes, Eye bolts, Turnbuckles, Corrugated fasteners, Screen 


door springs, braces, handles. 
ers, Pole line hardware, Saw 
items too numerous to mention. 


See your jobber 


vve manufacture and stock, Gate hooks, Cup hooks, Screw hooks, 


yard needs. 


ks, Clothes line hooks, Ceiling 
et hooks, "'S" hooks, Screw hooks, 


Storm sash operators, and hang- 
horse brackets and many other 


or write direct to 


BETTER MADE BRIGHT WIRE GOODS 
AND HARDWARE SPECIALTIES 


“STANDARD PACK" inciudes bright wire items stocked 


“UNIT PACK" includes all fast moving items either 
carded, boxed, in envelopes or bundles. Best for dis- 
play and quick sale with added profit. 

“HARDWARE SPECIALTIES" all boxed in appealing 
display cartons include storm sash, screen door hard- 
ware, saw horse brackets and many home needs. 

“MAKE YOUR OWN" line of construction sets packed 
in display cartons includes many workroom and back- 








CHAS. 0. LARSON CO. © STERLING, ILLINOIS 

















Cabinets are equipped 
with outlet receptacle 
boxes for direct wiring 
OR can be had with 


plug-in type. 
Please specify when 
ordering which type pre- 


ferred. 


Fixtures are chrome 
plated. 


All wires are encased. 


115V 60 Cy. A.C. 


Main Office and Factory: 7722 Joy Road 


Fluorescent Lighted Cabinets | 


ADDED TO OUR REGULAR LINE OF MEDICINE CABINETS 




































IDEAL CABINET CORPORATION 


division of Deslauriers Column Mould Co., Inc. 


DETROIT 4, MICHIGAN 





Cabinet lights should be 
operated from main bath- 
room switch as these 
lights give more than 
ample illumination, there- 
fore no other lights are 
required. 


Cabinets are equipped 
with outlet to permit use 
of electric razor or curl- 
ing iron. 


Sold through dealers 
only. 


Write for descriptive lit- 
erature on other models 
bathroom cabinets. 
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ARCHITECTS . . 


. be- 


cause it offers beauty, 


practical utility. 


4224 NEWPORT 


4221 PRINCESS 4223 CENTURY 


4220 REGENCY 


Full-hand and knob pulls to match, in contrasting or matching colors 


BUILDERS . . . because 
they save time and 
money installing it. 


SELF - ADJUSTING LATCH. 
New “Trigger’’ latch 
design . . . automatically 
adjustable to doors 
from %-in. to 1Ye-in. 


5-KNUCKLE HINGES. Five 
knuckles for strength. 
Raised barrel permits 
door to open full 180°. 


“1TEM - IZED” ENVELOPES. 
Each item comes packed 
complete with oll neces- 
sary parts.~ 


PACKED FOR EASY STOCK- 
ING. All items packed in 
same, size boxes, with 
easy-to-read labels giv- 
tng complete data. 


DEALERS. . . because it 
is a clean, fast-moving 
line. 





MRS. PUBLIC. . . because 
it’s just what she has 
always wanted—in fact 
she helped design it. 


HIS NEW STANLEY LINE is a 4-Way Winner. It 
B gewetans to everybody. It’s a sure-fire line if 
there ever was one. Here’s why — 

A nation-wide consumer survey dictated the styl- 
ing. Years of research produced the strong pressure- 
cast rust-proof alloys that guarantee lasting beauty. 
Careful engineering developed its numerous easy- 
installation features. 

Everybody likes this new Stanley Cabinet Hard- 
ware for BOTH new cabinets and replacements. 
It sells itself! Write for full information and displays. 
The Stanley Works, New Britain, Conn. 


STANLEY 


Trade Mark 
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For rapid turnover, repeated profits, 
customer satisfaction, Gilbert alarm 
clocks are the dealer’s best bet. Con- 
sumers instantly recognize and re- 
spond to the value evident in this 
famous line. 


Smart style, day-and-night utility, and 
a reputation for long lasting depend- 
ability place Gilbert high in the ranks 
of your fastest sellers, Moderate in 
price, this quick turnover is what 
spells PROFIT to you. 


Distributed 
thru the 
Wholesaler 


GILBERT aterm CLOCKS 


manufactured and guaranteed by 


THE WM. L. GILBERT CLOCK CORP. 


CLOCK MAKERS TO THE NATION SINCE 1807 —————_— 


WINSTED, CONN. 
Laconia, N. H. 
141 W. Jackson Blvd. 
Chicago 4, Ill. 


551 Fifth Avenue 
New York 17, N. Y. 
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Trade-mark registered 


THE CHORE GIRL 


“POT CLEANER OF THE NATION” 
Safe for HANDS and PANS 


It’s easy as A-B-C to persuade a woman that 
The Chore Girl makes cleaning pots and pans 
less work. The Chore Girl saves time—saves 
work—saves soap. 


A housewife wants a pot cleaner that — 


does not rust 
does not shred 
does not splinter 
does not get soggy 
She appreciates the lock-stitch, knit-wire con- 
struction from a continuous ribbon of pure 


smooth copper—because it is safe and easy on 
her hands—in other words, the one and only 


CHORE GIRL 


The Chore Girl is sold only through the regular 
trade channels of jobber, wholesaler, retailer. Adver- 
tised the year ’round to 60,000,000 women. 

For continuous high profits, steady repeat sales, 

and complete customer satis- 
faction, display and promote 


THE CHORE GIRL 


O4 


METAL TEXTILE CORPORATION 


ORANGE, NEW JERSEY 
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Be Sure to Get 


: Your FREE Copy! 


J 


IATION” 
1 PANS 


woman that 
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Pine . - How 10 Adverist How to Service 
e How 


propucts 


a 


@ This new “HOW” Book is one of the most @ This book brings you such important selling 


it-wire con- valuable selling helps ever provided Coleman information as: 
n of pure dealers. It’s crammed full of important sales in- 1. Important things to teli your customers 
nd easy on formation on Coleman Lanterns, Lamps, Irons, about each Coleman product you sell to make 
ind only Camp, Cabin and Pocket Stoves, Burners, sales easier and quicker. ; 
Handy Gas Plants, Small Oil Heaters. Ithasbeen ‘2, How to demonstrate each Coleman product 
especially prepared for use of Coleman dealers _so that the product helps “Sell Itself.” 
and their sales clerks...it’s a complete catalog of 3, How to use Coleman point-of-sale material 
easy-to-use, tested and proved selling helps,the —_ to create interest and stimulate sales. 
the regular use of which will help you boost your sales and 4. How to use Coleman prepared dealer ads 
iler. Adver- profits on Coleman products. to tie-up with Coleman National Advertising 
n. nd attract more busin ur store. 
, Use the coupon... send for your copy now. and attract more b ucnivad cronies 
epeat sales, 
sit cansiies THE COLEMAN COMPANY, INC. a 
ones , : 
nd promote Lae Anesinn Ba Cenk; Manabe hs tomate Gon The Coleman Company, Inc. 14 
Wichita, Kansas 


Please send me my free copy of the Coleman ‘‘How’”’ 
Book, the dealer’s manual. 


GIRL MAIL coupon NOW! ee 


It’s Free to Dealers! 
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POWER TOOL Ask Your Jobber Fur These Quick-Selling "I s 
ACCESSORIES| MedGem iD. 


VISE fae 


| Koya = Co)eot= Met olelll fd0)<-\-1-)1e) elo? mm Ol-1-) ‘ 


Ay <8 F mer Vieoa ‘9 frreoty 
v Situing Vise Construction 





Vise adjusts to take up to 8” board or 
moulding. Can be used without vise 
on wider boards. Mitres all angles in 
both directions up to 45°, scales cali- 
brated in degrees. 


Made of heavy 
steel—compact 
in design. Size: 
6” x 1242". Wt. 
] Ib. 13 oz. Indi- 
vidually boxed 
24 to a carton. 


An exceedingly 
inexpensive Mitre 
a8 Box does the work 
430 431 NIN ‘ of an expensive 
#370—V%” Hardened 3-jaw Chuck to fit /2”-24 Spindle. ; tool. 
Other threading to specification. 
#373—'4” Hardened 3-jaw Chuck to fit ¥2”-24 Spindle. 
Other threading to specification. 
#380—'%” Chuck with No. 2 Morse Taper Arbor. 
#3812” Chuck with Arbor to fit 4%” or 4%” Spindle. 
#382—12” Chuck with Collars and Arbor to fit 42”. 
or 5%” Spindle. 
#383—Arbor to fit 42” or 46” Spindle, with Collars. 
#384—'%” Chuck with 42” Straight Arbor. 
#407—No. 2 Morse Taper Arbor with Collars and Nut. 
#408—No. 1 Morse Taper Arbor with Collars and Nut. 
#410—Rigid Coupling for Connecting two ‘%” Shafts. 
#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 
#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. Pat. Pending U.S.A. 


#431—Plumb Bobs—Hexazgon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER | U\\\ V3 MODEL M 119 


Can Use 

SERVING THE TRADE FOR 30 YEARS WITH QUALITY Any Type Saw *Yard Supe 

AUTOMATIC SCREW MACHINE PRODUCTS AND o4 
POWER TOOL ACCESSORIES 





WATCH FOR ADDITIONAL TOOLS 
BROWN-MCLAREN MrFc. Co. NEW NUMBERS APPEARING REGULARLY 


HAMBURG, MICHIGAN 


If your jobber can't supply you, write 


“_ <i TWIX MANUFACTURING CO., Inc 


21st STREET, L¢ ISLAND CITY 1 N.Y 
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"| Prefer MASTER TUFBOY 


to any Steel Tape Rule...” 


Says W. B. “BENNY” FITZPATRICK * 
YARD SUPERINTENDENT 


Retails at 
$135 


6 Foot—Spare Blade 70c 
308—8 Foot - - - 1.75 
Spare Blade- - - - 80c 


HAVE YOU SEEN THE NEW MASTER COMBINATION PACKAGE! 


It’s boosting sales and jumping profits for 
dealerseverywhere. . . . . 


Send for full information . . . NOW! 


*Yard Superintendent of Stolte, Inc., General Contractors, 
8451 San Leandro Bivd., Oakland, Calif. 


___ | MASTER RULE MFG. CO., INC. 
a FR antics 0. tore, ootionas cats. 
TRADE MARK , — 


WOQD,AND TAPE RULES | | % 


SEPTEMBER 11, 1947 


“We do a lot of measuring on the job and it has to be fast and ac- 
curate. Along with this, the rule we use must stand up under some 
pretty rough treatment.... That's why | prefer the Master Tufboy”. 


Mr. Fitzpatrick is one of a growing number of me- 
chanical men who are finding that the Master TUFBOY 
is the answer to their measuring problems. He typifies 
the user satisfaction we are trying to build up with 
your customers. 

Asa rule, the TUFBOY’s accuracy is unsurpassed. ... 
Its case is made from a tough zinc alloy, beautifully 
finished in chrome. The blade is of the finest tempered 
spring steel, clearly etched for easy reading. TUFBOY 
can be used also for inside measuring. Blades are 
easily replaced. 


ACCURATE ALWAYS—ALL WAYS ACCURATE 
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“GASPRUF”. 


GAS TUBING 


PASSED EVERY TEST. 
UTILITY-8BLESSED. 
LABELLED "BEST". 


Rigorous tests conducted by Atlantic's 
laboratory technicians and by gas engineers; 
additional tests by AGA research . . . and 
by the New York Department of Health. All 
point to Gaspruf's top performance, greater 
safety and strength, more advanced con- 
struction, new design and modern appear- 
ance. Little wonder it has the blessing of 
gas engineers, the AGA, and the New York 
Department of Health. It represents a sound 
commodity to handle, to push, for the ready 
dollars it will bring you. 


Order from your 
wholesaler TODAY! 


THE RIGHT “SPOTS” 


TO SAY “FRANTZ- 


i 
, 

he 

ef 
3% 


FOR WINDOWS 


Attractiveness in sash hard- 
ware is a “must” and Frantz 
offers the latest in modern de- 
sign...the finest finishes. Illus- 
trated are Sash Lock No. 320. 
Beveled Sash Lift No. 310 and 
Bar Sash Lift No. 315. 


FOR BARNS 


Handling heavy barn doors 
with ease, is simple with 
Frantz “Glide’”” Door Hanger 
and Track .. . the original 
water-shed type. Illustrated are 
No. 111 Track and No. 1 rein- 
forced Hanger, which cannot 
be derailed . . . will fit any 
thickness door. 


Standardize on Frantz Builders’ Hardware .. . 


FOR DOORS 


The Frantz line of Guaranteed 
Builders’ Hardware includes 
hundreds of hinge styles and 
sizes of durable wrought steej 
construction .. . available in 
all standard finishes. Illus. 
trated are Ball Tip Butt Hinge 
No. 441 and Half Surface 
Butt Hinge No. 365. 


PS) 


D2 =, 


FOR CABINETS 


Smartly-styled cabinet hard. 
ware is in great demand for 
the modern kitchen. Frantz 
offers some distinctive items 
in this line. Illustrated are 
No. 120 Door or Drawer Pull 
and No. 491 Hinge. 


ey | 
7 
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FOR GARAGES 


Garage doors open quickly, 
effortlessly with Frantz ‘“‘Over- 
the-Top” Door Equipmest. 
Doors can harmonize with 
building architecture because 
“Over-the-Top” can take cus 
tom-built, one-piece doors up 
to 18’ wide, 12’ high and up 
to 720 Ibs. weight. 


save time 


and trouble by ordering from one, reliable source. Cus- 
tomer satisfaction is guaranteed by Frantz’s quarter- 
century experience in manufacturing quality hardware. 
Wri:e today for full details on the complete line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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THAT NEVER VARIES... 


It’s the same Top Quality which— during 93 consecutive years—has es- 


tablished Republic UPSON as a leading producer of headed and thread- 


\RAGES 


rs open quickly, 
vith Frantz “‘Over- 
Door ng 

harmonize wi 
F vrs She ~ throughout a complete size range of bright hex head cap screws. 
‘op” can take cur 
ne-piece doors up 

12 na and up REPUBLIC STEEL CORPORATION 
—— BOLT AND NUT DIVISION + CLEVELAND 13, OHIO AND GADSDEN, ALA. 

Export Department: Chrysler Building, New York 17, N. Y. 


ed products. It’s your assurance of unfailing accuracy and uniformity 


. save time 
source. Cus- 
ntz’s quarter- 
ity hardware. 
ote line. 
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me. 1Unet Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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© Modern Design 





POWER HACK SAW Model No. PH-4 
LIST PRICE $30.00 


Ideal for farmers, garage men, service stations, home 
workshops, industrial plants, plumbers, electricians, car- 
penters and a host of others. Can be used as a portable 
saw to take right to the job and is a valuable addition 
to equipment in shops and factories. 

Equipped with 4 inch vise with floating rear jaw to hold 
uneven pieces. Operates at 130 strokes per minute. Spe- 
cial design of frame and saw precludes errors and 


LYNN POWER TOOLS—/mmediate Delivery 


© Streamlined—Light Weight 
e Aluminum Alloy Construction 
e Stronger Than Grey Cast Iron 


Lynn Quality Power Tools are 
precision made and contain 
features that insure longer life, 
better performance, more con- 
venience and faster output. 























ALUMINUM JIG SAW Model No. JS-6120 
LIST PRICE $24.95 


This saw features a fully removable upper arm that en- 
ables the user to do inside sawing on any size stock. Op- 
erating mechanism is a positive drive running in a bath 
of oil insuring balance and constant smooth operation 
at all times. 

Large work table can be tilted to any degree up to 45 
degrees either to the right or left. Specifications include 
















makes for accurate sawing. 14%” height, 814” width and 18” overall length. 


See Our Exhibit at the National Hardware Show, Booths 267-68-69-70. 
Write for catalog sheets and trade discounts. 


LYNN PRODUCTS COMPANY #21 E. Ontario St., Chicago 11, III. 


Export Dept., Valyn Export Co., 321 E. Ontario St., Chicago II, Ill. 






































Known since 1865 













j Anoth 
or 

: “KEY BLANKS THAT FIT” Your | 

We are now completely equipped for the ileal 

wy, prompt handling of Key Blanks for all cylin- st 

der locks. Consolidate your purchases. Save sali ‘ 

bookkeeping and handling costs by buying sahad 
all your key blanks from one source. Specify — bag 

GRAHAM Key Blanks—for prompt service While 
- and for quality. combina 
TH , lock is a 
Fs If your jobber does not carry them, scala 






write direct to us. 
We also manufacture a line of Locksmiths’ Supplies and Luggage Hardware. 


Derby, Conn. 
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THE GRAHAM MANUFACTURING CO. 
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Another Fast-Seller to Round Out 
EAGLE COMBINATION PADLOCK 
« . +] 7— 
Your Line of EAGLE Money-Makers emetic ind ; 
Size 1%". Shackle diameter 4". Rustless alloy 
case with case hardened steel shackle. 144 
° ‘ regular combinations with 4500 combina- 
After months of development in order to Customers wait- tions available. Packed ¥% dozen te box. 
provide traditional Eagle security in a ing for combination 
low-cost combination padlock, Eagle now padlocks will wel- 
offers No. 04957. come the higher security built into this 
While it sets new high standards for sturdy Eagle development—especially at 
combination padlock security, this pad- its attractive price. Better order a supply 
lock is available at a price that makes it from your wholesaler today so that your 
outstanding. line-up of Eagle sellers will be complete. 


America’s First Lockmakers—Since 1833 


E A G L E I ~ D U y T g I E $ r I ” .. Subsidiary of Bowser, Inc. 


National Seles Representative of The Eagle Lock Company 
110 North Franklin St., Chicago 6, Illinois 








@ The Stewart dealer plan offers an opportunity 
for you to make extra profits without investing your 
money or carrying any of our merchandise. Here’s 
all you do. Send for Stewart literature and famil- 
iarize yourself with our products. Then send us the 
inquiries. That’s all there is to it because we do the 
selling and pay you the commissions. 


Buyers of water 
systems have con- 


fidence in the name 

McDonald — confidence in the dealers who sell 

this line. Today this means more than ever. lath Hemet que 

For folks are looking for the names they can fal iron lanterns in 
x bracket and pier types 


rely on in selecting major home equipment. j L on th tn Se 

You are sure McDonald Systems will give your a sizes and in several 

customers abundant running water—plus oh Vf seit deals chad 

satisfying service. National advertising is send- Ie = t 
D Right: Stoop railing yA 


ing buyers to stores selling McDonald deep ie design M-281. Stewart eds ces | 
4 railings are made in an Je EEE 
well, shallow well and hydro-jet systems. Ti pe sivossite = a ee 
. é of designs to meet all . 

requirements, 




















DEEP WELL 


Compact, skillfully en- In addition to the items illustrated, Stewart prod- 
oe enue a ucts comprise: Chain Link Wire Fences and Gates 
‘ for all types of property. Plain and Ornamental Iron 


years of trouble-free serv- 


ice. Fences and Gates. Folding and Sliding Steel Gates. 


Balcony, porch and stair Railings in Plain or Or- 
namental Iron. Steel Benches and Settees, Iron and 
SHALLOW WELL Wire Window Guards. Wire Mesh Partitions, Flag 
Leaders in the pump field Poles. Bronze Plaques. Baseball and Tennis Court 
for many years. Simple. Backstops. Stadium Seat Brackets, and many other 
Accessible. Extra large products in iron, wire and bronze. Write for litera- 
bearings. ture today! 


> 


IRON 
tewor “a 
| 3 Dp oF 


Write for information, THE STEWART IRON J WORKS CO., INC. 
A. Y. MSDONALD MFG. CO. + Dubuque, lowa 06 


~Experts in Metal Fabrications Since 1886” 
PUMPS @ PLUMBERS BRASS @ O!|L EQUIPMENT 
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When... eZ 
Oh, when has aHamper | / 


offered all this? | = 






HY be satisfied to sell your 
customers anything less than 






the best? People want quality— 












































and have the money to pay for it. 
So when you sell a can opener, 
why not sell a Westco 65! West- 
co 65 is first cousin to the famous y/ ee 





big Westcos preferred by restau- A choice of leading bathroom colors! 
rant and hotel chefs everywhere ‘ : 
. ’ A finish water and steam will not 


and manufactured to the same blister! 
recision standards. Westco 65 ? . 
r No rough edges to snag delicate 


has a nickel plated die cast fabrics! 





frame. Its rotating cutting blade 
shears tops out of cans as smooth 


as silk——with little effort. Westco 
65 opens cans of all kinds—any- and of course, it’s a WHITNEY HAMPER! 


where. Westco 65 isn't a wall- : 
icstee aiitins, 0 tude quae tite | with Guaranteed Construction Features! 
‘ . : Y Yes, every Whitney product has a Fact Tag attached to i 
a drawer, out of sight — out of | This Fact Tag tells a customer the product’s advantages. | 
’ assures the customer of superior construction, of long life an/ 
the way! You'll find Westco 65 | service! It also tips the customer off to the slews of specis 
easy to sell—your customers will | features exclusive with Whitney! 


find Westco 65 easy to use. | with Powerful National Advertising! 


Take a look at the powerful national advertising behind th 
Whitney name! Year after year, and this year is no exceptio 
Whitney has run a powerful national advertising campaig 
















Attractively packaged in an in- | 


dividual box. Write now for | 
‘ d | inf . | Practically every woman’s consumer magazine you can thinl 
prices and complete intormation. | of has consistently carried Whitney messages. Just think 
the millions of Whitney reader impressions . . . the thouszii 

of pre-sold Whitney customers. 
with Satisfied Customen 
Praised by satisfie 
customers everywher 


Wee 


: / Whitney takes the cal EASY-LIFT 
OHI : for No Returns! AMM Curved to fit y 
“ue, buyers everywhere t@™ Safe... sure-g 


e a. us that when they s 

SF) a Whitney, it sta) 
> e Y C sold! Whitney stylit 
? is superb! Whitne 
construction is solif 
Whitney is a better bv 
for the customer 
dollars, and the 
tomers know it! 


cool to your t 


KP 


Me 










Inset shows West- 
co 65 can opener 
in operation. 

Women like its 
smooth, easy cut- 
ting action 
















TORRINGTON 






THE TURNER & SEYMOUR MFG. CO. 


55 Lowton Street * Torrington, Conn. 





| F. A. WHITNEY CARRIAGE COMPAN 
Since 1858 - LEOMINSTER, MASSACHUSET! 
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EASY-LIFT HANDLES! 


Curved to fit your fingertips. 
Safe... sure-grip... always ‘ 
cool to your touch! @ For over 20 years, the greatest name .. . the greatest value. . . the 


greatest consumer acceptance. And now a new “Toastmaster” toaster 
that is the result of years and years of Better Engineering . . . Better 
Production . . . Better Distribution and Better Advertising. 

Together, these factors make the new “Toastmaster” toaster a Bet- 
ter Value. People nation-wide know a great product and a great value. 
That’s why they have been willing, if need be, to wait for a “Toast- 
master”’ toaster. 

By bringing out a new toaster under present material shortages, 
“Toastmaster” leadership is demonstrated once again. Here’s further 
proof that you and your customers can always depend on ‘‘Toast- 
master”* to be first . . . with the finest! 
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SUPERFLEX TOASTIMER! 


Automatically compensates 
for voltage variations, 
gives you the exact color of 
toast you want... every 
time! 








POP-OPEN CRUMB TRAY! 


Push the button .. . tray 
pops open for easy clean- 
ing. A fingernail-saver if 
you ever saw one! 











— 
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COLUMBIAN+ MADE 


PORCELAIN ON STEEL ENAMELEDWARI 


Distributed by all leading jobbers 
A product of COLUMBIAN ENAMELING & STAMPING CO., INC., Terre Haute, Ind. 


- Sweeping the Market! 


STAINLESS STEEL Strainer 
RICER and COLANDER 





























PROMPT DELIVERY 
IN ANY AMOUNT 


STRAIN Jellies, Baby Foods, 
Vegetables, Cereals, Home 
Canning to mention a few. 
This strainer has housewife appeal. 
They recognize the value of stainless 
steel, and the quality of precision 


work. 


Backed by national advertising and 
dealer display helps, this is a fast 


moving—sure fire seller. 





Jobbers and Manufacturers’ Representatives: 


‘ HANDY 
some choice territories still available. MASHER 
Write for franchise information. OPTIONAL 


CCO 


QUALITY PRODUCT 


\Weco Products Incorporated 


1436 W. FULLERTON AVE. CHICAGO 14, ILL 
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Here’s the first glass coffee brewer that has 
no rubber bushing, no rubber parts to wear 
out, no rubber to twist or force, no rubber 
to taint coffee flavor. It’s flame-tested, too! 
Yes ... subjected to a special blow-torch 
type test that assures highest quality heat 
resistant glass in every Cory brewer. 

The most dominating advertising cam- 
paign in the history of the industry featur- 
ing this amazing new Cory will open with a 


ONLY THE CORY HAS 
FLAME-TESTED GLASS 


The new Cory Rubberless is 
flame-tested . . . extra pro- 
tection against breakage due 


ORY 


CORPORATION 


Executive and Sales Offices: 
221 North La Salle Street, Chicago 1, Hlinois 





Sales and Display Offices: Chicago * New York * Los Angeles « Toronto 


Export Sales: The A. J. Alsdorf Corporation, Chicago, Illinois 
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You’ve Never Seen the Likes of it for 
Quick Profits, Fast Turnover, Volume Sales! 


colorful double page spread in the Sep- 
tember 20th issue of Collier’s. This will be 
followed by color pages in Life and the Post 
and half page four color ads in the Ladies’ 
Home Journal and other major magazines. 

Lead with the leader! Feature the new 
Cory Rubberless models in your window 
and on your counters. Now, more than 
ever before, Cory pays off in greater 
profits for you. 


i 
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Gives you a Smal 4S / | 
i New Fall Line 328% : 

Four Rich Layers ’ National Advertising Z y ) 

In ' Fine Styling iol et 

Every Slice! I~ Complete Line 


A tasty tid-bit! E-Z-Do bakes a four layer | 
shortcake that guarantees sure-fire sales! Buyers 

throughout the country will be astounded at the See 
richness of the new E-Z-Do Fall line — enough for a 


complete department. Wardrobes, closets, cabinets Your C 


and other accessories for every home necessity. 


Backed by national advertising that pre-sells your Wh | » | 
customers! Here’s a cake only E-Z-Do could bake! oiesaier 







































YES, SIR! YOU'LL REALLY DO A 
JOB WITH THIS DELUXE 
LINE OF FEDERAL 
NO-DRIP SERVERS! 


Allen 
Ay 


80 year: 










facturing 


FEDERAL |} 
YZ dam | verning 









No. 120 (11-0z.) and No. 130 (48-o0z.) comprise a complete set with 

matching chrome plated die-cast tops, stainless steel trigger slide ers Na 

and spring, and plastic tear-drop handles in assorted colors. Sug- sfoleRy a FN ed ES “ 

gested retail: $3.00 per set, or $1.25 and $1.75 respectively for'in- q 

dividual selling. No. 110 (11-0z.) has similar chrome plated die-cast tised anc 

top; plastic handle is bell-shaped, and comes in assorted colors. Don’t overlook the other profitable items in this 

Suggested retail: $1.00. No. 125 (11-0z.) has die-cast chrome popular line of Federal Practical Housewares. 

plated top in smartly modern streamlined design for suggested Your Jobber has them in stock now. out the 

retail at $1.25. Containers on all servers are clear glass in Federal’s p 

new, exclusive “Tulip” pattern. Available for prompt shipment... 382 295 u lit 
456 "7 A] 427 quality 











service. 


FEDERAL spele) i CORPORATION, 400 N. LEAVITT ST., CHICAGO 12, ILLINOIS, U. S.A. 
Representatiues ia: NEW YORK e ST, LOUIS © MEMPHIS © SEATTLE © DENVER © DETROIT © PHOENIX 
* MINNEAPOLIS © KANSAS CITY @ LOUISVILLE ¢ PITTSBURGH e DALLAS « ATLANTA 
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NATIONALLY ADVERTISED 


Pioneer Stove Manufacturers 
**S INCE 1867’? 























Princess Range Water Heater Combinction Range 
(Coal or Wood) (Oi Burning) (Coal, Gas or Wood) 


Won COOKING 





AND HEATING APPLIANCES 


whey | Allen Coal-Wood 
Appliances 


80 years of stove manu- 
facturing experience are 
back of Allen's solid fuel 
burning Ranges and Heat- 


Single-Ten Twin-Eight 
(Oil Heater) (Oil Heater) 


ers. Nationally adver- 


fised and known through- Allen “LoPilot” Oil Burning Heaters 





tems in this 


anne, out the nation for high Rich brown porcelain enamel! Smooth-surface designing! 
These and other style features appeal to the homemaker. In 
quality and dependable addition, the exclusive “LoPilot" which efficiently burns a 
minimum of low cost fuel oil gives these heaters an important 

service. extra selling value. Wire for name of neares* Distributor. 


PHOENIX 





ATLANTA 


VARE AGE BSiPTEMBER 11. 1947 139 





of o} Ho }-)-1 EF 


NATURAL 


SPONGES. 


a 
\ 


\ 


OUTSTANDING 
VALUES 


It pays to stock nationally known 
COLOSSUS SPONGES. Here is a 
year-round sales item priced right for 
big profits and quick turnover. Buy 
from the jobber handling COLOSSUS 
SPONGES and be assured of the best 


values on the market. 


@ FREE SALES DISPENSER acts as a constant 
salesman and means of display. 
@ INDIVIDUALLY LABELED with retail price 
WATCH tags. Each Colossus Sponge carries a sales 
FOR message to the customer. 


WRITE US FOR THE NAME OF YOUR NEAREST 
JOBBER STOCKING COLOSSUS SPONGES - DEP. B. 


JAMES H. RHODES & COMPANY 


57 W. HUBBARD STREET 48-02 TWENTY-WINTH STREET 
CHICAGO 19, JiLINOIS LONG iSLAND CITY 1, NY 





CHECK THESE SEVEN SUPER SALESPOINTS 


5 to 10 times more corrosion-resistant than galvanized steel be- 
cause Beautycan is made of Armco aluminized steel. 


Patented toe pedal locks lid in open position or closes it with 


only the slightest touch. 


Self-sealing with snug fitting insert can to prevent escaping odors. 


Mirror-bright aluminum cover. 


Seven popular colors: white, red, blue, green, yellow, ivory and 


biack baked enamel finish. 


Two popular sizes: 12 quart capacity, 14’ inches high: giant 17 
quart size, 15’ inches high. 


Fair traded at $3.98 for Beautycan Jr., and $5.98 for the large size. 
Be sure your department is well stocked 


with Beautycan, the modern disposal unit, 
for volume selling...at your regular mark-up. 


LINCOL METAL PRODUCTS CORP. 
136 Clifton Place, B’klyn 5, N.Y 
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Announcing... a revolutionary New Proctor Never-Lift lron! 


MAKES IRONING EASIER TWO WAYS 


= it is...the completely new, brilliantly designed 
1948 Proctor Never-Lift Iron, with a host of amazing 
new features. 

See it and you'll call it a miracle. A touch of your 
finger and it lifts itself on its ingenious, cool, safer leg 
support. Pressure of your palm brings it instantly down 
for work . the leg support snaps completely out of 
the way. 

Never was ironing so easy . . . but that’s not all. See 
that new Rayon Safety Signal. It shows green when the 
iron is safe for rayon, red when it is too hot. 

Note the big, easy-to-read fabric dial. See the cool, 
plastic shield cover to prevent scorched knuckles . . . the 
rugged built-in cord. 

It’s the most brilliant iron achievement of Proctor’s 
decades of fine iron manufacture. See it now wherever 
fine electric appliances are sold. 





Mew Rayon Soret Signi/ Clear bision Bolton hoe 
Pan) ad someon < 


ALESPOINTS § Sul roe /, i ww 
| i, fem No Lift ty No Tilt Y¥ No Twist eS 
= s ¢ Non-Overshoot Thermostat , P 
vanized steel be- LS new... 15 exclusive... 18... 
el. 


yr closes it with 


PROCTOR ELECTRIC COMPANY, PHILA. 40, PA. 
For efficient repairs, 166 factory supervised Procter service stations, 


coast te coast See local classified telephone directory. 
i—_——_ 


strib- 


t escaping odors. 


Ask your dist 
ytor about this 


reat new im- 


ellow, ivory and 





; high: giant 17 
igh: giant FOUR-COLOR 


PROCTOR IS USING THE * 105 in in 


r the large size. NOVEMBER ISSUES 


wae | WHOLE ARSENAL FOR THE (00:2 sacazwis 


posal unit, GARDENS #&McCALLS & SATURDAY 
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2 GREAT 
SHOTGUNS 


with instantly inter- 
changeable choke tubes 
for all types of shooting. 


“3 GUNS IN ONE” 
Model 185D 


20 gauge, bolt action, 3-shot 
clip repeater with 3 precision 
machined choke tubes. Fair 
traded at $22.95* —_ 






“9 GUNS IN ONE” 
Model 183D 


410 gauge, bolt action, 
3-shot clip repeater 
with 2 precision ma- 
chined choke tubes. 
Fair traded at $20.55* 


° ¢ for 
he marke bs 
a fine, many 


ur 703e 
‘s reemendous: 


Order now from your 
distributor + Catalog 
on request. 


*Slightly higher west of Rockies. 





WOW HAVEN 8, CONN. 








71609 St. John St., 
New Haven 5, Conn. 


shotgu"> 





























lightweight 


DAKOTA 


Shell and Game Belt 


Patent applied for 


Carries 28 Shells and 8 Birds! 
Adjustable size — 32 to 48 inches 


For small-game hunters there’s nothing like the 
Dakota Shell and Game Belt. It’s lightweight, 
comfortable and doesn’t interfere with action! 
The balanced, weatherproof shell pouch with 
quick-action slide closure holds 25 shells plus 
three on the outside. The strong nylon game 
loops on each side of the belt hold 8 birds 
with weight evenly distributed. Adjustable 
belt size—32 to 48 inches— permits use with light 
or heavy clothing. Rustproof, non-slip buckles; 
sturdy construction throughout. 
Nationally advertised in 
leading hunting and fishing NATIONALLY 
magazines, Dakota Shell ADVERTISED 
and Game Belt is already s 00 
outstandingly popular and ‘eee 
in big demand. Order a 
supply for your customers. 


Order from your jobber today—only $21.60 per dozen. If your 
jobber can't supply you, send your order direct to address below. 











DAKOTA BELT COMPANY 
1401 West North Ave. © Chicago 272, Ill. 
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Hunting tor Extra Prorit? 
FEATURE WESTERN HUNTER 


DEER BAGS 


' DURING DEER HUNTING SEASON 





Every hunter needs a Western Hunter Deer Bag to protect his 
venison from flies, insects, dust and dirt. These stoutly built bags are 
made of durable unbleached cotton, woven especially to permit proper 
cooling of venison. Deer Bags can be laundered and re-used. Length: 
7% ft. Width: 40 in. Will accommodate deer of any size. Strong draw 
cord at top of bag. Packaged: Two dozen bags to the carton. Advertising 
display material sent with each carton. Order fast-selling Western Hun- 
ter Deer Bags NOW to assure delivery before hunting season. 


@ WESTERN HUNTER DEER BAGS PROTECT 
VENISON FROM FLIES, DUST, DIRT. 


@ WESTERN HUNTER DEER BAGS ARE 
PRICED FOR QUICK TURNOVER. 


@ ADVERTISING AND DISPLAY CARDS 
SHIPPED WITH EACH ORDER. 





~\ ORDER FROM YOUR JOBBER 
>, OR DIRECT FROM 
‘ wie > 
\. yg” WESTERN HUNTER CO. 
Naor) «0333. S.W. Sheridan St., PORTLAND 1, ORE. 


* 


* 4 


CLIP AND MAIL THIS COUPON 






WESTERN HUNTER COMPANY 
0333 S.W. Sheridan St., Portland 1, Oregon 


PLEASE RUSH full information and wholesale prices on Western 
Hunter Deer Bags to: 





Western Hunter Elk Bags are STORE = si iinet i cecthimaeaitaca 
available in sets of four bags 
for quartered elk. Mail cou- ADDRESS a ae) 





pon for wholesale prices. 


a ZONE STATE 
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FIVE WAYS! 


1] ARMSTRONG'S ELASTIC GLAZING COMPOUND PROFITS from ready and walting home modernlza- 
NO. 33 will not -dry out in the can nor crack or tlon jobs by owning and renting out this Lincoln 
disintegrate when applied. |  Speed-O-Lite sander. People giadly pay up to 
2 ARMSTRONG’S ELASTIC GLAZING COMPOUND $5 per day In rentals aione. Besides you sell large 
NO. 33 acquires a quick, practical ‘‘set'’ but re- ts of supplies that are needed in any floor 
mains permanently elastic. finishing or bullding modernization program. 
Eas aia de-aciaes taoelinh alter aaah THE LINCOLN SPEED-O-LITE 
pins Ry Ay nat ” This famous rental sander has earned th ds upon th ds of dol- 
age | lars for hardware and paint dealers from coast to coast. The rental 
ARMSTRONG’'S ELASTIC GLAZING COMPOUND | Income that ranges up to $8 per day ts only a starter. 
NO. 33 never goes rock hard, never chips, cracks 
nor loses its bond — absorbs all shocks of normal SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
service, ‘‘gives’’ with expansion and contraction. Figures complied by a number of your fellow dealers clearly indicate 
: that you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc., 
Made only by ARMSTRONG — available from your ’ 
jobber ct over-the-counter item and potion | averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
5 rental customer. We urge you—write today for full details about the 


for your own glazing jobs. Get the facts today. te a ng eR 
| Werld’s manufacturer of the most complete line of floor maintenance equipment. 


THE ARMSTRONG COMPANY  rprwer-— 


CHICAGO 9 DETROIT 17 DALLAS 1 a I rioce macuineey Sn 


1252 WEST VAN BUREN ST CHICAGO 7, ILLINO'S 




















Knives 


with New 
HANDLE CONSTRUCTION 














AW waans 


BGAN ai 


Hyde Putty Knives, which have long 
been known for their Super HYDEX 
Steel blades, now feature a new han- 
dle construction for added strength 
and comfort. Made with a full tang 
construction, the steel extends clear o 4 gq 
through to the end of the plastic han- ; 

Speedy Sprayer 


me - . _ ; 

dle for extra durability. The handle | ee ee Special No. 890 

; ; ; rt r ° 4 to 7 times faster than brusb- 

is specially designed for comfort, with for! Famous for its clean, a ing! Sprays inaide and cutetée 
: er is an entirely paint, enamel, varnish, insec- 
alr, Speedy Spray y ticides, etc. Diaphragm type 


only a single seam at the sides, help- , 
portable outfit—built to endure. compressor does away.with oily 


ing to avoid blisters and calluses. One of the most reasonably priced rings and cylinders. Delivers 2 
cu. ft. free air per minute at 30 


:,? 

Steel extends around butt end as ex- | sprayers on the market, it’s popu- {5° 46 ibs. ‘pressure. Operated 
lar in homes and workshops—a by any % H.P. Motor with %” 
i ; ! shaft. Equipped with pressure 
tra protection against hard knocks. | ae hong oll . oe See ee 
rite for AYER round and flat spray nozzles 
Order now from Gtuien and Bite Shes and quart cup. Retails without 

Cable Address “BROWNSPRAY” motor, 2 4 


HYDE MANUFACTURING CO. W. R. BROWN CORP.72.2"2 * 


SOUTHBRIDGE, MASS. USA 
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Nationally Advertised 


mint oe 8itunp 
fer * >> 
* Guaranteed by ~ 
Good Housekeeping 
Wo 


IT’S THE NATION-WIDE 
FAVORITE AND THE BEST 
SELLER EVERYWHERE... 


* 
745 aovenristo WES 


Your customers deserve the best — 
and the one best in aluminum paint 


is SHEFFIELD “SUPER-KROME!” 


Guat check these features: 


One Coat Covers Everything 

For Exterior or Interior Use 

Heat Resisting 

For Wood, Brick or Metal 

Perfect for Undercoating 

Flows on Satin Smooth 

Will Not Lose its Brilliancy 

Ready Mixed—Ready To Use 
No need to stock 3, 4, 5 or more 
grades of aluminum paint, when 
SUPER-KROME alone does the job — 
and does it BETTER! Your customers 
depend on you — justify their confi- 
dence by giving them top quality that 
they'll come back for again and again! 





Write Today for further particulars 

<3\ and a catalog of the 40 other Sheffield 

» fast sellers, as well as the dealer-helps 

Sheffield offers. Window and counter 

displays, window streamers, news- 

peper mats, envelope enclosures, — 
Write Department A. 


PAINT CORPORATION zy 
ot ee 





beEPT nO ae Bau, Gum 
) Terpenti 


up fi F— 























SELL THE REAL THING 


SELL GUM TURPENTINE 


MEN who know paint-on-the-job best (the painting con- NATIONALLY ADVERTISED IN: 


tractor and master painter) prefer Gum Turpentine 9 to 1. Circulation 


There’s more profit— more satisfaction in selling the Life... - + + + 5,144,161 
The Saturday Evening Post s . « . Se 


real thing, instead of poor substitutes which often result Better Homes & Gardens. . . . . 2.770.787 
American Home... . . . . . 2,330,446 
No matter how good otherwise, paint which has not ia pg oll an 
been mixed and reduced with 100% genuine Gum Tur- American Weekly . . . . . . . 9,052,251 
a -« «+ « « 2 
‘ i ti th ee 
© your customers to rec ums Suspensii Farm Journal . . . . . . . . 2,581,119 QUICK 
original, standard paint thinner for all types of oil paints. Country Gentleman. . . . . . «. 2,162,979 
And remember, Gum Turpentine is nationally adver- The Progressive Farmer . . . . . _ 987,996 Each «1 
40,466,978 pocked 


tised in magazines reaching 40,466,900 American homes. carton 
Gum Turpentine is packed in 5-gallonand 1-gallon tin show | 
containers and in the famous emerald green bottle in broker 
quart, pint and 8-ounce sizes. Be sure the AT-FA Seal - 

AMERICAN TURPENTINE FARMERS ASSOCIATION COOPERATIVE Pe eae ine Oe 


General Offices ¢ VALDOSTA, GEORGIA 100% genuine Gum Turpentine. HAR 


in sub-standard paint jobs. 


pentine cannot give best results. You owe it to yourself and 


VISIT OUR BOOTH 296, NATIONAL HARDWARE SHOW, OCTOBER 15-18, NEW YORK Carls 
SELL THE REAL THING...SELL GUM TURPENTINE | 
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CARLSON RULES 
Sell a “Spare” Blade! 





VERY MAN’S A CUSTOMER for a Carlson Rule. There’s a size 
and type to suit every workman’s needs. He'll recognize the 
advantages of the 10-Second Blade Change featured on all Carlson 
Rules if he’s ever worked with a worn-out, patched up rule. So sell 
him a rule and a half. . . sell a “spare” replacement blade with each 
Carlson Rule. You'll give better service and at the same time increase 
your profit per sale. 
Millions of workmen are learning about Carlson Rules through 
national advertising in Saturday Evening Post, Liberty, Popular 
Science, Popular Mechanics, The Carpenter, Practical Builder and 
many other leading papers. These popularly priced rules in conven- 
tional round case and inside measuring models are available in various 
Circulation 9 TN = lengths as noted below. Triple-plated chrome finished, they're a quality 
¥ a — rule in every respect. If you are not already stocking Carlson Rules, 


5,144,181 
3,848,031 . see your jobber today or write for name of thé nearest representative. 
2,770,787 = 2 
2,330,446 frist’ = 
cig STOCK UP ON REPLACEMENT BLADES 
423873 NEW PACKAGE se 
2,500.0 DEMONSTRATES 
2.58111 | QU/CK-CHANGE FEATURE 
987,996 Each style and size of Carlson Rule is 
40,466,978 packed in an attractive counter-display 
: P carton. Individual boxes graphically 
1 1-gallon tin show how to replace worn-out or 
gong broken blades. ' ye 2 : Inside measuring with 
assurance of SOLD THROUGH LEADING j as oy J Taleh Mem dill Mm ol lelel-ia) 
HARDWARE STORES ae Sidhe Seese-n'd eset 
. bie ee Seo and 8-foot lengths 
Carlson & Sullivan. hi. 
T/ NE one 7E ret lenge *Chief also made in metric combinations 
MONROVIA, CALIF. 
———— WHITE CHIEF TAPE LINES ARE MANUFACTURED UNDER U. S. PATENT 208920" 
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@ FULLY AUTOMATIC 


@ A SELF-CONTAINED POWER UNIT 
(Just wind the handle; shaves anywhere) 


@ NO CHANGE IN SHAVING HABITS 
(Use preferred soap or cream) 


@ USE ANY STANDARD DOUBLE-EDGE BLADE 
@ BLADES LAST 6 TO 8 TIMES LONGER, USERS SAY 


@ 6000 RAPID + GENTLE + GLIDING 
SHAVE-STROKES A MINUTE FOR THE 
CLEANEST, SMOOTHEST SHAVE! 
























WLM VIE = MB le AMIDE 


"ee Worlds erie:  ~aell 





_ POWERFULLY... CONSISTENTLY COLOR » ADVERTISED 
IN ‘THESE wrK GREAT NATIONAL MAGAZINES © 
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Stahly Display Tray FREE with either 
“Plus-Profits” offer! 


* 
Qt You get this DeLuxe, custom-built 


ACT NOW! These two Great “PLUS-PROFITS” Offers 
EXPIRE September 30th/ 


, pw CHOOSE your own assortment of 
Stahly Razor Models, and with each 
“Plus-Profits” offer, you receive ONE 24- 
carat Gold-Plated Model “A” Stahly Razor 
—Retail Price $24.25—at a special low cost 

. . and you receive—FREE—one DeLuxe 
Stahly custom-made Display Tray, suitable 
for your finest showcase, enabling you to 
display the entiré Stahly line. FREE sales 
promotional package—ad mats, display card, 
folders—shipped with each order for “Plus- 
Profits” deals. (Limits: TEN “‘Plus-Profits” 
deals to any one retail outlet; ONE Stahly 
DeLuxe “Custom” Display Tray FREE per 
retail outlet.) 


REMEMBER=These Offers EXPIRE September 30, 1947 





‘‘PLUS-PROFITS” No. I 


ONE STAHLY RAZOR 
(24-carat Gold-Plated Model “A”) 


RETAIL PRICE $24.25 
YOUR NET COST ONLY *°O22 


with your order for 6 Stahly Live-Blade Razors 
—any assortment—at regular discount (40%). 


* 


The above razors, at regular discount, will be 
delivered and billed by your distributor. The 
Seventh (Model “A” at special price of only $3.50) 
will be billed by your distributor but delivered 
by Stahly, Inc. 


YOUR GROSS PROFIT 


46.5% to 47.6% 





‘‘PLUS-PROFITS”’ No. 2 


ONE STAHLY RAZOR 
(24-carat Gold-Plated Model “A”) 


RETAIL PRICE $24.25 


YOUR NET cost ONLY *7 2 


with your order for 3 Stahly Live-Blade Razors— 
any assortment—at regular discount (37.5%). 


* 


The above razors, at regular discount, will be 
delivered and billed by your distributor. The 
Fourth (Model “A” at special price of only $7.50) 
will be billed by your distributor but delivered 
by Stahly, Ine. 


YOUR GROSS PROFIT 


45.3% to 46.5% 


ORDER TODAY FROM YOUR DISTRIBUTOR! 


IF You DON'T KNOW YOUR STAHLY DISTRIBUTOR, WRITE— 





; STAHLY, INC. (ept.919) South Bend 4, Ind. 
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4. Higher 
Hardness 


To produce the best quality of 
cutting on a pair of shears, the 
cutting edge of the blades must 
be of very high hardness. 

Acme’s new method makes this 
possible. Acme blades now sur- 
pass Government hardness speci- 
fications for solid steel shears. 

Here you see Acme blades being 
given rigid hardness tests on the 
Rockwell Hardness Tester, the 
best-known method of testing 
steel for hardness. 

The Rockwell Tester is but one 
example of the modern equipment 
by which Acme is now producing 














the finest-quality scissors and shears. 


Makers of 
EVERSHARP - 


ACME - 







Heat treating 
ygctrot! Cod 


Rockwell 


Testing 


SHEAR CO. 


BRIDGEPORT 1, CONN. 


PURITAN 
WINDSOR + KLEENCUT + AMERICUT 











































Ga all four of these major 

properties, PANTHER and DRAGON Rubber Tape 
pass A.S.T.M. and other government specification tests 
with generous margins of safety. And they produc 
the kind of splices that are expected of such high-rated 
tapes. PANTHER and DRAGON Rubber Tapes assutt 
safe electrical splices. Successive layers of tape readily 
fuse into one. Their tensile strength and “‘stretch- 
ability” make them unfailingly easy to work with. 
Manufactured by a company that has specialized in 
electrical insulation for nearly 70 years, PANTHER 
and DRAGON Friction and Rubber Tapes are sold 
only through recognized independent wholesalers. 
Hazard Insulated Wire Works, Division of The Okonite 
Company, Wilkes-Barre, Pa. 


5170 
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mone} 
cost tl 
range 

All Cl 
Kaufm: 
methoc 
fastene 


2917 


. THE 


SEPTEMR ER 


- of these major 
Rubber Tapes 
ecification tests 

they produce 
uch high-rated 
or Tapes assure 
of tape readily 

and ‘“‘stretch- 


(0 work with ilify of Cleveland High Carbon Heat 

Screws give you full assurance 
of a wise selection. You get the best that 
s, PANTHER money can buy at only slightly higher 
cost than 1040 bright screws. Complete 
pee range of sizes\from 4” to 12 diameter. 
} Se All Cleveland products are made by the 


»f The Okonite Kaufman Process}the modern cold forging 
you stronger threaded 


fasteners than any\other known process. 


Ask vOUR Jonee® For ciEvetano rasrewe CLEVELAND 
The Cleveland €apr iii oiiiaeie Top Lualdlp 
2917 EAST 79TH STREET » CLEVELAND 4, OHIO FASTENERS 


Warehouses: Chicago and Philadelphia 


specialized in 


‘apes are sold 





ESS FOR GREATER STRENGTH AND A‘ 


ADE BY THE ORIGINATORS OF THE KAUFMAN PROC 
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Sales avenues open wide 
for STERLING Rock Salt 


when snow and ice strike! 








Make winters storms blow profits 











Kw P 
iB your way. Sel) STERLING 


4 to householders, 


to stores, office buildings, hotels, 
apartment houses, banks, taxi and 


trucking companies, etc. Sos. 


\ ~ ca / What is the quality of 

WATER sR TEMES your relationship with the 

STERLING Rock Salt removes puns cae after sa sell or 
install a water system? Obviously, the perform- 

. f, ance of that system either stirs him to recommend 

dangerous ice and snow trom you and to make further purchases . . . or it 
doesn’t. Insure the good will so necessary in a 

business like yours by always selecting Life-Long 


sidewalks, steps and parking DAYTON Water Systems. 


Oon THE DAYTON PUMP & MFG, CO. € 





ff J=f Dayton, Ohio 


areas, onoee now ij 


Be ready when storms strike! 








Containers of six 





10 16. bags... also 
100 /b, bags. 


International Salt Company, Inc. 
Scranton, Pa. 


158 he Whirl 
STERLING REMEMBER: 


AM Ger - -Aehion 
ROCK SALT Good Will is Good Business 





8 — —— 
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FE DOUBLE~BARRELLED PROMOTION BLAST! 


More Sales, Extra Profits for Jobbers and Dealers 





Make att 


HUNTING AND FISHING TRIP! Farm! The 
t fire wood 
4 ™“ is: } and gen 
: : aa . , : igh Speed 
4 \ era ry me : i * ' ‘ ert itays sharp 
J . . 24, 30, 36 
t ae ae ' ; , ge / . wr. cames and 
“4 ‘ 4 | : : oy anes IP. Be “si <r *blades 
a eal, % 3 ie ms 4c... e Leer, “ '@ Stores 
: ' j ’ dg - 5 19 N 





»3@ saw for sum 

ip with the “ , farm. Light and 

if ll lor clearing irees; 

you seit or ‘ utting any gree 

e perform- Wunvers ate Aa apg 30" and 26 ans 

ecommend we 

+ = ome 
essary in a 
Life-Long 







ut GENSCO FINN KNIVES 
AND SWEDISH MORA KNIVES [ieee 


ADVERTISED TO 


650,000 fame 


fishing, camping 


READERS IN Sed tenstwert 





ee 






“a 
i] 
a: Tis" to 10" length 
AT LEADING 
“ Hunters and Sportsmen everywhere SPORTS AND 
a > are acclaiming these famous knives. HARDWARE STORES 3 
e 0 Stock them... display them... There's GENSCO TOOL DIVISION 94 
plenty of extra profits in Nationally General Stee! Warehouse Co 
advertised Gensco Finn and Swedish 1830 WN. Kester Ave., Chicage 39, iit 






Mora Knives. 






Gentlemen: Please send literature and prices on: 
{_] Gensco Finn Knives [_] Bushman Saws and Swedish Steel Blades 
[_] Swedish Mora Knives (_] Swedish Wood Chisels 





ce] 4 {ele mm geleo) Mee) k's) fe) | Company 
General Steel Warehouse Co., Inc. a it 






We sell, Retail only [| Wholesale only [] 
(If Retail) Our Distributor is 


‘ GENSCO TOOL DIV., General Steel Warehouse Co. hp 
Business 1830 N. Kostner Ave., Chicago 39, Ill. 


1830 N. Kostner Ave., Chicago 39, Illinois 
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Parnes wo PLACE LIKE Four 


er Homes 


Soa“ e and G 
a ardens 





DID YOU SEE, 


IN OUR SEPTEMBER ISSUE, 
ROOF? 


How TO FIX_A LEAKY 


r Homes & Gardens readers 


their homes. We help by 
em how. We help hard- 
s by telling our 

hey need to do 
jobs properly. No wonder BH&G is 
such a good spot for ads for 
hardware store merchandise, 
no wonder it’s 8 good idea for 
you to stock what we advertise. 


Bette 
work on 
telling th 
ware dealer 
readers what t 


and 


i > oe Oe Oe eT 


Mths Vit Sore Magueine 


Circulation Over 3,000,000 
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VYlow .. BETTER THAN EVER! 


Samar PLASTIC GARDEN HOSE is two 

years old. Many thousands of gardeners 
from coast-to-coast have experienced new 
convenience and satisfaction in the use of 
this fine product. And many dealers have 
quickly developed a large and profitable 


business on it! 


SANTAY Plastic Garden Hose has always 
been manufactured up to the highest stand- 
ards of quality. Constant research has 
brought improvements. Today, it’s a better 
hose than ever. Guaranteed as to materials 


and workmanship .. supported by power- 


ful national advertising in LIFE Magazine 
and in BETTER HOMES & GARDENS. 


Plastic Hose is here to stay..a fact gen- 
erally recognized by jobbers and dealers. 
So, offer your customers Hose by SANTAY 
..molder of plastic products for over a 
quarter century and pioneer in the develop- 
ment of Plastic Garden Hose! Look AHEAD 
.. plan now to stock and 
feature the hose that will 
bring greater satisfac- 
tion to your customers... 


greater profit to you. 


359 NORTH CRAWFORD AVENUE © CHICAGO 24, ILLINOIS 
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WHEN MTT TAO AMEE 


YOu 


ill SELL MORE WIRE.. 
BETTER LIGHT... Y ° ae 














ct my si DCA ose sian t 8p me 
HLECTRICWIRE -", 


} 


SYLVANIA ee 


ss NEW STEEL ay RACK (i | 


Superlite means better 
light for everybody—no 
harsh glare. .,. usability 
even in unshaded or 
partly shaded outlets... 
pleasant, restful illumi- 
nation in every room of 
the house! 

That’s why the demand 
is great. Take advantage 
of this grand new bulb. 
Sells at a higher price— 
at a greater profit to you! 
Stock up now! Sylvania 
Electric Products Inc., 
500 Fifth Ave., New York 
18, N. Y. | 





Put Royal UL approved WIRE right out where your 


WHY SUPERLITE SELLS FAST! 


1, Gives a soft, evenly-diffused light! steel display rack. No more juggling with loose 


customers can see it... with this new, modern, all- 


2, Reduces glare to a minimum, al- pee | spools. Needs only 2 feet of counter space. It’s a 


lowing greater use of bare or j 
partly shaded bulbs! valuable permanent store fixture that will sell more 


3, Beautifies the surroundings in 
which it is used. Decorative ap- 
peal means sales appeal! = 

4. A ffords pleasant, decorativelight ; _ THRU YOUR 
from wall brackets! A 

“a - , WHOLESALER 

5, Gives more restful light where ee me 
the use of exposed lamps is 
necessary ! 


ually PLUG and 

CARTRIDGE FUSES + FUSTATS 

WIRE + CORD SETS * TROUBLE 

LIGHTS * CHRISTMAS LIGHTING SETS 

ROYAL ELECTRIC CO., Inc., PAWTUCKET-R-1° 


HARDWARE AGE 


wire with less sales effort. Write for complete details! 
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EVEREADY 


TRADE -MARK 


BATTERIES OUTLAST 
ALL OTHER BRANDS! 


THEY OUTSELL 


ALL OTH Ee R According to laboratory test* — and 
; the best test of all, your own flashlight 
—“Eveready” flashlight batteries out- 
L Wy 3 AL 4 last all other brands. And, according 
a to sales records—‘Eveready” batter- 
‘| ies outsell all other brands! 


ere your ‘ ‘ , , 

gry O Brighter light, longer life — that’s 
id what “Eveready” flashlight batteries 

ith loose ‘ “il } offer! And that’s why they’re preferred 

e. It's a 4 by so many customers! 

sell more 


e details! ~~ Cash in on the popularity of “Eve- 
ready” batteries—order them by name 
. from your distributor. And don’t ac- 
tU YOUR t— 4 3 cept substitutes! Then put your 
OLESALER “Eveready” display case way up front 
—to remind customers of these top- 

| value batteries! 


UG and 
ISTATS F ‘ 4 The registered trade-mark “Eveready” distinguishes products of 
}OUBLE : “ NATIONAL CARBON COMPANY, INC. 


YG SETS 4 A . 30 East 42nd Street, New York 17, N. Y. 
Unit of Union Carbide and Carbon Corporation 


ET-R- 1° oF; . UCC) 
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| -»»- SAVES TIME ~ BOOSTS YOUR 
| _* in m built display 
uur customers, 
42 & a ee ad and convi 
Mee Sn le p you are, | 
hin on imp 


AMERICAN FLOOR MACHINES . 
; JR. BOXES | 
4 re igger profit! 
é art This is the home of : 
° Peon aaet, le fi 
a \>@ 


American Service for 
Winston-Salem territory 
—R. G. Shouse, distrib- 
utor. 





Sales office with R. G, 
Shouse Jr., distributog 





* 


Partia! view of repair 
shop. Paint booth and 
testing block not shown. 


Near-by service 

by factory-trained 

experts helps 

stores with American 

Floor Sanders have machines 

ready for rental at all times. 
Your rental sanders bring in profits only when in gooa By, colorful circul 

repair. Delays can mean the difference between profit ie free new | 

and loss for months on any rental equipment. 


| More profit hours for you with an American! Quick 
| service and genuine parts are always near-by at your 
American distributors... a big advantage for owners of 
| American Floor Sanders! The American Floor Surfacing 
a Machine Company, 522 So. St. Clait f 
St., Toledo 4, Ohio. ) 
a . 


nufacturing Company | gi\%y \ 4 
ERIE, PENNSYLVANIA |_| AMERICAN ee 
my MANUFACTURERS (—/ . 


DISTRIBUTORS IN :j@’ 


s, a right-size wi 











AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 








Floor Sander Spinner Edger 
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can Service for 
n-Salem territory 
Shouse, distrib- 


office with R.G, 
: Jr., distributog 


when in gooa 
stween profit 
nent. 

srican! Quick 
ar-by at your 
‘or owners of 
»or Surfacing 
2 So. St. Clair 
edo 4, Ohio. 
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EW PACKAGES! They're super- 
en! The gay new Economy Boxes 
built display style, catch the eye of 
customers, follow up with a quickly 
J and convincing sales story — and 
» you are, ringing up another sale. 
sh in on impulse buying too, and sell 
JR. BOXES separately, make even a 
igger profit! 











> 
~~ ae 
pees tin tele 7°777"""\ 


SIZES: 29°-98°-"17 


(wet 


EW MERCHANDISING HELPS! 
ite and get ‘em. Free mats and elec- 
s, a right-size window-and-counter dis- 


y, colorful circulars, radio scripts. Ask 


your free new Dealer Aid sheet right 





NEW SIZES! For a l-window weather- 
stripping job, sell the JR. BOX. It holds a 
small, fat roll of Mortite, just right for the 
average window. Or, sell the complete 
Economy Box of 4 JR's. Or, sell the Big Box 
which holds an outsize, single roll of Mortite. 
Economy Box (4 Jrs.)—Stock M-1, packed 12 
to a carton. 

Bargain Box—Stock B-2, packed 12 to a carton. 


(MERION 


NOM 


NEW. ADVERTISING CAMPAIGN! 
Margie sells Mortite regularly in power- 
ful, sales-pulling magazines: Saturday 
Evening Post, Time, American Home, 
Parents’, Better Homes & Gardens, Popu- 
lar Mechanics, Popular Science. Tie in 
and cash in! 


BE READY FOR THE RUSH ON MORTITE! 
ORDER FROM YOUR JOBBER TODAY 


UP! 


— 


J. W. MORTELL CO.. Dept. H 


s! Please send me a FREE J 
Send new Dealer 


Mortite. 0 


NAME 


ADDRESS 


CITY 


—_—_—_ 


98¢ — 29¢ 

Weatherstripping has 
never been so inex. 
pensive! 29¢ for the 
JR. 98¢ for the Econ- 
omy Box of 4 Jr's. 
$1.25 for the Big Box. 


NEW coal prices are higher. The need 

to save fuel is greater than ever! You'll 
sell a load of Mortite to meet the de- 
mand, because Mortite weatherstrips 
windows, doors, baseboards, keeps cold 
out, keeps heat in, saves fuel! Also keeps 
out soot and dust. 


STOCK 


eT 
— 
——«§ 

—_—_—_— 


—_ 


A, Kankakee. iW. 


R. BOX of 
Aid sheet too. 











We can supply all your needs in the radio and electrical fields, 
including hard-to-get products, such as plugs, switches, sockets, 
elements, etc. Send for catalog on wiring devices, portable electric 
stoves, fluorescent equipment, etc. 


Trutone Products Co., 303 W. 42nd St., N.Y.C., Dept. R-3 


XMAS TREE SETS 


Order your Rival sets now 
to get them in time for 
Xmas. Series 8 Light 
(shown). Also Candela- 
bra 7 Light available. 
American Bulbs, attractive 
display boxes. 


Wanted: C6 and C7'/2 Xmas 
tree bulbs. 


RIVAL ELECTRIC CORP. 
2306 Amsterdam Ave. 
New York City 


(hay 
as 
ae 
| 


secon LIGHTING OUT Fp 





Pertect or 
fori) (ook 


ASBE 


Perfectly woven of the highest quality cotton. The ideal wick 
for oil cook stoves and oil heaters. Two sizes fit Perfection, 
Miller, Savoil, Quickmeal and others. Money back performance 
guarantee with every wick. Dealers find it a good “repeater”. 


ASBESTOS COMPANY 


NORTH WALES, PA. 
MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH AND VICTORY WICKS 





NU-JAMB 
Double-Acting 
Spring Hinge 


Spring Jamb Hinges — Spring Floor Hinges — Springless 
Floor Hinges—Screen Door Hinges—Spring Pivot Hinges 
—Gravity Pivot Hinges—Lavatory Hardware and Ac- 
cessories—Closet Garment Fixtures—all will be needed 
in the great building program now getting under way. 
Fill in your stock—order new items—be ready to serve 
your customers with all their building hardware needs. 
FEATURE "‘MILWAUKEE"’ FOR QUALITY AND SATISFACTION 
OUR S3rd YEAR OF QUALITY PRODUCTION 


MILWAUKEE STAMPING COMPANY 


268 South 72nd Street, MILWAUKEE 14, WISCONSIN 


Sell Fast with Fast-Selling 
Carteo ALL-STEEL House Wares 
HUMIDIFIERS Fo: ai Radiators 





ALL-STEEL VENTILATORS 





Order Carlco fast-selling housewares 


CARLISLE CO. wewazr's | 
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U-JAMB 
uble-Acting 
ing Hinge 


Springless 
vot Hinges 
» and Ac- 
be needed 
der way. 

y to serve 
e needs. 


BUSINESS IS BUILT ON 
ire 


Tie store that sells quality merchandise is the store that customers 
will patronize again and again. Quality is the one firm 


foundation upon which a successful business can be built. The name 
SARGENT on any preduct you sell is a guarantee to you and to your 
customer of unsurpassed quality. That customer is sure to be 
satisfied, for Sargent & Company has never refused a 
reasonable claim for the replacement of a faulty product. 
Illustrated is Sargent Padlock No. 752, featuring a solid 


extruded brass case and precision-made pin tumbler 





mechanism. There is no finer padlock. 


'ON AVENUE | 
K 8, N.J.| SARGENT & COMPANY 
ee ee ee 

NEW YORK « NEW HAVEN, CONN, * CHICAGO 


7 
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LABOR SAVER! 


SUPER Carbide Vitped 


ok Be Meo oe oe 


75% FASTER DRILLING 
IN BRICK * CONCRETE * STONE 
AND ALL NON-METALLIC 
MATERIALS WITH 
ELECTRIC DRILL OR 
HAND BRACE 





BIG SALES to 


@ HOME OWNERS © PLUMBERS 
@ CONTRACTORS @ MAINTENANCE MEN 





@ ELECTRICIANS @ BUILDERS 




















SUPER TooL COMPANY 
Carbide 7itped “Jools 


21650 Hoover Rd., Detroit 13, Mich. 5210 San Fernando Rd., Glendale 3, Cal. 





















CHICAGO 
DIE CAST 
PULLEYS 


now come to you in attractive red, white and blue 
display containers. Complete range in sizes from 
1 1/2 inches to 5 inches in diameter. 

Increase your pulley sales by featuring Chicago 
packaged pulleys. Order from your jobber. Write for 
Catalog No. 48.8 


MEET US AT THE NATIONAL HARDWARE SHOW, OCT 15 
GRAND CENTRAL PALACE, NEW YORK 





Chicago DIE CASTING MFG. COMPANY 


2512 West Monroe Street, Chicago, 12 Illinois 
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STEVENS 


General Purpose Wood Levels 





Stevens No. 205 General Purpose Level 
Three Popular Sizes: 12”, 18”, 24” 


Made of California sugar pine, natural 
finish. One plumb, one level covered 
with plated steel top plate. 

No. 205 24" packed 36 to shipping 


carton, weight 43 Ibs. List price, 
CEO Skee cw edecensiceecsueus $1.90 


No. 204 18" packed 36 to shipping 
carton, weight 32 Ibs. List price, 
COE  Siadesnerstwonenetons ens 1.65 

No. 203 12" packed 72 to shipping 
carton, weight 46 Ibs. List price, 
DUE 6 ci scsewesessveseneeseus 1.40 


—E. A. STEVENS LEVEL co. 


Newton Falls, Ohio 









































4 f Fo 4 A f 4 
4 
4, - need 
|. 
mynfpo* 
Abe OLED ; 
R0 p 
. Shipping Wet. List 
Cat. No. Unit - i pe Boch 
V-91 Soft-Jaw (table) 16 Ibs. 2.65 
V-92 | SoftsJaw (clamp) 20 Ibs. 275 
V-93 I Wood Vise 33 Ibs 3.65 
V-94 Steel-Jaw (table) 18 Ibs. 3.75 
V-95 Steel-Jaw (clamp) 21 Ibs. 3.95 
V-96 Bench Vise 60 Ibs 6.85 
V-97 Bronze De Luxe Vise 65 Ibs. 9.85 
4 Complete 20 Agi 
’ 4 e e 
s e ) e 
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more and mc 





1940.1 


TRACTORS Lon} 


1,567,430 


Tucks ead 


4.859.244 


CORN PICKERS _ 
130,000 


Ganvatorss ‘Orn 
889.000 


Almost 90% « 
oftheir own re 
50% have the 


buy more wre 





single tool . . 


BILLINGS Qt 


SEPTEMEE 





3.65 
3.75 
3.95 
6.85 








9.85 


ose Vises 





THE AMERICAN FARMER 


today depends upon mechanization 


fo"be successful. He is demanding ~ 


more ond more equipment and 


more and more tools to service it. 





1940.1 1945 1947.8.9 


TRACTORS fo} fo} On 


1,367,430 2,425,000 


~: yy Yep 


4.059.244 5,423,000 
CORN PicKERS . >A 
130,000 ? 


aanvators ‘own 
489,000 1,171,250 


168,000 











Almost 90% of all farmers do some 
oftheir own repair work, and almost 
50% have their own tool shop. They 
buy more wrenches than any other 
single tool . . . And they demand 


BILLINGS QUALITY WRENCHES 


THE BILLINGS & SPENCER CO. 


SEPTEMEER 11, 1947 


pin 


plus @ 


sons 


oat youR SHARE / 
“am srk 





HELPING YOU SELL 


farmers in every county, Billings 
is running monthly ads in Country 


Gentleman and Popular Mechanics 


‘¢ G Lountry 


ean wx 


reaching 82 million readers, who 
are being told to buy Billings 
wrenches at their Hardware Store. 


ILLINGS 


WRENCHES 





HARTFORD 1, CONNECTICUT, U.S. A. 


BILLINGS DISPLAYS 


the wrenches farmers want - right 
size and style - on attractive wood 
panels 1 x 2 feet, designed for 


counter, window and wall display. 























| | 
Sales are easy because farmers can 
handle, examine and BUY these 


quality wrenches. 


ORDER FROM WHOLESALERS 








NICHOLSON 


sells only through 
HARDWARE JOBBERS 


and 





INDUSTRIAL DISTRIBUTORS 


He stocks or warehouses countless items -—*# 


Here’s how this system benefits you: 
y * 
you may get what you want when you want il 


He takes over sales, credit, delivery and othe 
services which, if handled by the manufacturer him 
self, would increase the latter's sales costs — an 
consequently your purchasing prices. 


The hardware jobber performs a very necessary 
function in the commercial economy of a nation 
whose area is vast; whose thousands of communities 
have varied tool users who look to convenient local 
stores for their needs. Yes, your hardware jobber does these and manj 
more things in both your and the manufacturer! 
behalf which it would be uneconomical for either 


do independently. 


The items, likewise, are manifold; and their 
manufacturers, too, are widely scattered. 


The jobber brings retailer and manufacturer to- 
gether. He is both a gatherer and a distributor. The more support he gets — from both manv 
facturer and retailer — the more useful he become 


He scours the earth for things you can sell. He 
to all concerned . . . the sounder your business, th 


examines and studies them; weighs their merit and 


value; helps determine which brands will serve surer your profits. 


you best. Nicholson believes firmly in this policy. 
rots, NICHOLSON FILE CO. * 25 ACORN STREET * PROVIDENCE 1, RHODE ISLAND p> 
2 Us.A.2 (In Canada, Port Hope, Ont.) "Mane “a 


NICHOLSON FILES for every purposé 
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lnforinal Editorial Comments 


TT J. Heale 





More Thoughts About Your Relations 


With Your Sources of Supply:— 


Wraer the demand 


for any type of merchandise is far 
greater than the available supply 
we call the current business status 
a “sellers’ market.” When the 
situation is reversed and supply is 
greater than demand we say “we 
are now in a buyers’ market.” 
Perhaps it is too idealistic to talk 
about or even to hope for but I 
would like to ask this simple ques- 
tion—“Why isn’t it always a com- 
bined ‘buyers’ and sellers’ market’ 
for most lines?” I have in mind 
that continued prosperity for all 
re-supposes some co-operative in- 
terest and effort among and be- 
tween those who sell and buy. 

In our last issue (see HARDWARE 
Ace, Aug. 28, 1947, p. 53-54) we 
quoted from “Retail Grey Matter” 
(published by Grey Advertising 
Agency, Inc., New York City), 
some thoughts about relations 
with sources of supply. In the 


SEPTEMBER 11, 1947 





paragraphs which follow we are 
quoting further from this same 
source believing that, although the 
suggestions offered are directed to 
department stores, the same basic 
principles are just as appropriate 
for wholesale and retail hardware 
distributors. We quote as follows: 

“One of the basic causes of the 
current troubled situation is a 
break in the chain from store 
heads to departmental executives. 
In all too many instances, top 
store management doesn’t know 
that this break exists. And, of 
course, one reason for that is the 
reluctance of even top resources 
to carry complaints over depart- 
mental heads. 

“A program of resource rela- 
tions:—it is axiomatic in depart- 
ment store retailing that a store 
can be no stronger than its re- 
sources. As other mass distribu- 
tors forge ahead, that axiom ap- 
plies with mounting impact. 


“Therefore, it is vital that de- 
partment stores fortify themselves 
for the competition that is already 
here by doing at least feur things: 

“1. Achieving balanced, fast- 
moving inventories. 

“2. Cutting store overhead (on 
which scarcely a start has been 
made). ' 

“3. Improving selling in all its 
aspects—promotion, display, per- 
sonnel. 

“4. Strengthening relationships 
with top resources and developing 
a stronger vendor program. 

“We consider point four to be 
of comparable importance to any 
of the other three points. In fact, 
it may be stated dogmatically that 
a store cannot make progress on 
the first three points unless it si- 
multaneously makes progress on 
point four. 

“Consequently, we insist that 
department stores have a crucial 
need for a tangible, specific, and 
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enforced program of resource: re- 
lations—certainly insofar as top 
resources are concerned. 

Such a program might include: 

“1. Formulation of general pol- 
icy concerning relationships with 
top resources. 

“2. Informing the staff of this 
policy. 

“3. Checking the staff periodi- 
cally to determine how intelligent- 
ly the policy is being executed. 

“4. Resuming advertising to 
top resources—in trade papers, by 
mail, etc. 

“5. Perhaps sending out occa- 
sional letters to top resources ex- 
pressing understanding of the mu- 
tuality of interests. 

“6. Arranging for occasional 
group meetings with top resources 
to discuss basic topics of mutual 
concern. 

“7, Making an annual report 
to top resources summarizing the 
year’s operation on each of these 
major lines. This could be ex- 
tremely valuable to both store and 
resource. 

“8. Improving physical aspects 
of reception accorded to repre- 
sentatives of these top resources. 
“9. The appointment of a ‘sales 


manager whose function would 
be to listen to and study resource 
promotional programs and co-or- 
dinate them with the store’s own 
sales program. 

“No pampering—we do not in- 
tend to suggest to stores that they 
pamper top resources, or any 
other kind of resource. It isn’t at 
all necessary to go from one ex- 
treme to another. 

“We are merely saying that suc- 
cessful operation of department 
stores in the future demands a 
new order in the relationships 
with top resources. There must be 
more cooperation, more _intelli- 
gent cooperation—on both sides 
of the fence. 

“The tradition that resources 
must constantly sell themselves to 
distributors is archaic. An impor- 
tant resource has at least as much 
to offer an important store as the 
other way round! Both must sell 
themselves to each other. Both 
must benefit. 

“It isn’t generally realized in 
department stores that the top re- 
sources—who may account for no 
more than 5 per cent of all re- 
sources on the store’s books—may 
produce 50 per cent or more of the 





store’s total volume and perhaps 
an even larger percentage of the 
store’s net profit! On the other 
hand, department stores may ac- 
count for only 30 per cent or less 
of the total volume of at least 
some of these resources. 

“This isn’t a one-way street. It 
isn’t a case of the buyer sitting on 
a throne, while the seller impor- 
tunes him for an order. The top 
resources, in at least some in- 
stances, are as important, right in 
the local community, as the store 
itself—and, in a few cases, per- 
haps more important. In other 
words, the strength isn’t entirely 
on one side—even though the 
buyer may, generally speaking, 
occupy his traditional seat in the 
saddle. 

“The future welfare of depart- 
ment stores will depend, in large 
measure, not only on the prestige 
of the top resources represented in 
their inventories, but also on the 
degree of co-operation achieved 
with these resources. Only with 
top co-operation can top results 
be obtained! And top co-operation 
can be achieved only when store 
and resources work hand in 
hand.” 





Bit FITCH is gone. He was 78 years old and 
had been sick for some time. But, somehow, most 
of us expected him to get better and we felt sure he 
would be on deck at the October convention—his 
We could almost 
picture him singing “In Her Cap She Wears a Yeller 
Ribbon,” which was one of his many favorites. 

Bill Fitch contributed richly of his talents in serv- 
ing the hardware industry more than 50 years. He 


usual friendly and active self. 


William H. Fitch 


his career. 


was my close personal friend and I shall miss him 


greatly. Many other hardware men will feel the same 
way. Each will have many individual pleasant mem- 
ories of contacts with Bill at various hardware 
gatherings and, whether the discussions were strictly 
business or just social, he was always the fair- 
minded gentleman and good friend. 

Elsewhere in this issue is a brief news story of 


We will all miss Bill Fitch. 


—C.J.H. 





While Your Congressmen Are Home 
Talk to Them About Taxing “Co-ops’':— 


Y the time our readers receive 

this issue of HARDWARE AGE 
several sectional meetings will 
have been held on the question, 
“Are Co-ops unfair competition 
and should they be taxed like 
privately owned retail, wholesale 
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. . ” 
and manufacturing businesses? 


There will be about 12 such 
meetings under the auspices of a 
House (House of Representa- 
tives) Small Business Sub-Com- 
mittee. It is reported that Repre- 
sentative Walter Ploeser (Mis- 


souri) will favor a taxing pro- 
gram and that opposition toward 
this objective will come from none 
other than Representative Wright 
Patman (Texas), who for some 
time was prominently identified 
(Continued on page 180) 
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Feature them for storm and combination doors this fall. Sell one for 


each door. Customers who intended to buy one only for the front 
door can be sold another one for each of the other outside doors. 

It’s an idea! 

And the ILCO No. 3002 Pneumatic Door Closer is ideal! It 
handles storm doors with a gentle firmness that saves glass and 
soothes nerves. It has 4 simplified valve to control closing speed 
and a powerful spring that gets a door latched securely. And it’s 
smart looking from any angle! 

All of which goes to prove that ILCO Closers can — and will — 


keep right on making money for you season after season. 75 













INDEPENDENT LOCK COMPANY «+ FITCHBURG, MASSACHUSETTS 
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The Co-operative— The Tax- 


Part 1—Co-operatives—An Over-all Picture 
Watch for Part 2—'"'The Menace of Consumer 
Co-operatives''—to be published 
in the Sept. 25th issue of HARDWARE AGE 


By DAVID B. CHASE 


he Treasury is appalled at the fact that some $5 billion in 
gross income yearly escapes taxation through a gigantic loophole in 
our tax law. This huge gap makes a mockery of our so-called water- 
tight taxing system. The march of the billions of dollars through this 
gap greatly dwarfs in amount the income that is undeclared by the 
tax evading racketeers, and the thousands of unscrupulous business 
men who shift their tax burdens to the vast army of harassed taxpayers. 
A host of Internal Revenue Agents are always hot on the trails of 
these gentry. But more than 800 thousand tax-exempt organizations 
form that privileged class in America whose $5 billion of income are 
beyond the reach of the outstretched hands of the Government. These 
march through the gap in our taxing system, under the wistful eyes 
of the Treasury, but with the acquiescence if not the blessing of the law. 


These privileged tax-exempt 
organizations fall into two broad 
groups. One group, comprising 
mainly charitable, scientific and 
other philanthropic organizations, 
with labor organizations as a run- 
ner-up in size, are primarily en- 
gaged in non-business activities. 
The other and most important 
group, with over $3 billion dol- 
lars of annual gross income, is 
primarily engaged in business ac- 
tivity. Free from the burden of 
income taxation this group is 
growing by leaps and bounds in 
the face of loud outcries by com- 
petitive business. The largest sin- 
gle classification in this group is 
the Farmers’ Cooperative Mar- 
keting and Purchasing Associa- 
tions. In number they are about 
18 per cent of this group, but their 
gross incomes are about 70 per 
cent of the total in the group. 

During the earlier years of the 
income tax system, tax rates were 
relatively low, and tax-exempt or- 
ganizations could thrive with the 
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blessings of everybody. They were 
no real threat to business in gen- 
eral. Neither did their tax-free 
existence mean any substantial 
loss of revenue for the Treasury. 
But the parade of the years have 
brought many costly burdens to 
the Government that were reflect- 
ed in higher tax rates. Sheltered 


by tax freedom, the tax-exempt 
organizations have grown into 
formidable competitors with busi- 
ness. Private business organiza- 
tions, groaning under this com- 
petition, are of course placed un- 
der a gross disadvantage because 
they carry the tax load of their 
competitors as well as their own. 


Cooperatives—Their 
Anatomy 

Simple in principle, but usual- 
ly elaborate in operation, a co- 
operative is, in theory at least, a 
pooling organization. Producers 
pool their products to save money 
in marketing and distributing 
them, or purchasers pool their 
purchasing power to buy goods at 
lower prices. Though there is a 
great deal of overlapping, these 
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The Author 


DAVID B. CHASE, attorney, is a prominent tax authority 
who in his work in connection with Federal tax laws has de- 
veloped a store of knowledge and experience of how our exist- 
ing tax structure has permitted co-operatives to develop super 


tax-free profits. 


Mr. Chase is a member of the New York and New Jersey 
Bars; partner in the New York accounting firm of J. K. Lasser & 
Co.; lecturer on Federal Taxation, New York University and 
frequently lecturer and contributor to professional and gen- 
eral periodicals on matters of Federal taxation; assistant in 
writing of several published books dealing with Federal Taxa- 


tion. 


The author acknowledges the valuable assistance of Mr. H. 
Epston who did much of the research and also co-operated in 


the preparation of this article. 
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cooperatives can be classified as 
cooperative marketing organiza- 
tions, consumer cooperatives, and 
wholesale cooperatives. Huge buy- 
ing power and distributive sources 
make possible ownership and op- 
eration of producing and manu- 
facturing organizations that can- 
not be readily distinguished from 
those owned by private corpora- 
tions. 

The cooperative crept into the 
economy as a favored instrument 
for self-help and has been coddled 
by both state and federal legisla- 
tion. It was an organization that 
was powered primarily by the loy- 
alty and aid of its membership 
rather than by capital. It was de- 
signed to be the mere expression 
of the will of its membership— 
their alter ego—and be conduct- 
ed as an agency rather than as 
an entity with an economic per- 
sonality and autonomy of its own. 
Only enough capital was required 
to lubricate it as an engine of 
agency. No such selfish concept 
as “profits” could be compatible 
with its existence. All who band- 
ed together in the cooperative 
pool shared in the common bene- 
fit in proportion to their interests 
in the flow of goods that passed 
through the common pool and not 
in proportion to any capital con- 
tribution. Each member had a 
vote, regardless of the size of his 
capital contribution, or even the 
volume of the flow of goods he 
caused to or from the common 
pool. This characteristic of the 
persists, and 
voting power is not in proportion 
to capital ownership as in the case 
of private business corporations 


cooperative still 


in general. 

The original forms of the co- 
operative still persist even though 
they have taken on the charac- 
teristics of the business corpora- 
tions in adapting themselves to 
their economic environment. The 
difference between billing price 
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Fostered Frankenstein’ 








DAVID B. CHASE 


and costs continues to be called 
ee 


savings” and not “profits.” These 
latter, when distributed, are still 


“The co-operatives are in 
busi , competing directly 
in a great many lines of en- 
terprise. They make money. 
Their earnings are profits, re- 
gardiess of terminology. It is 
the law of the land that Con- 
gress has power ‘to levy and 
collect taxes on incomes, from 
whatever sources derived.’ 

“Therefore, co-operatives 
should pay taxes on their in- 
comes — as corporations if 
they have adopted the cor- 
porate form of organization; 
as partnership individuals 
only if they are partnerships. 

“Co-operative financial 
statements show that they 
have ample ability to pay 
taxes, which is the criterion 
set up under our tax laws. 

“There is no other issue in- 
volved." 


—HARDWARE AGE— 





euphemistically called “patronage 
refunds” and not dividends. 


Cooperatives As 
“Big Business” 


But cling as they do to the old 
nomenclature, with an eye to tax 
and other benefits, the. coopera- 
tives have generally taken on the 
contours of big business as de- 
veloped by the private business 
corporation. The techniques of 
production and distribution are 
shaped by economic factors, not 
by preconceived theories. Both the 
private corporation and the co- 
operative have been evolved in 
the same kind of economic en- 
vironment. It is small wonder, 
then, as instruments for produc- 
tion and distribution they work 
alike and look alike. 

The incomes of both are earned 
with the use of capital. The man- 
agement of both is by professional 
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managers who represent the ab- 
sentee beneficiaries. These man- 
agers are judged by their effec- 
tiveness in making the invested 
capital produce results. Whether 
these results are called “profits” 
or “savings” may pose a prob- 
lem for semanticists, but they pose 
no problem for the member-bene- 
ficiaries. The pay-off is always in 
the same kind of dollars, whether 
they are called “patronage re- 
funds,” “patronage dividends,” or 
just paid “dividends.” 

The unvarnished truth is that 
cooperatives that sprang into ex- 
istence as mere agencies of their 
patrons have become economic be- 
ings in their own right, separate 
and apart from their patrons. 
They accumulate capital by plow- 
ing back profits in the form of 
reserves just as private corpora- 
tions accumulate surplus. They 
have income from investments, 
make profits from members who 
are non-members, and derive in- 
come from a variety of sources 
that have little or no relationship 
to the current contributions of 
members. 


Cooperatives in Our Free 
Market Economy 


Our whole free market enter- 
prise system is predicated on the 
fact that the low-cost, efficient pro- 
ducer will be the one to grow and 
thrive. His competition will help 
determine the market price. That 
price will be low enough to drive 
out the less efficient producers or 
force him to make technical or 
other improvements that will 
maintain his competitive position. 
Thus competition is geared to the 
public welfare. It is the force that 
makes for low cost production and 
distribution and thereby raises the 
standards of living of all of us. 
In those sectors of the economy 
where competition cannot effec- 
tively do its work—the public util- 
ities, for example—government 
steps in to regulate or do the work 
itself. 

Both cooperatives and private 
business employ the same factors 
of production. They bid for ma- 
terials, labor, facilities and other 
factors in the same markets. They 
distribute produced goods that 
ultimately reach, in one form or 
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“There is no use even contem- 
plating how the country could 
balance the budget if corpor- 
ations and co-operatives 
should both be allowed to 
operate tax free." 
—H. F. Seymour 

President 

Columbian Vise & Mfg. Co. 


0 O a) 


another, the same markets. Give 
one an advantage over the other 
—whether that advantage is a 
direct subsidy or freedom from 
taxation—and you disturb the 
autonomous workings of the free 
competitive markets. No longer 
does the most efficient enterprise 
win in the competitive struggle. 
The result is greater costs, higher 
prices, and lower standards of 
living. In this era of high tax 
rates, freedom from taxation gives 
an insuperable advantage to the 
cooperatives. They crowd out 
more efficient producers at great 
social cost. Moreover, the taxes 
they escape are loaded upon the 
backs of other taxpayers. 

The rapid growth of coopera- 
tive enterprises can be attributed 
in large measure to their freedom 
from taxation. In the food indus- 
tries, grain trade, the oil indus- 
try and in retail trade they have 
taken increasingly dominating po- 
sitions. If these positions could be 
maintained without the effective 
subsidy of tax exemption they 
would be justified. If coopera- 
tives have a superior form of or- 
ganization that superiority would 
show up were tax exemption de- 
nied. 


Tax Considerations — 
Patronage Refunds 


The controversies relating to 
taxation of cooperative rage main- 
ly over several major issues. 

The argument of the coopera- 
tives that relates to patronage re- 
funds is essentially this: The mar- 
gin between billing price and cost 
is not “profit” but “saving” and 
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“These co-op people often say 
they should not be taxed be- 
cause they have no profits." 
—George H. Gates 
Secretary-Treasurer 
Gates Hardware & Supply 
Co. 











when distributed to the patron- 
member it is merely an adjust- 
ment of an “overcharge.” 

This argument overlooks the 
fact that the income of the co- 
operative is derived from the em- 
ployment of capital and other fac- 
tors the same as in the case of 
the private enterprise. This in- 
come should be taxed in the man- 
ner it was created and not ex- 
empted because of its manner of 
distribution. The government, 
which provides or maintains the 
economic environment in which 
this income is nearned, requires 
taxes to support its activities. The 
earnings it helps produce, by 
providing or maintaining this en- 
vironment, should be taxed to pro- 
vide the needed governmental 
revenue. 


Are Not Agents 


TThe proponents of coopera- 
tives argue that those organiza- 
tions are really agents of their 
patrons and do not have a sep- 
arate existence of their own. The 
fact is that they carry on busi- 
nesses at their own risk, and not 
as agents, for their members do 
not take responsibility for losses. 


Neither is the agency theory com- | 


patible with the fact that the co- 
operatives have income from in- 
vestments and profits earned from 
transactions with people who are 
not members. 

There are those who argue that 
even if cooperatives are taxed 
they can avoid the tax by reduc- 
ing billing prices so that no mar- 
gin is left between cost and bill- 
ing price. If so, the abolition of 
tax exemption should not be re- 
sisted by cooperatives. The fact 
is that earnings from investments 
would still remain to be taxed. 
Moreover, further capital contri- 
butions, that could be invested 
elsewhere at a profit, would hard- 
ly go to build up cooperatives as 
in the past. Besides, no reserves 
could be accumulated to withstand 
business risks and lower competi- 
tive prices of depressed years. 
Taxation, then, of cooperatives in 
good years would give the gov- 
ernment the benefit of taxes on 
incomes provided by a prosper- 

(Continued on page 208) 
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Step - up shelving 
along the front 
of the office is 
effectively used 
for featuring a 
variety of oils, 
greases, batter- 
ies and allied 
farm items. 
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Neatness Attracts the Farmers— 
Good Display Helps Sell Them 


Te farmer likes to see 
lots of farm merchandise neatly 
displayed. 

This policy pays off in extra 
sales at the Amlie-Strand Hard- 
ware Co. store in Benson, Minn., 
where A. O. Strand, owner, and 
his staff really keep farm items 
looking as spic and span as gift 
merchandise. Farmers like this 
and tell their neighbors about it. 





Take the milk pail stock and 
farm hardware for example. One 
side of a large display table is giv- 
en over to a showing of milk and 
utility pails and tubs, each in place 
and each plainly marked and 
ready for the inspection of custo- 
mers. 

One end of this farm goods table 
is given over to a showing of farm 
hardware. Some of these items are 
hung on hooks where they catch 
the attention of farmers coming 
down the main aisle of the store. 


A low shelf at the bottom, near 
floor level, carries a display of 
wedges, sledge hammers and sim- 
ilar items. Farmers who pass al- 
most always stop and browse over 
the items on display, for they 
often see things which they need. 

Another excellent display of 
items which farmers need is near 
the office at the rear of the store. 
Here Miss Adelyn Strand, daugh- 
ter of the owner, takes care of the 
firm’s books. In the foreground of 


(Continued on page 210) 


The Amlie-Strand Hardware Co. spots farm lines 
throughout the store and uses space adjacent 
to the office to catch the eyes of customers 
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Two adjacent merchandising centers, located 
within 20-minute ride from heart of city, 
offer free parking space for about 1000 cars. 
5000 attend opening of Home Maker's Center 































Several hundred cars can be accommodated here and in close proximity there is 
another larger shopping square. Between the two, 1000 motorists get free parking. 


New Suburban Seattle Store a 


Ay estimated 5,000 


people visited the new Home Mak- 
er’s Center, in Bellevue, a sub- 
urb of Seattle, Wash., on its open- 
ing night. Parking, however, was 
no problem for any of those peo- 
ple for the new shopping center 
was designed and located so as 
to provide adequate parking facil- 
ities for motoring shoppers. 

The Home Maker’s Center, 
which is the new joint home of the 
Ernst Hardware Co. and the Kay 
Lumber Co., has its own parking 
area for the accommodation of 


Small power tools 
and similar arti- 
cles are shown in 
glass cases. Con- 
venience and de- 
mand items are 
well featured in 
open displays. 
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This gives an indication of the buying activity in the new store of the Ernst 
Hardware Co. The room is 80 by 100 ft. and nearly 400 fluorescents are used. 


Magnet for Motoring Shoppers 


several hundred autos, and with 
another parking area of the Shop- 
ping Square, in the next block, 
there is room for more than 1000 
cars to be parked with easy access 
and egress. 

The new establishment is tech- 
nically outside the town of Belle- 
vue proper, which is a 20-minute 
drive from the heart of Seattle. 
It is in a new shopping area that 
was conceived and developed with- 
in the past two years. “Shopping 
Square” is a $1,000,000 develop- 
ment in the adjoining block that 
has such established merchants as 


Here is a section 
of the basement 
sales floor which 
is devoted to ma- 
jor appliances, 
floor coverings 
and a large show- 
ing of furniture. 
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Frederick & Nelson (the Seattle 
branch of the Marshall Field Co.) 

Bellevue, a fast-developing sub- 
urban center across Lake Wash- 
ington from Seattle, is not an in- 
corporated town. The 1940 census 
gave it a population of about 1200 
but it has grown rapidly since 
then, and if the town should be 
incorporated to include Shopping 
Square, the Home Maker’s Cen- 
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Paint sundries are well displayed in this attractive paint department. 


ter and adjoining areas its popu- 
lation would probably run to sev- 
eral thousands. 

Seven years ago when the Lake 
Washington Floating Bridge was 
completed 10 per cent of the per- 
sons living in the Bellevue Area 
earned their living in Seattle, but 
today 75 per cent of the people 
living on the East Shore earn their 
living in that city. 
































Considerable display space is given over to housewares, china and glassware, which 
show up to excellent advantage against the light background of uniform fixtures. 





East Shore residents can reach 
their work in Seattle in not more 
than half an hour over an express 
highway from which all busi- 
nesses, and even billboards, are 
banned. Once drivers enter the 
western approach to the bridge 
they can move along at a 50-miles- 
per-hour clip. 


Designed for Parking 


The shopping centers were de- 
signed as a place where these sub- 
urban residents could convenient- 
ly park to do their shopping, meet 
their friends and partake of a 
soda or sundae. 

When the new store was being 
opened about 15,000 four-page 
circulars were mailed to box hold- 
ers in the area served. This mail- 
ing, the management believes, 
reached approximately 50,000 po- 
tential customers. 


Used as an Insert 


The circular was used as an 
insert in the regular edition of 
the Bellevue American which car- 
ried a news story on the opening 
as well as additional advertising 
of the Ernst Hardware Co. The 


response from this was “terrific,” 
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according to the management of 
the hardware firm. 


Operates Other Stores 
The Ernst Hardware Co., which 


has been in business for nearly 
half a century, operates nine oth- 
er stores in Seattle. The Bellevue 
business was started about 10 
months before the Home Maker’s 
Center was opened. 

The only connection between 
the Ernst Hardware Co. and the 
Kay Lumber Co. was that of prox- 
imity and mutual co-operation in 
developing the idea of making the 
center a place where one can buy 
everything, from the foundation 
of a house, the tools to build it, 
as well as all the furnishings for it. 

The Kay Lumber & Hardware 
Co. was an organization that had 
developed at this location over a 
period of years. It was primar- 
ily interested in the lumber end 
of the business and sold out the 
hardware line to the Ernst com- 
pany about a year ago, when the 
new building was started. 


L-Shaped Building 


The ultra modern concrete and 
steel building is L-shaped. An un- 
usual structural feature of the 
hardware store is the sales floor, 
measuring 80 by 100 ft., which 
doesn’t have a single post or sup- 
port. This was made possible by 








the use of 80-ft. steel roof trusses. 

There is a 20-ft. room at the 
rear of the hardware store for 
storage. 

Nearly 800 fluorescent lamps 
are used in equal numbers in the 
main floor sales room and in the 
downstairs store. The lamps are 
used in double strips on 10-ft. 
centers. 

Heating is accomplished by 
means of 12 hot water unit heat- 
ers, fan-driven for complete cir- 
culation. The source of heat is a 
fuel oil burner. There are six unit 
heaters on the main floor and six 
in the downstairs store. 


The staff of the Ernst Hardware Co. 


Major appliances, radios, kitch- 
en cabinets, wallpaper, floor cov- 
erings, bathroom fixtures and fur- 
niture for bedroom, living room 
and dining room are stocked by 
the hardware firm, as well as a 
wide variety of small appliances, 
china, glassware and household 
utensils. Lawn and garden and 
a wide variety of sporting lines 
are also stocked. 


Appliances in Basement 


The basement, which is devoted 
entirely to major appliances and 


(Continued on page 227) 


Finish hardware is neatly sampled in this well arranged builders' hardware section. 
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Frozen Food Locker 





A section of the 252-unit locker plant of the Charleston Hardware. 


& FROZEN foods 


locker plant, with 252 lockers, has 
helped the Charleston Hardware, 
in Charleston, Ark., a community 
of less than 1000 population, dou- 
ble its sales of home butchering 
equipment. And it has accounted 
for increases in sales in other de- 
partments as well. 

Customers bring in their own 
meat and pay three cents a pound 
for processing, which includes 
cutting, wrapping and quick freez- 
ing ready for storage in one of the 
lockers, all of which are rented. 
Since installation of the locker 


A778 


plant the store has doubled home 
butcher supply sales and has 
helped increase the amount of 
home butchering in that locality. 
Kitchen equipment sales have been 
appreciably helped by the locker 
activities of Charleston Hardware, 
which sells all types of kitchen 
cabinets and all types of stoves 
excepting electric units. 


150 Gas Stoves in 1946 


During 1946 the store sold 150 
gas stoves, priced up to as high as 
$190, sales of such units averag- 
ing $135. For many years the 





store enjoyed a big volume in its 
harness department, which was 
long rated as one of the largest in 
the entire state. With the begin- 
ning of World War II harness 
volume began to fall off and did 
not show any substantial pickup 
until installation of the locker 
plant. The reason for this in- 
crease is that customers who go in 
for home butchering, for locker 
storage, and the like, are the type 
of customers who will take advan- 
tage of cheaper farm power. In a 
word, the addition of the locker 
plant brought harness buyers 
again to the store. 
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Doubles Butcher Supply Sales 





For Charleston Hardware and builds traffic 
for Arkansas store, helps kitchen equipment 
volume and even aids in sales of harness 


Before the war, Charleston 
Hardware had a large appliance 
volume, particularly on radios. 
The department had one full time 
outside salesman and serviceman 
who was paid a straight salary and 
furnished a car. The year before 
the war, that department sold a 
full carload of radios. 


Will Stress Radio 


A radio salesman and service- 
man will be put in the field the 
last quarter of 1947. Beginning 
with 1948, a second man added 
who will handle other electrical 
appliances. When general appli- 














ances are more plentiful, the radio 
salesman will handle only radio 
sales and service. 

“Before the war,” W. R. Bump- 
ers, one of the store partners, said, 
“we found that we got better sales 
results with this division of the de- 
partment. If the territory is prop- 
erly worked, a radio man will have 
all he can handle without branch- 
ing out into stoves, washers, etc.” 

Installment buying is coming 
back, according to Mr. Bumpers 
and his partner, Herman Adams. 
With keener competition, install- 
ment buying will continue to in- 
crease. At present approximately 
15 per cent of the store’s $100,000 


annual volume comes from install- 
ment buying. All of the paper is 
held by the store and regular in- 
terest rates are charged. On in- 
stallment paper, terms are: One- 
third down, the balance in 12 equal 
monthly payments. 


Must Return to Selling 


There is no question about it,” 
W. R. Bumpers says, “we are go- 
ing to have to go back to selling. 
That’s something we have almost 
forgotten these last four years. 

“On small general hardware, 
glass and chinaware, pottery, metal 
kitchenware, and small farm im- 
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W. R. Bumpers seen in a corner of the appliance department. 
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plements, we now very definitely 
feel the pinch of stronger compe- 
tition. 

“It is beginning to show on 
radios and radio batteries. Also 
on auto accessories. By the begin- 
ning of 1948 we expect to begin to 
notice effects of local competition 
in the appliance department.” 


Operation Program 


To meet this stronger compe- 
tition, Charleston Hardware has 
worked out an operation program 
which will be followed closely dur- 
ing the remainder of 1947 and 
through 1948. 

1. The advertising budget has 





been increased from 2 to 3 per 
cent of the estimated annual vol- 
ume. 

2. More emphasis will be placed 
in installment selling. 

3. By the beginning of 1948, 
two outside salesmen will be on the 
road in the territory. Each of 
these will be a trained serviceman. 


4. More attention is being given 
to salesfloor displays and to build- 
ing window sets. In the appliance 
department, working units will be 
used where customers can see new 
appliances in actual operation. 
Plumbing connections for these 
sets in the department and in the 
display windows have been made. 








And the locker plant is to be en- 
larged. Two hundred and fifty 
new units, Mr. Bumpers believes, 
will bring to Charleston Hardware 
250 more customers. 


A Drawing Card 


“We are sold on the fact,” 
Bumpers said, “that a locker plant 
is one of the best possible drawing 
cards. It brings the type buyer to 
our store we want, oftener than his 
regular hardware needs bring him 
to us. 

“The rest is up to us. If we 
can’t sell him, once he is in town 
and at our store—then that’s our 
fault.” 


Just Among Ourselves 


as trying to help small business 
and who was a co-sponsor of the 
very helpful Robinson - Patman 
Bill. He addressed many retail 
hardware conventions and until 
the time when he openly favored 
the Co-op tax exemptions was 
unquestionably the most popular 
Congressman among independent 
retail circles. 

It is presumed that the findings 
and conclusions if any, of these 
regional meetings will be pre- 
sented when Congressional hear- 
ings on taxing the Co-ops take 
place in Washington in November. 

As most members of Congress 
are now vacationing at home it 
should prove very helpful if all 
interested business men who do 
pay all taxes were to contact their 
two Senators and their Represen- 
tative and urge their support, in 
no uncertain terms, of any move 
which will lead toward levying a 
full taxation program on the Co- 
ops. If this is done enough times, 
in enough places, something ad- 
vantageous can develop. 

There never was a time when 
the subject of taxing the Co-ops 
on a full basis like privately own- 
ed business with which Co-ops 
compete was receiving so much at- 
tention, interest and consideration. 

Remember that the present ma- 
jority in Congress is pledged to 
make some tax reductions and yet 
faces the unhappy situation where 


180 


(Continued from page 168) 


even more tax revenue is needed. 
The Co-ops and similar operations 
enjoying some tax exemptions pro- 
vide almost the only untapped 
source of new tax money. The 
time for taxing these competitors 
was never more propitious and 
never before so likely. 

Get busy with your three Con- 


gressmen while they are home and 
worry them into being interested. 
If enough business men do this 
some favorable results can be ex- 
pected. If this particular oppor- 
tunity is “muffed” it may be many 
years, if ever again, that a similar 
opportunity can be expected to 
occur. 


Good Advice for 
Retailers and Wholesalers 


T HE time has come when every company in the wholesale and retail 
distribution fields should make definite decisions as to the brands of 
lines they are going to regularly carry in stock. For the past several years, 
if any item was out of stock, little if any attention was given to what brand 
could be purchased. For example, if a retailer were out of stock on alumi- 
num percolators, any brand was acceptable. Now, a retailer should decide 
what is to be his line of aluminum ware... . We suggest that you actually 
draw up on paper a list of the lines by brands that you plan to regularly 
stock. Then stick to those lines in your buying. You'll make enough 
exceptions since you can’t change a buying habit overnight, but at least 
you'll have a guide to follow. Then after each line, place the name or 
names of your suppliers. Next, let your suppliers’ salesmen know what 
you have done and they will have a real incentive to try to take care of 
your needs. After all, any salesman will try to take care of his custom- 
ers who permanently plan to carry his lines ahead of those who merely 
buy an item or line from him because they can’t get it elsewhere. Think 
it over. Then write up your own list. It might not be a bad idea to mail 
this list to your wholesalers. It would make a real impression! 

—from “Our Spokesman,” issued by The Bronson & Townsend Co., 


New Haven, Conn. 
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Federal Trade Commission 
Blasts at Industry 
On Price Setup 


Suit naming Steel Institute is blow at basing point sales price system 


_= Federal Trade 
Commission blasts at steel indus- 
try pricing methods may gain wide 
public support but its complaint 
may not stand up under a factual 
scrutiny, according to observers 
who have been watching FTC 
moves to force an f.o.b. mill sys- 
tem pricing on the steel industry 
for more than ten years. 


There is nothing new in the 
latest militant move of the FTC 
according to steel sources. But it 
is admitted that the complaint is 
one of the biggest and best pre- 
pared since the government agen- 
cy decided that the steel firms did 
not know how to sell their prod- 
ucts. The fact that the FTC has 
missed the boat, so far, in its 
fight against the multiple basing 
point system when it attacked the 
cement industry may be, accord- 
ing to some sources, why the steel 
industry was chosen this time. 

Observers point out that the 
public frame of mind on prices is 
being used by FTC to gain as much 
publicity as possible for its drive 
for an f.o.b. mill system on steel. 
It was no coincidence, it was 
argued, that the release of the blast 
occurred soon after the rise in the 
price of steel. Yet anyone who as- 
sumes that the steel market reflects 
“normal” conditions today is, ac- 
cording to steel officials, quite 
ignorant of steel market history. 
With demand still at an all time 
peak and with steel mills able to 
select their business as they choose 
it is obvious — according to steel 
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News-Markets Editor of 
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observers—that competition would 
be desultory, prices mixed, and 
consumers willing to pay almost 
anything to get material. Steel 
sources privately deride the idea 
that there is no competition in the 
steel industry. They point to regu- 
lar periods in the past when de- 
mand and supply were about equal 
or when supply was greater than 
demand to clinch their arguments. 
Then, price cutting was rampant. 


On Basing Points 


© © © A decision rendered Sept. 20, 
1946, by the U. S. Circuit Court of Ap- 
peals at Chicago set aside an FTC 
order issued against the multiple basing 
point system of marketing in the cement 
industry. The case has not yet been 
brought before the U. S. Supreme Court 
(The Iron Age, Oct. 3, 1946, p. 85). 

In the fall of 1945 considerable in- 
terest was shown in the steel basing 
point system as the result of the so- 
called Corn Products Case in which the 
Supreme Court in effect ruled out the 
single basing point system but made 
no distinct reference to the legality of 
the multiple basing point system. 

In the May 3, 1945, issue of The Iron 
Age, p. 74, is a discussion of the Corn 
Products Case which is credited with 
causing changes in the steel price sys- 
tem. The stainless steel basing point 
change was covered in the Sept. 13, 
1945, issue, p. 99. 

Other references pertaining to the 
steel industry may be found in the issue 
of Sept. 20, 1945, p. 109, and Sept. 27 
1945, p. 95. 

An "ABC of Basing Point System™ 
pertaining to steel appeared in The Iron 
Age, Oct. 4, 1945, p. 121. 


A close scrutiny of the FTC 
charges, it is said, reveals that tak- 
ing present conditions as normal 
constitutes the weakest part of the 
complaint. As to the charge that 
the American Iron and Steel Insti- 
tute helps fix prices—that the FTC 
will have to prove. The institute 
has been notable in its insistence 
that it has nothing to do with steel 
prices even to the point of volun- 
teering no price information what- 
ever nor answering any inquiries 
on prices. 

But the main problem and the 
one on which the battle lines will 
form will involve highly technical 
and theoretical arguments on the 
entire multiple basing point system 
in the steel industry. That is what 
the FTC complaint is about. Had 
it not been for the war the grand 
assault woduld have been made 
about 1939, it has been said by 
steel sources. Some quarters be- 
lieve that steel firms which charge 
so-called phantom freight (charges 
not actually incurred) will be 
found vulnerable when hearings 
begin. Others say in any case 
where charges are being made 
which are not supported by actual 
conditions will find the FTC guns 
heavily trained on them. On the 

general question of steel price poli- 
cies it will be difficult if not im- 
possible, according to old-time ob- 
servers, for the FTC to impress 
upon a Federal Court the neces- 
sity to completely upset a basic 
industry in order to supplant a 
tried and historically tested pricing 
policy with one espoused by FTC 
and never tested in years. Sooner 
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or later the steel companies knew 
they would have to present their 
side of the argument to the high- 
est court in the land if the basic 
industry in the country were not 
to be broken up into local “steel 
monarchies.” 

The principles to be debated 
will be so fine that the entire mul- 
tiple basing point system will be 
put under the most searching 
glare. But the FTC will also have 
a job of trying to prove that its 
method is better than that now 
followed and also that its in- 
sistence on an f.o.b. mill pricing 
system may not result in the old 
adage “the operation was a suc- 
cess but the patient died.” There 
is grim humor in this type of re- 
tort. 

To many steel officials the 
charge that there is no competi- 
tion in the industry during normal 
times is laughable. These sources 
point to as recently as 1938 when 
the competition for business was 
so severe that it threatened to put 
the industry into price cutting 
chaos. All during the last part of 
1937 and into the first half of 1938 
steel firms were continually shad- 
ing prices. At many other times 
in the industry’s history this same 
pattern has developed, whether it 
occurs again or not does not, it is 
said, depend on the arguments 
advanced by FTC but on whether 
steel firms can afford to engage in 
a bitter price war when the costs 
of labor and materials remain 
where they are expected to stay. 

The old, but dressed up in 
clothes, complaint of the FTC may 
fiud its way to the Supreme Court 
and it is probably with a sigh of 
relief that steel companies see it 
on its way. The attacks by the 
FTC on the steel industry have 
been going on with gusto for more 
than 10 years. 


Prices 


Under the multiple basing point 
system in normal steel markets 
the buyer in one major steel area 
can be sure that he will pay about 
the same price as his competitor 
in another. A steel buyer in 
Cleveland knows that the price to 
his competitor in Pittsburgh will 
be the same. Those who are lo- 
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cated between basing points know 
that competition in the industry 
in actual practice will give them 
the price at the ruling (nearest) 
basing point plus the freight from 
there regardless of where the steel 
comes from. 

Under the f.o.b. mill system a 
Cleveland user who was unable to 
get his steel in Cleveland or close 
by would have to pay the base 
price from another point plus the 
freight to Cleveland which would 
run his costs much higher than 
under the present system, it is 
claimed. This is a simple explana- 
tion but the FTC will, it is said, 
go much further and claim that 
users who are at a mid-point be- 
tween basing points will have to 
pay more for their steel than those 
further away when the steel is 
being sold by the same company 
which is competing with another 
steel company basing point. Vol- 
umes will be written into briefs, 
court records and final answers, 
but the fact remains that on the 
basis of these voluminous wril- 
ings will depend the future of the 
steel industry and its customers, 
and incidentally the future of the 
hoary FTC f.o.b. mill cure-all 
which it has held in its bulldog 
grip for years, defying any and 
all to dispute it. 


F.T.C. Charge 


In filing its complaint against 
the American Iron & Steel Institute 
and its members on Aug. 17, 
the Federal Trade Commission 
charged that the manner in which 
the steel industry uses the multiple 
basing point system results in “the 
same identity of delivered prices 

. as though the industry were 
operating under a single basing 
point system.” 

Specifically, the FTC complaint 
charges the American Iron & Steel 
Institute and its members with 
engaging in a “wrongful and un- 
lawful” combination and conspir- 
acy to fix and maintain delivered 
price quotations and to restrain 
and destroy competition in the 
sale of iron and steel products. 
The complaint also charges the 
industry with agreeing on meth- 
ods for determining extra charges. 

Alleged viloation of Section 5 


of the FTC Act is the primary 





charge. As is customary in such 
cases, the respondents were given 
20 days to file anwers to the com- 
plaint. No date has been set for 
formal hearings. 

FTC’s action actually is a re- 
newal of its old fight with the steel 
industry, soft-pedaled during the 
war. While FTC officials refused 
to comment beyond reference to 
their press statement, The Iron 
Age learned that there is no con- 
nection between this action and 
the steel investigation now under- 
way in the agency’s economic di- 
vision. 


Names 26 Corporations 


While the complaint is directed 
generally against all members of 
the Institute, it specifically names 
as respondents 26 corporations as 
representative of the memberhip. 

The complaint traces the wide- 
spread operations of the re- 
spondent producers and _ alleges 
that except for their activities 
pursuant to the alleged conspiracy 
they “would be in active and actual 
competition with each other as to 
price and as to matters directly 
and substantially affecting prices.” 

On the contrary, however, the 
complaint charges that for many 
years they have “collectively com- 
posed, published and announced 
prices” and “systematically ex- 
changed and interchanged infor- 
mation among themselves calcu- 
lated to enable them to formulate 
and carry out a common non- 
competitive price policy.” 

To the extent that the pro- 
ducers “act collectively and col- 
lusively in the production and 
pricing of their goods, they are 
in a position to frustrate and de- 
stroy price competition among 
themselves and thereby to nomi- 
nate and manipulate the markets 
in which their unorganized cus- 
tomers and consumers must buy 
such goods,” the complaint sets 
forth, adding: 

“The producer-respondents have 
exercised that domination and 
power to control and manipulate 
the market collectively through 
the offices of the American Iron 
& Steel Institute. That fact is 
evidenced by action taken in con- 

(Continued on page 340) 
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That Competition Complex 


There are many things the hardware dealer 
may learn from visiting salesmen. Among 
them are a knowledge of human nature, the 
correct approach, knowledge of lines and the 
avoidance of half-way measures 


nies has 
brought on more failures, over- 
drawn accounts, sheriffs and law 
suits than any other business 
problem. No one yet has emerged 
from the shadows with a “cure- 
all” and probably never will. 
However, competition if met fear- 
lessly and intelligently is not so 
tough. If arguing there is no 
competition, use the negative 
cautiously. 

Some years ago I traveled 
the South representing a_ well- 
known hand tool manufacturer. 
On those long trips I met men 
who were selling chisels, squares, 
braces, hammers, snips, pliers— 
the same products I was offering 
the trade. Among them I made 
many friends who have remained 
my friends through the years. 
Frequently we traveled together 
and called on the same accounts 
at the same time. We had our 
fun together. We attended con- 
ventions together. According to 
some line of thought we should 
have been dodging each other. 
Instead, we operated on the 
theory you cannot get it at all— 
you can get your share if diligent. 
It held good then—it holds good 
today. And during that interval, 
approximately 10 years, not one 
of us were ever consigned to a 
home on the hill, suffering from 
“competition-complex.” 

In covering an extensive terri- 
tory (my final record was 40 of 
the 48 states) one escapes the lim- 
itations of local tradition and in- 
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stinctively learns to profit from 
the broader observation. Customs 
and methods of doing business 
vary in different locations yet the 
problem of meeting competition 
remains constant. With this back- 
ground I venture a few sugges- 
tions which may prove helpful in 
meeting what a lot of us dread 
and many fear, competition. 


Consider These Facts 


Whether retailing hardware in 
New York City or wholesaling 
hardware in Oklahoma a few ele- 
mentary facts should be consid- 
ered. They are: (a) knowledge 
of human nature, (6) the correct 
approach, (c) know your lines 
and competitive lines perfectly, 
(d) sell quality or cheap mer- 
chandise—never both, (e) avoid 
half-way measures. 

The temperaments and _atti- 
tudes of buyers vary considerably. 
It is your job to “size” up, un- 
derstand and cater to the buyer. 
If, as a salesman, this is a mys- 
tery beyond your comprehension, 
if you are weak on patience but 
strong on showing your customer 
you know more than he does 
(which should be the case only 
be adroit in proving it), if by 
your conversation or tactics you 
build up sales resistance instead 
of sales acceptance—do not blame 
competition — you are on_ the 
wrong mission. Send for the 
sheriff—he will be there soon 
anyway. 


It takes more than courtesy 





“H takes more than courtesy or a 
pleasing manner to sell hardware." 


and a pleasing manner to sell 
hardware or anything else. “Hello 
—what will it be today?” makes 
a fairly passable start but is in- 
sufficient. The single approach 
has too limited appeal. As previ- 
ously mentioned, all people are 
not alike, which, fortunately, 
makes selling more interesting. 
Some make buying a serious or- 
deal. They expect you to explain 
the hammer is made of a very spe- 
cial type of steel. is chrome plated, 
will draw a needle with its preci- 
sion claw, the handle is hickory, 
etc. They expect, in fact anticipate. 
a seasoned familiarity from you 
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about the product they want to 
purchase and failure to provide 
specific and detailed information 
means “no sale.” Some just say, 
“Two of those, one of them—how 
much?” No sales effort needed— 
you can even forego the “Hello, 
etc.,” with this type. Others if 
you sold them a dollar screw 
driver for 50 cents and threw in 
10 gallons of your best house 
paint, would still complain about 
price. There they are—your cus- 
tomers—rough, tough, poor and 
gay, humble and haughty. You 
must remember their characteris- 
tics and, if strangers, be quick to 
sense their idiosyncrasies so that 
your approach makes the right 
appeal. All this takes training, 
much training, but it is of vital 
importance and pays good divi- 
dends if well learned. 


The Question of Preference 


Why should there be “prefer- 
ence” for one make of tool over 
another, of like quality or vice 
versa? Your guess is as good as 
mine. But there are “preferences” 
—and they apply on all estab- 
lished lines. It goes further in 
that those favoring you do so be- 
cause of some preference they 
have for your way of doing busi- 
ness. Obviously, you cannot carry 
every line manufactured. There- 
fore, provided that your sources 
of supply are progressive and in 
tune with competitive markets, 
little is gained from “switching” 
lines. Some reason that by pur- 
chasing the cream of one and the 
trash of another line, then blend- 
ing these items in with the regu- 
lar line, the solid citizens will 
reasoning is false. If the lines 
you are selling give satisfaction, 
stick to them. Shuffling the cards 
may result in a misdeal. I have 
known cases where actually better 
products were offered and sales 
fell off. In six months the 
“switchers” were back with their 
old lines. 

During the war wholesalers and 
known and accepted by the public. 
Not so today. A normal condi- 
tion is returning and “prefer- 
retailers took what they could get 
and were glad to get it. This was 
wear out their thresholds. That 
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ences” are again being given 
priority. The hardware business 
is neither fashionable nor flighty. 
It is basic, solid, substantial. New 
lines have been added, refrigera- 
ors, radios, electric ranges, and 
many others, but nails are still 
nails, pliers are pliers, snips are 
snips, locks are locks—these are 
the hardware items—the indispen- 
sables—making up a very impor- 
tant part of your business. What- 
ever lines you carry, know them, 
know them intimately and their 
competing lines, and do not 
switch. Better that way than 
“playing across the board” with 
anything and everything you can 
“pick up.” 


Two Fields 


There are two fields to work in 
the hardware business. “Inferior 
merchandise and price” or “qual- 
ity and service.” If catering to 
inferior merchandise and price, 
and there is no law against it, 
make your establishment the best 
of its kind in your community. 





Definitely there is such a field 
and definitely it should be served. 
If it is quality and service to 
which you cater and you are 
tempted to graze in the lower 
pastures—think twice —the 
“hers” do not mix. Hard to ex- 
plain but it is fact. That “get ’em 
all” mania weakens rather than 
strengthens. The lad imbued with 
the conviction a cheap cast iron 
hammer is good enough to drive 
nails assumes the same attitude 
on any other purchase. The skilled 
mechanic who takes pride in pos- 
sessing the best and those other 
customers, impressed with your 
modern fixtures and equipment, 
your service and your quality 
merchandise, may resent the new 
move on the pretex you are slip- 
ping—getting cheap, and_ will 
drift elsewhere. The “cast ham- 
mer” boys will never duplicate the 
business derived from those you 
were serving. Also the “double 
play” involves additional invest- 
ment in additional stock and this 
tends to create a competitive con- 
(Continued on page 279) 


Matched Wood Background Aids Tool Display 


ROLLINGER’S HARDWARE. 
Cresco, Iowa, has a matched 
wood wall background for its tool 
section which makes the merchandise 
offered stand out in an effective 
manner. 
Items displayed on hooks, such as 
hammer, saws, hatchets and pliers 


are always kept clean and in place. 
The result is that each article catches 
the attention of customers. A special 
center spot display for hand saws has 
proved very effective, with wooden 
handles placed so as to encourage 
the customer to lift them out of place 
without touching the metal. 





The background serves to make every item in the display stand out. 
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In original form, each of these ads is two columns wide by 6 in. high. 


Half of This Firm's Advertising 
Is in the Institutional Manner 


= many hard- 
ware dealers have rather limited 
budgets for advertising, the so- 
called “institutional” approach is 
not too often used. However, in 
Sarasota, Fla., Jack Halton, a 
partner in Sarasota Hardware & 
Paint Co., Inc., is so sold on that 
style of publicizing his store that 
half of his ads aim to sell the idea 
of trading at the store rather than 
the merchandising of specific 
items. 

Ads for Sarasota Hardware are 
used twice weekly in a daily paper, 
one insertion each week being 
material provided by a paint man- 
ufacturer, occasionally supple- 
mented with some attention to re- 
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The Sarasota Hardware & Paint Co., Inc., plays 
up its slogan and stresses quality—not price 


lated lines, such as brushes, tur- 
pentine, etc. The other ad, bear- 
ing the company’s signature cut, 
and measuring 6 in. high by two 
columns, alternates with the paint 
ad. Emphasis in each of the in- 
stitutional ads is given to the 
store’s slogan, “If it’s available we 
have it.” A recent ad, for ex- 
ample stated “Buy Real Quality— 
If It’s Available We Have It.” 
While such lines as fans and gar- 
den tractors are mentioned in these 
ads, much of each insertion is 
given over to white space. 

Jack Halton, in commenting on 


his theories on advertising, says, 
“TI can’t compete on a price basis. 
Through our advertising program 
we try to convey the impression to 
the public that we are not even 
attempting to sell them the lowest 
priced merchandise they can buy 
but that we are selling them only 
the best of everything obtainable. 
Despite the fact that many retired 
people are patronizing our store I 
find that the general public is will- 
ing and happy—in fact anxious— 
to pay a few cents more to get the 
very best that can be had. I work 
(Continued on page 244) 
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The Barclay Hardware Co.'s modern building is where every commuter can see it. 


Catches the Early Bird Commuter 


The Barclay Hardware Co. built its new store across from the railroad station, 


a AT... 
is 30 miles from New York City 
and 10 miles from White Plains, 
the Westchester county seat. That 
means plenty of competition from 
all the New York dailies and their 
highly competitive department 
store advertising and far-flung de- 
livery service; and in White 
Plains from an abundance of 
chain stores and branches of the 
New York stores. 


An $18,000 Increase 
Yet when the Barclay Hardware 
Co. which recently opened its new 
store in Pleasantville, checked its 
books this past May, there was an 
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$18,000 increase in volume over 
the corresponding period of 1946, 
the year that was an all-time vol- 
ume year for the firm. 

Behind this dollar-and-cents rec- 
ord in the face of uncomfortably 
close big city competition is a code 
of business ethics which H. Bar- 
clay Cornell, proprietor, never for- 
gets. It is good merchandise at 
fair prices and personal service 
plus strategic location and promo- 
tion. Mr. Cornell, with that code 
solidly in mind, set out to keep 
Pleasantville business in Pleasant- 
ville. 

In the past it was a fairly com- 
mon sight to see Pleasantville 
commuters alighting from New 
York trains loaded down with 





garden implements and other 
merchandise which they had pur- 
chased in the city department 
stores. Now, however, few of them 
bother to do it. 


How It Was Done 


Here’s how Mr. Cornell put a 
stop to watching lost sales pass by. 
First, he built his new store directly 
across the street from the railroad 
station. Now, every time a com- 
muter gets on or off the train the 
Barclay sign stares him in the 
face. 

Second, if the early bird caught 
the worm so could Mr. Cornell 
catch the early commuter. By 
opening his store at 7:30 a. m. 
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to Beat Big City Competition 


opens at 7 a.m., provides personal service and merchandise at fair prices 


he found that a lot of men do their 
buying between that hour and 
8:30 a.m.—the commuter’s fav- 
orite hour. 


The Store Itself 


The new store, which celebrated 
its first birthday in July, is a 
two-story structure of concrete 
block with Indiana limestone and 
glass brick trim. The main floor 
is devoted to general hardware, 
housewares, garden equipment, 
paints, seeds and electrical goods. 
On the second floor are the house- 
hold appliances and toy depart- 
ments. Eventually other depart- 
ments will be moved to the sec- 
ond floor when certain lines be- 
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come more plentiful. Two of such 
lines are home workshop equip- 
ment and builders’ hardware. It 
is also Mr. Cornell’s plan to have 
an extensive line of the latter, so 
that architects, contractors and 
home builders may come in and 
choose the type of hardware they 
want. 


Departmentalization 


Departmentalization of the store 
is the rule and each of the sales- 
men is responsible for his own 
department. They know when 
they are apt to be low on certain 
items. This simplifies stock con- 
trol. Each salesman keeps a rec- 
ord of his stock, and at the prop- 





Here is part of 
the kitchen ap- 
pliance section. 
Here Mrs. Cornell 
conducts regular 
demonstrations of 
household  appili- 
ances. Equipped 
with water con- 
nections, this sec- 
tion will eventual- 
ly become a mod- 
el kitchen. 






































er time automatically replaces it 
from the stock room or warehouse, 
or makes an entry in the want 
book. 

Because of the heavy traffic on 
the street in front of the store, 
Mr. Cornell has found it pays to 
keep his windows unobstructed, 
for he has learned from studying 
traffic that a view of the entire 
store is more sales productive than 
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a window full of items. Such win- 
dow displays as are used are 
changed weekly and always fea- 
ture merchandise of seasonal or 
current interest. 


Related Items Together 


The ground floor is laid out so 
that related items are close to- 
gether. Seeds, fertilizer, and gar- 
den tools form a grouping at the 
left, front. On the right, front 
wall is the housewares department 
and next to that a display of fur- 
niture polishes and cleaning equip- 
ment. The paint department is at 
the rear right and takes up a good 
sized corner. Open displays of 
electrical goods and _ sundries 
range down the center of the 
floor. 

At the rear left is the hard- 
ware department, tools, nails, 
bolts, nuts, etc. The flat counter 
tops are for displays of those 
items while others in the custom- 
ary packages or containers are 
kept inside the wall cabinets. The 
display arrangement here is such 
that customers can tell at a glance 
where the desired merchandise is 
located. 

Major appliance volume is grad- 
ually getting to the point where it 
accounts for about one-third of 
the total. This ratio will increase 
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as appliances become more plenti- 
ful, says Mr. Cornell, and he 
points to the fact that appliances 
are about the highest-priced mer- 
chandise a hardware store can 
carry. At present he is hard- 
pressed to meet the demand, and 
has found it necessary on occa- 
sion to sell floor samples to pacify 
customers who had been waiting 
a long time. 

Recently, Mrs. Cornell, who is 
an important member of the 
store’s staff, held a demonstration 
of washing machines for the first 
12 persons on ,the waiting list. 
Six bona fide orders resulted. 
These demonstrations will now be 
a regularly scheduled activity in 
appliance promotion. 


Specialized Selling 


Mr. Cornell feels strongly that 
today’s out-sized demand for ap- 
pliances is temporary and that in 
the near future specialized selling 
will again be necessary. With this 
in mind, he had three of his em- 
ployees enrolled in an appliance 
manufacturers’ extension course 
in appliance selling which will give 
him three qualified appliances 
salesmen for the days to come. 
The store stocks one appliance 
line exclusively because its manu- 
facturer does the servicing, which 


Home owners and 
gardeners make 
this their head- 
quarters, for the 
store carries a 
very full line of 
seeds and other 
garden necessi- 
ties. Providing 
prominent display 
in season helps to 
swell store traffic. 


it had continued to do throughout 
the war, and also delivers and 
hooks up the appliance. 

Mrs. Cornell’s presence in the 
store has been extremely impor- 
tant to the business. It is said that 
she knows every person in Pleas- 
antville by name and, because of 
that, her contribution to the “per- 
sonal service” part of the Cornell 
credo is invaluable in building 
the consumer acceptance which 
the firm enjoys. 


Has Tried Them All 


She is thoroughly familiar with 
the merchandise. For instance, she 
has personally tried every type of 
appliance that is sold and is well 
qualified to recommend any par- 
ticular one. This is also true of 
much of the household goods such 
as furniture polish, gadgets, and 
others. With a one-woman “test- 
ing bureau,” such as personified 
by Mrs. Cornell, the policy of 
selling only brands which she has 
found to be satisfactory has 
worked out advantageously. When 
she recommends a brand, the cus- 
tomer knows that it is good. 

Because of his concern for win- 
ning public confidence in his mer- 
chandise and services, Mr. Cor- 
nell advertises steadily in the local 
newspapers, using the institution- 
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al type of copy to augment the 
store’s reputation. He also seeks 
the support of manufacturers in 
sending literature about their 
lines to the store’s charge account 
list. 

Never Held a Sale 

Incidenially, the store has never 
held a sale. From time to time 
items which are to be eliminated 
permanently from the stocks are 
cleared. But even those occasions 
are rare. 

In the toy department, for ex- 
ample, the inventory was cluttered 
with a number of “war” toys 
which did not measure up to the 
department’s usual quality. Rath- 
er than sell the items, at any price, 
and risk a dissatisfied customer. 
the entire lot was turned over to 
the Children’s Aid Society. 

As Mr. Cornell says, “I don’t 
think it’s quite fair, nor good 
business, to have my customers 
buy an item at a certain price 
and then come in the next day 
to learn that prices have been 
marked down.” 

A “Welcome Wagon Service” 
is a promotion that has helped the 
store considerably. This service 
costs approximately $1.25 per new 
customers and operates in this 
way. When a new family moves 
into the community, they are vis- 
ited by the “Welcome Wagon” 
which presents the lady of the 





Tools receive their just prominence in display. Many items have been 
sold because customers could handle them and get the "feel’ of them. 


household with a card and a gift 
set of aluminum measuring 
spoons. The card invites her to 
visit the store and also entitles her 
to another gift, usually an item 
of oven glass. Mr. Cornell has 
found that approximately 70 per 
cent of the newcomers call with 
their cards and the other 30 per 
cent eventually stop in the store, 
without the card. But once ac- 
quainted, they generally become 
steady customers. 

The newcomers, beginning as 
purchasers of paint, housewares 





The housewares section is a favorite with the women of Pleasantville. 
Mrs. Cornell tries many of the items herself before recommending them. 
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and other household necessities, 
frequently turn out to be appli- 
ance prospects. When the time is 
ripe, they are visited by one of 
the store’s trained appliance sales- 
man with the “Welcome Wagon” 
and on this visit the emphasis is 
put on selling an appliance. The 
policy is to allow about a week’s 
time for the new householder to 
become settled before pressing ma- 
jor appliance sales. 


Will Watch Credit 


With the advent of larger ap- 
pliance shipments, Mr. Cornell in- 
tends to watch his credit opera- 
tions closely. His policy is to 
allow accounts to run for 45 days. 
About 50 per cent of the store’s 
business is now in charge ac- 
counts. Before the war it was 
about 25 per cent cash and 75 per 
cent credit and now that the war 
and the free spending days are 
about over, he intends to tighten 
up his credit services. So far the 
record has been excellent. bad 
debts accumulated over seven 
years having amounted to ex- 
actly $49.73. 

Mr. Cornell has plenty of the 
“it” in ability. When he started 
his business he had two com- 
petitors in town. These have since 
given up the ghost—all of which 
proves that the Barclay Hard- 
ware Co. had something to of- 
fer in its personal service and 
merchandise at fair prices. 
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The Ad-Viser 


Headlines Should Provoke Interest 


The copy writer should use the well-tested 


rules for writing headlines. A good head is 


short, specific, commanding, should be lively 


or timely and arouse a reader's curiosity 


M ANY advertising 


authorities insist that headlines 
and illustrations are the only ele- 
ments most readers will see when 
glancing through a_ publication. 
If this is so, or if just a portion 
of our potential customers read 
the headlines only, it can readily 
be understood why headlines are 
of so much importance in the 
construction of an advertisement. 
Accordingly, a message (prefer- 
ably one related to sales) should 
be put into the headline. Then, 
even if the reader skips the re- 
maining portions of copy, he will 
grasp the thought and know what 
the store is offering. 


They Catch the Eye 


An effective advertising head- 
line catches the reader’s eye im- 
mediately. To accomplish this pur- 
pose, it is necessary to make ap- 
peals to the desires and interests 
of the reader. Most people have 
similar desires and ambitions. 
For example, we all want to be 
successful, to feel well, to acquire 
wealth and to attain security. 
Knowing these factors, we should 
make use of these primary wants 
in our ad writing. 

One of the best procedures for 
writing a headline is to sit down 
with whatever knowledge you 
possess about your product and 
write as many thoughts as you 
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can. From these, select the most 
favorable. Read it carefully and 
then ask yourself the following 
questions: 

“Does it appeal to the reader 
you are trying to reach?” 

“Does it attract attention?” 

“Does it carry a complete 
thought?” 

With the answer to these ques- 
tions, you can easily eliminate the 
undesirables. Then take the head- 
lines you consider the best of the 
lot and determine whether they 
fulfill the following effective head- 


line rules: 


Make Them Short 


“Boiling it down” is one of 
the most important rules in the 
construction of headlines. Short 
headlines must be easy to read, 
easy to understand and easy to 
remember. Short headlines do not 
waste a reader’s time and there- 
fore receive favorable attention. 
Cut your headlines down to the 
shortest possible size so that they 
will still make sense. If neces- 
sary, break it up into a sub-head- 
line and vary the style of type or 
hand lettering. 


o Oo oO 


EDITOR'S NOTE: The author 

solicits readers' advertising 

problems which will be 

treated in an "Ad Clinic" 

running concurrently with 
this series. 


If possible, in writing a head- 
line, begin to sell the reader at 
once by emphasizing what the 
product will do. This is especially 
adaptable to special sales, presen- 
tation of new products, openings 
of new departments, etc. There 
are many exceptions to this rule 
but it is a good one to remem- 
ber when the proper circum- 
stances present themselves. 


Make Them Commanding 


Psychologists will tell you that 
readers will react most favorably 
to a direct command. Of course, 
don’t be offensive. Make your in- 
structions or commands as “soft” 
and agreeable as possible. Always 
tie it in with the welfare of the 
reader. In the case of hardware 
you must primarily use a utili- 
tarian appeal or possibly a price 
appeal. 

If you can arouse the curiosity 
of the reader by the headline it 
is then possible to “compel” him 
to find the answer in the copy 
below. 


Heads Should Be Lively 


Verbs suggest action. Conse- 
quently whenever possible, try to 
work a verb into the headline. 
Most people enjoy reading about 
things which are happening at 
the present time. Such an ap- 
proach will achieve interest and 
possibly create additional curi- 
osity to read the remaining sales 
message in the body copy. 
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by IRVING SETTEL 
Advertising Manager, 
Concord's, Inc 
Instructor of Advertising, 
Pace Institute, New York 


Part 3 


Current events are most inter- 
esting to readers. Most advertis- 
ing is placed in newspapers and 
magazines containing up-to-the- 
minute news. This means that the 
reader is in a frame of mind for 
timely events. A timely headline 
should fit in well. In addition, 
they suggest that the advertiser is 
on his toes and that his sales mes- 
sage is not just cut and dried. 

Potential customers glance 
through a newspaper or magazine 
quickly in an effort to select an 
article which interests them. As a 
result, the headline carries the 
heaviest burden . . . that of attract- 
ing readers to the advertisement. 
It is therefore essential that the 
headlines be given more careful 
consideration than any other part 
of the ad. Remember that a héad- 
line provides the cue for the rest 
of the advertisement. If it is poor- 
ly done, the reader’s interest will 
be lost regardless of the beauty 
of the layout or the cleverness of 
the body copy. 


Some Suggested Headlines 


A few suggested headlines are: 

An Investment in Better Liv- 
ing (curiosity). 

Work-Saving Kitchen Helpers 
(curiosity and promise appeals). 

Make Housework a Lot More 
Fun (command). 

(Store Name) Has Gobs of 
Gadgets (timely). 

Designs For Living (curiosity) . 

Six Ways to Better Your Home 
(specific, arouses curiosity). 


This ad was not directed to the 

housewives, nor to bobby soxers 

but to sportsmen. The headline, 

“Attention Fishermen", together 

with the illustration commanded the 

attention of numerous followers of 
Izaak Walton. 
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The “CRITERION” DeLuxe 


SHAKESPEARE REEL 


spool for easy casting— 


Attention 
FISHERMEN 


Just a? at... 


‘\ EWING’S 


in. Olean. 


REELS 





With automatic tHumb casting drag. 
Instant takedown level $ .00 
wind. Has light weight 





Shakespeare 


“TRU-AXIS” $] 1 00 


REELS— 











NEW~ THUMBLESS 


WONDEREEL 


The Reel With The 
Casting Skill Built-In 


Famous reel that makes 
good casters of beginners, 
better casters of anyone. No 
back-lashes, no thumbing, 
so you concentrate on ac- 
curacy. Controlled spin gives 
long casts, yet line can’t run 
away. Only a trial will 
bring out all the 

“wonders” of $10: 00 


WONDEREEL— 


Other a 95 up 
FISH REELS— . 








A New Shipment of 
“Shakespeare” 


FISHING 


AND OTHER FISHING SUPPLIES! 


Shakespeare SILENT O. K. 


AUTOMATIC REELS 


Complete control of slack line makes you 








master of any fishing situatich . . . Here’s 56 40 
. 


the reel that solves that problem. Aluminum 
frame. Spring cap anodized dark green. 
































WONDEROD 


Sweeth 
Brute for Stren 
ter can’t harm 










A. E EWING CO. 


“Olean’s Sports Headquarters” 


Shakespeare 





Action, 
eart for gth, We- 
rm it, won't 


Try it! 


CASTING RODS 
*1.25 


FISH LINES 
5e * °2.35 


Adjustable Clinch-On and 
Bass Casting { c each 

















SINKERS— and up 
BOOT STRAPS .. 75c pair Just Arrived 
Also In Stock WICKER 
Pony og FISH CREELS 


All sizes of snelled or plain 
hooks, fish lures, snaps and 
— spinners, minnow har- 

ss, minnow tra —_ minnow 
buckets, bobbers, leaders, line 
dressings, Ras ‘shot, gasoline 
lJanterns, 


Come i. + « Look Around 


All Leather 
Creel Straps— 





3% * 
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Someone said something about grass growing 
in the streets if the Republicans won the elec- 
tion — so clever boys that we are, we stocked 
up on these dandy RUMSEY ELECTRIC LAWN 
MOWERS. ... The grass didn’t grow... we 
sold the mowers anyway — but we still have 


two left... . Regular price 97.50... pal 95 
. 








BOW OY .cccccccccccccccccccescccens 
These FOLDING CLOTHES BARS were rightly 
named. ... They fold on sight — all you have 
to do is look at them... . Were 79 
originally . .. 1.98 — now only ....... ; Cc 
These sturdy CLOTHES HAMPERS have been 
hampering us long enough. . . . Regularly priced 
up to 9.95. Out they go at the 

4.95 


bargain price of jusi .......sse+-seeee 


WERE WE 
SURPRISED! 





Yes; were we'surprised when we checked over our stock the other 
day... My, my, what we found — a whole host of things that are 
taking up valuable space we need badly — so out they go at real 
money saving prices Wednesday, August 13, APPLETON DAY! 
Come in tomorrow sure and grab your share of these bargains! 


These handy HOLD-ALL EXTENSION LAD- 
DER SHELVES hold your equipment leaving 
your hands free for working ... when we climb 
a ladder, m4 only thing we want our hands left 
free for is holding on to the ladder — but tight! 
You more daring souls may like ’em 1.49 
Were 2.00 — now only ..:....s.eeeeeee 





When folks ask us, “Do you sell any DESK 
LAMPS at $15.00?” we always say, “No”, ’cause 


we certainly don’t... { i 95 
Maybe we Will at cccccccccccccccecs s 


The same holds true of these 2 LITE FLUORES- 
CENT KITCHEN UNITS ... We haven't been 


getting 9.95... How about 
PE DU vececsectecvovscecsscnssenis 7,00 








These CARPET SWEEPERS are really good — 
One lady reported that when she used it, not 
only the dirt disappeared but also her carpet 
Originally priced at 9.95. 

ee on 6.95 


From the way these IRONING BOARDS sold, 


we've an idea that a lot of you ladies are bored 
with ironing. Originally priced at 6.79. Maybe 





We're moping because folks aren't doin’ enough 
mopping to take these lever type MOP WRING- 
ERS off our hands ... Fit any 10 or 2 49 
12 qt. pail. Were 3.49. Tomorrow ...... i” 





These ELECTRIC TOASTERS are really good. 
They'll burn two slices 2 sides in just 2 minutes! 
No other toaster can make that statement. . . 





dish will end up on the kitchen floor . .’. but 
you can’t lose much at only 
Originally 96aq'.....cccccsaGeccccceses 





This HEAT KING CABINET TYPE HOT 
PLATE certainly gave us the cold shoulder at 
31.95 ... Maybe it'll thaw 

CE Ee OE icc crcssesscoscienese 25.00 
At the rate these ALUMINUM LAWN BROOMS 
are selling they'll be here till “you know what” 
freezes over ... Originally priced at 1.19, 89 
you can’t lose at only .......-ccccccecss Cc 











Just to add a little spice to this sale we're toss- 
ing in these swell WILLIAMS SOCKET 
WRENCH SETS at real bargain prices 


now nly 7 ncticentaa 
. 320S was 27.20 — 
a —_... eocvccccccoces 18,95 


le 














SCHLAFERS 


we can get some of our or would! ... Originally 6.25, 
NIN DUE Svcwvccdncencesetisooses 4.95 BOF GE coccvcddncccescesccosevesces 4.95 
Are you a gambler? — then these HOT DISH This ELECTRIC IRON is poi 

~ - > pointed at both ends— 
OVEN TONGS will intrigue you... . When especially popular with folks who’ don’t know 
you use ’em it’s just a 50-50 chance that the whether they're coming or gcing. ... Has head- 


lite, and air cooled handle and sole 
14.9%. Tomorrow, 










We didn’t say we wanted a double order of 
DOUBLE BOILERS but that must be what we 





got... Maybe we can reduce our stock by of- 
¢ +l sence, 100 
a 1.15 
WOODEN SALAD BOWLS ... If your guests 


find splinters in your salad you can tell ’em 
the cabbage was woody. .. . Individual type. 
Were 1.78 ... cccccccccctovccccccccese 

s 





You can fooi your guests into thinking this 
BRASS BUFFET SET is solid gold — that is, if 
it doesn’t double cross you and turn green at 
the wrong moment. Bowl and candle 4 9b 
sticks. Was 7.98... a buy at .. . we 











Here's the advertisement described in the adjoining column. The 
headline catches the eye and the copy tells the story. In its 
original form this ad measured 6 in. wide and 13% in. high. 
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This Headline Arouses 
Reader's Curiosity 
HEADLINE which really 


arouses the reader's curi- 
osity is this one which was used 
by the Schlafer Supply Co., hard- 
ware store of Appleton, Wis. Since 
the advertisement was full news- 
paper page height by three col- 
umns wide and set in regular 8- 
point type, the ad required such a 
teaser headline and illustration to 
arrest attention. 
This ad was very unique from 
the point of copy, which was very 
breezy in style. 


Typical Items 


Typical items in this ad read: 

“A real buy in door chimes. ... 
Sometimes they ring — sometimes 
they don’t... . Who knows . . . the 
times they don’t ring it might be 
someone you don’t want to see 
anyway—That’s worth the close 
out price alone, isn’t it? Originally 
$6.75, $6.95, $8.50. Now $2.95. 

“This $12.95 all metal wheel 
type garden cultivator is a real 
good buy. . . . The only reason 
we're reducing it is that it comes 
knocked down—so completely 
knocked down it'll supply fun and 
entertainment for the whole family 
all winter long assemblying it. At 
just $6.95. 

“We'd like to sell these 98c can- 
nister sets. Who wouldn’t? Maybe 
we can get some of our money 
back at 49c.” 

S. E. Maples, advertising man- 
ager of Schlafer’s says about the 
ad: “We told the ‘honest-to-gosh’ 
truth about some of the merchan- 
dise that had been taking up much 
needed space and, much to our sur- 
prise, we sold the items! What 
started out as more or less of a 
gag turned into a successful sales 
event. We hadn’t very often par- 
ticipated in Dollar Day events be- 
cause they were mainly soft goods 
promotions, but this time we de- 
cided to try this type of ad al- 
though the most we expected was 
possibly some comment. . . but we 
go both comment and sales!” 

“We have increased our adver- 
tising budget tremendously and 
find it certainly pays off. We run 
at least a full page each week— 
most of the time even more.” 
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;_—_ oniy one way to get a lot of customers 
and keep them coming back. 

Give them more value for every dollar they spend! 

Great businesses have been built on this premise. 
And you’re building yours when you sell paintbrushes 
with Du Pont nylon bristles. 

By actual wear test, nylon-bristled paintbrushes give 
the customer up to 5 times more service for the money he 
spends. 

You can’t lose when you sell products like this. One 
man may buy less, but more men will buy more—just 
because the value is there! Think of it! Regardless of 
price, when your customers buy nylon-bristled brushes, 
they save up to 80% of their brush cost! 

Stock and sell nylon-bristled paintbrushes. Display 
them out front. Let them help bring you a lot of cus- 
tomers... alot more sales . . . and a lot more goodwill. 
Call your supplier today. But make sure the brush 
you sell has the word ‘‘nylon’”’ stamped 
plainly on the handle. E. I. du Pont 
de Nemours & Co. (Inc.), Plastics 
Department, Room 299, Arling- 
ton, New Jersey. 


DU PONT 





REG. y.s. Pat. Off 


BETTER THINGS FOR BETTER LIVING 
++ « THROUGH CHEMISTRY 


SEPTEMBER 11, 1947 





only onesway- © 


WE’RE RUNNING THIS AD 
TO BRING MORE TRADE TO YOU 


BUILDING IMPRESSIONS that will pay off in more sales! That's 
what ads like this for Du Pont nylon paintbrush bristles are 
doing for you right now. See them in current painters’ maga 
zines—show them to your prospects when they come in. In 
down-to-earth language these ads are telling your customers 
and your prospective customers why they get up to 5 times 
the value for their paintbrush dollar when they buy nylon 
bristled brushes from you: by actual wear test, these paintbrushes 
give up to 5 times the service. And you can’t beat them for 
painting performance. 
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A farmer's family rests 
while he contemplates 
purchasing equipment. 









Farmers Are Favored and Show 
Appreciation By Buying 


The Bdrtelson Hardware Co. divided its store 
into three sections, one of which is used as 
headquarters by farm families visiting town 


ing changed one large store into 
three sections, partitioned and 
connected with doorways. The 
front section is for housewares and 
shelf hardware, the middle for 
home appliances and many bulky 
items, and the end section for farm 


= hammer 
mills, electric water systems and 
ranges over the counter to farm- 
ers is an every-day experience with 
the Bartelson Hardware Co., 


Muskogee, Okla. And a profitable 














volume is realized because. the 
store has been made comfortable 
and convenient for farmers, who 
make it their all-day headquarters 
when in town. 

The owner, G. A. Bartelson, calls 
it a three-in-one store. Remodel- 





There's a pipe-cutting machine 
in the service department which 
is free for the use of farmers. 
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equipment. 

This farm equipment depart- 
ment is what the farmers like espe- 
cially. It is their own quiet spot, 
equipped with chairs where the 
entire farm family can rest, eat 


lunch, feed the baby, and check 


HARDWARE AGE 





SEPTEMB 


stot 


hou 


incl 
of « 


sale: 


Secu 


CZ 


Th: 


ASSO 
Ohio 
° Sea 
Chai 
















equipment. 


store into 
ned and 
ys. The 
wares and 
iddle for 
ny bulky 
for farm 


| depart- 
like espe- 
uiet spot, 
here the 
rest, eat 


nd check 


RE AGE 




































































CLE VELAND links 
store traffic to 
increased sales 


Yes, Mr. Dealer, every person who enters your 
store is a potential buyer of quality Cleveland Chain. 

Chain is used in every home... on every farm 
. . - in every plant, plane, ship or train ... it’sa 
household and industrial necessity. 

The Cleveland “security in every link” line 
includes chain for every purpose ... for every need 
of every customer. 

Just place your Cleveland line on *display— 
in a prominent spot where every customer will 
see it. Then—watch it sell itself—linking increased 
sales to greater profits for you. 


*Ask your jobber about the Cleveland Reel Salesman 
Display Stand. 


P& P-6008 


Security in Every Link 


(GLE VELAND CHAIN 





Lhe Cleveland Chain & Mifz (0. Cleveland 5, Ohio 


» 
Since 1869 


~~ 
meg wo 


ASSOCIATE COMPANIES: David Round & Son, Cleveland 5, 
Ohio « The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn. 
¢ Seattle Chain & Mfg. Co., Seattle 8, Wash. « Round Calif 
Chain Co., So. San Francisco and Los Angeles 54, Calif. « 
Woodhouse Chain Works, Trenton 7, N. I 
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Proof Coil and BBB Chain. Made from 
open hearth basic steel. 13 sizes, %" to 1%”. 
For general purpose work. 





Liberty Coil Chain. Electrically welded, 
bright finish. Twist or straight link. 12 sizes. 
Lengths of 100 ft. in carton. 


on as oe an 


Buckeye Pattern Chain. Popular weldless 
steel wire chain (also known as Brown Pattern). 
15 sizes. Finishes: Bright, Electro Galv., and 
Hot Galv. 100 ft. in carton. 







ae ie Y oe ~~. — 
eee Sits 
Sash Chain. Available in 3 grades: Cleveland 
Steel; Monarch Bronze; Super Bronze. 9 sizes. 
All types of sash chain fittings. 
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A customer makes a purchase in the hardware section of the store. 


parcels while doing more shop- 
ping. 

The firm’s sales staff lets the 
farmers have this part of the store 
to themselves, unless they want 
someone to wait on them. Some- 
times a farmer, contemplating the 
purchase of a feed grinder or other 
farm equipment, will spend hours 
here, examining the article care- 
fully and talking it over with his 
wife. Slow in making decisions, 
he often sells himself at Bartel- 
son’s because there he is given the 
opportunity and plenty of time. 

The farm equipment department 
is without counters, and there is 
plenty of clear floor space, where 
children may play while the 
parents rest. 


Volume Has Increased 


Since the store was remodeled 
into the three separate divisions, 
volume has increased greatly on 
every item of interest to farmers. 
In this rich rural section, where 
income is had from oil, general 
farming, truck, and _ livestock, 
farmers buy many luxury items, 
such as fine housewares. 

The demand for electric water 
systems grows continuously. Noth- 
ing responds more readily to spe- 
cial promotion in this store than 
the water system that is always 
shown in the farm equipment de- 
partment, close to the side-street 
display window. Sometimes an 
active display is made, with run- 
ning water. 
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In the service department, where 
repairs on all equipment sold are 
given, farmers have the use of a 





pipe-cutting machine at all times. 

Dividing the store into three 
sections has saved selling expense. 
Customers are scattered through- 
out the store in the various de- 
partments, which results in quicker 
service. Although, in rush hours, 
the salespeople do not concentrate 
their efforts on a single depart- 
ment, in general each one is re- 
sponsible for his own part of the 
store. 


Sales Expense Saved 


Sales expense is also saved be- 
cause the farmer buys such items 
as water systems and farm equip- 
ment over the counter instead of 
being solicited direct by outside 
salespeople. 

Besides the store at Muskogee, 
the Bartelson Hardware Co. also 
operates at Eufaula and Haskell, 
Okla. 





It's a Bad Law But Apparently Necessary 
By ELTON J. BUCKLEY 


HEN something has _hap- 

pened, I often find myself 
reaching the conclusion that there 
is too much trustfulness among men. 
“A man’s word is as good as his 
bond” has practically grown obso- 
lete. Such a conclusion is revolting 
because it marks the absence of a 
quality that should always be para- 
mount in human relations. 

For instance. From several ex- 
periences, and from a multitude of 
recorded cases, a merchant is ap- 
proached by a new customer who 
wants credit for something. The 
merchant doesn’t know him and has 
had no dealings with him. Ref- 
erences are asked for and the cus- 
tomer gives the name of another 
merchant in the town who he says 
will “stand for him.” “He is a 
cousin of mine,” he may say. The 
merchant knows the “cousin” and 
believes him to be all right, so he 
calls him up and tells him the story. 
“This man gives your name as ref- 
erence,” he says, “Will you stand for 
him?” “Sure, I will,” is the answer 
“if he don’t pay, I will.” 

Upon this guarantee, made over 
the telephone, the credit is granted, 
and the customer doesn’t pay. It 
may not be his fault; he may sud- 
denly die leaving no estate. If he 
had lived, he would have paid. 

So this merchant goes back to the 
cousin and asks him to make good. 
The cousin asks him to wait for a 








day or two and in the meantime he 
consults his lawyer. Later he calls 
the merchant and says: “My lawyer 
says I don’t have to pay this.” “Why 
not?” “Because it wasn’t in writ- 
ing,” “but you gave me your word, 
didn’t you? I talked to you myself.” 
“Maybe so, but the lawyer says I 
don’t have to pay. Sorry.” 

That’s the way it was, in many, 
many cases and I have correctly 
stated a principle of law that has 
been the settled law for centuries. 
We get it from England, viz., that 
“No promise to pay the debt of an- 
other is valid and enforceable unless 
in writing.” 

I think this is very bad law, but 
there is a sound reason for it. Any- 
thing else would open the door to 
all kinds of fraud, lies over the 
statements of oral agreements, and 
so on. But it is a despicable thing 
that we cannot safely take the 
spoken word of anybody. Every- 
thing to force a promiser to keep his 
promise, must be in writing. To say 
to a close friend, a man of absolute 
integrity and with a spotless record, 
“Will you please put that in writ- 
ing?” is a foul insult and has broken 
many a friendship. It can happen 
between brothers, between father and 
son, even between husband and 
wife. 

Is there any remedy? None, ex- 
cept a complete change in human 
nature, which is not going to happen. 
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Buyers everywhere know that the Red’ and Green 
markers always mean top quality Manila rope. 


‘American onan 


PURE MANILA 





All sizes 3/,” and larger are identified by the Red 
and Green markers. 
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D OES modernization 
pay? 


Ervin Henke, Henke-Sell Co., St. 
Cloud, Minn., says that it does, 
because in more than a year since 
his new store was opened, he has 
registered some excellent increases. 

In April, 1946, Ervin Henke, 
after six years in a smaller store 
across the street, opened a modern, 
streamlined hardware _ establish- 
ment at 405 East St. Germain 
Street, St. Cloud—a store meas- 
uring 50 by 100 ft. During the 
first year of operation, the new 
store sales jumped 60 per cent over 
those experienced in the old store 
location. During the second year 
of operation, the sales at the new 
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The bases of the open back windows are but 22 in. above the sidewalk, 
thus giving the passerby a complete view of the entire first floor. 


store are running 64 per cent over 
1946 sales—which total a mighty 
impressive sales increase over 
those in the old location. Roughly, 
sales in the new store to date are 
more than 214 times that of the 
old store. 

Part of this fine increase in busi- 
ness lies in the fact that “Erv” 
Henke, as he is affectionately 
known in this area, has such a 
wide acquaintance of friends and 
is always willing to please them. 
His new store is so well lighted 
and arranged that it attracts many 
customers, and his stock of mer- 
chandise is complete and offered 
at the right prices. Fixtures and 
store plan were provided by the 
Minnesota Retail Hardware Asso- 
ciation. 


The New Store 


The new store consists of a first 
floor and 50 by 50-ft. basement. 
Mr. Henke plans to use the base- 
ment store for a special farm store 
during the coming year, as well 








as for a special appliance section. 
A wide stairway leading into the 
basement from a front, first floor 
location invites the customers to 
step down to look at the merchan- 
dise there. Last year a very suc- 
cessful toy display was placed in 
the basement section at Christmas 
season. 

The store building itself is con- 
structed of hollow tile, with a 
glazed brick facing. In the lower 
part of the store front, red, St. 
Cloud granite is used. 

Fluorescent lighting is used 
throughout the new store, and 
green, ivory and bright hues of 
paint make a _ pleasing color 
scheme. The first floor is cov- 
ered with inlaid linoleum which 
adds much to the distinctive ap- 
pearance. The store is also 
equipped with air conditioning. 
Step-up center aisle display tables, 
of light colored wood finish, are 
employed. 

Ervin Henke says that he wanted 
a roomy store, so that customers 
would feel like browsing about. 
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He has achieved this spacious ef- 
fect through the use of a 5-ft. wide 
main aisle, with all other aisles 
being 4 ft. wide. 

“In a store this size,” Mr. Henke 
says, “we can have 100 customers 
on the floor at one time, without 
seeming crowded. The big aisles 
help to do it. With narrower aisles 
we wouldn’t be able to handle so 
much traffic so easily on rush 
days. Wide aisles have paid divi- 
dends for us. They encourage 
customers to inspect all depart- 
ments in the store.” 


Self-Service Encouraged 


Mr. Henke has encouraged self- 
service in his store and states that 
it is pleasing many customers. At 
the present time, close to 30 per 
cent of his sales are self-service, 
with the percentage rising each 
month. A wide aisle store, he as- 
serts, aids self-service, for it en- 


Second Year of Operation 


























Henke-Sell Co. has registered this increase 
since April, 1946, when it moved into its new 
store. Self-service, advertising and improved 
shopping facilities combine to bring result 





This clear sweep 
of sports goods, 
auto accessories 
and tools draws 
the men. It's a 
male paradise. 








This section of the paint department is compact and effective. Bulky 
items are on platforms. The wallpaper section is shown at the right. 
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courages customers to seek out 
their own merchandise. 

“What I like about self-service 
is that the customer sells himself 
on various items and brings them 
to the wrapping counter,” says Mr. 
Henke. “We even have paint cus- 
tomers who select their own paints. 
This is especially true in the case 
of those who want a refill on some 
paint order. 

“Often a customer will select an 
item, paint or otherwise, without 
looking for the price. Then when 
they get to the counter, they pay 
the price, without protest even if 
it is higher than they expected, all 
because they sold themselves on 
the item. If a salesman had tried 
to sell such an item, mentioning 
the price first, the customer might 
not always buy. This is especially 
true of gifts, where we have all 
items price tagged on the bottom. 
But to date many customers have 
not bothered to look at the price 
tags.” 

This doesn’t mean, Mr. Henke 
explains, that he advocates the 
customer selecting all his own mer- 
chandise. He has enough sales- 
men on hand to help the customer 
with any purchase. However, 


self-service helps teach the cus- 
tomer to sell himself. It has also 
resulted in Henke getting along 
with two less sales clerks on the 
sales floor, which is quite a sav- 
ings. 

Help for Browsers 


“While many customers shop by 
themselves in our store,” says 
Henke, “we keep a close watch 
on them so that we can wait on 
them when they want service. 
When a customer has that ‘anxi- 
ous look’ on his or her face, we 
take especial pains to give them 
attention, and this pleases them 
very much. Some customers don’t 
care how much time they take, 
when they are browsing about, sell- 
ing themselves on this or that item. 
Others want clerk-attention, the 
moment they begin looking 
around. It is our job to size up 
the customer and what he wants.” 
The store’s self-service wrapping 
counter is up near the front of the 
store. 

Usually two salesmen are kept 
at this counter, and they leave it 
to help customers who want at- 
tention. A number of special items 
are under glass at the wrapping 
counter, which further stimulates 





last minute sales. Leather goods 
especially move well at this loca- 
tion. 

“All our displays are so ar- 
ranged that the customer can 
reach up and pick up and inspect 
items without fearing he will 
knock down other items,” says Mr. 
Henke. “Take a look at our gift 
department. We've had very lit- 
tle breakage here. Items are dis- 
played so they can be picked up 
easily for inspection, without dan- 
ger of knocking over other fragile 
items. Sure, it took space to make 
a display like this, but the extra 
gift sales are paying for the area 
taken.” 

Mr. Henke reports that about 
60 per cent of his trade is rural. 
This is remarkable when one con- 
siders that the population of St. 
Cloud is 35,000. However, the 
store is located in a section of 
what is called E. St. Cloud with 
a population of about 6000. The 
Mississippi River separates E. St. 
Cloud and St. Cloud. 

Through displays and newspa- 
per advertising, Mr. Henke has 
secured the attention and trade of 
numerous families. Many of them 
stop regularly at the store on their 

(Continued on page 227) 





Three islands and wall units serve to set off dinnerware, glassware 
and other items of particular interest to the feminine customers. 
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The FLORENCE “MATCHED BEAUTY” LINE is the most com- 
plete line of oil heaters in the industry. New Styling makes 
“trading up” easier, increases your chances for multiple sales. 
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1947 Federal Migratory Game 
Bird Hunting Regulations 


Prepared from releases of the Fish & Wildlife Service, 
U. S. Department of the Interior, Washington, D. C. 


NOTE: The seasons shown here include both the opening and closing dates (both dates inclusive) and are 
the periods when migratory game birds may be taken without violating Federal regulations. These seasons may 
be shortened by state law or regulation. Communicate with State game departments for the latest orders. 

This chart and additional material on the following pages of this issue of HARDWARE AGE indicate sea- 


sons only for species protected by Federal law. For other species, refer to state regulations. 





WATERFOWL 
STATE Duck, geese, RAILS, GALLINULE MOURNING DOVE or | 
Region or District brant and coot (except coot) WOODCOCK TURTLE DOVE 


| Alabama ; . 8-Jan. 6 ..| Nov. 20—Jan. 31 | Nov. 27—Jan. 25 
| Alaska . 1-Nov. 42 ; .| Sept. 1-Nov. 30... ‘ > ' ’ nee vr: 
. 1-Oct. 5 | | 
Arizona . 7-Oct. 20! ; ..| Sept. 1-Nov. 30... Pere | Sept. 1-Oct. 30 
Sept. 16—Nov. 14 


| Arkansas : 5 | Sept. 1—-Nov. 30 : 
California ; . 21- ys ..| No open season. ....| Oct. 1-Oct. 319. 
| Sept. 1-Sept. 30 


Sept. 1-Nov. 30 Sept. 1—Oct. 12 


Connecticut. . . 2 .| Sept. 1-Nov. 30 . 28-Nov. 10.. ere PPC 
Delaware . ..| Sept. 1-Nov. 30 . 15—-Nov. 29 Sept. 16—-Nov. 14 
. 2-Dec. 13 | 


District of Columbia , babs ; No open season ; ocelidan are 
Florida . &-Jan. 6 ..| Sept. 1-Nov. 30 | | Oct. 1-Oct. 311° 
| Nov. 20—Jan. 18 
Georgia . 8-Jan. 6.. ...| Sept. 1-Nov. 30 | Dec. 3—Jan. 31 
Hawaii. . : ae | No open season | , 
Idaho. ; . 7-Oct. 20! ..| No open season..... Sept. 1-Sept. 15 
. 2-Dec. 15 | | 
Illinois . 4-Dec. 3 | Oct. 1-Oct. 123 Sept. 1-Sept. 30 
Indiana | . 18-Dec. 17 ¥ | Sept. 1-Nov. 30... | ; 
Iowa... ; acngucutaal . 21-Nov. 19 ..| No open season ‘ | 5 ‘ ‘ : 
Kansas ; . 4 Dec. 8! | Sept. 1-Nov. 30... | neatens ..| Sept. 1-Oct. 30 
Kentucky . sal . 8-Jan. 6 ..| Sept. 1-Nov. 30 | ‘ | Sept. 1—Oct. 30 
Louisiana | . 18-Dec. 17 | Sept. 1-Nov. 30 . 23—-Jan. 6 .-| Dec. 1—Jan. 29.. 
Maine ae . 7-Oct. 18 ‘ ..| Oct. 7-Oct. 18 | . 1-Oct. 154 ; 
| . 2-Dec. 13 Dec. 2-Dec. 13 . 16-Oct. 30 
Maryland . 4-Nov. 15 ..| Sept. 1-Sept. 30 : . 15-Nov. 2) | Sept. 1-Oct. 15 


. 23-Jan. 3 | 

. 18-Dec. 17! ..| Nov. 18-Dec. 17 | Nov. 3-Nov. 17... 

| Sept. 1-Nov. 30... | Oct. 1-Oct. 155... 

| | Oct. 15-Cct 29 

Minnesota a . 7-Nov. 5.... ..| Sept. 16-Nov. 30 | Oct. 11-Cct. 25.. 

Mississippi . ; . 8-Jan. 6 | Oct. 15-Dec. 30 ; | Dec. 23—Jan.6.... | Oct: 16—Oct. 31 
} | Jan. 1-Jan. 31 


Missouri . . 4-Dec. 3 ; ..| Sept. 1-Nov. 30.. . 10—-Nov. 2! ..| Sept. 1-Oct. 30 


Montana } . 21—-Nov. 24.. ..| No open season aid ae neteitl 
Nebraska . 21—Nov. 24!.. Sept. 1—-Nov. 30.... | fos : Sept. 10-Sept. 24 
| Sept. 1-Oct. 12 
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Massachusetts } 
Michigan can 7-Nov. 


Nevada . 21—-Nov. 24! : No open season. : eats ahe 
New Hempshire | . 7-Oct. 18 | Sept. 1-Sept. 30 | . 1-Oct. 156 


| 
| 
| 
| 
| 


. 2-Dec. 13 Oct. 16-Oct. 30 
| New Jersey ‘ . 18-Dec. 17! ..| Sept. 1-Nov. 30 : Oct. 20—-Nov. 3. . 
| New Mexico ea . 7-Oct. 20 | Sept. 1—-Nov. 30 Fvanmesvne ees 
| . 23-Jan. 5 
| New York . 21-Nov. 1 | Oct. 21—-Nov. 1 ; See Note 7 

. 2-Dec. 13 Dec. 2-Dec. 13 | 


| Long Islend, N. Y. | . 21-Nov. 1.... Oct. 21-Nov. 1... See Note 7 
. 2-Dec. 13 | Dec. 2—Dec. 13 

Sept. 1—Nov. 30 er pee Sept. 16-Sept. 30 
| | Jan. 1—Jan. 31 


| Sept. 1-Oct. 12 


North Carolina Se a . 8-Jan. 6 


North Dakota : 7-Nov. 10!... ...| Sept. 1-Nov. 30 | ; 
Ohi . 21-Nov. 19 Sept. 1—Nov. 30... : . 10-Oct. 24 


io.. ‘ , 
Oklahoma : . 7-Oct. 20 : | Sept. 1—-Nov. 30 . 1-Dec. 15 .| Sept. 1-Sept. 30 
| . 23-Jan. 5 | | 

Oregon ; . 21-Nov. 3.. ....| No open season | si Gig sveiceinnvela pst ote-e AA Maren, 

. 23-Jan. 5 
Pennsylvania . 21-Nov. 19 | Sept. 1-Nov. 30 | . 10-Oct. 24 Oct. 10-Oct. 24 

Puerto Rico an . 15-Feb. 12 ..| Dec. 15-Feb. 12 a ie : 
Rhode Island | . 2-Dec. 31 | Sept. 1—-Nov. 30 | Nov. 1—-Nov. 15 

| Sept. 1-Nov. 30 cess 


South Carolina ial . 8-Jan. 6 |" Sept. 16-Oct. 9 


Dec. 22~—Jan. 13 


| South Dakota ia 7-Nov. 10 Sept. 1-Nov. 30 ; 
Tennessee . 8-Jan. 6 No open season acca RSS cheeses ata w : Sept. 1—Oct. 30 
| | 12 noon to sunset 


Texas ; . 4-Nov. 17 | Sept. 1-Nov. 30 son See Note 11 
} . 16-Dec. 29 
Utah . 21-Nov. 24! | Sept. 1-Nov. 30 
Vermont . 21-Nov. 19 : Sept. 1-Nov. 30 . 16-Oct. 30% 
| . 1-Oct. 15 
| Virginia ; ; . 8-Jan. 6 Sept. 1—-Nov. 30 | . 20-Dec. 4 | Sept. 16-Oct. 31 
Washington . 21-Nov. 3.. No open season } i ; 


| . 16—Dec. 29 
| West Virginia . 4-Dec. 3! Sept. 1—Nov. 30 Oct. 16-Oct. 30 
| Wisconsin : ae . 21-Nov. 19 Oct. 21-Nov. 19 | THE D 
Wyoming | . 7-Oct. 20! Sept. 1-Nov. 30 : | 

| 55 Broadway, NE 


. 2-Dec. 15 | 








(Continued on page 204) a 
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Do you know the details on the great new De Laval line? It’s 
bigger... better than ever before. And it offers bigger and 
better opportunities than ever before for De Laval dealers. 





WRITE YOUR NEAREST 
DE LAVAL OFFICE FOR 
FULL INFORMATION 





THE DE LAVAL SEPARATOR COMPANY 


$5 Broadway, NEW YORK 6 © 427 Randolph St., CHICAGO 6 «© 6] Beale St., SAN FRANCISCO 5 
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“IRON-ON” 
RUG BINDING 


is a FAST SELLER 
is sold NATION WIDE 


@ Adhesive backing of highest 
quality imported gums 

@ Quality proven by over 7 
years selling by the leading 
HARDWARE STORES 
FURNITURE STORES 
DEPT. AND VARIETY STORES 


@ Made in a range of 20 colors 


Also used extensively as a heavy 
dutv mending tape for articles of 
most every description 


3 50 
No. 1000 12 Gross Yards 


Regular 114” Width 
RETAILS AT 15¢ A YARD 
INSTRUCTION SHEETS 
COLOR CARDS DISPLAY CARDS 
NEWSPAPER MATS 


FREE!——_ 

s 

CHROMIUM DISPLAY CASE 
WITH ORIGINAL ORDER 

























Contains one 36 yard roll each of 
the following colors: 


BLACK « TAUPE + MEDIUM BROWN 
MEDIUM RED + DARK GREEN 
DARK BLUE « DARK BROWN « DARK RED 
TOTAL 2 TOTAL 


GROSS YARDS "25 cost 


Binding Shipped F.0.B., W.Y., Display Case F.0.8., Cincinnati, Ohie 


GILMAN B. SMITH CO., INC. 


915 Broadway—at 21st St., New York 10, N. Y. 
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Notes 


1—Except wood ducks in Arizona, 
Colorado, Kansas, Massachusetts, 
Nebraska, Nevada, New Jersey, 
North Dakota, Utah, West Virginia 
and Wyoming; snow geese in 
Beaverhead, Gallatin and Madison 
Counties in Montana, in Colorado, 
Idaho, and Wyoming, and snow 
geese and brant in states bordering 
on the Atlantic Ocean; Ross’ geese 
and swans. 

2—In Fur Districts 1 and 3 as 


defined in regulations governing 
the taking of game in Alaska, 
adopted May 15, 1944, (9 F.R. 


5270)—Oct. 1-Nov. 4; in the re- 
mainder of Alaska, Sept. 1-Oct. 5. 

3—Illinois, in Lake and McHenry 
Counties, Oct. 1 to Oct. 12 from 7 
a.m. to 4 p.m.; and thereafter dur- 
ing the seasons and hours provided 
for ducks. 

4—In Aroostook, Penobscot, Pis- 
cataquis, Somerset, Franklin and 
Oxford Counties, Oct. 1-Oct. 15; in 
remainder of state, Oct. 16-30. 

5—In Upper Peninsula, Oct. 1-15; 
in remainder of state, Oct. 15-29. 

6—In Coos, Carroll and Grafton 
Counties, Oct. 1-15; in remainder of 
state, Oct. 16-30. 

7—New York, north and east of 
the tracks of the branch line of the 
N. Y. Central R. R. from Oswego 
to Syracuse, the main line of the 
N. Y. Central R. R. from Syracuse 
to Albany, and the main line of the 
Boston & Albany R. R. from Albany 


* 


% 


to the Massachusetts State line, Oct, 
10-Oct. 24; west and south of the 
line above described, Oct. 20-Noy, 
3; and that part of New York know 
as Long Island, Nov. 1-Nov. 15; 
from 12 noon until sunset on the 
opening day in each of these zones, 
and thereafter in all the aforesaid 
zones from 7 a.m. until sunset. 
_ 8—Vermont, in Bennington and 
Windham Counties and those por. 
tions of Rutland and Windsor Cou. 
ties, south of U. S. Highway Route 
4 from West Haven to White River 
Junction, Oct. 16-Oct. 30; in re 
mainder of state, Oct. 1-Oct. 15. 

9—Imperial County—Oct. 1-0ct, 
31; remainder of state, Sept. 1-Sept. 
30. 

10—Broward, Dade, Monroe 
Counties, Oct. 1-21; remainder of 
state, Nov. 20-Jan. 18. 

11—In Val Verde, Kenney, Uvalde, 
Medina, Kendall, Comal, Hays, 
Travis, Williamson, Milan, Robert. 
son, Leon, Houston, Cherokee, Me 
cogdoches, and Shelby Counties, 
and all counties north and wes 
thereof, Sept. 1-Oct. 15; in remain. 
der of state (but not including 
Cameron, Hidalgo, Starr, Zapata, 
Webb, Maverick, Dimmit, LaSalle, 
Jim Hogg, Brooks, Kenedy, and 
Willacy Counties), Oct. 20-Dec. 3; 
in these latter counties, Sept. 12 
14, and 16, from 4 p.m. until sunset, 
and thereafter, Oct. 20-Nov. ii, 
from one-half hour before sunrise to 
sunset. 
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Supplementary Information 


The recently announced _re- 
stricted waterfowl hunting regula- 
tions should halt the decline in duck 
and geege populations, according to 
the Wildlife Management Institute. 
Some species of waterfowl have been 
decreasing for the past three years 
and although every effort possible 
with available funds and present 
knowledge is being made to improve 
conditions along the flyways and in 
the wintering and breeding grounds, 
more protection obviously is needed 
this year. Many natural and certain 
man-made limiting factors are be- 
yond control, so regulating the 
hunter is the only means of obtain- 
ing immediate results. 

Under the new regulations all 
states east of a line extending north 
and south from the western bound- 
ary of Minnesota to and including 
Louisiana were offered the choice 
of 30 consecutive days or a split sea- 
son of 24 days—two periods of 12 


(Continued on page 206) 





days each. States on the other side 
of this line were permitted to choose 
a season of 35 consecutive days o 
a split season of 28—days—two 
periods of 14 days each. 

This flyway method of control was 
adopted because nesting conditions 
on the Canadian and Alaskan breed- 
ing grounds which feed birds into 
the Pacific and Central flyways were 
far better than in those areas of 
Canada that send migrants south 
in the fall along the Mississippi and 
Atlantic flyways. 

To insure further protection fo 
waterfowl, the daily shooting hours 
have been reduced to the period 
from sunrise to one huur before sui 
set, and on the first day of each 
waterfowl and coot season hunting 
is not permitted prior to 12 o'clock 
noon, including the first day of each 
split season. Moreover, the duck 
bag limit has been reduced to 4 # 
day and 8 in possession. 











HARDWARE AGE 









SEPTEM 





The 








etts State line, Oct, 
and south of the 
ibed, Oct. 20-Noy, 
f New York know 
Nov. 1-Nov. 15; 
itil sunset on the 
ach of these zones, 
all the aforesaid 
. until sunset. 
n Bennington and 
es and those por. 
ind Windsor Coun. 
S. Highway Route 
en to White River 
5-Oct. 30; in re 
Oct. 1-Oct. 15. 
yunty—Oct. 1-Oct. 
state, Sept. 1-Sept. 


Dade, Monro 
21; remainder of 
18. 








le, Kenney, Uvalde, 
, Comal, Hays, 
n, Milan, Robert. 
m, Cherokee, Ma 
Shelby Counties, 
north and west 
ct. 15; in remain 
ut not including 
o, Starr, Zapata, 
Dimmit, LaSalle, 
ks, Kenedy, and 
, Oct. 20-Dec. 3; 
punties, Sept. 12, 
p-m. until sunset, 
Jct. 20-Nov. it, 
before sunrise to 


on the other side 
srmitted to choose 
nsecutive days or 
f 28—days—two 
each. 
iod of control was 
esting conditions 
id Alaskan breed: 
1 feed birds into 
itral flyways wert 
1 those areas of 
migrants south 
e Mississippi and 


sr protection for 
y shooting hours 
1 to the period 
hour before sum 













rst day of each 
t season hunting 
ior to 12 o'clock 
first day of each 
eover, the duck 
reduced to 44 
ession. 


2D WARE AGE 





Look at these features— 


%& Big—will take a 12 lb. turkey or 14 lb. ham. 


¥& Can be used as a covered roaster for the Slow 
cooking of pork and less tender 
cuts of beef—or as open roaster for 


BUCKEYE ALUMINUM standing ribs, lamb, poultry, ham. 


Oval Roaster | 


> Scientifically designed lifting 
* Hinged top and side handles save oven and 


rack makes hot food easy to handle. 
storage space. 





Easy to clean. 


* Roasting vent in cover regulates browning. 




































No. 9998 
— } 
Outside | 17%x12% 
Dimensions | x 7H" 
Gauge 18 
Case Lots 1 
Case Wt. 5 Ibs. 
Approx. 









CHICAGO SALES OFFICE—11-110 MERCHANDISE MART 
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.,- - a household word! 









ZIMS are sturdy and efficient, 
attractive in both price and ap- 
pearance. Housewives all over the 
country know and ask for time- 
saving Zim household appliances. 


ZiM CAN OPENER 


Opens any shaped can, 
leaves edges neat and 
clean. Well made for 
long service. Folds up 
out of the way when 
not in use. 









ZIM JAR OPENER 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not in use. 





ZIM FLATIRON REST 


_ An important addition to any iron- 
ing board. Leaves entire board free 
for ironing. Folds back neatly when 
not used. 


Write For Literature and Prices 


ZIM MANUFACTURING CO. 
Headquarters for Labor-Saving Home Appliances 
3047 Carroll Ave.—Chicago 12, Illinois 
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The daily bag limit for geese has 
been increased to 5 in California, 
Oregon and Washington primarily 
for snow geese which are in abun- 
dance, but such limit may include 
not excluding 2 Canada _ geese, 
white-fronted geese or brant. In all 
other states the daily bag limit of 
4 was retained but in Alaska, 
Puerto Rico, Idaho, Utah, Arizona, 
and Nevada this limit may include 
only 2 Canadian or white-fronted 
geese or 1 of each, and in the other 
states but 1 Canadian or 1 white- 
fronted goose. 

A daily bag limit of 7 and a pos- 
session limit of 14 has been estab- 
lished for scoters (sea coots), hunt- 
ed chiefly off the New England 
Coast and New York. 

This year the Mississippi flyway 
states will be open to the hunting 
of Canada geese. The season in 
these states was closed last year but 
this flight has shown sufficient im- 
provement in numbers to justify res- 
toration of shooting privileges. 

The season for brant on the At- 
lantic Coast has been closed because 
of the unsatisfactory status of this 
species. 

At the 
game departments, a closed season 
was prescribed for snow geese in 
Colorado, for wood ducks in New 
Jersey and West Virginia, and for 
mourning doves in Minnesota. A 


suggestion of the state 


short open season for dove was pro- 
vided in Nebraska. Changes also 
have been made in the seasons for 
scoters, rails and gallinules, wood- 
cock and band-tailed pigeons in a 
number of states. 

The post-season period for posses- 
sion of migratory game birds re- 
mains the same,as last year—90 
days. The regulations do not author- 
ize the taking of waterfowl by means 
of bait or with the aid of live luck 
or goose decoys. 


Scoters—Locally known’ as sea 
coots may be taken in all areas dur- 
ing the applicable seasons for other 
ducks in Maine, New Hampshire, 
Massachusetts, Connecticut, Rhode 
Island and New York, and other- 
wise may be taken in open coastal 
waters only, beyond outer harbor 
lines, in Maine from Oct. 6-Dec. 16, 
in New York, from Sept. 16-Dec. 13. 
in New Hampshire from Sept. 1 to 
Oct. 6, in Connecticut and Massa- 
chusetts from Sept. 16-Nov. 17 and 
in Rhode Island from Sept. 16- 
Dec. 1. 


White-winged dove—The open 
seasons ‘on white-winged dove shall 


be as follows, both dates inclusive: 

Arizona, Sept. 1 to Sept. 15. 

Texas, in Cameron, Hidalgo, 
Starr, Zapata, Webb, Maverick, Kin- 
ney, Dimmit, LaSalle, Jim Hogg, 
Brooks, Kenedy, Willacy, Val Verde, 
Terrell, Brewster, Presidio, Jeff 
Davis, Culberson, Hudspeth, and El 
Paso Counties, Sept. 12, 14, and 16, 
from 4 p.m. until sunset. 


Band-tailed pigeon—The open 
seasons on band-tailed pigeon shall 
be as follows, both dates inclusive: 

Arizona and New Mexico, Sept. 
16—Oct. 15. 

California, Dec. 1-Dec. 31. 

Oregon and Washington, Sept. 1- 
Sept. 30. 


Bag and Possession Limits 


On the opening day of the season 
no person May possess any migra- 
tory game birds in excess of the 
daily limits herein prescribed. 

Daily bag limits on ducks (except 
the American and red-breasted mer- 
gansers) are 4 in the aggregate of 
all kinds, including in such limit 
not more than 1 wood duck. Any 
person at any time may possess not 
more than 8 ducks including in such 
limit not more than 1 wood duck. 


American and_ red-breasted 
Mergansers—Twenty-five singly or 
in the No possession 
limit. 


aggregate. 


Scoters (sea coots) — Seven, 
and any person may possess not 
more than 14. 


Geese and brant — (Except 
snow geese in Beaverhead, Gallatin, 
and Madison Counties in Montana, 
in Colorado, Idaho and Wyoming, 
and snow geese and brant in States 
bordering on the Atlantic Ocean; 
and Ross’ geese anywhere), as fol- 
lows: 

In Washington, Oregon, and Cali- 
fornia 5, including in such limit any 
combination not exceeding 2 of 
Canada geese (including Hutchins 
or cackling geese), white-fronted 
geese and brant. 

In Alaska, Puerto Rico, Idaho, 
Utah, Arizona, and Nevada 4, in- 
cluding in such limit not more than 
2 Canada geese (including Hutchins 
of cackling geese), or 2 white- 
fronted geese or 1 of each. 
than in the above 
States 4, including in such limit 
either 1 Canada goose (including 
Hutchins or cackling geese) or 1] 
white-fronted goose. Any person 
may possess not more than the 
above bag limit of geese or brant. 
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Housewives and Buyers Alike Call It 


”, 


THEMOSTstnsarionar | Sete 

LOW-COST HOUSEHOLD 

APPLIANCE IN YEARS! 
Ny’ 




























NEW Bruce Doozit Cleans, Waxes, 
Polishes Floors in ONE Operation! 


The hottest really new houseware item 
in years! That’s what leading buyers 
are already saying about the wonder- 
ful new Bruce Doozit. 

Behind this exciting enthusiasm is $489 
the miracle-working ability of the Retails at = 
Doozit... ability that is thrilling news 








v 











to every scrub-weary housewife in the Every Sale! 
nation. No more down-on-the-knees TWO Profits ah eeu tits world’s 
° . . —— ry BE be ° s 
floor scrubbing! With the Doozit and The success scored yt str" floors, with caret 
" ar y ami : 
wax-rich Bruce Floor Cleaner, wood largest m4 Read has been pve ee 
and linoleum floors are cleaned, waxed Bruce ceocne from wet ear th gh ever-inct 
. . ° ° jouse . uc 
and polished in a single operation yc husias™ for swe comes the — pice 
Ss . 
standing up! , ing repeat PY mie proved @s a, and a 
Doozit, ec ioselY linked a a products form 4 
° roducer Bruce oO itv. 
Now Available to You! vertisings these ind sales opportunn) } 
t year ‘ 
Until recently, distribution of this sensa- double profit ¥ ia - 
tional new invention has been limited to a eae 
few leading major market areas. Now, 
with greatly increased production, the Smash . 
Bruce Doozit is immediately available to Campaign B 
, reaks Sept. 22! 
all stores everywhere. It’s a brand new Twenty-six milli " — 
profit opportunity you can’t afford to miss! Wonderful Do 10M readers of LIFE wil] ie ie 


. Ozit an 
1M consistent, " Bruce F 
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Pliance in today’s market st household ap- 
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B | AN 0 € LIQUID, PASTE, SELF-POLISHING WAXES, FLOOR FINISH, LINOLEUM SEAL 


SEPTEMBER 11, 1947 





































































New, mproved— 
60 Pound 
Utility Scale 


No. 2060 —One of the most needed sc 
ili se. 
try and general utility use. ; ial 
ws ~ Ase nant construction keeps this scale an acc 
i itions. : 
er under hard use condi ‘i 
ag, oo 8” dial has plain, easy-to-read figures and graduations 
© two ounce units. , aie 
"ces 7” square, ample size to support ae po pon 
Thumb screw adjustment to compensate en — nt 
or container. Overall dimensions, 1042 Bohs Ao pa 
i ile every jo ‘ 
he Hanson 2060 is a sca , “ 
aan at all times in ample stock as a matter of service to the 


customers. 
The No. 2060 has be 


ales for farm, in- 


en a standard model in the Hanson 


letely redesigned 
i rs. And now has been comp 
ar dy nano mechanical construction that gs prod ae 
time reliable favorite into a still better scale for m 


weighing requirements. 


See Your Jobber 
HANSON SCALE COMPANY 


525 N. Ada Street, Chicago 22, Illinois 
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The Co-operatives 
“The Tax-Fostered 
Frankenstein" 
(Continued from page 172) 





oO oO 
ous economy that certainly 

not the making of the cooper 
| tives. As things now stand, 

exempt cooperatives escape tay 
| in good years and escape { 
| ravages of lean years that affed 


| 


| private competitors. 










EXCLUSIVE 
viates brev 
uniformity ! 











f 





| The Matter of "Reserves" 
















| Every business, whether a o 
| operative or not, must provi 
| reasonable reserves to provide 
| business risks and adverse condi 
| tions. Reasonable reserves of eg 
| sumer cooperatives escape tay 
| tion even though they are 1 
| really distributed to patrons. 
| they need do is give evidence 
| indebtedness to the patrons. F, 
| mers’ cooperative marketing m 
| purchasing _ organizations 
| maintain their exempt characte 
| even though they accumulate 
serves for any reasonable purpo 
| or because such a reserve is re 
| quired by state law. 


| Reserves Are Used 4 
For Investment 


















EXCLUSIVE S$ 
releases up} 








These reserves are often usel 
to solicit and obtain new men 
bers, to pay debts and interes 
incurred in prior periods, am 
buy out other business. Sooner of 
later the profits derived from 
these activities find their way 
members as patronage refunts 
Yet such earnings are not attrib 
utable to sales of products receivel 
from members nor to overpay 
ments for goods purchased bj 
them from the cooperative. | 
short, these reserves are used {ol 
| investment exactly as is the su" 
plus of any private corporation 
| There is no “agency principle] 
| present that justifies the escapi 
| from taxation of these earnin 
| from capital. Cooperatives cet 
tainly do not keep these reservél 
| idle. They use them to compel 
with private enterprise. Certaitll 
to the extent that these accumuli 
| tions are permitted to exist © 
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EXCLUSIVE Silex self-timing stove reg- 
ulates brewing period—guarantees 


6 uniformity! perature. 


of "Reserves" 


2ss, whether a ¢ 
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EXCLUSIVE Silex “pop up” handle 


releases upper bowl quickly. 
‘ 


; Are Used 
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popular “Aiken” model... now complete with electric stove. 
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EXCLUSIVE “Anyheet” thermostat control 
automatically maintains chosen tem- 


the name that bre 
up Sales 


roel 


EXCLUSIVE patented Silex flavor-guard 
filter makes clearer, finer coffee. Can 
be used with or without cloth. 


4, 


> Va a 
5 EXCLUSIVE Silex designs make the 
. 


coffee maker a handsome household 


fpetures 
sell 


Cilex 
fact 





for you. ( 


When it comes to building good-will and boosting 


sales ... the Silex glass coffee maker is in a 
class by itself! 

Millions of American housewives have found 
this unique glass coffee maker gives them quick, 
easy, dependable performance . . . exclusive-with- 
Silex features ... and most important, coffee that’s 
clearer, finer, more delicious every time! 
Feature this famous line in your store, now! Your 
distributor has ample stocks of Silex coffee makers 
in both gas and electric models. The Silex Com- 
pany, Hartford 2, Conn., St. Johns, P.Q. Canada. 
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BURGESS 


IS THE LINE THAT | 


SELLS” 


This Fall and every season means battery 
business for Burgess dealers. And Fall 
means these two big battery markets: 


1.Farm Battery 2.Portable Radio Battery 


The Farm Market: — 
Recognized quality == 
makes Burgess a fa- 

vorite on farms— oe 
for radios, flash- 

lights, lanterns. Get 
stock in now on all ! 
these popular items. 


The Portable 






| BURGESS 


jem 


| Fauhiaght 
| yg teogd 


install 





° Burgess Ignition 

Radio Market: Standard Battery for 
Flashlight neta 

Back to school Battery Farm Use 


means more port- 
able radio battery 
sales. Outdoors—at 
the game, on the 
picnic—the port- 
able radio goes 
along in the Fall. 
Be sure your stock 





of portable batteries 
is complete for this _ Portable Popular 
Fall trade. Radio “‘A’’ Portable ““B 


National Advertising to over 40 million 
battery buyers in national and farm maga- 
zines prompts YOUR CUSTOMERS to 
buy Burgess. 


Promotional Helps . . . window and counter 


display material, enclosures, newspaper 
mats are available. 


Ask Your Burgess Distributor 


2  . 


duncess 


s saredar Photoflash Hearing Aid 4 5 


— BURGESS 


IS THE COMPLETE QUALITY LINE 





Portable Radio 








L 


BURGESS BATTERY, 
COMPANY 


FREEPORT ILLINOIS 


operatives cease to be distinguish- 
able from taxable organizations. 

This is the first of a two-part 
article on cooperatives. Part 2 


to be published in the next issue 
of HarpwaRE AGE, Sept. 25th, 
will discuss the Menace of Co. 
operatives. Be sure to read it. 





Neatness Attracts the Farmers— 
Good Display Helps Sell Them 


(Continued from page 173) 


this office area are two step-up dis- 
play fixtures where items such as 
motor oils, greases, batteries, elec- 
tric fence controllers and other 
articles farmers want are neatly 
displayed. 


Flanked with Displays 


As the farmer comes up to the 
office to pay a bill or to make an 
inquiry he finds himself flanked 
with these displays of merchandise 
which he needs on the farm. Fre- 
quently he finds something he 
needs and he buys it. 

The displays at the office loca- 
tion begin a few inches above floor 
gradually step-up to a 
height of 5 ft. Being so close to 
the office, merchandise at this lo- 
cation can be sold by Miss Strand, 
or she can call over a salesman to 
wait on interested customers. 


level and 


Other merchandise of interest to 
farmers such as seeds, insecticides 
and other seasonal merchandise, as 








Pails are featured in this aisle fixture with a variety of farm 
hardware shown on one end. Prices are plainly marked on all items. 


well a farm appliances, are placed 
at other locations throughout the 
store. This “spotting” of farm 
merchandise aids the firm in get. 
ting a lot of articles before the at- 
tention of farmers, a factor which 
aids sales considerably. 

Farmers tell Mr. Strand and his 
staff that they appreciate being 
able to shop in a clean store and 





to handle clean merchandise kept 
in orderly condition. The Strand 
store is as neat and orderly at the 
rear as it is in the front, which is 
a further example of good, thor- 
ough, everyday housekeeping. 


Remodeling in Progress 


Right now, the firm is remodel- 
ing a rear room which will serve 
as a display room for farm and 
other appliances. This new addi 
tion will pull more customers deep- 
er into the store, past the farm 
merchandise, and is expected to 


boost sales on these items. 
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on untried sales promotion to 
bring people into your store 









“COLOR DYNAMICS’’—a proven sales aid that is 
bringing customers to Pittsburgh Paint Dealers! 


UNDREDS of thousands of home-owners all over the 

country are visiting Pittsburgh Paint dealers’ stores 
to get FREE copies of the newest edition of Pittsburgh’s 
popular booklet on COLOR DYNAMICS. 


The system of COLOR DYNAMICS was devised by 
Pittsburgh in keeping with its policy to provide dealers 
with highest grade products and service. The booklet, 
“COLOR DYNAMICS for the Home” is supplied to 
them in keeping with Pittsburgh’s policy to furnish 
up-to-date merchandising and selling helps which will 
build up volume and profits. 


This program has been backed up by a hard-hitting ad- 
vertising campaign which has consistently pointed out the 
benefits of this new method of painting. Millions of these 
messages are appearing throughout the year— inviting 
interested home-owners into Pittsburgh dealers’ stores. 


Take advantage of the interest being created in this 
important sales idea and in the high quality of Pittsburgh 
Paints. If you are interested in cashing in on this pro- 
gram, write, phone or wire us today! We'll gladly send 
you a copy of our 1947 franchise portfolio, “Don’t take 
a Chance —Be Sure with Pittsburgh’ 











PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, 


PITTSBURGH 


1947 


SEPTEMBER 11, 


jp PITTSBURGH PAINTS 


STANDS 


PA. 


FOR QUALITY PAINT AND GLASS 
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HEATING yoo 
EFQUIPMENT . , BURNER 
FORTHE HOME | WINDOW 


MERCHANDISE: 
Warm air furnaces, 


\ —, ——_— — oil burners, steam 


WARM AIR COLDAIR fF boilers, dust filters, 




















THRU ° 

OUT radiators, convec- 
RE ; 

HERE HE fors, air valves, 

warm air pipe and 

HOT WATER fittings, etc. 


WARM AIR FURNACE BOER BACKGROUND: 
Center panel of buff 
corrugated board or 
painted wallboard. 
Side panels of dark 
brown material. Cut- 
out letters for center 
panel of red mate- 
rial. 






























































For Early October - Furnaces, Oil 


Burners and Galvanized Ware 


HARDWARE AGE Original Window Display IDEAS 


GALVANIZED 


GALVANIZED aan 
WARE WINDOW 


MERCHANDISE: 
FOR EVERY PURPOSE Ash cans, garbage 
pails, bushel baskets, 
rubbish burners, lawn 
brooms, mop pails, 
galvanized pails, mop 
wringers, wash tubs, 
fire shovels, etc. 


BACKGROUND: 
Center panel of 
black corrugated 
board or painted 
wallboard. Side pan- 
els of yellow mate- 
rial. Cut-out letters 
on center panel of 
yellow material. 
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announces 


THE BIGGEST 
PROMOTION IN 
HOUSEWARES 
HISTORY 


See following pages 
Watch for Special Mailings... ™ 
Ask Your Distributor How to Tie In 




































EKCO shows how to 


EKCO TAKES 
FEAR OUT OF 
PRESSURE COOKING 


by banishing the 2 accidents 












most women are afraid of 









We're out f 
smart to si 
safest EK CC 
into your 
Pressure C 
Dominat 
newspaper 
on this fre 
everything 


SEND FOR 
FREE AD 






EKCO MAKES 
PRESSURE COOKING 
S | M p LER with the 3-Finger- 


EK 











POWERFUL 
NATIONAL ADVERTISING 
starts September 22nd 
in LIFE and 100 Newspapers 
All OVER THE 
COUNTRY 














This merchandis 
all states havin 
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ito TRIPLE pressure cooker sales! 


noe 15,1490, OOO" WANT PRESSURE COOKERS 


COOKING BUT HAVEN'T BOUGHT FOR TWO REASONS... 


2 2 accidenrs 


“Pi Vt. FEAR OF BLOWING UP 2. DIFFICULTY OF OPERATION 


a(kl MAKES PRESSURE COOKING SAFE! 
MAKES PRESSURE COOKING SIMPLE! 


on this tremendous promotion by featuring EKCO ing 

everything you do. a 

SEND FOR FREE HELPS! + FREE DISPLAY CARDS E 
FREE AD MATS + FREE WINDOW STREAMERS -3 


EKCO PRODUCTS COMPANY 
1949 North Cicero Avenue, Chicago 39 - Who will 


Sold in Canada by 


Px 


by 


Oy th 
EKCO PRODUCTS COMPANY (CANADA) Ltd., Montreal of £, 
ontrea E EXCo D “Omen’, — 


RFUL 

WERTISING 

er 22nd 4 
ewspapers Cesk 


THE This merchandise “Fair-Traded” in 
y all states having Fair Trade Laws. 


See following pages 
Copr. 1947 EPCo. 
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Here's the newest, smari- 

est, hottest line you've seen! 

Beautiful EKCOLINE Kitchen Tools 

now offered in Special Gift Sets ... 

in 4 bright colors . . . and backed 

by full-page, full-color ads in LIFE and 
The AMERICAN WEEKLY. 


There's eye-appeal in EKCOLINE’s red, blue, green 
or yellow handles .. . all with ivory tips and 
handsome black trim. 
There's price-appeal and gift-appeal in this Special 
7-Piece Gift Set, including rack (a regular $5.29 value 
for only $4.49}. 
we There's promotional punch in the full-page . . . tull- 
ae “Low “ 

ot: Vd color EKCOLINE ads reaching 14,090,020 readers 

of LIFE and The AMERICAN WEEKLY. 


1 


You can't beat mew EKCOLINE for sales and profit 
possibilities. Especially when you tie in com 

pletely with this big promotion. Better start seen 
The LIFE ad breaks November 17th. 


EKCO PRODUCTS COMPANY 
1949 North Cicero Avenue, Chicago 39 
Sold in Canada by EKCO PRODUCTS COMPANY 
(CANADA) Ltd., Montreal 


Copr. 1947 EPCo 


PLENTY OF SELLING FEATURES IN NEW EKCOLINE KITCHEN TOOLS 


4 BEAUTIFUL COLORS— Offered in red, blue, green ELECTRO-WELDED JOINTS—Stronger, firmer and 

or yellow handles . . . all with ivory tips and hand- so tight dirt can't collect. Easier to wash. 

some black trim. More colors mean more sales 0 ——Eiecy COnsTRUCTION—Made of resilient hard- 

aa teen mae ened stainless steel with lustrous mirror finish. 
Strainers are full tinned. Every piece has the dur- 

"*WING-GRIP” HANDLES— Won't roll or slip in the able appearance that makes sales. 

hand. Comfortable, better balanced, easier to use 

on every kitchen tosk 


HEAT-BONDED SHAFTS—Cannot pull out of handles. 
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et-Acquainted Offa, 
RE customers buying 












You know how fast FLINT* 
Vanadium Knives are selling! 
You've seen how many women... 
and men...come back for more 

= once they've tried them. 

z We'll bring you more and 
= 










more and more such customers 
with this spectacular Get-Acquainted 
Offer: Only 59c for a real FLINT 
Vanadium Paring Knife that ordi- 
narily sells for 75c. 
We’re betting that this spe- 
cial bargain will create new cus- 
tomers .. . for us and for you. And 
we're backing that bet with plenty 
of big ads in magazines that reach 

















s the newest, smari- 

line you've seen! 
OLINE Kitchen Tools 
Special Gift Sets... millions! 


slors ... and backed Do you want your share of 


olor ads in LIFE and IVT. those new customers? Then build 
EEKLY. ° IVES displays . . . trim windows. . . fea- 
a. RE, 







ture FLINT in your own advertising. 
You'll find it pays. 





E’s red, blue, green 

















with ivory tips and 












EKCO PRODUCTS COMPANY 
1949 North Cicero Ave., Chicago 39 
Sold in Canada by 
EKCO PRODUCTS COMPANY (CANADA) LID., Montreal 
This merchandise “‘Fair-Traded” in all 
states having Fair Trade Laws 


SPECIAL 
PRICE 


peal in this Special 
regular $5.29 value 


















roca “de FLINT Vanadium Paring Knife 
Se Stwo0n o> regularly sold at 75c 

sige Pes) co EOQURCOee ) 

or soles ond oe ee a SESwame THESE BIG ADS REGULARLY eee rt 

2n you tie in com ? ntroductory 

. Better start seen. | a. SHARP NY . IN THESE BIG MAGAZINES! Offer C 

17th. ate n 

iMPANY ° 

Chicago 39 SATURDAY EVENING POST 






CTS COMPANY 


real 


y 


— 


Circulation 3,949,841 


LIFE 
Circulation 5,398,508 


PLUS 
FULL-PAGE, 4-COLOR AD IN LIFE, DEC.8 














LET YOUR CUSTOMERS SEE 
FLINT Vanadium KNIVES 


IN YOUR OWN ADS 
MATS ON REQUEST 
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Tests prove the ‘‘BEST” 
Egg Beater takes only 28 sec- 






onds to beat the whites of a dozen 






eggs so fine, so stiff, that the 


NATIONALLY 
ADVERTISED! 


Millions of women everywhere will soon 
be reading hard-selling ads in these issues 
of these big-circulation magazines: 


BETTER HOMES & GARDENS 
(October and November) 


GOOD HOUSEKEEPING 


(November and December) 


LADIES’ HOME JOURNAL 
(October and December) 


bowl can be turned upside down 






and the eggs stay in. No 







other egg beater (of 5 priced 
above $1.25) could do so well. 






That’s why we say you've never 






seen a better egg beater 
than the “‘BEST.”’ It has more sales. 
making features than any other. 


























And we're selling those fea- 

tures to millions of women 

in leading magazines. We're 

selling those features to 

make sales for you. So get the 

“BEST” Egg Beater out on 

your counters and cash 

in on this “BEST” Egg 
Beater promotion. 


EKCO PRODUCTS COMPANY 
1949 North Cicero Avenue, Chicago 39 


Sold in Canada by 
EKCO PRODUCTS COMPANY (CANADA) Ltd., 
Montreal 






This merchandise 
“Fair-Traded” 
in all states having 
Fair Trade Laws 










Copr. 1947 £PCo. 
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Full Tang 










Now boxed as a 


GREAT GIFT SET! 


Nationally Advertised 


7 PIECES 


(Including rack) 
Reg. Value $11.00 


RETAILS 
AT ONLY 


$Q95 
& 

Get ready now for big, profitable activity 
on FLINT Stainless Kitchen Tools! They've been 
selling in volume without national advertising. 
They've been selling in sets without special 
offers. 

NOW, WE’RE BACKING YOU UP WITH 
BOTH. Big, colorful ads start soon in lead- 
ing magazines. And, they feature a spec- 
facular "'Get-Acquainted” Offer: 7-Piece 
Set in a handsome Gift Box including a 
Stainless Steel Rack. (Regular $11.00 
value for ONLY $9.95.) 

It’s a promotional combination 
hat just can’t miss! Don’t miss it! 
Tie in all the way with FLINT Stain- 
less Kitchen Tools . . . in windows, 
counter displays and in your own 
advertising. You'll be glad you did! 


Bakelite Handles 
Won’t crack 










a fe 
Mtge | 4 


fre, 
_ * * 































=. 


Anchor Fast Rivets 


; ~~ 


Every piece is Heat- 
Hardened Spring- 
Tempered Cutlery 


ADS! ADS! ADS! 


Big Colorful Ads in 
© ie National Magazines! 


BETTER HOMES & GARDENS 
Circulation 2,925,000 


AMERICAN HOME 
Circulation 2,500,000 


HOUSE BEAUTIFUL 


Circulation 400,000 


TOTAL ciRcuLATION 5,825,000 

RINT” iso 
trademark of 

feo Products Company 


registered 






This merchandise 
“Fair-Traded” in all 
states having Fair 







Trade Laws 










KCco PRODUCTS COMPANY 
1949 North Cicero Avenue, Chicago 39 

Sold in Canada, by EKCO PRODUCTS COMPANY 

KANADA) Ltd., Montreal Copr 1947 EPCo 
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Compare this improved 1 
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s fast and safe --- 
n FLY ENERS now: 


sin extra $ 


gy TEN 
SHAPED Ha)... 

: £0 HANai, 

“EASY To TURE 





curn 

NG 

ena 
OL sre 


BUMPER 

s 

HANDLES ono 
PINCHING 









AN OPENER with 
4 see Why it's 


iting 
ble. 
You'll find 


NT CAN OF 


ales. 


PRODUC 
1949 N i a on 
orth Cicero Avenue rte "se 
‘ ° 


_— sapien in Canada by 
COMPANY (CANADA) lLtd., M 
, Montreal 

































HARDWARE AGE 











i 
[3 
fo 
‘ 
~ 





SEPT 








Mr. Siros shows a young lady a racquet. He says she will probably never take tennis 
very seriously but she wants the best. A month before she purchased an archery set. 


Curry Favor With the Kiddies 


_ And They'll Keep Coming Back 


A. Siros wins the confidence of the young people 
by selling them quality sporting goods and finds 
that they will continue as customers for hardware 


“- 
PORTING goods,” 


says A. Siros, hardware dealer of 
Laredo, Texas, “is the one item 
that brings the younger crowd into 
our store. It is our best means 
of keeping in contact with the 
young people growing up who will 
be hardware customers tomorrow. 

“Without sporting goods, there 
would be nothing to attract young 
people to our store. How, then 
would we have a chance to keep 
acquainted with them? We could 
not profitably wait until they were 
already potential hardware or ap- 
pliance prospects and expect them 


For years this window has been de- 
voted exclusively to sporting goods. 
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to favor us with their mature 
needs. For by that time, they have 
already established contacts, and 
it is pretty difficult to wean an- 
other’s customers from him. 
“Too, sporting goods has an ap- 
peal for the mature man. But by 
the time the average man is old 


enough to be a hardware customer 
he has settled on one or two sports. 
His interests in sports have nar- 
rowed down to the one or two he 
excels in, or he has time to in- 
dulge in no more than one or two. 
Hence, he usually supplements his 
gear . . . seldom supplants it. 








“But the young crowd. They 
can take four to six different 
sports in their stride, and all at 
once. This calls ‘for equipment, 
from accessories to togs. 

“While we cater to the young 
crowd,” says Mr. Siros, “you will 

(Continued on page 229) 


Exports of Hardware, Tools 
Five Times More Than in ‘39 


 yrteneee of hardware and hand 
tools are expected to total about 
$150 million this year, as compared 
with $106.9 million in 1946 and $32 
million in 1939, according to the 
latest estimates of the Department 
of Commerce. 

Since hardware and hand tools 
are generally placed in the higner 
categories in classifying commodi- 
ties according to essentiality, exports 
of these items are not expected to 
be substantially affected by the dras- 
tic exchange and import controls 
being placed into effect throughout 
the world. 

Short supplies of many hardware 
items during and after the war have 
built up a large backlog of demand 
still unsatisfied in many countries, 
according to Donald S. Parris, Gen- 
eral Products Division, Office of In- 
ternational Trade, Department of 
Commerce. Canada, certain of the 
Latin American countries, the Phil- 
ippines and the Union of South 
Africa are among the most import- 
ant importers. 

A moderate increase in importa- 
tion into this country of specialty 
items from the United Kingdom, 
Sweden, Switzerland, and Canada in 
1947 is also expected. 

Commerce Department estimates 
on trade in other hardware items are 
as follows: 

Electrical appliances—Exports are 
estimated at about $95 million as 
compared with $50.4 million during 
1946. 

Electrical appliances were shipped 
chiefly to Brazil, Mexico, Argentina, 
Cuba, Venezuela, Colombia, Canada. 
the Philippines and South Africa 
during 1946 and the first five months 
of 1947. Exports of electrical ap- 
pliances and parts during the first 
five months of 1947 amounted to ap- 
proximately $40 million, almost 
equal to 1946 exports of approxi- 
mately $50 million. Household elec- 
tric refrigerators and refrigerator 
parts represented nearly 40 percent 
of all electrical appliances exported 
during the periods under considera- 
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tion. However, it is expected that 
exports of refrigerators will not re- 
main at present high levels. Mexico, 
one of our more important markets, 
suspended the importation of refrig- 
eration in July 1947. The importa- 
tion of refrigerators into Argentina 
was suspended in February 1947. 

Imports of electrical appliances 
and parts have been negligible since 
the war with the exception of some 
vacuum cleaners imported from the 
United Kingdom during the early 
part of 1946. 

Plumbing and Heating Equip- 
ment—The principal markets for 
United States plumbing and heating 
equipment for many years have been 
Canada, Mexico, Cuba, Venezuela, 
Chile, Colombia, and Brazil, in the 
Western Hemisphere, and Sweden, 
the Netherlands, the Philippines, 
China and the Union of South 
Africa. Exports to all these coun- 
tries were substantially increased in 
1946. Imports of these items into 
the United States from any source 
are negligible. 


New Purchasers 


Shipments of sanitary ware, tubs, 
and sinks were ‘sent as war relief to 
France and Yugoslavia. These coun- 
tries were not heretofore purchasers 
of these products from the United 
States. 

Heating equipment, particularly 
that designed for liquid fuel, should 
be affected very little by limited 
exchange, because coal shortages, 
particularly in Europe, keep this 
type of equipment well up on the 
priority list of essentials. Exchange 
is still available for oil heating 
equipment in Norway, Sweden, Den- 
mark, France, Switzerland and Hol- 
land. 

Exports of specialties for heating 
and cooking, as well as_ stoves, 
ranges and water heaters, will be 
limited by exchange restrictions. 

Recent embargoes in Mexico have 
not affected plumbing and heating 
items. 

In recent years. U. S. manufac- 





turers of alarm clocks have found 
a ready sale for their merchandise 
in new markets because of the pent- 
up demand for this item which has 
been almost world wide. Canada 
has been an important outlet for 
electric alarms as well as clock parts 
in recent years. 

Mexico is our principal market 
for one-day alarm clocks. Mexico 
also imports large quantities of 
parts which are assembled into 
clocks in that country. 

Although Great Britain is work- 
ing on a five-year plan for the es- 
tablishment of a clock and watch 
industry sufficient to take care of 
the need for these items through- 
out the British Empire, its produc- 
tion has not reached a level suff- 
cient to satisfy requirements for 
these essential items. 

Toys and Games—Exports are 
estimated at $15 million as com- 
pared with $12.7 million during 
1946. Estimates of $2 million for 
1947 imports of toys and games in- 
clude imports from Germany and 
Japan. Shortages of materials and 
equipment in these countries have 
hampered production. 

Pottery—Exports will probably 
drop off about $700,000, due largely 
to the recovery of pottery industries 
in Europe and Japan. For this rea- 
son, imports into the United States 
are expected to increase about $4 
million from last year’s total of 
about $7 million. 

Glassware—Exports of glassware 
are estimated at $28 million for this 
year, as compared with $24.1 dur- 
ing 1946. 

Canada was the principal market 
for glassware, both hand-made and 
machine-made, in 1946. Other lead- 
ing export markets were Mexico, 
Cuba, Brazil, the Union of South 
Africa and the Philippines. Export 
trade in 1947 will be affected by 
the return of European factories to 
production. However, normal pro- 
duction in most of Europe will be 
difficult to achieve due to the lack 
of fuel. 
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DZ EWINNEP Reels 


Here they are... the reels you've been 
asking for. We invited over 50,000 of 
you — experienced fishermen every 
one —to write the specifications. We 
put your ideas through our research 
division, tested them in action — and 
combined the best features in the 1948 
PRIZEWINNER Reels by Ranger. Your 
new PRIZEWINNER is built to cast 
farther, smoother, straighter — built for 
easier upkeep and longer life—broken 
in at the factory. Ranger's guarantee 
and insurance policy make every 
PRIZEWINNER a lifetime investment. So 

. have fun with your Ranger-built 
reel. It's rugged. Down-to-earth prices 
allow you to enjoy your PRIZEWINNER! 
Send for Ranger's new catalog. Learn 
how your pet ideas are built into “The 
Reels the Fishermen Asked For.” Drop 
us a postcard! 


DEALERS — Ask your jobber. PRIZEWINNER Reels are backed by telling, selling publication and point-of-sale advertising. 
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Dominant, colorful monthly 
selling messages to 72,000,- 
000 readers of consumer 


magazines. 






wipes 
Stre am 








An aggressive, complete point- 
of-sale program for cash-regis- 
ter action in your tackle de- 
partment. 











LARGE 
BEAUTIFUL 
2 COLOR & 
CUT-OUT 
DISPLAY 
HANGER 


ATTRACTIVE 

= aay COLORFUL 
al CONSUMER 

LITERATURE 












FREE Beautiful modern counter 

display deal, complete 
with parts drawer. Write, wire 
or ask your jobber today for 
details on the New Ranger Line 
of Quality Reels and power 


house advertising program. 
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Opens Ultra-Modern Sample 
Room for Builders’ Hardware 


P. A. & S. Small Co., 138-year old wholesale firm 


of York, Pa., also planning model hardware dis- 


play room as part of its modernization program 


A\woven builders’ 


hardware display room has recent- 
ly been opened for the use of hard- 
ware dealers, contractors and 
builders by the P. A. & S. Small 
Co., 138-year-old wholesale firm 
of York, Pa., as part of a general 
modernization program on_ the 
firm’s offices. 

Plans for the complete alteration 
of the company’s main building, 
George and North Sts., also pro- 
vide for the construction of a 
“model hardware store” display 
room, and an industrial supply dis- 
play room. The rest of the build- 


ing is entirely devoted now to the 
expanding hardware and mill sup- 
ply department. 

The builders’ hardware display 
room is an outgrowth of the new 
builders’ hardware department 
which was recently separated from 
the regular hardware department 
under its own buyer, Clair Gunnet. 


This handsome new builders’ hard- 
ware sample room is shown and 
described on these pages for the 
benefit of the many hardware 
dealers who are now contemplating 
the construction of a sample room. 


The new department specializes in 
contract builders’ hardware as well 
as jobbing builders’ hardware and 
it is a distributor for Sargent & 
Co., and other leading manufac- 
turers. 

Mr. Gunnet is a charter member 
of the American Society of Archi- 
tectural Hardware Consultants. He 
joined the firm in 1927. In 1930 
he began selling hardware over the 
counter, and in 1935 was added to 
the outside sales force, calling on 
contractors, builders, architects 
and industrial plants. On Jan. 1, 
1946, he was made manager of the 
builders’ hardware department. 

(Continued on page 276) 





Modern simplicity is the keynote. Fluorescent fixtures hang from a sound- 
proofed ceiling and marbelized floor covering in tile effect adds richness. 
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RUGGED OVERSIZE CONSTRUCTION 
Connecting rod and eccentric are oversized with large 
bearing area, assuring years of trouble-free service. 
Protection against lubrication neglect is provided by 
three drive shaft bearings of special porous bronze, 


SMOOTH, QUIET OPERATION — All work. 
ing parts on this new Jacobsen pump operate in an oil 
bath, while large air chambers smooth flow of water 
toand from pump. 


EASY ACCESSIBILITY — Only simple tools are 


required to service this easily accessible pump. Piston 
and cup leathers are removable as a unit. 


Valves are mounted on one plate, easily ze. 


removable for inspection without disturb- 
ing pipe connections. 





HOME WATER SYSTEMS 
AND 
POWER LAWN MOWERS 


omploteby Tew... 


JACOBSEN MODEL 18-300 SHALLOW WELL 
RECIPROCATING PUMP 


It’s brand new, both in streamlined appearance and outstanding per- 
formance — this precision-built Jacobsen Model 18-300 Shallow Well Re- 
ciprocating Pump. You will be particularly impressed by its... 








Capacity— 
350 Gallons 
per hour 






—- 


= 






Suction Lift 
—25 feet 
maximum 













Motor—\, hp. 
high quality 
capacitor type 
with built-in 





Operating 
Pressure 



























We shall be happy 
to give you additional 





information. 
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CLAY PRODUCTS CO. 


1535 EAST FIRST ST. 
SANDUSKY, OHIO 








HE Chamber of Commerce of 
Oshkosh, Wis., recently spon- 
sored a good egg show. Thé main 


feature of the afternoon was a cook- 


ing school at which demonstrations 
on egg recipes and other recipes 
were conducted for more than 250 
farm women of the area which at- 
tended. 

In the evening more than 1200 


Good Egg Show Attracts Visitors 


attended the evening program. The 
special event of the evening was a 
chicken picking race between the 
president of the Kiwanis, president 
Jr. Chamber of Commerce and the 
president of the South Side Busi- 
nessmen’s Association. 

Eggs and poultry receive serious 
consideration in the community. 





New Suburban Seattle Store a Magnet 
For Motoring Shoppers 


(Continued from page 177) 


home furnishings, includes a 
model kitchen up-to-date in every 


| respect. 





Charles S. Wills is vice presi- 
dent and general manager and 


F. A. Ernst, president, of the 
hardware concern. The new store 
is managed by Roy Thompson, 
who has been with the company 


for nearly 20 years. 









ERNST HARDWARE CO. 


BELLEVUE 


SUBURBAN HARDWARE 
STORE IN AMERICA! 


TIM FRIDAY, JUNE 27---6 P.M. TO 10 P.M. AND 
™ SATURDAY, JUNE 28---9 A.M. TO 10 P.M. 
PLACE. Certs eee a 

north of the Shopping Square on Bellevue Ki highwey 


D} VALUES. Sessa se 





--+. THE FINEST 




















The first of a four-page newspaper insert of the Bellevue {Wash.) American. 
The firm also mailed 15,000 circulars te prospects to announce its opening. 
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Sales Soar 64 Per Cent ee Z 


In Second Year 
Of Operation 


(Continued from page 200) 


way into downtown St. Cloud. Mr. 
Henke declares that when he 
started a hardware store in E. St. 
Cloud more than six years ago, 
many friends and other well- 
wishers predicted failure. How- 
ever, Mr. Henke believed a store 
at this location could be a suc- | 
cess. A grocer friend across the | 
street and several other merchants 
encouraged him. Now Mr. Henke | 
and these other merchants have an | 
outstanding community shopping 
enter. 
WARM GRAY 
arnish Compan 


° ae 
'SO@go San Franc: sce nae 


os 
Sot ce 


Consistent Advertising | 








One of Mr. -Henke’s weapons in | ——«~ 
getting business is consistent news- 
paper advertising. About two- | 
thirds of his ad budget is spent for | 
newspaper ads, and he can trace | 
results from local and nearby 
areas in numerous instances. 

“This is a price-conscious town 
and has always been so,” says Mr. 
Henke. “There are many chain | -3' 
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SALES REPEAT-ON KYANMZE FLOOR ENAMEL = fi 
Any product may sell o a variety of reasons ... _ ea 
pretty packa py sales talk, slick substitutien;—to A 
name-etféw ... but only a downright good-prGduct can be SOF 


sold again and again and again: 





















, : : That’s why ize Floor Enamel keeps re -—-—e 5 
stores operating in St. Cloud, and tbe) it’s-good. Hard to beat iri fact for_a-selidt covering, quick ‘ 
they have always featured low ee ih drying waterproof ename oors. Hard for any other__-—— 
prices before the war, during the | ©” Felt dealer to beat_withany kind of competition. —..--—~~~ 
: Tet . ee —, 

war and now, after the war. The| >! ou _ For users, the LIF @ surface. ia 
independent hardware dealer, in | ¥:5,/ For d te LIFE of the — . 
order to get his volume, must ad- — ee a a 

‘ : ; OSTON VARNESH COMPANY 
vertise low prices on some items - _ 





now and then to show folks he is 
operating in the same _ price 
brackets as the chains—on some 
items.” 


Boston icago — Los Angeles — Montreal 





“Price Explosion" 


For this reason, Mr. Henke has 
instituted an. ad campaign this 
year in which, about once a week, 
he advertises what he calls “Price 
Explosion” in his regular head- 
line with a further caption read- 
ing “Values That Rock the Town.” 

In this ad, Mr. Henke lists a 
few special buys for customers, 
and the ad is really pulling them 
in. “This ad brings in many cus- 
tomers from near and far,” states 
Mr. Henke. “While here for bar- 
gains, the customers look over the 
rest of our displays and frequently 
make additional purchases. I 
firmly believe that in the immedi- | 
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Craftsmen quickly recognize the 
added quality of Vaughan Fine 
Tools, the added scientific design 
and balancing that reduce fatigue, 
and the limitless service these tools 
offer. "y 


For Industry or Home—Vaughan 
Fine Tools bring Dealers quality 
customers. Display them promi- 


No. 700— 


FINE TOOLS ARE OUTSTANDING IN 
* Design * Durability 
% Dependability % Materials 

Ms % Craftsmanship 

























Small Tool Assortment 
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ate future, the independent hard- 
ware dealer will need to advertise 
his special bargains as much as the 
chain store does.” 

When Mr. Henke publishes his 
“Price Explosion” ads, his grocer 
friend across the street also in- 
serts “bargain ads” in the local 
newspaper. In this way, through 
timing of ads, both merchants at- 
tract price-conscious people into 
their area. The theory is that such 
customers will shop at both stores, 
which is exactly what is happen- 
ing. 

Mr. Henke credits advertising, 
display and good salesmanship in 
giving him five-and-a-half turn- 
overs on his stock per year in his 
new location. 


Oils and Greases 


There are a number of other 
alert merchandising ideas used by 
Mr. Henke which help him get 
more business. One of these is a 
fine stock of oils and greases for 
the farm trade. Motor oil is sold 
either by the quart, gallon or in 
5-gal. cans. The firm has a couple 
of barrels of oil on display, with 
pump attached. It is not unusual 
to see a motorist buy a quart and 
take it out to his car to put it 
into the crankcase, and then bring 
the empty measure back into the 
store. Such customers often will 
buy a 5-gal. can, now or later, to 
have on hand. This sort of ser- 
vice boosts oil and grease business. 


Tires and Accessories 


Tires and auto accessories are 
placed close to the oil display so as 
to reach the same sort of automo- 
bile customer, and this proximity 
pays off in larger and additional 


| sales. 


A small line of men’s work 
shoes are also stocked. These 
move fairly well to farmers, as do 
a stock of caps and work gloves. 
One large table, carrying stocks of 
stationery and similar supplies 
also sell well, to both city and rural 
folks. 

Mr. Henke thinks very highly of 
his bottled gas service. He has 
about 300 accounts in this area. A 
special loading dock at the rear of 
ithe store facilitates handling these 








containers. He reports tha: his 
faithful servicing of these accounts 
provides him with ample live ap- 


pliance prospects, from which 
some excellent sales are made 
regularly. 


In fact, his appliance quotas 
move so fast that the store seldom 
has had any appliance models on 
stock in the store at any time to 
date. Mr. Henke believes that in 
the months ahead, these bottled 
gas prospects will continue to pro- 
vide him with many sales of prac- 
tically all types of appliances. 
Along in late fall he intends to put 
a man in the field calling on all 
such prospects. 

Mr. Henke says that his new 
building cost about $30,000, with 
fixtures and floors running the 
costs up another $6,000, and adds 
that this cost is well justified, the 
way sales are mounting. He says 
he is doing much more business 
than he hoped to do. He believes 
that if the independent is to keep 
pace with progressive chain or- 
ganizations, they must modernize 
and use similar or better merchan- 
dising methods. 


The Personal Element 


“T can’t overemphasize the im- 
portance of the personal element 
in the hardware business,” says 
Mr. Henke. “In my own case it 
helps business so much. I try to 
be friendly and helpful to all cus- 
tomers. I try to meet as many of 
them as possible, to learn their 
names and remember them. When 
you can greet a man by his first 
name, he likes it, just as you do. 
The alert independent can always 
beat the chain organizations on 
this friendly, helpful attitude. 
When a lot of customers come into 
your store and ask for you by your 
first name, then you know you are 
using a public relations policy that 
is paying dividends.” 

Mr. Henke has six employees, 
including himself in his self-service 
store. He has been in the hard- 
ware field for 24 years, working 
for various firms. For the last six 
years he has operated his own 
business. He finds his many years 
of hardware experience decidedly 


valuable now in operating his mod- 
ern store. 
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Curry Favor With 
The Kids and They'll 
Keep Coming Back 


(Continued from page 222) 


note that we carry nothing but 
professional quality merchandise. 
The youngsters demand the best, 
though their interest may only be 
fleeting. 

“Kids, as a rule, are more sen- 
sitive than their elders. They are 
quick to resent brusque treatment 
or a short answer. They are over- 


flowing with questions they expect | 


to be answered fully and at length. 

“But they recognize quality and 
trade names. It is a sad mistake 
to try and fool them with inferior 
merchandise. For they just won’t 
return and neither will 
friends. 

“Sporting goods are not new 
with us. We have had a sporting 
goods department for years, and 
some of our best hardware ac- 
counts today can be traced back 
to sporting goods sales. 

“By popular demand our sport- 
ing goods department has grown 
from year to year. Some of this, 
I know, is due to the newly awak- 
ened feminine interest in sports, 
and women too are hardware cus- 
tomers. 

“It is natural that people pre- 
fer to trade where they are known. 
Where they can recall being treat- 
ed fairly since childhood. Con- 
tacts made during the child’s most 
impressive years are hard to ban- 
ish. 

“Because there is always an 
endless chain of youngsters grow- 
ing up, there is no saturation point 
for sporting goods today, tomor- 
row, or ever. And Dad, who 
bought his first rod and reel from 
us way back when, still comes in 
for a new fly or bait . . . and to 
purchase his hardware needs too.” 
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SELL QUALITY 
AND YOU'LL SELL MORE... 
“SELL LUFKIN “’O66"’ RED END RULES 




















































When you offer a customer the Lufkin “066” 
Red End Rule, you re showing him the best 
folding wood rule. You're offering him complete 
measuring satisfaction. . Solid brass joints, strike 
plates, and end caps... rustproof throughout. Promi- 
nent black markings on snow white enamel. For more 
sales, show your trade the folding wood rule with 


the glossy red ends cee Lufkin “066.” 


LSE PIM 


THE LUFKIN RULE COMPANY 
SAGINAW, MICHIGAN, New York City 
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Summit Hardware & Paint 
Co. sends out a 20 to 24- 
page illustrated catalog 
twice a year. Total cost of 
production from 3 to 5 cents 
each. First one issued in- 
creased sales 25 per cent 
and more than paid for the 






























cost of equipment 


Twenty years ago the Dederer 

brothers purchased a bank- 

rupt store next door and 

changed it into this. Adjoin- 

ing it at the right is an equal- 
ly attractive toy store. 


Mos: of us are push- 


overs for hardware stores. There 
is an irresistible fascination in the 
shelves, counters and aisles full 
of paints, tools, seeds. gadgets of 
all kinds. This is true even of 
the traditional, cluttered, crowded, 
jammed, old-style hardware stores. 
And even today these are far more 
common than neat, orderly, well- 
arranged stores. In fact, the latter 
are almost universally the excep- 
tion. 

But if you live anywhere within 
a radius of eight miles of Sum- 
mit, N. J.. just a little way across 
the Hudson from New York City, 
you've more than likely visited an 
outstanding exception — the im- 
maculately clean store of Dederer 
brothers—the Summit Hardware 
& Paint Co. And if you have 


visited it, you've been fascinated 
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by it—by the tasteful display of 
products, the spacious aisles, the 
orderly cleanliness. 


It's Different 


Here are all the thousands of 
items that make a hardware store 
so fascinating. But what a differ- 
ence from the average store! Even 
in the toy store, a compartively 
recent addition, there are separ- 
ate booths or alcoves where each 
type of toy is neatly arranged— 
easy to see, easy to handle, in 
comparative privacy. Actually. as 


EDITOR'S NOTE: This article was 
written from the viewpoint of a 
consumer who is impressed by 
efficient operctions of any nature 
owing to the fact that he is an 
industrial engineer. 


Home-Made Catalogs Build 





you stand in one of these alcoves, 
you're in a little world all of your 
own. You can browse uninter- 
rupted, just as you can in most 
any toy store—but you can browse 
more comfortably. You can see 
just as much—in fact, you can 
see more—for the Dederer broth- 
ers have put everything in plain 
sight. 

The principal reason why you'd 
probably have visited the store. 
though, is not because it’s modern 
and attractive; but because twice 
each year you'd have received in 
the mail a copy of the Summit 
Hardware & Paint Company’s own 
personal catalog. 

One comes in the spring—on 
the very week-end when the 
weather first makes you think of 
starting to work in the garden. 
That’s the week-end when you 
notice for the first time with a 
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HAND CULTIVATER 


2%e 





GARDEN SET 


HAND FORK 


DIBBLE . 


Spring and Holiday Sales 


é5e 


DOBBINS SPRAYER 


) heavy constiruct ion. Built 


High pressure with extra 


46.350 
47.48 





Wade of cast aluminum. Be he gi 
As fine a set of tools | i 
ae we have ever had, 


CULT IVATER 23.95 
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CHILOS GARDEN SET 


Thies is a» three piece se 
child will like to have 





And don't forget the children. 
t any v4 


i 
41.49 











of Quivanized metal 


¢ 
2 at. size $2.50 





TREE TANGLEFOOT 


th 80¢ 
3 th 83.75 











UAWN MOWER! 


We carry onty stander makes 
of faen mowers We will alae 
be receiving during the summer 
wonthiy eilctasats af power 
mowers, Leave your ne 
ws if interested in >uying a 
food power power 





This is the way the plate for the catalog pages looks. Illustrations 
were cut from literature furnished to the firm by the manufacturers. 


critical eye, the bare spots on the 
lawn, the untidiness of the garden 
plot. 


Toy Store Edition 


The other comes on the Friday 
after Thanksgiving. It’s the toy 
store edition. For regardless of 
what the big department stores 
do—and you know most of them 
start Christmas advertising the 
first week in November — the 
Dederer brothers wait until 


Thanksgiving is over before tell- 
ing you of their Christmas stock. 
To them, timing the mailing of 
their catalog is every bit as im- 
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portant as the catalogs themselves. 

Twenty years ago, when the 
twin Dederer brothers were only 
twenty-three, their father pur- 
chased for them the bankrupt 
hardware store which stood then 
next door to their present loca- 
tion. Then he left them alone, hav- 
ing set them up in business. 

It was a long struggle, for the 
bankrupt hardware store was not 
bankrupt without cause. It was 
bankrupt of customers, of ideas, 
of everything, including money. 

But the Dederer brothers made 
a go of it. How many twenty-four 
hour days it took, how many 


seven-day weeks, ygu can ‘readily 
imagine. By 1940 they had built 
their present store, and in 1942 
they started their catalogs. Then 
things began to hum. And be- 
cause any merchant, almost any- 
where. can do what they have 
done, is the only reason for our 
telling this story. 


Only $1500 Invested 
In Equipment 


The Dederer brothers bought a 
Vari-Typer and a_ second-hand 
Multilith. They made their own 
stapling and binding equipment. 
The complete investment, includ- 
ing these machines, inks, offset 
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Here is the complete equipment used in producing the catalogs. 


plates, and miscellaneous little 
items didn’t run to $1500. But 
the very first catalog boosted their 
business at least 25 per cent and 
more than paid for the invest- 
ment. 

The catalog is from 20 to 24 
pages in size, each page 6 by 9 
in. It mails for one cent. The 
complete cost, including paper, 
ink, plates, printing and binding 
is from 3 to 5 cents each. And 
remember, these are illustrated 
catalogs. They contain nearly 100 
illustrations, one for almost every 
item listed. 


Illustrations 


Each illustration is cut out of 
the folder or catalog of the manu- 
facturer of the item. It is pasted 
on a plain white sheet of paper 
and the descriptive copy is typed 
in on the typewriter which has in- 
terchangeable sets of type. And 
although it is possible to have any 
number of type faces. the Ded- 
erer’s use only two. It is only a 
matter of seconds to change from 
one to the «ther, and the results 
are hardly distinguishable from 
type used by a printer. In fact, 
though these catalogs are home- 
made, they are certainly not crude. 
Any store would be proud to be 
represented by them. 
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Edwin Dederer prepares the 
pages for the catalog. It takes his 
afternoons for about two weks, to 
paste up and type the pages. Of 
course all during the year he is 
gathering material for it. He has 
already selected the illustration for 
the cover for the Christmas issue 
for this year. 

After the pages are prepared 
they are sent to a special service 
department to have the off-set 
plates made. This consists of 
photographing the pages—two at 
a time, in the éxact size they are 
to appear in,the catalog. The neg- 
ative is then burned on a zinc 
off-set plate. 

This means that the negative 
is held against the sensitized plate 
while a strong light is shone 
against It. The negative is thus 
changed to a positive, and from 
this plate thousands of copies can 
be printed. 

The printing is done right on 
the equipment in the store. And the 
finished pages are sorted together 
and stapled by any of the store’s 
employees who have a few spare 
minutes. 

The whole process is so simple, 
so inexpensive, and takes so little 
time that the proportionate re- 
sults are unbelievable. These re- 
sults are apparent the day after 
the catalogs are mailed. People 








call the store and refer to the 
items in the catalog. Or they come 
to the store carrying the catalog 
with various items checked. 

And the results continue to be 
apparent all through the summer 
for the garden catalog, and even 
beyond Christmas for the toy cat- 
alog. Many national advertisers 
pay fabulous prices to produce 
catalogs that people may possibly 
want to keep for reference. The 
Dederers’ pay from 3 to 5 cents a 
copy for catalogs that people 
definitely do keep and refer to. 

At first, the mailing list was 
compiled by the Dederers them- 
selves. But they found that it was 
expensive and time-consuming to 
keep the list up-to-date. So now 
they have the address labels pre- 
pared by a local printer who 
maintains lists professionally. The 
cost of the address labels is in- 
cluded in the 3 to 5-cent total per 
catalog. Practically every com- 
munity has such a local mailing 
list service. 

Although the mailing covers 
near-by towns, the mailing for the 
garden catalog doesn’t cover any 
towns where there is a first class 
hardware store, nor is the toy 
catalog mailed to any towns where 
there is a good toy store. There 
are plenty of places to mail the 
catalogs where there are no such 
competing stores, and the results 
are much more satisfactory. 

The whole thing can be summed 
up in the words of Edwin Dederer: 
“We just wouldn’t dare not to is- 
sue these catalogs. People look 
forward to getting them. And they 
are certainly profitable.” 





Advertises for Much 
Needed Item 


REWARD 


A substantial cash reward will be paid 
to wny person who can direct us to a 
mauufacturer or agent who can supply 
our firm with a quantity of 6-foot 
aluminum or wood folding rules. 

‘rite wire or phone collect’ 

THE GREB TRADING COMPANY 
10 Augusta Avenue, Toronto, Canada 
Phone WAverly 5375 














The one-column, one-inch high ad- 
vertisement, reproduced herewith, 
which appeared in the New York 
Daily News, on Aug. 1, is especially 
interesting because it focuses fur- 
ther attention on the inadequate 
supply of one of the hardware deal- 
er's most rapid selling items—the 

6-ft. folding rule. 
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refer to the 


You might think that this fellow is slightly 
overdoing the job of identifying himself 
and his business, but there would be no 
question in your mind about who he is 
or what he sells. And, certainly, he is a 
better business man than his competitor 
who keeps his identity a secret. 
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A complete merchandising program for Myers Dealers 


Your Myers Dealer Aid Catalog is brimful of sound, workable 
ideas. It fully describes plans for store arrangement, fixtures 
and displays, outdoor and indoor signs, decals, all forms of 
retail advertising, and several proved merchandising sugges- 
tions. Look through your copy again today and order the 
material you need to follow an aggressive selling program. 
We will get it to you promptly. 





Successful Myers Dealers wisely regard 
adequate identification as one of the most 
important factors in their merchandising 
program. They make the best use of the 
many identification aids available to them. 
Their Myers Dealer Aid Catalog is always 
in a handy place for quick reference. 





E. MYERS & BRO. CO. 


Dept. H-52, Ashland, Ohio 


Water Systems @ Pumps @® Sprayers ®@ wis Naiamithind Tools 
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Clothing Carriers 


Shoe Racks 


Trouser Hangers 
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KVENIENCES 
| will fix’ that closet 


4 Hundreds of thousands of 








| homemakers are tired of fighting bulging 
closets. Surveys prove it, and so does 

d K-Venience national advertising. Each 
month, 5,863* of them write to us for 

| information about K-Veniences. 
K-Veniences are business builders for 
you... K-Venience advertising is 
‘ working for your future profits. 


ha es 


ee 
ee OS 


K-Veniences are unique . . . the only 
complete line of closet fixtures 
scientifically designed to cure closet 
4 troubles quickly, permanently and 
inexpensively. Feature K-Veniences 
consistently, for extra traffic, fast 
turnover and good profits. 


* 








*Based on six months’ average 
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Peoria Market Absorb- 
tion Developing Valuable 
Data for Silex 


ESSONS and warnings of great 
value in guiding sales manage. 
ment and general business adminis. 
tration of The Silex Company, Hart. 
ford, Conn., in the months ahead, are 
being revealed as the unique “Mar- 
ket Absorption Survey,” conducted 
by that company, goes into its sec- 
ond year, J. M. Moore, Silex general 
sales manager, explained recently at 
a meeting of the National Sales Ex- 
ecutives Conference in Los Angeles. 
Mr. Moore disclosed the findings 
to date in this continuing market 
study, and explained trends which 
forecast future sales potentials and 
promotion activities. He also pro- 
posed a far reaching plan for con- 
certed action of member companies, 
calculated to forestall any depres- 
sion and maintain the country’s pres- 
ent level of prosperity. 

The company’s “Market Absorp- 
tion Survey” was launched May 10 
last year in the ten-county market 
area surrounding Peoria, Ill. The 
study has two major objectives: 


Major Objectives 


First—to measure the depth of so- 
called “surge” buying in a sample 
market that is truly representative of 
the country at large. 

Second—to forecast national 
trends as they may relate to Silex 
products— at least six months in ad- 
vance. 

“To find the answers it was neces- 
sary to create a state of normalcy in 
a small test area, during an abnor- 
mal national economy. Then project 
the test area findings on a national 
scale,” Mr. Moore said. 

The Peoria market was chosen as 
the ideal test area because of its 
geographic location and practical 
isolation with respect to other dis- 
tributing centers, its relatively small 
but well diversified industry, its gen- 
eral economic status, and, further, 
because the area did not experience 
over-expanded construction and busi- 
ness activities or abnormal disloca- 
tions of population as a result of 
war-time production. 

Preliminary meetings with dis- 
tributors and dealers secured their 
full co-operation to abide by the 
rules to keep all their Silex sales 
within the test area, to keep com- 
plete records and render reports. 

Aided by chart and statistics, Mr. 
Moore disclosed some very interest- 
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Now you can offer your customers fractional horse- 
power motors with the name they recognize and respect. 

The new Hoover Fractional Horsepower Motors are 
made with the same engineering skill and know-how 
that have made the Hoover Cleaner the world’s best. 


THE HOOVER COMPANY 
Electric Motor Division, North Canton, Ohio 
Hamilton, Ontario, Canada 
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FEATURES OF THE HOOVER MOTOR 


Induction run... single phase... 60 cycles...1725 R.P.M.... 
heavy duty . . . built for continuous operation. 


Capacitor start... more than 300% full load starting torque with 
minimum current flow. 


No vibration or “shift” . . . integral feet, carefully machined to give 
solid mounting and quiet operation. 


Low temperature . . . electrical and mechanical design for low-tem- 
perature operation. Ventilated open type. 40° C. Rise 


Laminated steel rotor... carefully ground and balanced for maxi- 
mum efficiency. 
Centrifugal starting switch. . . designed and built for years of trouble- 


free operation. 


High-grade ball bearings... sealed against dust and grit, give 
smooth performance and long wear. 


Rotation .. . clock or counterclockwise. 
















































| _—™ For Furniture, Hardware 
bee aul i and Department Stores 


Adjustable CURTAIN STRETCHER 


i Smooth surfaced wood for delicate 
curtains, brass pins to eliminate rust. 

Upper and lower braces steadied f- 
with heavy gauge aluminum plates, / 
easel legs fastened to aluminum 
/ strips. Easily assembled. Packed in 
| j individual cartons. Adjustable from 
f 21x24" to 50x 90”. 











] Folding CLOTHES DRYER i 
-— / Well constructed of strong, durable i 
. wood, smoothly sanded, folds neat- f 
ly for storing... When opened 31” i 
wide and 64” high. Collapsed, 31” | 
wide and 5” high. 

i 


30 FEET OF DRYING SPACE 


Jobbers and Dealers 
Attention Manufacturers Agents contact- write 


Teriteries now epen for soles teprerentoven. PIKE MANUFACTURING CO., inc. | 





en eae S ICT RTT See NEE 


BRUNDIDGE s ALABAMA 








LOOKING FOR 


© Quality Merchandise? |= © Reasonable Price? 
@ Shopper Demand? @ Adequate Mark-up? 


YOU'LL FIND THEM ALL IN [faster - Prag, 


Master-Brac, the modern appliance holding bracket, is permanently 
fastened to table or counter top ... holds Master-Brac food chopper, 
ricer or knife sharpener rigidly without clamping... releases them 
instantly when work is finished. 

At less than ten dollars retail for the complete set of three tools and 
bracket, every housewife calls it a good value. For full information 
and discounts schedule, write 









Master Appliance Division 


1803 WILDWOOD AVENUE ° JACKSON, MICHIGAN 
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ing highlights and sidelights which 
the “Market Absorption Survey” has 
yielded to date. For example—it 
took eight months of keeping the 
pipe lines filled, and dealers’ stocks 
adequate to satisfy the extraordinary 
consumer demand, before the period 
of surge buying showed any definite 
signs of let-up. During this period 
of eight months, sales of the com- 
pany’s preducts maintained an aver- 
age volume of 960 per cent above the 
1940 average. During the next four 
months, January through April 1947, 
consumer sales dropped to a level of 
274 per cent over the 1940 average. 

Allowances have been made, and 
all figures heavily weighted, to off- 
set any factors not present in a 100 
per cent normal market such as lack 
of full competition for the con- 
sumers’ dollars in all lines of mer- 
chandise, cross distribution and sales 
outside the test area. 

Mr. Moore stated that he be 
lieved the sales volume of Silex 
products in the Peoria market is now 
about normal for this day and age 
of higher incomes, and the Peoria 
findings will shortly be projected on 
a national basis to determine poten- 
tial sales for the whole country. 


Outlines Plan 


He proposed that a central com- 
mittee of leading members be set up 
to formulate ways and means for 
concerted action by member com- 
panies to dispel the gloomy fear of 
depression and maintain our present 
prosperity, by right thought and ac- 
tion under the slogan—“Accentuate 
the Positive.” 

“This committee,” Mr. Moore said, 
“would draw up and disseminate 
plans to all members for utilization 
of all available media to spread 
facts and information that would 
contribute to better business—in- 
cluding publicity by press and radio, 
paid advertisements, public address- 
es, conversation of salesmen in 
their daily contacts with distributors, 
dealers and friends, letters to the 
trade, publication of brochures and 
leaflets for wide distribution to con- 
sumers through trade and other 
channels, posters, signs, movies and 
many other similar activities.” 

Mr. Moore continued, “Call these 
activities propaganda, if you will, or 
publicity, or public relations—no 
one here present will deny the pow- 


| er of the spoken word and the writ- 


ten word when repeated often 
enough by many persons of in- 
fluence. The results of our combined 
efforts would be of fabulous benefit 


| to the economy of the country.” 
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NO EASIER 


No gadgets to get out of order. 


Gauge automatically maintains proper cooking 
temperature. 


No need to ignore other cooking chores when 
PRONTO is working. 


Easy to lock cover. 


All parts can be put in dish water. 
PRONTO cooks with saucepan simplicity. 





NO SAFER | 


Laboratory tested for 15 months. 
Complete with ALL safety standards. 


NO BETTER 


Made of CAST IRON .... for generations 
acknowledged to be the best in cook-ware. 

No fear of WARPING — SCALING — FOOD 
DISCOLORATION. 


Rugged—need not be handled like a precious 
jewel... THE JEWEL THAT IT IS! 




















$595 


Slightly higher 
west of the Rockies 














RETAIL 
LIST 


“Pronto” is available 
thru Hardware 
Distributors 
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PRONT 


PRESSURE COOKER 


By the makers of ‘LEBANON LINE” Cast Iron Ware 
NORTH LEBANON FOUNDRY 


200 5th AVENUE 


SEPTEMBER 11, 1947 





NEW YORK 10, N. Y. 
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Hardware Man Finds His Lot 


A Happier One 


Henry C. Hurlburt of Salem, Ohio, has fewer worries 
since he has left the feed and grain business. A 
graduate agriculturist, he is consulted by farmers 
and as a dog fancier makes pet supplies profitable 


4 | 

SLEEP better now 
that I'm in hardware and am out 
of the feed and grain business,” 
says Henry C. Hurlburt, proprietor 
of the Arrow Hardware Store, at 
Salem, Ohio. 

“It amuses me when I hear any 
hardware dealers ‘griping’ about 
their troubles. Of course there are 
plenty in any trade but I don’t 
have nearly as many headaches as 
I had before I got out of the feed 
and grain business. 

“In the hardware business you 
have a better idea of just where 
you stand, You don’t have every- 
one on your books and have the 
worry of whether or not you’re go- 
ing to be paid at the end of the 
season, depending on whether 
crops were good or bad. In hard- 
ware there aren’t the big price 
fluctuations you have to contend 
with in the grain business and 
you don’t have to worry about 
shrinkage and spoilage. 


Better-Organized 


“Furthermore,” says Mr. Hurl- 
burt, “the whole trade is better or- 
ganized than the feed and grain 
business. The hardware publica- 
tions are doing a wonderful ser- 
vice for dealers, especially on such 
matters as the unfair competition 
of tax-free co-operatives. 

“If any group of business men 
has a legitimate reason for making 
a loud protest against tax-free 
co-ops it is the feed and grain 
dealers but they haven’t had or- 
ganization and the help of trade 
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Dog goods are in 
this section. The 
ice cream cabi- 
net, now convert- 
ed to hardware 
uses, generally 
contains 500 Ibs. 
of frozen horse 
meat sold as cat 
and dog food. 


publications to lead the fight for 
them. 

“I’ve always been fascinated by 
hardware, but it wasn’t until one 
morning in 1943, when I saw my 
entire feed and farm machinery 
business go up in flames, that I de- 
cided to change my line of en- 
deavor,” explains Mr. Hurlburt. 

It was just a year ago that the 
Arrow Hardware Store was set up 
at its present location on the west- 
ern edge of Salem. The fact that 
it’s more than half-a-mile from the 
shopping center of town has 





proved to be an advantage rather 
than a disadvantage, for the loca- 
tion provides ample parking facili- 
ties that are not available in town. 
This is especially good because the 
store’s trade is primarily with 
farmers and their families, most of 
whom have to do their shopping 
in a hurry or on Saturdays when 
the town is crowded with shop- 
pers. 
Good Location 

The location is especially good 
because the store is located on 
Route 14. halfway between Cleve- 
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¢ Designed for easy installation by any layman. 


e Maximum gloss door protection. 


¢ Sturdily constructed — modern design. 
¢ Popularly priced. 
¢ Packaged attractively for easy sale and handling. 


Durable 


#117 (set) #119 (each) 

Two bars—pull handle One bar 
Polished Brass | LIST PRICE 34.44 13.88 
Dull Brass j 
Polished Aluminum | ist pRICE 30.00 11.66 
Dull Aluminum j 
Polished Chrome LIST PRICE 40.00 16.66 
Dull Chrome 
Alumilite LIST PRICE 34.44 13.88 





You can offer immediate delivery for any sze door— from stock 








1 inch O.D. square tubing. 


Forged brass and aluminum 


fittings 


Projection — 2'/2” 


Clearance — 1%” 


Bars spoced 7” apart on #1 17 


bors. 


Packed with matching thru 
bolts. 


Unless size of doors are 
specified, we will furnish for 


36” maximum door size. 


There is a slight extra charge 
if you request the word 
“push” or “pull” on the 


connecting handle. 








A Quality Maker 


“FROM FOUNDRY TO FINISHED PRODUCT” 


S, Parker Hardware fg. Corp. 


SEPTEMBER 11, 1947 





27 LUDLOW ST., NEW YORK 2, N. Y. 
Phone: CAnal 6-1680 





land and Pittsburgh, and on Route 
62, between Youngstown and Can- 
ton. On ‘one Sunday afternoon 
2300 autos passed the store. On 
Monday phone calls 
“are frequently received from dis- 
tant points in Ohio and western 
Pennsylvania, from motorists who 
noted desired merchandise in the 
store’s windows when they passed 
while on Sunday drives. 


mornings 


Advises Farmers 


Mr. Hurlburt, much better 
known to his trade as “Hank,” is 
rated as an expert on matters agri- 
cultural by the farmers for miles 
around Salem, for he graduated 
from the University of Minnesota 
with a degree in agriculture. He 
made special studies in animal hus- 
bandry and poultry raising. 

He spends much of his business 
day advising farmers on the kind 
of feed for their fowls, or on the 
proper use of their brooders or 
other kinds of farm equipment. 

Farmers often bring a_ sick 
chicken into the store and ask 
“Hank” Hurlburt to perform an 
autopsy on it. This intimate 
knowledge of farmers’ problems is 
a great asset to the business. While 
he makes no charge for his expert 
advice, Mr. Hurlburt feels that he 
is well repaid by word-of-mouth 
advertising. 











In the spring a visitor to the 
hardware store hears the “cheep, 
of hundreds of chicks in 
battery brooders, which stand at 
the rear of the store. Both the 
brooders and the chicks are for 
sale. 


cheep ’ 


Profits in Dogs 


Mr. Hurlburt’s hobby is dogs 
and he had made this a profitable 
line of his business. The Arrow 
Hardware Store boasts a complete 
animal goods department, an un- 
usual feature of which is a con- 
verted ice cream cabinet which 
generally contains about 500 lbs. 
of frozen horsemeat, sold as dog 
and cat food. Mr. Hurlburt says 
that he knows for sure that not all 
of the horse meat was consumed 
by pets during the time of the 
meat shortage. 

Mr. Hurlburt breeds and shows 
cocker spaniels and helped or- 
ganize the local kennel club, which 
has fostered a greater interest in 
dogs among residents of Salem. 
Naturally many of his fellow club 
members come to Mr. Hurlburt’s 
hardware store for their dog 
remedies, vitamins and harness. 

The firm’s advertising occasion- 
ally features the pet goods, and ex- 
plains that registration blanks and 
pedigree forms are available at the 
store. 





A couple of series, of 10 classes 
each, have been conducted in 
obedience training for dogs, by 
Mr. Hurlburt. About 40 dogs and 
their masters and mistresses have 
participated in each course. 

In the eastern part of Ohio, 
around Salem, there are numerous 
hunters and raisers of beagle hunt- 
ing dogs who are counted among 
the store’s customers. 

Mr. Hurlburt says that a fine 
feature of the pet trade is the re- 
peat business it brings to the store. 
Many customers come into the 
store at least once a week to get a 
supply of horsemeat. Naturally, 
many additional sales results from 
these frequent visits. 


Farm Supplies Featured 


In addition to standard hard- 
ware lines, the store stocks house- 
wares, farm supplies and appli- 
ances, milking equipment and 
coolers, hay hoists, hay driers, 
electric fence controls, home freez- 
ers, water systems, field and gar- 
den seed, chicks and brooders. 

Much of the farm equipment 
and supplies business is conducted 
by Herbert Weingard, who joined 
the store staff as an outside sales- 
man less than a year ago. Like 
his employer, he is an affable fel- 
low with a helpful attitude towards 

(Continued on page 274) 
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Fluorescent lighting and wide aisles make shopping easy for customers. 
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This new appliance department is entered from the older part of the store. 


Appliance Division 
Annex Jumps 


Store's Sales 


57 Per Cent 


Vacuum cleaner and radio sales and service 
set-ups are features of the store addition 


recently made by the Schwickert Hardware Co. 


SEPTEMBER l11, 1947 





= over an ad- 


jacent store building for a sepa- 
rate home and farm appliance di- 
vision, with a center, connecting 
archway, has helped the Schwick- 
ert Hardware Co., Mankato. Minn. 
(pop. 15,654), register a 57 per 
cent increase in business this year 
over last. 


Ample Space 


The new store, measuring 25 by 
70 ft., gives the firm. plenty of 
up-front space for appliances, and 
also enables Mr. Schwickert to 
show more appliances than ever 
before. Store traffic is now much 
heavier than a year ago, Mr. 
Schwickert reports, as a large stock 
of appliances. well displayed and 
lighted, attracts more prospects. 

The firm has always done an ex- 
cellent volume of business on ap- 
pliances, both locally and in rural 
areas. Its service department, in- 
cluding plumbing and _ heating, 
numbers about 15 men on the aver- 
age, which means that numerous 
homes and appliances are serviced. 
This has proved to be a powerful 
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ON-RUS RUST 
SANIT-KIT 


NON-RUST ALUMINUM 


LUNCH KITS 


% HEAVY GAUGE SOLID ALUMINUM 
% SEAMLESS CONSTRUCTION 
% SANITARY— ROUNDED CORNERS 
te PIE TRAY Available for Extra Capacity 


BAT WING 


CARPET BEATER 









Patent coil spring 


throat for unusual 
beating action! 
Perfect balance... 


lasts longer. 
For the millions who 


the old 


fashion way. 


WASTE 
BASKETS 


“The Full Line” 


still prefer 


Plain colors. 

Decal decorated. 
Original hand point- 
ings in oils by Vargol. 
A Wide assortment 
of background colors. 


Mfg. of Wheel Goods and Metal Specialties, 
sold 
jobbers from coast to coast. 


through leading hardware 





METAL FABRICATING CO. 


WILKES-BARRE, PA. 
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Service departments instill 


public confidence 






in the store 


selling radios, vacuum cleaners and other types of appliances. 


factor in securing one, two, five 
and more appliance sales from the 
same customers over a period of 
years, according to Mr. Schwick- 
ert. 

In the new appliance division, 
there are two interesting features. 
Out in public view, the firm has a 
vacuum cleaner sales counter, with 
a repair shop in a back room. A 
radio repair department is also 
out in public view. People who 


1 Here is the vacuum cleaner sales counter. 


come into this store to view appli- 
ances stop and watch the radio re. 
This helps to 
promote repair work and also aids 
sales, for people like to buy radios 
at stores which will also service 
them. 

This firm has had a radio re. 
pair department for a number of 
years. It also sells used radio sets. 
many of which are taken in on 
trade and reconditioned. During 


pairman at work. 





Below is the 


well-equipped repair bench located directly behind it. 
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**“Glory Be! 
Even Blizzards don’t bother : Li 


my new QUAKER OIL HEATER” 




































the store That’s right, Grandma. QuaKER heaters equipped with QUAKERTROL are 

appliances. immune to the weather. Despite updrafts, down-drafts or no draft at all, 
QUAKERTROL-equipped heaters deliver every BTU of their rated capacities. 
ore to view appli Here’s a whale of a story Mr. Quaker Dealer, and it’s a story only YOU can tell. 
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g U A KERTRO L DEFIES THE WEATHER 


MAKES ANY CHIMNEY A PERFECT CHIMNEY 
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Sales-clinching QUAKERTROL automatically synchronizes 





the flow of air and oil . . . provides the proper 

draft for perfect combustion at every flame setting. 
It’s guaranteed to save 25% in fuel costs over 

any natural draft heater. Soon, there will be volume 


The QUAKERTROL Unit production of these finer heaters. In the meantime, 


Patented and Monufactured 
exclusively by QUAKER. 


’ QuakER “Challengers” are rolling off the lines on their 


way to you for a bigger and better 1947. 





20 MILLION PROSPECTS! 
HOW TO GET YOUR SHARE... 


QuakER helps you crack the market . . . the market 
with the least saturation of any major appliance in 
America. Over 58% of all homes are now stove 
heated ... over 50% of new homes will be. That’s a 
market worth shooting at and when you promote 
QuaKER Oil heaters, you’re on the inside track to 
capturing it. 


QUAKER MANUFACTURING COMPANY, 223 W. Erie St., Chicago 10, Illinois 
“Advertised Everywhere—Demanded Everywhere” 


is the 
ind it. 
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the war years, it did considerable 
business in reconditioning used ap- 
pliances of all kinds, and built a 
large list of prospects for new ap- 
pliances, many of whom are ac- 
tually buying at this time. 


Vacuum Repair Shop 


The vacuum cleaner repair shop 
in this store handles all sales and 
service on one line which has 
more than 1200 cleaners in ser- 
vice in the area, which means 
much traffic for the store as the 
owners come in time and again 
for information and service. 

In addition to household appli- 
ances, the Schwickert firm also 
handles milking machines, cream 
separators, farm freezers and the 


like. To date the store has had 
plenty of leads for such appli- 
ances where sales could be made 
in the store, but Mr. Schwickert 
is planning to put on one or two 
outside salesmen by fall to more 
thoroughly cover the territory. 

The washing machine, refrig- 
erator and general repair shop is 
located on the second floor of the 
store where space and facilities are 
ample to handle any rush of re- 
pair jobs. 


Plumbing and Tin Shop 


In a building across the alley, 
the store also has a plumbing and 
tin shop where a variety of jobs 
are performed. Furnaces are sold 
and serviced as well as oil burn- 





ers. Natural gas is sold in this 
part of Minnesota and the firm 
sells and makes installations of 
various units. A large panel dis- 
play of photos of more than 50 
such installations is kept in the 
shop to show inquiring prospects. 


Contact Homeowners 


Mr. Schwickert feels that in sell- 
ing appliances today the hardware 
dealer needs to contact the home 
owner in one way or another and 
give him good service. Handling 
of quality lines of appliances and 
servicing them properly, he feels, 
will lead to repeat business and 
recommendations to other pros- 


pects. 


Illumination Helps Business 
In Gifts Jump 50 Per Cent 


HEN the Kruckman & Glaser 

Hardware Co., Burlington, 
Wis., redecorated its gift section a 
few years ago, it put emphasis on 
having plenty of light throughout. 
This fact is said to have increased 
business more than 50 per cent. 

This section has light backgrounds 
throughout and gvod overhead light- 
ing. The result is a department with 
hardly a dark spot in it, one that in- 
stantly attracts the attention of all 
women who enter the store. 

The department is distinctive in 
that there are no unbroken rows of 
shelving. Instead, it is broken up 
into sections with recessed displays 


that attract more attention and have 
added individuality. This encourages 
the browsing customer to linger 
longer, say store officials. The main 
gift section is located on the leit 
side as the customer enters the store. 
There is also a small show spot for 
gifts on the other side. 

The corners of the fixture facing 
the windows at the right are round- 
ed, the wall background is cream- 
colored and is equipped with glass 
shelving. Passers-by can see these 
gifts easily for there are no window 
backgrounds. This close-to-a-display 
window section pulls traffic into the 


‘i 


Light background and excellent illumination make the merchandise 
stand out. This department is at the left as one enters the store. 
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store, says R. W. Glaser, secretary- 
treasurer. 

This special area has a small plat- 
form, 4 in. above floor level, on whicl: 
vases, pottery and figurines are 
shown. This makes it possible to 
utilize the entire display area from 
floor level up. It attracts the cus- 
tomers going into the store as well as 
those who leave. 

Because town and rural people 
know that Kruckman & Glaser have 
such an attractive gift department, 
they come there often, and patrons 
come to it from considerable dis- 
tances. The store has two entrances 
on two streets and this does much 
to facilitate the flow of traffic. 


Half of This Firm's 
Advertising Is in 
The Institutional Manner 
(Continued from page 185) 


on the theory that we can sell just 
as though there were no syndicate 
stores within 1000 miles of here. 
Nine times out of 10 a customer 
who raises a question, as to price, 
will return to our store to buy our 
merchandise. It all comes back 
to the fact that we have a well 
trained sales organization in our 
store.” 

In the winter months Sarasota’s 
population swells from 12,000 to 
about 25,000, and the store’s ad- 
vertising appeals to year "round 
residents as well as winter visitors. 
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The SINGLE-STROKE JUICER with 


eather touch /iction 





wile ve ig thawte: tiookee Weta 


Note, too, its many advanced features shown at right—a diomdoinc- me 


tion of advantages women instantly appreciate. 


Modern streamline design, plus smooth surfaces, make the Cham. 


pion a real beauty and surprisingly easy to keep clean. Painstakingly 
finished in white enamel and chrome, it is a handsome addition to 


any kitchen. 
Leading department stores and progressive dealers everywhere 


are stocking the Champion. Get your share of this new and profit- 
able business without delay. Order now. Write us for particulars. 


DIECASTERS, INC. @ RIDGEFIELD, NN. J. 
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PATENTS PENDING 


EXTENSION LEVER 


slides in and out of the handle. Gives 
greater leverage and vastly reduces the 
amount of hand pressure needed for ex- 
traction. 


UPPER PRESSURE CUP easily remov- 
able for washing. A quick twist 
does it! 


LOWER CUP & STRAINER 

lift out easily. Elimina- ¢ 

tion of holes from the 

upper part of the 

strainer prevents accu- 

mulation of pulp; makes cleaning easier. 


EXTENSION BASE 
- prevents juicer from 
tipping when in use. 
Can be brought iato 
position with a flick 
of the finger. ’ 


SAFETY LOCK Seen. 
When the headpiece is Fes ~ 


at itshighestelevation, = 
lever locks. Headpiece 
can’t drop acciden- 
tally; lever can't fly 
back and strike user. 











This bright interior invites closer inspection of the merchandise shown 
inside. Wide windows converge towards the doorway and attract passersby. 


A Better Store Arises 





This is how the store appeared in 1942 following modernization. Compare 
the center display fixtures of the new store with this previous layout. 








ies a remark- 


able come-back following a dis- 
astrous fire that forced its retail 
store out of business for nine 
months, the York Paint & Hard- 
ware Co., a 105-year-old business 
of York, Pa., is back in the retail 
trade again and breaking all of its 
former sales records. 

The new store is not only more 
attractive but it is considerably 
larger and more efficient than the 
former one. 

“I’m convinced that people want 
to do their shopping in nice mod- 
ern stores,” says William C. 
Stitzel, secretary and general man- 
ager of the retail and wholesale 
concern. 

Mr. Stizel has convincing proof 
that the people of this industrial 
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Tool sales have soared since the company expanded this line. Concealed 
incandescent lighting highlights the tools and augments fluorescents. 


From Ashes of Old One 


The York Paint & Hardware Co., 105-year-old 
Pennsylvania business is doing much better 
in modern store than before fire in 1945 


city of about 60,000 population, 
located in one of the richest agri- 
cultural regions of the country, do 
like a modern store. Cash sales 
made in June were 30 per cent 
higher than they were in the same 
month of 1946, and were 100 per 
cent higher than in June, 1945. A 
still bigger increase in business 
was shown for the first half of 
July. 

This increase in sales volume is 
noteworthy, inasmuch that the 
store was completely out of busi- 
ness for a period of nine months, 
from August, 1945, until May. 
1946, as a result of a fire. It took 
that long to complete the renova- 
tion of the store because of the 
shortage in building material and 
labor. 

It would seem that being out of 
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business for so long a_ period 
would cause a firm to lose many 
of its customers, but Mr. Stitzel 
states that the firm has retained 
almost all its old accounts and 
gained new ones as well, as a re- 
sult of the opening of the hand- 
some new establishment at 203 W. 
Market St. 


Modernized Before Fire 


The store which was destroyed 
by fire on Aug. 23, 1945, had been 
modernized just three years before 
and had the latest in store fixtures 
and fluorescent lighting. 


The existing store was ex- 
tended 15 ft. in order to accom- 
modate an entirely new wallpaper 
department, and the basement was 
fitted up for the sale of household 
items and sports equipment. Of- 
fices were moved to the second 
floor and expanded. 

Mr. Stitzel estimates that the 
new wallpaper department is al- 
ready bringing in about 10 per 
cent of the store’s total volume of 
business and he believes it will 
grow in importance as more 
people learn about it. 

“We should have carried the 


line a long time ago,” says Mr. 
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Stitzel. “After all, about half of 
our business is in paints, and we 
do much business with painting 
contractors and paperhangers, so 
we should have had wallpaper to 
sell to them.” 

The York Paint & Hardware Co. 
is the only hardware store in the 
south central Pennsylvania city 
carrying wallpaper. 

Mr. Stitzel wanted someone with 
pecialized knowledge in wall- 
paper selling to manage the new 
department, so he engaged Miss 
Rebecca Evans, whose father had 
formerly been in the wallpaper 
business. Miss Evans has proven 
sales ability and in addition to 
handling the wallpaper sales she 
assists in operating the basement 
housewares department. 

As a result of the expansion of 
its tool department the store has 
experienced an increase in tool 
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sales of more than 200 per 
cent. 

Mr. Stitzel believes strongly in 
the use of advertising—newspaper 
for direct results and radio for 
building store prestige. 

“Radio advertising is great for 
making and keeping the public 
conscious of your store’s existence, 
but if a hardware dealer expects 
to sell merchandise directly by 
radio he just can’t do it,” Mr. 
Stitzel states. 


The First Account 


The York firm was the first ac- 
count of Station WSBA, York. 
when it began broadcasting in 
September, 1942, and the concern 
has continued uninterruptedly ever 
since the same 5-minute news 
broadcast, at 8:55 a.m. Mr. Stit- 
zel is convinced that this regular 
morning feature, which goes on 
the air just before a_ popular 
breakfast broadcast, is constantly 





Paints account for half the firm's sales vol- 
ume, so this department is given major 
treatment. The oval shows how the paint- 
ers’ and paperhangers’ 
rollers, knives, etc., are displayed openiy. 
Note the handy racks for sandpaper. 





brushes, scrapers, 


building prestige for this store. 

The commercials of this broad- 
cast, because it is jointly spon- 
sored by a paint manufacturer, 
are devoted entirely to the promo- 
tion of paints. 

The store frequently sponsors a 
15-minute broadcast, three times a 
week, on a three-month basis, and 
in the spring uses five to 10 spot 
announcements daily on paints, 
cleaning materials or other spring- 
time needs. 

Mr. Stitzel is a firm believer in 
the value of store meetings, which 
are held one evening a month. 
These meetings are attended by 
the eight clerks in the store as well 
as by all of the personnel of the 
wholesale branch of the business. 

Although Mr. Stitzel attends the 
meetings he tries to keep in the 
background. The meetings are 
conducted by John Wallace, an 
ex-school teacher who used to 
spend his summer vacations as a 
salesman in the store. He was 
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THESE UTILITY BOXES 





















@ Above is shown one of a line of 


10 popular, attractive, plastic boxes. 


Dealers sell them for a wide variety 
of uses—as a fishing tackle box for 
flys, spoons, plugs, etc.—on the 
work bench to hold screws, nuts, 
brads, staples—in the home for but- 
tons, hooks and eyes, spools of 


thread, costume jewelry, etc. 


Transparent, showing contents—all 
plastic, even the hinges. Impervious 
to water, alcohol, acids, and alka- 


lies. Light and hard—beautifully 







































polished. 

Model Size Compartment Arrangement 
200 | B%x4%uxI% | 18 FAA 
201 Bux 4x 1% 12 FA THA 
202 BA x4"enlh 7 HIT 
206 | 84x 4x 1% 1 i. 
210 | 7 x3Ax 1% 9 HHA 
212 7 x3%xl% 5 =i= 
216 | 7 x3Ax1% 1 i 
220 | 4%2x2%x1 6 FA 
221 4¥%2x2%x 1 4 tot 
226 | 4%2x2%x 1 1 ae 
























' 
The VLCHEK TOOL Co. 


ASK FOR FOLDER A-2 
ON THIS POPULAR ITEM. 


PLASTICS DIVISION 


3001 EAST 87th STREET 


CLEVELAND 4, OHIO 














errs 





Paperhangers are shown new patterns by Miss Rebecca Evans, manager of 
this new phase of the business which does 10 per cent of total volume. 


convinced by Mr. Stitzel that man- 
aging a store can be more profit- 
able than teaching so he joined 
the firm on a full-time basis a few 
years ago. 

Mr. Stitzel said that he once ob- 
served Mr. Wallace serve a cus- 
tomer who came into the store for 
only a 14-in. electric drill. Soon 
he sold the man a 1-in. drill as 
well and then interested him in 
an electric power saw. and by the 
time the customer left the store he 
had purchased about $200 worth 
of merchandise. It is this kind 
of selling that Mr. Wallace is try- 
ing to impart to the sales person- 


DIR SIES 


‘| Edad Bpapigar 
PUF32.0 


PEPRIRY 





nel, which includes three young 
men who are getting GI on-the-job 
training. 


Stimulates Staff 


The interest of the salespeople, 
a couple of whom have been with 
the store for about 30 years, has 
been stimulated by a continuing. 
monthly 
awards. 
month by the person making the 
best sales record and the other by 
the salesman who makes the few- 
est errors. 

Dinners are held twice a year 


contest for two $5 
One of these is won each 


Miss Evans selects a paper from these racks which accommodate more 
than 300 rolls. A similar fixture to her left divides this section from the 


front of the store. 


Chairs and tables are here for patrons. 
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eee Provides 
an Unconditional 
Endorsement of 
PRISCILLA WARE 
QUALITY! 


The PRISCILLA WARE Guarantee Label is a 
merchandising program in itself. It carries a sales 
story so convincing that it has no “‘come backs’. 
lt speaks for you as a highly reputable dealer 
who supplies his customers with only the best mer- 
chandise. It speaks for the quality of PRISCILLA 
WARE unconditionally . . . the line that speaks 
for itself in terms of complete service satisfaction 


to the customer. 


\EYSE ALUMINUM COMPANY, KEWAUNEE, WISCONSIN 













































Senailionally Hew! 
(Mug 9.07 SWITCH 


FOR CONTROLLED POULTRY - HOUSE LIGHTING 


Systilln” 
793 


TAKES ONLY 
TEN MINUTES 


* “Plug-in” switch cord to 
electric outlet as you 
would a table lamp. 





* “Plug-in” cord from Bright 
Light circuit to side of 
switch marked “bright” 





*% “Plug-in” cord from 


Dim Light circuit to side ve 
of switch marked “dim.” * $14 95 : 
That’s all! -— Retail 





SPEEDS YOUR SALES 


INCREASES YOUR CUSTOMERS EGG PROFITS 


All sales resistance caused by tedious, costly e PORTABLE... can be used 


installation is eliminated by this sensation- near any electrical outlet. 

ally New Paragon Plug -in” Poultry Time « EASY-TO-INSTALL . . “plug-in” 
Switch. It reliably controls Poultry house light- to 115V'60 gycle AC receptacle. 
ing, morning and evening ... . stimula- “ 1 ; 
ting laying activity .... increasing egg e ACCURATE .. powered with 


production in Fall and Winter when prices genuine Telechron clock motor. 


























are highest. Your poultry raising custo- e SALES AIDS.. help dealers SELL 
mers want and need this easier-to-install “plug-in” Time Switches. | 


lighting control NOW. 
PARAGON ELECTRIC COMPANY | 


a * * TWO RIVERS © WISCONSIN 


ESTABLISHED 1905 


BIG MARKET + NATIONALLY ADVERTISED 


eeee Ask Your Jobber eeee 


J Mg rin FOR PROFITS WITH 


Paragon 





to promote good fellowship among 
the entire personnel of the firm. 
Each summer the business js 
closed down completely for a 
whole day, when all the employes, 
their families and friends go on a 
picnic. 

Mr. Stitzel, who personally 


| supervises the wholesale operation, 


conducts a sales meeting for the 
people of that branch, at the start 
of business every Saturday morn- 


ing. 


Outside Salesmen 


Five outside wholesale salesmen 
travel over 16 counties in Central 
Pennsylvania. 

Two of these salesmen concen- 
trate their efforts on a line of hard 
surface flooring, for which the 
firm has the agency franchise. 
One man sells paints to dealers, 
industrial firms and painting con- 
tractors. Another sells furniture 
hardware to furniture factories, of 
which there are nearly 30 in the 
central Pennsylvania region. The 
other outside salesman calls upon 
architects and building contractors 
and wallpaper accounts. 


Builders’ Hardware Room 


The firm plans to open a build- 
ers’ hardware sample room in the 
near future. 

Mr. Stitzel, who spent eight 
years on the road, after joining 
the firm in 1930, goes out with 
each salesman over his entire ter- 
ritory at least twice a year, in 
order to keep in close touch with 
the problems of both the firm’s 


accounts and its salesmen. 


54 Years in Business 


The president and treasurer of 


| the firm, Curtis S. Stitzel, father 


of the secretary and general man- 
ager, is still actively engaged in 
the business after 54 years. H. 
Luke Owen is vice president. 
The elder Mr. Stitzel went to 


work with the business in 1893. 


| when he was aged 23, for the 


munificent sum of $1.50 per week 
plus board and the name of the 
business was changed to Hauntz 
and Stitzel, even though Mr. Stit- 
ze] had no financial interest in the 
business. 
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‘Amerock:Push Button” Cabinet Catches 


operate smoothly even when doors 
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Extra long parallel throw of 
bolt covers strike, holds se- 
curely even when door is 
severely shrunk. 





NO ADJUSTMENT NECESSARY 


Because the *patented winged latch 
bolt moves parallel with the door, 
ordinary swelling or shrinkage will 
not affect the smooth, positive oper- 


Parallel bolt moves com- ation of Amerock cabinet catches. 


pletely into housing without 
binding—clears strike easily, 
even when door is swollen. 


And because bolt slides parallel with 
the door and moves completely into 
the housing, Amerock cabinet 
catches do not bind when cabinet 


doors swell: 


OPENS EASILY CLOSES EASILY 
When door closes, strike hits pivot- 
ing wing which in turn pushes bolt 
parallel into housing. All dragging 
friction is eliminated. 


*Patent No. 2233278 


rend thats wot all/ CHECK THESE OTHER FEATURES 


NOTCHED PLUNGERS — make catch easily adaptable 


EASY TO APPLY — each catch individually wrapped 
to various wood thicknesses up to 11%”. 


and packed in envelope complete with easy-to-follow 
instructions, template, necessary screws, etc. 


REVERSIBLE—for right or left hand doors, or for 
undershelf application. 


AMERICAN CABINET HARDWARE CORP. 


ROCKFORD, ILLINOIS 


1947 


TWO STRIKES — with elongated screw holes for easy 
final adjustment, for flush or overlapping doors. 





Copr. 1947 
GENUINE 


Aimeroc 


HARDWARE 
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THE NEW NAME IN 


~. PADLOCKS 


» 
No. 499 
(Actual Size) 


DIE CAST CASE 


1-3/16” x 1-1/16” 
Streamlined Case, 
Bright Aluminum 
#@ Finish, Nickel-Plated 
Shackle, Six Key 


MONARCH 








Changes, Two Flat 
Keys with each Lock. 
Approx. 18 Ibs. per 
ross. 
The New 

: ECONOMY LINE 

4 Of Quality 
PADLOCKS 





bla coat. nies: 5 


MONARC! 


Nos. 420 and 430 


(Half Actual Size) 
STEEL CASE 


2”x 2” Flat Case, Nickel- 
Plated Shackle, Two Flat 


fy ~* 
Keys with each Lock. 


= 2 | 
Approx. 25 ibs. per 


i. ode { 33 
$420 — Bright BI ; 
74 — Bright ack / 

Lacquer Finish. QHAr 
#430 — Satin Aluminum | ek 
3 
a 


PADLOCKS WITH 
A PEDIGREE 


fo 2 





Finish. 
More LOW-PRICED 
Numbers Coming Soon! 
Available to 
JOBBERS and EXPORTERS ey 


PROMPT DELIVERY « CONTINUOUS SUPPLY 
SAMPLES, CIRCULARS AVAILABLE ON REQUEST 


EXCELLO PRODUCTS CO., Inc. 
2 Stone Street . New York 4, N.Y. 














SHEL BY —vePENGABLE HARDWARE 
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+t Vand Doublevv... 

+> 

~ Shelby Air Checks do a double 

+ duty job of checking doors... 

+ ; ; 

¢ check their closing . . . close 

¢ them surely and smoothly. 

3 Two sizes. . . for screen doors 
3... for combination and storm 

~ doors. Easily installed and 

3 regulated. 

+ 

¢ Every storm door needs one. 

+ Show Shelby Air Checks and 
you'll sell them. They're Shelby’s 

$ Hardware of the Month profit 

. makers. Contact your Jobber 

¢ NOW. t 
= + 
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West Coast Co-ops Face 


Monopoly Charges 


Following labeling of Greenbelt Co-op as a mo- 
nopoly, Ploeser's committee to take that tack in 
turning Congressional spotlight on other co-ops. 


(Washington Bureau 
of HARDWARE AGE) 
ONGRESSIONAL attack on West 
Coast cooperatives will be di- 
rected mainly against monopoly fea- 
tures of co-ops, with tax-exempt and 
other special privilege features as 
side assaults. 

Monopoly strategy, developed last 
month in the House Small Business 
Committees’ investigation of Green- 
belt (Md.) Consumer Services, Inc., 
turned out to be the Government’s 
best weapon in the opening phase 
of the two-month probe. 

And while the tax-exempt features 
of consumer and farmer cooperatives 
will by no means be overlooked by 
Rep. Ploeser, R., Mo., and his sub- 
committee on government competi- 
tion in business, the committee will 
pursue mainly the over-all evil of 
monopolistic conditions enjoyed by 
co-ops. 

Capitol Hill hearings on the 
Greenbelt co-op ended with adoption 
of a resolution declaring the exist- 
ence of a consumer monopoly in the 
low-cost housing project and calling 
upon the Public Housing Admini- 
stration to cancel the 10-year ex- 
clusive lease held by the co-op. 

Despite the fact that a poll of 
Greenbelt’s 7100 citizens showed 
them to be overwhelmingly in favor 
of the admission of private enter- 
prise to the community, the Public 
Housing Administration. headed by 
Dillon S. Myer. recently extended 
the co-op’s franchise for another 10 
years. 


In Existence Since 1937 


Townspeople point out that the 
Greenbelt co-op has now been in 
existence since 1937, that its 12 
shops offer inadequate service for 
the community’s growing population, 
that co-op dividends have been in- 
significantly small, that the co-op 
stores, despite tax immunity and 
other sheltering provisions, have yet 
to meet the lower prices of private 
merchants in nearby communities. 

They are fed up, they told Con- 
gressman Ploeser. To prove their 
point. they cited a resolution adopt- 
ed 4-1 by the town council last year: 
“Therefore. be it resolved by the 


Council of the Town of Greenbelt, 
Maryland, that as the official body 
of this town we believe that the best 
interests of the town and of all the 
residents would be better served by 
the introduction of private enter- 
prise in the town to furnish addi- 
tional stores and also compete with 
the present cooperative monopoly, 
and, 

“Be it further resolved that the 
proper authorities of the Public 
Housing Administration be advised 
of this action and be requested to 
make possible the leasing of ground 
outside the present business center 
for the erection and operation of ad- 
ditional stores by private enter- 
prise.” 


Franchise Renewed 


PHA, ignoring this mandate from 
the Greenbelt council, renewed the 
exclusive franchise of the coopera- 
tive monopoly. Why they did this is 
what Mr. Ploeser and members of 
the subcommittee (Rep. Riehlman, 
R., N. Y., and Rep. Patman, D., 
Tex.) find interesting. 

Rep. Patman, former committee 
chairman, voted against adoption of 
the subcommittee resolution declar- 
ing the Greenbelt co-op to be a mo- 
nopoly. His view is that PHA was 
entirely justified in renewing the 
co-op’s exclusive lease. 

Neither Mr. Patman nor Dillon S. 
Myer, PHA head, agree with Mr. 
Ploeser that the co-op is a monopoly. 
When questioned repeatedly by Mr. 
Ploeser as to why PHA renewed the 
Greenbelt lease in the face of known 
opposition by citizens of the com- 
munity, Mr. Myer replied that “the 
matter is under study.” 

Congressman Patman’s strategy 
throughout the investigation will 
continue to lie in his attempts to 
divert the monopoly phase of the 
investigation from co-op monopolies 
to corporation monopolies. As head 
of the House Small Business Com- 
mittee last year, he concentrated his 
investigation on corporate monopoly 
trends to the complete exclusive of , 
co-ops. A committee report issued 
last year presented a fast whitewash 
job on co-ops. despite Republican 
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CHAMPION 
Contributions include: 


1. The finest lamps that forty-seven years 
of concentrated experience in quality 
lamp manufacture can produce, so that 
Planned Lighting using Champion Lamps 
will measure up to the user's highest ex- 
pectations. 


2. Champion's national advertising fea- 
turing and endorsing Planned Lighting 
and urging lighting users to buy from their 
regular supply houses. 


Lynn, Massachusetts 


A DIVISION OF CONSOLIDATEO ELECTRIC 
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If you have not as yet received your Champion Light Rule, one will be 
mailed to you with our compliments if you will address Department P, on 


your company letterhead. 

































3. Trained lighting experts in the field to 
furnish prompt, dependable cooperation 
on lamp and lighting problems. 


4, The New Champion, Light Rule, a 
simplified lighting calculator that is a 
wonderful aid to Planned Lighting. Be sure 
you're equipped with this effective selling 





tool. 
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opposition from Mr. Ploeser and Riehlman and Patman, the staff of 
| otners. (HARDWARE AGE, June 19, probers will include Rep. Robert A. 
p. 206). Grant, R., Ind.; Rep. Walter A. 
Scope of the present investigation, Lynch, D., N. Y.; Willis J. Bal- 
first in more than 15 years, is sum- linger, special economic counsel, 
The med up in the following statement and Allen W. Maddren, assistant di- 
by Mr. Ploeser, issued as the overall rector of the subcommittee. 
hearings began: Rep. Grant and Rep. Lynch, mem- 
N e Ww “It is reasonable for Congress to bers of the taxwriting House Ways 
seek from time to time to determine and Means Committee, will act only 
V U L C A N whether special privileges conferred as observors during the investiga- 
by it upon any kind of business are tion. They are not members of the 
still in the public interest. Small Business Committee. Their 
PLUG TIP a Congress grants special priv- recommendations, based on _ first- 
a ileges to business, is it to be denied hand observation of the monopoly 
Soldering Tool the right and duty of reappraising hearings. will carry siadiaaate 
the workings of such privileges in weight with other members of the 
the future on the ground that an at- Ways and Means Committee when hia 
tempt to do so constitutes a prej- that group resumes its study of tax At 
udiced inquiry against the holders legislation in November. ré % 
of such privileges? ‘ 
‘ oe 
Such a condition would put Con- Thorough Investigation eA 
gress in the ridiculous position of . 
being unable to rescind any special Ways and Means Chairman Har- 
privileges that it grants.” old A. Knutson, R., Minn., has prom- 
ised a thorough-going investigation 
Remove To Move Inquiry into the tax-exempt features of both 
4 farm and consumer cooperatives. 
Following the current hearings in The Minnesotan will think twice be- 
screws Seattle (Sept. 10 and 11), the com- fore reporting out legislation ham- 
mittee will move its inquiry to San stringing farm co-ops, since many of 
and you can Francisco on Sept. 18 and 19 and his constituents are long-tanding co- 
replace heat- to Los Angeles on Sept. 23, 24, and op members. But consumer co-ops 
ing element in 25. Subsequent hearings will be can anticipate hearings on at least 
@ few cecends. held in Minneapolis, Kansas City, several bills seeking to place their 
South Bend and Columbus, Ohio. organizations on a more nearly equal 
5 Besides Congressmen  Ploeser. footing with private enterprise. 
SIZES 









_— a 
Window Display Attracted Duck Hunters tomer | 





from 













m Je . 
Ya" dia. tip HE Vandervoort Hardware, Lans- were placed on a special placard easy to read 
to ing, Mich., for the late duck sea- and given prominent spot in the back - 
I"* dia. tip. son had a very excellent duck hunt- window. The slogan of the window — 
ing season window which attracted was “Ducks Comin’ In.” hardly any 
many sportsmen. The window fea- This store also has a special dis- 
tured equipment for the duck hunter play box in one of the leading hotel WYTEFACE | 
including outdoor clothing, decoys, lobbies in Lansing, and _ sporting — 
é ; age tust-resistin 
@ guns and other items. The duck, goods get a prominent showing in | 
| deer and pheasant season dates, too, this location from time to time. about WYT! 






STURDY 
LONG LIVED 
VERY EFFICIENT 
LOW COST 


VULCAN 


ELECTRIC COMPANY 


DANVERS 3, MASS. 


Makers also of VULCAN Screw Tip 
Electric Soldering Tools, Electric Glue 
Pots, Solder Pots and other Electric 
Heating Devices 






*Trade Mark. V 
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Duck hunters got the urge to buy when they saw this display. 





SEPTEMB 





HARDWARE AGE 











in, the staff of 
Rep. Robert A. 
p. Walter A. 
Willis J. Bal. 
omic counsel, 
n, assistant di- 
mittee. 
. Lynch, mem- 
; House Ways 
, will act only 
the investiga- 
embers of the 
nittee. Their 
sed on first- 
the monopoly 
considerable 
mbers of the 
nmittee when 
; study of tax 
r. 


tigation 


hairman Har- 
in., has prom- 
investigation 
tures of both 
cooperatives. 
ink twice be- 
islation ham- 
ince many of 
g-tanding co- 
sumer co-ops 
; on at least 
» place their 
nearly equal 
terprise. 


ers 


cial placard 
spot in the 
the window 


special dis- 
-ading hotel 
id sporting 
showing in 
o time. 


mew 
HUNTING 





lay. 











HOW a Wryrterace* Steel Tape. Your cus- 
tomer will take it every time. Show him how 

easy to read the jet black markings on the white 
background are —in the brightest glare or in 
hardly any light at all. You can assure him that 
WyTEFACE Steel Tapes are easy to keep clean, are 
tust-resisting and hard to kink. Ask your jobber 


about WYTEFACE Steel Tape and Steel Tape Rules. 


*Trade Mark. WyTEFACE Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 


Drafting, 


Reproduction, 
Surveying 
LZ di i Equipment 
ar Z and Materials, 
Slide Rules, 
Mea 


feasuring Tapes. 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK + HOBOKEN, N. J. 
CHICAGO © ST. LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 
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TIP-TOP}; WYTEFACE 
POCKET STEEL TAPES 


For carpenters, mechanics, engineers, doc- 
tors; for sewing and household or office 
use. 14-inch width. In handsome chromium- 
plated case, small and light enough for 
cket or handbag. Pull out the tape—it 
ocks. Press the button—the tape — 
back. Made in 36 and 72-inch lengths. 
tReg. U. S. Pat. Off. 


HMANDY* WYTEFACE 
STEEL TAPE RULES 
“i4-inch width, Semi-rigid. Blade can 
replaced in a moment without tak: 
case apart. 72 and 96 inches. Ad 
*Trade Mark 















FAVORITE} WYTEFACE 

STERL TAPES 
¥%,-inch width, Hard wearing black 
featherite -hoes mount- 
ings. 25, 50, 7$-and 100 feet. 
tReg. U. 8, Pat on, - 
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Water system manufacturers and power company representatives at the 
Mansfield, Ohio, meeting. Left to right: D. L. McDonald, A. Y. McDonald 
Mfg. Co., Dubuque, lowa; R. T. Jones, Pennsylvania Power & Light Co., 
Allentown, Pa.; M. W. Arthur, vice-president, Consumers Power Co., Jackson, 
| Michigan; Herbert C. Angster, secretary-director, National Association of 
| Domestic and Farm Pumping Equipment and Allied Products Manufacturers 





and the Electric Water Systems Councils, Chicago, Illinois; C. D. Leiter, 
The F. E. Myers & Bro. Co., Ashland, Ohio. 


1947 Farm Pump and Water System Output 
May Exceed 750,000 Units— 


Buyer's Market Is Here, Makers Say A 
... An 


cmelelemele 


tatives of the two groups attended 
the meetings. 
Because of the increase in the 


ANUFACTURERS are now 
producing farm pumps and 


eet mec water systems at the rate of 750.- 


WARSAW, N.Y 








NOW AVAILABLE! 


- NAILS 
STAPLES 
WIRE CLOTH 
POULTRY 
NETTING 
FARM FENCE 
WINDOW 
SCREEN 


WRITE TODAY FOR PRICES OR 
PHONE STATE 1275 





000 to 775,000 a year, it was dis- 
closed at recent mid-summer com- 
mittee meetings of manufacturers of 
farm water systems and representa- 
tives of power companies at Mans- 
field and Ashland, Ohio. The meet- 
ings were held under the joint aus- 
pices of the National Association of 
Domestic and Farm Pumping Equip- 
ment and Allied Products Manufac- 
turers and the Electric Water Sys- 
tems Council. About 80 represen- 


production of farm pumps and water 
systems, there will be greater em- 
phasis on consumer promotion in 
the future activities of the water 
system manufacturers and the power 
companies, it was decided at the 
meeting. It was the general con- 
sensus of all committees that the 
industry has entered a buyer’s mar- 
ket. 

Preliminary plans for a consumer 

(Continued on page 261) 
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Meeting of the markets committee of the National Association of Domestic 
and Farm Pumping Equipment and Allied Products Manufacturers at Mans- 
field, Ohio. Seated at the desk is C. D. Leiter of the F. E. Myers & Bro. Co., 
Ashland, Ohio, chairman of the committee. Presenting report to the Com- 
mittee is Walter Deming of The Deming Co., Salem, Ohio. Mr. Deming is 

chairman of the exports committee. pera 
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ON FARMS AND RANCHES FROM COAST TO COAST 
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...And Now, with over 
3,000,000 Farms Electrified 
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AERMOTOR USERS e 
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Shallow Well 









Copyright, American Map 
Go. inc., New York, No. 1091 







Jet Pump 






Deep Well 
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Every Aermotor Installation Sells Another to a 











a bi 


EPTEMEER 11, 1947 


AERMOTOR © 


Running Water on the Farm 


Where there’s one Aermotor Windmill 
there are other Aermotors on near-by 
farms. One farmer is completely satisfied 
and he tells his neighbors! That good 
word-of-mouth advertising is now help- 
ing Aermotor dealers sell and install 
Aermotor Electric Water Pumping Sys- 
tems. Windmill owners are repeating 


on Aermotor Electric Systems. 

One installation leads to another! 
The Aermotor line includes a size of 
windmill or electric water system to fill 
the need of every farm or suburban 
home. It’s wise to plan ahead. Line up 
with Aermotor for easy selling on water 
pumping equipment. 


Write Jor dealer information 


AERMOTOR CO., 2500 Roosevelt Rd., Chicago 8, Ill. 





Dept. 809 









WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 





The great demand for Warwood 
Forged Tools is reflected in the pop- 
ularity of the two items, here ill- 
ustrated, the Wood Chopper’s 
Maul and Railroad or Clay Pick. 
Correctly designed, accurately 
forged and scientifically heat 
treated, they meet the require- 


/ 
2 
: SJ 
ments of exacting buyers. Fa | 
Warwood is a line you can = 
sell with confidence. 


MATTOCKS..SLEDGES..MAULS 
HAMMERS...WEDGES... PICKS 
BARS: ,. HOES... ALSO TRACK 
TOOLS., ANVILTOOLS..MINING 
TOOLS, AUGERS AND CUTTER 


WARWOOD TOOL COMPANY 
WHEELING, WEST VIRGINIA 








| 
| 
| 
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“Machines {or Cutting 


Crimping 
and 
Beading 


STOVE PIPE 
FURNACE PIPE 


FOR EASIER, FASTER WORK 
HIGH 







Lk DEALERS! 
cng Write 


QUALITY PRODUCTS §_ LOW PRICES 
HEAVY DUTY BUILT FOR YEARS OF SERVICE 





Manufactured and Sold By 


CHARLES E. KRAUS MFG. CO. 





/\ 122 8, 8th BT. 











LOUISVILLE 2. KY. | 








MUUEL 67-4 
(Mutel 68-A. Pint Equiv 5 


BERNZ 


TORCHES ¢ FIREPOTS 
MECHANICS TOOLS 


py Bll’ 


Otto Bernz Co., Inc. © 280 


1. Popular Price 


2. Self-cleaning Needle 
3. Controlled Flame 
4. Shielded Burner 


5. Patented “‘Never-Leak” 
Pump 


---these 5 features, and many 
mere, have made Bernz Torches 
for over 70 years the choice of 
better painters, plumbers, 


mechanics and craftsmen. 


Lyell Ave. © Rochester 6, N.Y 
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promotional booklet were reviewed 
by the publicity committee. 

The market committee discussed 
the significance and usefulness of 
surveys, cooperation with period- 
icals, cooperation with federal 
agencies interested in rural and sub- 
urban construction, and the effect 
of the pipe shortage on the water 
system business. 

Following a series of committee 
meetings at the Mansfield-Leland 
Hotel in Mansfield the committee 
members were entertained at the 
home of J. C. Myers, president of 
The F. E. Myers & Bro. Co., Ash- 
land, where dinner was served. 

On July 17 the water system 
manufacturers and power company 
representatives inspected the plant 
of The F. E. Myers & Bro. Co. and 
were entertained at the home of Mrs. 
T. W. Miller, sister of Mr. Myers, 
and at the Ashland Country Club. 
An 18 hole golf tourney was one of 
the features of the day. 

The following committees met 
during the business session on July 
16: Executive Board of the Na- 
tional Association of Domestic and 
Farm Pumping Equipment and Al- 
lied Products Manufacturers: Gen- 
eral Planning Committet; Markets 
Sub-Committee; Executive Board of 
the Electric Water Systems Coun- 
cil; and the Joint Publicity Commit- 
tee of the Electric Water Systems 
Council. 


Bank Provides Space 
For Exhibits 
USINESSMEN who have ac- 


counts at the Franklin Square 
National Bank, Franklin Square, 
Long Island City, N. Y., are 
privileged to exhibit merchandise in 
the family lobby, and those who have 
participated are reported to have 
realized satisfactory results. 

Goods are shown in showcases 
which are actually the counters 
where accounts are opened and de- 
posits and withdrawals made. 

Items which have been exhibited 
include oil burners, hot water units, 
kitchen cabinets, chairs, dishwashers, 
refrigerators, television sets, toys and 
baby carriages. Each exhibitor re- 
ceives exhibit space for a_three- 
uonth period, and he may change 
the items shown at any time desired 
during this period. 

Firms which have stationed sales 
representatives with their exhibits at 
the bank have realized the largest 
actual sales volumes. One salesman 
teported that in five weeks he 
booked $3,000 in orders. 
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pusHes SALES up: 


Fuel is short . . . prices are high! Show homeowners the eco- 
nomical way to conserve fuel and cut heating costs. Versatile 
DOPLEX* or SUNFED* glass substitute makes storm win- 
dows and doors that do a real job of all-around weather protection. 

Users like the durability and economy of Dobeckmun Plastic 
Glazing . . . how easy it is to handle and install. And they come 
back for more when they find out how valuable DOPLEX or 
SUNFED is for hot and cold bedframes, sun porches, solariums, 
quick emergency glazing and scores of other practical uses. 
Poultry raisers praise its high ultraviolet transmission that 
fattens poultry with “Food-from-Sunshine” . . . increases egg 
yield . . . produces healthier, heavier birds. 

Yes sir, Mr. Dealer . . . just show DOPLEX and SUN PE D. 
and watch it sell! Write today for samples, free color beukiet 
“Put the Sun to Work” and the Dobeckmun profit plan. 


THE DOBECKMUN COMPANY, Cleveland 1, Ohio 
West Coast Division, Berkeley 2, California 


First and largest manufacturer of laminated plastic glazing 


7 


*Trade Mark 


DOPLEX - SUNFED 


| FOR QUALITY | FOR ECONOMY 


SUBSTITUTE 



















Average Gross Wage Is $2,357 — 
This Is How It Will Be Spent 


Commerce Department survey says $19 will go for appliances; 
. $2 for personal equipment and hand tools; $14 for expendable 


toys and sports’ supplies; $11 for durable toys, wheel goods, 


= 1947, the na- 
tion’s 60 million wage-earners may 
each expect to receive an average 
return of $2,357 in exchange for 
their services (before taxes). Out 
of his take-home pay, the average 
worker will disburse $901 with his 
grocer (including cigarettes and 
tobacco) and will spend another 
$212 for rent. 

Of the remainder, he will spend 
$363 for clothing, footwear and 
accessories for himself and family 
(including $17 worth of jewelry) ; 
invest $294 in furniture, $19 in 
home appliances, and a similar 
amount for other household wares. 
Also he will spend $2 for personal 
equipment and hand tools, $14 for 
expendable toys and sports sup- 
plies, and another $11 for durable 
toys, wheel goods and sports equip- 
ment. About $30 will go for 
radios, phonographs, pianos or 
their repair and maintenance and 
$33 for books, magazines and 
newspapers. He and his wife will 
probably spend $1 a week in the 
barber shop and beauty parlor 
and a total of $16.50 for toilet 
articles and preparations. 

This is the mathematical proba- 
bility drawn from a survey and 
analysis recently completed by the 
Commerce Department. Five 
years in the compiling, the massive 
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and equipment; and $30 for radios, phonographs, and pianos 


By KARL RANNELLS 


Associate Washington Representative 


of HARDWARE AGE 


array of statistics assembled by the 
Department throws considerable 
light on the workings of the na- 
tional economy and _ establishes 
patterns where hitherto there has 
necessarily been much guesswork. 


From 1929 to 1946 


The study runs from 1929 
through 1946 although in a few 
cases the figures for last year were 
not available and certain trends 
readily become evident within the 
long columns of figures. For ex- 
ample, expenditures for food (in 
dollar volume) have nearly tripled 
since 1929, and food and tobac ‘o 
expenditures during the war years 
accounted for nearly a third of all 
spending. However, the trend is 
reversing and it is evident that 
buying in this category is on the 
downgrade while more money is 
being spent through purchases of 
durables such as automobiles, re- 
frigerators and other hard goods 
which are now coming on the mar- 
ket in increasing quantities after 
the wartime shortages. 

These trends may be accelerated 
following the expiration of credit 
controls in November. This, how- 
ever, is not now indicated since 
the Department’s work is merely a 
record—from which a pattern may 
be drawn—and not a forecast of 
the future. 


The report scotches the idea that 
big business is getting bigger and 
is swallowing up or crowding out 
smaller enterprises. According to 
its figures, in 1929 corporations 
were generating 58 per cent of the 
national income; they increased 
this ratio to about 65 per cent dur- 
ing the war years but in the post- 
war period have dropped back to 
the 1929 ratio. 

On the other hand, enterprises 
operated by proprietors and patt- 
ners have increased their share of 
the nation’s business from 30 per 
cent in 1929 to about 35 per cent 
in 1946. 

As to profit positions (before 
taxes) it is revealed that in 1929 
manufacturers were getting about 
51 per cent of the total while about 
4% per cent was going to retail- 
ers; last year, the manufacturing 
field was receiving 1 per cent less 
than in 1929 while an additional 
81% per cent (otal, 13 per cent) 
was flowing into the retailer's 
cash registers. 

Of even more interest than the 
ratio of sales and profits is the 
changing pattern of income and 
American spending habits. In 
1929, the total personal income of 
the American public amounted to 
$85 billion, of which approxi- 
mately $50 billion or 59 per cent 
was derived directly from wages 
and salaries; in 1946 total per 
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ARDWARE men agfete that bolts and nuf& are 

great “traffic builders.”” They are among the 
necessity lines you carry. People must have them. Day 
after day, year after year, your bolt and nut stock, well 
displayed, draws buyers into your store and exposes 
them to hundreds of other items of merchandise you 
carry. This imvariably results in a certain amount of 
“impulse buying” and a neat “bonus” profit. 


Add to this power for attracting customers, the regular 
steady profits that bolts and nuts build up, through 
frequent turn-over, and you realize that bolts and,guts 


are actually “double-profit” ‘items. 


That’s why Lamson & Sessions suggests that you make 
your store bolt and nut headquarters for your 66m- 
munity. Carry a complete “‘full-line’”’ stock at all times, 
and display it prominently. 


t 4 
} ae 


Ask your jobber for the Lamson line and take ad- 
vantage of the special sales helps Lamson provides— 
the Lamson “Speed Merchant”, ‘“Ready-Reference” 
List and Bolt Bin Labels.. 


LAMSON 
SPEED MERCHANT 


THE LAMSON & SESSIONS COMPANY 


General Offices: 1971 West 85th St., Cleveland, Ohio 
Plants at Cleveland and Kent, Ohio ° 


LAMSON 
READY REFERENCE GUIDE 


Birmingham + Chicago 


LAN 


‘GE BOLTS » MACHINE BOLTS + PLOW BOLTS + NUTS « LAG SCREWS + LOCK NUTS + CAP SCREWS - COTTERS «+ SET SCREWS 








LAMSON & SESSIONS 


Ask your Jobber for the Lamson Line 


‘STOVE BOLTS « SHEET METAL SCREWS + WIRE ROPE CLIPS « PIPE PLUGS » WEATHER-TIGHT BOLTS » MACHINE SCREWS AND NUTS 
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poUBLE 


your profits 
on abrasives 


by carrying 





CLOVER COATED ABRASIVES — in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 


rr: seem TE NTMI eons tng on 3 ea Ass. | 


Cioven COMPOUND 
Bring GRINBING - POLISHING 
“ 





CLOVER LAPPING AND GRINDING 
COMPOUNDS —in twelve grades from 


microscopic fine to very coarse. 


When you concentrate on CLOVER 
Abrasives. -you buy at lowest prices 
and sell at maximum profit. 


Selling abrasives is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


FREE! 


Complete Handbook, 
without propaganda, 
on Coated Abrasives. 


CLOVER MFG. CO., Norwalk, Conn. 


CLOVER 


Vb diite- 





sonal income stood at $178 bil- 
lion ($4 billion less than the 1945 
peak) of which $109 billion or 61 
per cent was received directly from 
wages or salaries. 

Percentage-wise, the American 
consumer of 1929 spent 12 per 
cent of his income for durable 
goods, 46 per cent for nondurables 
(including rent and food), and 40 
per cent with the service industries. 
In 1933 when personal income was 
at its lowest ebb ($46 billion), the 
expenditures for durables had 
dropped to 8 per cent of the total 
while the nondurable ratio had 
gone up to 48 per cent and the 
spending with the service indus- 
tries had risen to 44 per cent. 

Still another pattern is set for 
1946 consumer buying. With in- 
come more than double 1929 and 
four times that of 1933, expendi- 
tures for durables were back up to 
10 per cent and still rising; with 
many durable goods unavailable 
on the market, nondurable spend- 
ing accounted for 60 per cent, 
while the share for the service in- 
dustries had dropped sharply to 
29 per cent. 

There is a discernible change in 


the pattern of employment. Some 





clue to the discernible back-to-the- 
soil movement may lie in the fact 
that the average income of the 
worker in the agriculture, fishery, 
and forestry industries has tripled 
since 1929, rising from $455 per 
year to $1,223. 


A Comparison 


In comparison with other trades 
and professions, the retail business 
as a whole treats its employees 
very well, paying them an average 
wage of $2,172, up from $1,409 
in 1929. Employment in this field 
has traveled an up and down 
course during the 18-year period 
covered by the study, however. 

Dropping from a total of 6.1 
million workers in 1929 to a de- 
pression low of 5.1 in 1933, em- 
ployment then rose to a new high 
of 7.2 million in 1941. Losing out 
to war industries, workers dropped 
to 6.7 million by 1943 but retail 
employment has expanded once 
more to reach a new peak of 8.3 
million by the end of 1946. 

Breaking down consumer ex- 
penditures by general types, it is 
revealed that clothing purchases 
account for approximately 10 per 








Consumer Expenditures 
(In millions) 


Goods 





Clothing, access. 

Shoes & footwear 

Furniture 

Semi-durable house furnishings 
China, glassware, tableware, utensils 
Jewelry, watches 

Toilet articles 

Floor coverings 

Cleaning and polishing preparations a 
Non-durable toys and sport decoees aS 
Personal tools, equipment 
Books, etc. 

Expendable toys, sports supplies 
Stationery and writing supplies 


Durable toys, wheel goods, sports equipment 


Refrigerators, washing machines, etc. 
Elec. appliances 

Radios, phonographs, records, etc. 
Portable cooking equipment, etc. 
Lighting supplies .. 
Misc. household paper nmansdl 





1929 1933 1939 1946 
7502 3653 5776 "15530 
1675 887 1226 2832 
1167 442 931 2170 
799 44| 760 1794 
628 364 475 1326 
560 172 355 119 
591 320 486 1164 
485 186 383 841 
359 222 359 711 
336 181 285 595 
63 25 45 114 
307 149 222 468 
336 18] 285 819 
143 71 149 378 
182 8] 195 819 
348 230 362 . 
132 74 174 . 
905 171 356 e 
288 104 238 Hs 
86 70 86 e 
44 34 7I . 








In maintenance of the various purchases given above, in 1946, the consuming 
public paid out an estimated $767 million for cleaning, dyeing, pressing, etc.; $59 
million to dressmakers; $4 million for rental of costumes and dress suits; $47 million 
for fur storage and repair; $80 million for furniture repair; and, $35 million for repair 


and cleaning of rugs, draperies, etc. 


*Figures for 1943-44-45-46 in these categories are not available separately but 
in groupings; they are not given in the above table since they cannot be counted as 


representative for the period. 


Source: National Income Supplement to the Survey of Current Business, Dept. of 


Commerce. Washington. D. C. 


HARDWARE AGE 


































































cent 
the d 
billio 
$15.5 
The | 
pense 
ume 
from 
billio 
Inc 
restri 
bles 
rate ¢ 
whicl 
tal in 
21 pe 
it ha 
per c 


FT¢ 
Of 
’ 


HI 
ha 
ment 
trade 
settlir 
used, 
ated 
policy 
cases 
also 1 
Th 
contre 
sion’s 
FTC 
FT 
simpl 
confe: 
ture i 
Comn 
new | 
practi 
proce 
obser 
the c 
dustri 
fully « 


so. th: 


sible 1 
need 

agains 
lessne 
intent; 


Wh 











an 
meth 
probl 
wide 
reser 































to wil 
ment 
or st 
T 
to ¢ 

















SEP 









le back-te-the- 
lie in the fact 
come of the 
Iture, fishery, 
ies has tripled 
rom $455 per 





rison 


th other trades 
retail business 
its employees 
lem an average 
p from $1,409 
ent in this field 
up and down 
18-year period 
y: however. 
a total of 6.1 
1929 to a de- 
in 1933, em- 
to a new high 
1. Losing out 
orkers dropped 
943 but retail 
xpanded once 
w peak of 8.3 
f 1946. 
consumer ex- 
al types, it is 
ing purchases 
mately 10 per 


1939 1946 
5776 15530 
1226 2832 
931 2170 
760 1794 
475 1326 
355 11% 
486 1164 
383 841 
359 711 
285 595 
45 114 
222 468 
285 819 
149 378 
195 819 
362 ” 
174 ™ 
356 * 
238 ¥ 
86 . 
7I ’ 





the consuming 
ssing, etc.; $59 
its; $47 million 
illion for repair 


separately but 
be counted as 


iness, Dept. of 


WARE AGE 











cent of all personal expenditures, 
the dollar volume rising from $7.5 
billion in 1929 to a new peak of 
$15.5 billion in 1946. (See table. ) 
The second largest individual ex- 
pense is footwear, retail sales vol- 
ume in this category increasing 
from $1.6 million in 1929 to $2.8 
billion in 1946. ~ 

Increasing costs as well as credit 
restrictions on higher priced dura- 
bles are reflected in the savings 
rate of the wage-earner. This rate, 
which stood at 414 per cent of to- 


tal income in 1929, rose to about | 


21 per cent at the peak of the war; 


it has now gone back down to 8 | 


per cent. 


FTC Adopts Wider Use 
Of Trade Conferences 
To Settle Disputes 


Washington Bureau 
of HARDWARE AGE 


HE Federal Trade Commission 
has made public a new state- 
ment of policy 
trade practice conference method of 
settling complaints will be widely 


used, and on many occasions initi- | 


ated by FTC. A reappraisal of the 
policy applying to settlement of 
cases by stipulation procedures was 
also made public. 

The action settles a long standing 
controversy among the Commis- 
sion’s five members as to what the 
FTC attitude should be. 

FTC made it clear, however, that 
simple adoption of trade practice 
conference rules will not grant fu- 


ture immunity to firms in regard to | 
Under the 


Commission complaints. 
new policy, FTC will use “the trade 

practice conference and stipulation 

procedures to encourage widespread 

observance of the Jaw by enlisting 

the cooperation of members in in- 

dustries and informing them more 

fully of the requirements of the law, 

so that wherever consistently pos- | 
sible the Commission may avoid the 
need for adversary proceedings 
against persons who, through care- 
lessness, may violate the law un- 
intentionally.’ 

While this new policy should put 
an end to FTC’s _hit-and-miss 
method prosecution by attacking 
problems on a cooperative industry- 
wide basis, the agency declared its 
reservation of “the right in all cases 
to withhold the privilege of settle- 
ment by trade practice conference 
or stipulation agreements.” 

“The object of the Commission is 
to correct—not to punish,” FTC 
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ll. Uood. ..all the Way 


From slots to points, Corbin Screws are good screws. You can 


use them without having ‘to look them over first. We do that 
job for you... in the laboratory... in every step of manufac- 


ture ... and with expert inspection before any lot is packed. 


Because we use care all the way you can use Corbin 
Screws all the way. That's why so many screw users specify 
CORBIN. 


| Hardware Trade Note 


This advertisement, appearing in leading 
business papers, is seen by industrial users, | 
who have learned to depend upon CORBIN | 
clean quality for better production. You can | 
also depend upon CORBIN packaging, with | 
quick-sight labels to speed handling. 


SST-72 





} 
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CORBIN SCREW DIVISION 


The American Hardware Corporation = 


NEW BRITAIN e CONNECTICUT 


Warehouses: 


NEW BRITAIN ° NEW YORK ° CHICAGO 


LOTTED SCREWS 


WITH TRUE-CUT SLOTS AND ROLLED THREADS 
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stated. “But there must be a rea- such stipulations will become mat- 
sonable assurance that any co- ters of public record, and may be 
operative procedure will be effective used as evidence. 
HERE ARE 1 | and provide full freedom to insti- But FTC’s ace in the hole is its 
LAWN SIGNS | tute such further proceedings as are reservation of the right to withhold 
or may become necessary in the settlement privileges sought via 
public interest.” trade practice conferences or stipu- 
FTC further stated that “when lation agreements. “When in con- 
conspirators are discovered, or when nection with an industry-wide in- 
they are on the verge of being dis- vestigation informal matters of 
covered, they would doubtless be whatever nature are docketed 
glad to make use of the Commis- against individual members of that 
sion’s trade practice conference or industry from which the promulga- 
stipulation procedure as a _protec- tion of trade practice conference 
tion against the more rigorous pro- rules ensues covering the questioned 
cedure provided by the anti-trust practices, and which are subscribed 
laws.” to and accepted by the affected 
Trade practice conference rules | members of the industry, the Com- 
may include rules against restraints mission will give careful considera- 
of trade and against violations of | tion to whether or not the public 
the Clayton Act. Insofar as such interest requires further investiga- 
CN rules may be informative to and tion of such informal matters,” the 
: ee followed by members of the affected Commisioners decided last week. 
WHY REFLECTO LETTERS industries, they have a substantive Regarding the new policy govern- 
OUTSELL ALL OTHERS: value, FTC believes. ing settlement of cases by stipula- 
1, Reflect light from any | 7 “They should not be accepted, tion, FTC says significantly: “It is 
angle however, as a basis for the settle- not the policy of the Commission to 
2. Gleam brightly at ment of cases in which the Commis- thus dispose of matters involving 
% 4 night sion has reason to believe that such intent to defraud or mislead; false 
i] 3. Stand out clearly by [ 33} | violations have occurred,” the Com- advertisement of food, drugs, de- 
day oo mission says. vices, or cosmetics which are inher- 
4. Beauty and utility FTC now states that upon pro- ently dangerous or where injury is 
for every home ; mulgation of trade practice confer- probable; suppression or restraint 
5. pening al ence rules for an industry, exami- of competition through conspiracy 
P ay promotes sales nation will be made of pending or monopolistic practices; violations 
6. Nationally advertised charges against members. If the of the Clayton Act; violation of the 
pending charges are covered by Wool Products Labeling Act of 1939 
trade practice conference rules, or the rules promulgated there- 
FTC “will consider the advisability under; or where the Commission is 
of closing the matters without of the opinion that such procedure 
prejudice to reopening.” will not be effective in preventing 
Similarly, service of complaint continued use of the unlawful meth- That ] 
may be withheld upon FTC’s re- ods, act, or practice. 
ceipt of a stipulation agreeing to “The Commission reserves the But De 
a abstain from “unfair methods of right in all cases, for any reasons 
This Display Cabinet with 119 2%,” Let- _ > ‘ ° 4 a 
ters, 18 Assorted Panels, 12 metal competition or unfair or deceptive which it regards as sufficient, to 
ricradaartern commemmagarpetee acts or practices of commerce.” All _ withhold this privilege.” 
‘Cabinet with 50 2%,” Numerals, 10 As- Y 
ou k 


sorted Panels and 10 metal stakes........... = 
Net $30.00 

Survey of Woodstock, Ill., Shows good I 

brus 

Reflecto Letters show you an 13 % Buy Hardware Out of Town ia 


excellent margin of profit. Well back fo 
proportioned assortments in HE hardware dealers, along with Commerce, with a number of hard- 

2 . other retail businessmen of ware stores taking part along with 
these display cabinets enable W , : 

oodstock, IIl., (pop. 6,123) have other retail businesses. hev'll 

you fo sell out of stock — no learned why local residents do or The hardware stores in Wood- a 
bothering with special orders. do not buy from them, and for what stock are: E. L. Bakkom Co., Inc., more 
Inquiries welcomed. Write for reasons they go out of town to make Bohn Hardware Co., Farm Supplies 
detailed information. | their purchases. They learned, too, Co., Feltman Hardware, E. J. Field adds uf 
| that while they are taking care of and the Hibbard True Value Store. 
most of the needs of their customers Ernest Bohn, Bohn Hardware Co., and pai 
they can still show improvement in was a member of the Merchants Af- 
service, courtesy and salesmanship, fairs Committee which planned the 


Wy SO among other things. survey. 
| These and other findings were The Chamber of Commerce sent D t 


“i 
Reflecto Letters, Inc. made in a comprehensive consumers out 1100 questionnaires under first 


411 EAST 101st ST. NEW YORK 29, N. Y. survey which was recently conduct- class postage, with a first class post- 
Specialsls in AProuse Tlumbers ed by the Woodstock Chamber of age return envelope, and the return 
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For 
Your Store... 
Four 
Sure-Fire 


Brush 


Galesinel 


That Draw Business 
But Don’t Draw Pay 


You know how those 
good Devoe Superkleen 
brushes bring users 
ta Sislaielaam mec ais 
vendors on the job— 
they'll help make a lot 
more users. That all 
adds up, in brush sales, 


and paint sales, too. 


1. The 87 Spar brush ven- 


dor holds 3 dozen 
brushes. Displays brushes. 
Discourages pilferage. 
Dustproof for super stock. 
Yours with 3 doz. order. 


3. Attention-compelling 


display vendor. Plastic, 
high-lighted with chro- 
mium and attractive illus- 
trations. A price spot for 
each brush. Yours with 
approximately $150.00 
brush order. 


Tee 


2 ws The Devoe Wire Brush 


vendor is compact (16" 
by 22"). Sturdily built. 
Packed with gross assort- 
ment of fast-selling wire 
brushes. 





4 


QGP BE SURE TO ORDER thesedisplay 
vendor deals today, while stock lasts. 
Supplied with orders of specified size. 


ES 


Room for service stock 
a provided under the 
sample shelf, available 
only from back. Spot 
several of these vendors 
at traffic points in your 
store. Supplied with 7 
doz. brush assortment.’ 


DEVOE & RAYNOLDS COMPANY, INC. 


BRUSH DIVISION, PRINCETON, 
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Few products for the farm and shop 
trade have been accorded the world- 
wide acceptance of Alligator Steel Belt 
Lacing —and there are some sound, 
basic reasons why most hardware and 
implement dealers stock Alligator — 
reasons that show up on the profit side 
of the ledger. 

It’s an old, old story but one that we 
believe you as an aggressive dealer, out 
to build yourself sound, profitable vol- 
ume will want to review again—and 
so briefly here it is: 


was 25 per cent which is considered 
very high. Seven hundred ques- 
tionnaires on white paper went to 
farmers, 300 on yellow paper to fac- 
tory workers and 100 on blue paper 
to those engaged in retailing or pro- 
fessional people, but not the man- 
ager or owner of a retail establish- 
| ment. 

The survey showed that of those 
returning the questionnaires 13.2 per 
cent buy their hardware needs out- 
side of Woodstock. Of this number 
87 per cent buy hardware in other 
towns while 13 per cent buy from 
mail order houses. 

Of the farmers who responded 
23.6 per cent indicated that they 
buy hardware outside Woodstock. 
Of this number 85 per cent said they 
buy in other towns and 15 per cent 
said they buy by mail order. 

Eight per cent of the factory work- 
ers said they do their hardware 
buying out of town. Half of these 
said they buy in other towns while 
the others said they buy from mail 
order houses. 

Five per cent of the business and 
professional reported that 
they buy hardware outside of town. 





people 





@ Alligator Steel Bele Lacing has al- 
ways been sold through standard trade 
channels. 

@ Alligator has always been a profit- 
able item with dealers. The margin is 
good and the turnover is excellent. 
Many dealers tell us that on the basis 
of percentage of profit per dollar in- 
vested, Alligator is one of their best 
lines. 

@ Alligator is widely known to the 
shop and farm trade. For more than 30 
years it has been used throughout the 
world and it has been backed by ad- 
vertising in 140 trade papers. The 
trade knows Alligator Steel Belt Lac- 
ing and asks for it by name. 

@ Alligator is made in a complete 
range of sizes so the exact size can be 
used for the particular belt thickness 
to be joined. There are 12 sizes rang- 
ing from No. 00 to No. 75 to join belts 
from thin tapes up to belts 4%” thick 
made of any material. Alligator is also 
made of Monel and Everdur and in 
long lengths for wide belts. 






































Bulletin A-60 gives the complete de- 
tails of Alligator Steel Belt Lacing 
with size chart, and prices on standard 
boxes and cartons of Economy Pack- 
ages; also includes prices on long 
lengths of Steel, Monel and Everdur. 


Order from your Jobber 


FLEXIBLE STEEL LACING CO. 
4616 Lexington St., Chicago 44, Ill. 


ALLIGATOR 


re 


>a al 
STEEL BELT LACING 


For more than 30 years the most univer- 
sally used belt lacing in the world 














Out-of-Town Buying 


The reasons given by all people 
who responded in the survey for buy- 
ing some of their needs out of town 
were: 

For greater variety, 25%. 

For lower prices, 22.2%. 

For better quality, 16.6%. 

For better service, 16.6%. 

For more courteous service, 8.3%. 

For special price, 2.7%. 

For newer styles, 2.7%. 

For liberal credit, 2.7%. 

For business and pleasure, 2.7%. 

Farmers gave their reasons for 
buying hardware out of town as 
follows: 

For greater variety, 25.0%. 

For lower prices, 18.7%. 

For better service, 18.7%. 

For better quality, 15.6%. 

For more courteous service, 9.3%. 

For special price. 3.1%. 

For newer styles, 3.1%. 

For liberal credit, 3.1%. 

For business and pleasure, 3.1%. 

All the factory workers who said 
they make their hardware purchases 
out of Woodstock do so for lower 
prices. 

The business and _ professional 
people who buy their hardware out 
of town said they do so for the fol- 
lowing reasons: 

For lower prices, 33%. 


For better quality, 33%. 

For greater variety, 33%. 

Woodstock is a city which pos- 
sesses a number of fine industries, 
and is also located in McHenry 
County, known as the No. 1 milk 
county of the nation. Its assessed 
valuation is around $4,000,000 and 
deposits in two local banks last 
year was about $11,000,000. 


Says It's a Good Thing 


Ernest Bohn, of Bohn Hardware, 
thinks that such a survey is a good 
thing. “We knew many of the things 
which the survey revealed,” he stat- 
ed, “but the survey brought them 
more strongly to our attention. At 
our store, when we got a copy of the 
survey results we held a conference 
and went over every point in it as 
it applied to our store. In this sort 
of point-by-point checkup we com- 
pared our own store rating. We'll 
certainly keep this survey in mind 
when making any changes in store 
policy in the future. 


Those Who Answer Surveys 


“TI would also like to point out that 
many people who answer surveys 
like this are folks who have com- 
plaints or gripes. Many satisfied 
customers do not take the trouble 
to answer. However, all merchants 
in Woodstock want to know how they 
rate with all customers and so the 
answers we did get were welcomed.” 

Kenneth Feltman, manager of the 
Hibbard True Value Store, states 
that a special meeting of his store 
staff was held to read and discuss 
the survey statistics. He pointed out 
to his staff that the customer expects 
more service, courtesy and better 
salesmanship. By impressing these 
results on his staff he hopes to bet- 
ter please all customers. 


An Over-All Picture 


“A survey like this gives us an 
over-all picture of how Woodstock 
stores are meeting the needs of cus- 
tomers,” declared Mr. Feltman. “All 
of us can benefit from it. Naturally 
if all retailers improve their stores 
and services more customers will be 
attracted to town, and that is what 
we want. While the survey may not 
have been so complete as we wished, 
it was revealing and worthwhile.” 

E. J. Field, veteran hardware 
dealer of 28 years’ experience in the 
hardware field in Woodstock, liked 
the survey. “People who liked goods 
and services in Woodstock said so,” 
he stated, “and those who didn’t also 
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said so. From these survey statis- 
tics, each of us can try to make our 
stores and service better, so that we 
can make Woodstock one of the 
best trading centers in this section of 
the state.” 


Service Complaints 


Servicing of appliances is one fea- 
ture which many customers com- 
plained about. Several said in ef- 
fect, “Merchants selling hardware, 
electrical appliances, etc., are all 
right when you are buying, but let 
something go wrong with the mer- 
chandise and you might as well 
trade it in for new. A repairman 
eventually appears, but he can’t 
know much about repairing as the 
merchandise is soon in need of re- 
pair again. There is no need to sell 
us all these labor-saving devices if 
they can’t keep them in repair.” 

Customers indicated that they 
would rather have the stores re- 





main open on Friday nights than 
Saturday nights, and also wanted | 
better parking facilities. 


Gas Range Shipments 
Up 40 Per Cent 
Heater Shipments 

Up 74 Per Cent | 


ESPITE continuing steel short- 
ages, the Gas Appliance Manu- 
facturers Association, 60 E. 42nd 
St., New York City 17, reports that | 
gas ranges produced and shipped 
during the first six months of 1947 
totaled 1,166,000 units, an increase 
of 40.6 per cert over the 829,300 
units shipped during the correspond- 
ing period in 1946. The industry’s | 
| 





1947 gas range production is 10,600 
units under its peak year of 1941, 
when 1,176.600 gas ranges were 
shipped during the first six months. 


Water Heater Shipments | 


Automatic gas water heater ship- | 
ments for the first six months of | 
1947 reached an all-time high of | 
937,700 units, representing an in- 
crease of 74.8 per cent over this 
same period of 1946. 

Indications are that 24.4 per cent 
of the total shipments of automatic 
gas water heaters during the first 
six months’ period of this year were 
for use with liquefied petroleum gas. | 


| 
| 
} 
| 
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BRIGGS & STRATTON 


than 3 million Briggs & Stratton engines is conclu- 
sive proof of the value of long experience. Today's 
Briggs & Stratton 4-cycle air-cooled engines assure all 
that is best in dependable, trouble-free operation 


— because more experience is built into them than any 


other air-cooled gasoline engines. 


FOR INDUSTRIAL 
CONSTRUCTION 
MAIL ROAD AND Fane 
EQuePMENT 


The 27-year record of proved performance by more 


BRIGGS @ STRATTON CORP., MILWAUKEE 1, WIS., U.S. A. 
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Five-Point Program Responsible 
For Six Annual Paint Turnovers 


Ay inventory up- 


wards of $30,000 in two lines of 
paints is turned an average of six 
times a year in the paint depart- 
ment of Jernigan Hardware Co., 
Augusta, Ga., as the result of “get- 
ting outside the store and selling 
the painter right on the job.” 

J. C. Day, manager of the paint 
department which occupies al- 
most 50 per cent of the total floor 
space in the store, found out two 
years ago that the firm wasn’t do- 
ing a complete job in paint mer- 
chandising. “We had too many 
lines in stock, and were spread- 
ing our merchandising efforts too 
thin.” he says. “Painters and 
commercial users who account for 
the bulk of our volume were not 
always certain of what they could 
get from us, in brushes, paints 


Jernigan Hardware Co. devotes separate section 
to paint, handles two complete lines, enlarges 
brush stock, uses year ‘round window displays 
and has constant knowledge of customers’ needs 


and supplies. Therefore, we went 
outside the store, right where the 
painter-customer was working, 
studied his problems first-hand, 
and set up our paint department 
to match.” 


The Program 


A five-point program was adopt- 
ed by which Jernigan Hardware 
Company has operated ever since. 
Paint-management points are: 

1. A large, separate department 
devoted entirely to paint, with- 
out any distractions to bother the 
painter who has no time to waste. 

2. Two well known lines of 


v5 ast * pA? A an 2 
a eS 


e 
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This paint brush 
sampler case was 
evolved from a 
former cutlery 
case. It is en- 
ameled a bright 
blue and is in the 
center of the 
paint department. 
It has helped in- 
crease brush sales. 


eb heced 


paint exclusively, complete to the 
last type of paint in each. 

3. A 60 per cent greater brush 
stock, consolidated into a “sam- 
pler” display from which any 
painter can select his require- 
ments. 

4. Paint window displays the 
year around, professionally exe- 
cuted by experts from manufac- 
turer-suppliers. 

5. Constant first-hand knowl- 
edge of the customer’s needs. 

The first step, signing up with 
two of the high quality paint lines, 
took a lot of figuring, according 
to Mr. Day. “When you carry 
every type of paint in all sizes 
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LUX SYMPHONY 
Retail price $3.35 


West of Rockies $3.50 


Symphony .° 


. 7 oe. 4 
us.0.° © ° Sm 


a 6 





PTEMBER 


LUX MINUTE MINDER *60M 


. does the 
clock watching for busy housewives. 


Perfect Christmas gift . 


Minute Minder helps with the cooking 
. .. timing the washing machine, and 
other household duties. Can be set 
from one to sixty minutes . . . a pleas- 
ant sounding bell says ‘time's up”. 
Attractive die-cast case, baked syn- 
thetic-enamel finish. Retails at $3.95 


... pays you a good profit. 


1947 

















‘Seite: SO LITTLE MONEY! 
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Unless you understand the economies of Union Hardware’s quantity 
production, you'll wonder how we can give such values. Briefly, see what 
your customers get, when you demand Union Hardware Steel rods 


1. A choice of five styles and 
lengths in fly casting, bait casting 
and telescopic rods. 


9. Seamless tubular steel 
tapered construction (as in finest 
golf shafts) ideal 


action for expert or novice. 


guarantees 


3. Four coat enamel and varnish 
finish gives extra years of wear 
and beauty. 









4. Many special improvements 
(such as the patented “Quick- 
Lock” reel seat on bait casting 
rods) make sales easy. 


5. Value, action, beauty unsur- 
passed, even in rods selling for 
more money. 





















Patented “Quick-Lock”’ 
Reel Seat firmly locks 
in place any casting 
reel in an instant. 





ROLLER AND ICE SKATES, 
FISHING RODS, HAND TOOLS 


Torrington, Connecticut 



















































from one line, it doesn’t take long 
to roll up a heavy inventory” he 
smiled. “Two was just about twice 
the problem. However, we knew 
that with these two we could meet 
any paint problem, and that a 
investment which could run t 
$35,000 was well worth while. To 
house’ so much paint and acces. 
sories on display, we converted 
half of the store into a separate 
paint showroom, which involve 
nothing else. Painters from the 
first appreciated this privacy and 
freedom from general store traf. 
fic.” 

Although the war crimped 
plans for paint and brushes both 
to some extent, the Jernigan Hart. 
ware Co. was able to go into the 
third point effectively—broaden 
ing out the brush stock. A forme 
two-section cutlery case was re 
modeled into a “paintbrush 
sampler,” enameled a bright blue, 
and set up in the center of th 
paint department. In this are a- 
commodated over 100 brush styles, 
running from half-inch types to 
6-in. painter’s commercial brush: 
es, all in the better price rang 
except for a few price lines for 
the occasional customer. Prices 
in the sampler case are Clearly 
marked on small signs, and rm 


from 30 cents to $20.90. 


Multiple Unit Sales 


“We go after the multiple unit 
sale as much as possible,” M: 
Day says. “Half a dozen order 
from the commercial user, will 
the $14 to $18 four and six ind 
brush are most popular. Our a 








erage sale to the homeowner cis 
tomer is $1.55, with a few throw 
aways where the customer stalé 
lié doesn’t intend to reuse th 
brush.” 

In the case are from three W 
four samples of every utility 
brush, a ‘wide enough choice thd 
there is no reason for sending! 
painter away empty-handed. TW 
company is constantly striving " 
re-educate the painter who buy 
a $4 brush and throws it away # 
ter a few jobs to buying bette 
bristle types, and keeping thes 
well cared for. About half 4 
the regular customers have thi 
been converted into better bru# 
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lines due to the “sampler” display 
and plenty of convincing argu- 
ments from salespeople. 

Knowing what to sell counts 
most heavily in paint selling, Mr. 
Day says. “Painters usually know 
exactly what they need, but the 
homeowner will come in and ask 
vaguely for a can of brown paint. 
We experiment constantly with 
each variety on floors, furniture, 
sash and other surfaces, check 
with painters, too, until we can 
offer the right paint for every 
job.” Both Mr. Day and another 
salesman are out visiting painters 
on the job part of each day for 
this purpose. A good example of 
what “outside work” will accom- 
plish came last year when Mr. 
Day took around some samples of 
sign paints which had not been 
handled before, to sign shops, 
bulletin offices in manufacturing 
plants, etc. Each prospect tried it 
cut, and now the Jernigan Hard- 
ware Co. has a steady demand for 
sign paints and bulletin colors 
which is difficult to fill. Cold wa- 
ter paints have been aggressively 
merchandised in the same way, 
and have jumped into the rapid- 
turnover classification. 

In addition to potent window 
display advertising, the firm spon- 
sors four radio spot announce- 
ments daily, plugging paints on all 
of them for the homeowner, and 


two weekly newspaper display 
ads which feature bright, spark- 


ling cartoons on painting subjects. 
“While we are still short on bristle 
brushes and some types of paint. 
we’ve obtained the results we 
wanted” Mr. Day says. “There 
are ten large scale painters in Au- 
gusta, some of whom buy all of 
their paint from us, and the others 
at least part of it.” 
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$5S3asispasemel lok 
THE IRON WITH ALL THE MODERN FEATURES 





Sees The QUALITY Women Want g A 
> aa at the PRICE they'll pay! 
t Ail 5 e 
oo GE.-° 
7 2A: no 
TRA HIGH HEA Arvin Temperature Conditioning means a steady 
EX ironing heat (as high as 550°) for faster, easier pressing 
: of heavy, damp garments that always take so much 
¥ _ time and labor with ordinary irons! 
wi as ——= T RANGE oe? 
Low HEA Acvin T Condi he 
EXTRA rvin Temperature Conditioning means safe iron- 


ing heat (from room-temperature upwé ard) for dainty 
blouses and lingerie of the new synthetic fabrics—an 
exclusive Arvin feature. 


RECOVERY - *" 


AT 
TRA FAST HE Arvin Temperature Conditioning means imme- 
Ex diate heat “pick-up’’ and fast “step-down” while 
ironing. The aluminum sole plate, cast-in heating 


element, and sensitive thermostat work together for 
faster ironing and a smoother, fresher finish. 


The Arvin Iron has the famous Anchored Cord that can't pull out; cool, ventilated, easy- 
grip handle; bevel edge and taper point; and it's light, weighs only three pounds 
because it has an aluminum sole plate. It's the quality iron women want at only $9.95 


i .. . the name on profit-building products from 
NOBLITT- eran INDUSTRIES, INC., , COTEMOUS, retest 


Manufacturers of Arvin Radios, Arvin Lectric Cook, Arvin Ele 





If you MUST haves 
exercise, take | 
minutes before 
breakfast. (DON'T 
waste time and 
strength during the 
day threading pipe 
by hand!) 


PROFIT 





Save your time and muscles for 
other jobs! Let the Oster No. 422 
Power Vise Stand take over your 
pipe threading jobs! You can use 
your own hand die-stocks, cutters, 
and reamers on this portable, 
power drive. The time you SAVE 
quickly pays for the machine. 


The self-centering chuck at the 
rear of the machine eliminates 
the old-style, out-board pipe 
support. The front chuck is quick- 
acting and positive gripping. 
Standard range is !/g" to 2" pipe. 
Range with universal drive shaft 
is 2!/." to 6" pipe. 

Thousands of owners are using 
the Oster No. 422 machine to 
make more money with less effort 
on all pipe jobs! Write for 


illustrated catalog. 


THE OSTER MFG. COMPANY 
2028 E. 61st St., Cleveland 3, Ohio, U.S.A. 
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Hardware Man Finds His Lot a Happier One 


(Continued from page 240) 


his former customers. Because of 
his co-operative spirit, farmers 
will often hold orders for him un- 
til his next call. 

At this time the Arrow Hard- 
ware Store is undergoing changes 
to make it more attractive, espe- 
cially to the women of Salem as 
well as the outlying sections. The 
rearrangement of the store stock 
and the improved displays are be- 
ing made by Joseph Waechter, 
who has just joined the business 
after a number of years as a man- 
ager of a large chain store branch. 


Expects Increase 


“I decided when we opened the 
store with new fixtures, last year. 
that I didn’t want it to look so 
fancy that it would scare my old 
farmer customers away,” Mr. 
Hurlburt explains. He adds, how- 
ever, that he expects to get an in- 
creased volume of business, espe- 
cially in housewares, as a result of 
the modern merchandising meth- 
ods Mr. Waechter is bringing to 
the business. 

Since the store was modernized. 
last year, with the wholehearted 
helpfulness of his principal hard- 
ware supplier, Mr. Hurlburt re- 
ports that his business volume has 
been growing progressively, month 
by month. 


Direct Mail 


For his type of business Mr. 
Hurlburt finds that direct mail is 
more effective than newspaper ad- 
vertising. He makes about six or 
eight mailings per year to a list 
of about 2000 names. He does 
use display space in Farm and 
Dairy, a publication with about 
5000 circulation, which is distrib- 
uted in the community, and finds 
that this advertising is valuable. 

However the most effective ad- 
vertising of the store is a calendar 
which is becoming more popular 
each year. Customers begin ask- 
ing for next year’s calendar as 
early as October. 

These calendars are treasured by 


farmers and their wives because 
each page forms a_ pocket into 
which bills and receipts can be 
slipped. Since most farmer’s ac- 
counting methods are pretty slip- 
shod these calendars prove of espe- 
cial value just before income tax 
time. 

On the front of each page of the 
calendar is space for daily entries 
for the sale of livestock, crops, 
dairy products, eggs and wood 
products, as well as for entries for 
expenditures for labor, stock feed 
and expense, gas, oil and grease, 
repairs, taxes, insurance and in- 
terest and househoia expenses. 

On the reverse side of each sheet 
are spaces for milk and cream rec- 
ords for each day. A handy pen- 
cil is part of the calendar. These 
calendars cost about 30 cents each. 
but Mr. Hurlburt thinks they are 
excellent year-round advertising. 











Jean Humboldt, secretary at the 
American Steel & Wire Co., Cleve- 
land, Ohio, is shown comparing the 
extreme sizes of nails produced in 
the company's mills. She holds 6,000 
tiny escutcheon pins in her right 
hand, weighing slightly over an 
ounce and used for attaching name 
plates and trade mark insignia to a 
multitude of items. In the other 
hand she hcs a 15-in. boat spike, 
made for the construction of wood- 
en barges, wharves and other heavy 
timbered installations. These are 
but two of 1100 different types and 
sizes of nails produced by this U. S. 
Steel subsidiary. A total of 662,500 
tons of all types were shipped by 
the industry Icst year. 
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Tepfer Automatic Electric Water Heater 

Rated temperature recovery of normal to 180 degrees 

inone hour. 6 gallon capacity. Operates on 110-120V AC. 
Compact construction .. . fits snugly into restricted 
space. 1000 Watt heating unit. Designed for commercial or 


domestic use. Underwriters’ Approval. 


Tepfer Electric Room Heater 
Everyone is a potential customer for this heater of unlimited 
utility. Now in use in homes, offices, commercial and 


institutional buildings. When tipped, cannot ignite rugs or 


expensive upholstering. Weighs only 612 Ibs. Attractively trimmed 


in bronze and aluminum. Distributes heat quickly and evenly. 


Underwriters’ Approval. 


T<pf<r 


Tepfer Appliance Co., Inc., Cincinnati, Ohio 
49 Central Ave., Cincinnati, Ohio Export Sales Dept., 201 N. Wells St., Chicago, Ill., U.S.A. 
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Opens Ultra-Modern Room for Builders’ Hardware 
(Continued from page 224) 














The double panels concealed behind each set of doors are on pivots so 
that exterior and interior locks and door trims and other items can be 
shown on both sides—16 mortise door locks fit in slots in each drawer. 


He is assisted by Fred Ohler, 
who has been with the firm since 
1935 with the exception of three 
years, which he spent with the 
Army in the Pacific. He recently 
completed a nine weeks’ course 
with Sargent & Co., in its contract 
sales office in New York City, gain- 
ing experience in writing specifica- 
tions, take-offs, and in scheduling 
different types of builders’ hard- 
ware. 

P. A. & S. Small Co. was found- 
ed in 1809 when George Small 
opened a hardware store on Center 
Square in York. In 1816 Mr. Small 
was advertising in the York Ga- 
zelte “a large and general assort- 


ment of bar iron, Crowley steel. 
English and American blister steel, 


’ 


iron hoops and nail rods.’ 


Most of the hardware came from 
England and was first purchased 
from commission men in Ballti- 
more, but after a few years it was 
imported directly from Birming- 
ham and Sheffield, England, with 
almost a year elapsing between the 
purchase and delivery of the 


goods. 


As the West developed, agencies 
were established in Baltimore and 
Pittsburgh, and Conestoga wagons, 
drawn by six horses, were sent to 
distant points with hardware and 





Fred Ohler, assistant manager of the builders’ hardware department, 
carefully studies catalogs as he proceeds to prepare an order. 
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similar imports, bringing on the 
return journey glass and other 
products from the West. 

George Small’s two sons, Philip 
Albright and Samuel, bought their 
father’s interest in the business 
when he retired, and changed the 
name to P. A. & S. Small Co. To 
meet the needs of the young na- 
tion, the firm entered into many 
diversified lines. Banking, the 
drawing of wire, the milling of 
flour, the manufacture of charcoal 
iron both in Pennsylvania and 
Maryland, real estate and agricul- 
ture were the principal divisions. 


Civil War Ransom 


In the Civil War the firm of- 
fered a draft on New York of $50,- 
000 to Confederate General Early 
as their part of the ransom for the 
shops of York which he had 
threatened to burn. 

The firm operated five flour 
mills and three iron furnaces. It 
was a pioneer in the flour trade to 
Brazil, exporting an average of 
90,000 barrels annually. The firm’s 
real estate holdings in Pennsyl- 
vania, Maryland and Iowa by 1875 
totalled between 8,000 and 10,000 
acres. 

In 1850 one of the largest herds 
of pure bred shorthorns in the 
country was kept. Thoroughbred, 
heavy draft stallions were imported 
from Germany to improve the 
country’s stock, and extensive ex- 
periments in the growing of wheat 
and the cultivation of vineyards 
was an important part of the firm’s 


business. 


Four Departments 


Gradually, the far-flung inter- 
ests were narrowed down and to- 
day the company is divided into 
four separate departments: Plumb- 
ing, hardware and mill supplies, 
groceries and builders’ hardware, 
servicing 18 counties in Pennsyl- 
vania and Maryland with a fleet 
of high speed trucks. The business 
is managed by Miss Anna Small. 
who was recently joined by her 
two cousins, Samuel Small and 
George Latimer Small, all of whom 
are great, great-grandchildren of 
the founder. 
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Glee G0itdp REACHES THE 


FAR CORNERS, TOO! 


Whether you sell space heaters in the 
North, South, East or West... to 
rural or city customers...for use 
with LPG, natural, manufactured or 
mixed gas—Dearborn national adver- 
tising makes your selling job easier by 
really reaching the far corners! The 
ad reproduced here, for instance, will 
appear in Better Homes & Gardens 
... Progressive Farmer ... Holland’s 
Magazine...and Sunset—which 
means that it will reach 4,553,266 
able-and-willing-to-buy families. 


Dearborn advertising during 
the coming months will bring 
heater-hunters to your store— 
it’s up to you to make customers 
of them. Check your stock; order 
tie-in and display material. . and 


then =, 


PUSH DEARBORN! 





STOVE COMPANY 


1700 West Commerce * Dallas, Texas 


BRANCH OFFICES: Suite 1490 Merchandise Mart, Chicago 
3625 South Grand Avenue, Los Angeles 
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For man, woman or child 


YANKEE 


No. 41 Automatic Drill 













easiest to use . .¢ 







easiest to sell 


























Pros it! ... nothing 
could be easier or more 
attractive to housewife, 
handyman or to the skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 
... 46 to 1144 inch... easy 
to see, select and replace. 
Drills easily inserted and 
removed from chuck; yet 
cannot pull out in use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 
for you. 

























YANKEE TOO|S NOW PART OF 


THE TOOL BOX OF THE WORLD 








NORTH BROS. MFG. CO. 






Philadelphia 33, Pa. 
















Three-Corner Bathroom Permits Simultaneous 
Family Use 


NE bathroom which equals 
three has been developed by 
House & Garden and installed on the 
fourth floor of B. Altman & Cce., 
Fifth Ave., New York City, where 
it will be on display September and 
October. The triplex bathroom, 
while using but 50 per cent more 
space than the average American 
bathroom, affords a separate tub, 
shower and toilet compartment, per- 
mitting individual and private use 
of each section. 
The masculine shaving corner has 
a basin 8-in. higher than customary, 
equipped with a light-encircled ad- 
justable mirror. The feminine 
make-up unit is a combination of 
wash basin, dressing table and stor- 
age compartments with a three-panel, 
full length mirror opposite. Both 
basins feature foot pedal water con- 
trols. Tub and shower are equipped 
with a regulator which pre-mixes hot 
and cold water and have doors of 
translucent glass. Basin is low 
enough for the small family mem- 
bers to use. 
The bathroom, designed by Robert 





L. Davison & Katz, Waisman, Blu. 


menkranz, Sein Architects Asso. 
ciated, was built by Devon Dennett. 
Other features include—heated towel 
cabinets, family-size medicine cabi- 
net, special lights for illumination, 
sun tanning and radiant warmth, 


extra storage space, separate toilet 


with its own hand basin and insu- 
lated glass window wall. 

Grant Pulley & Hardware Co., 
supplied the sliding towel racks and 
Hoegger, Inc., the hooks for clothes 
in the shower, shower valve, towel 
bars, and the toilet paper holder. 
Other materials and equipment used 
were from: American Radiator & 
Standard Sanitary Corp., plumbing 
fixtures and fittings, Pittsburgh Plate 
Glass Co., wall surfacing and coun- 
ter tops, structural glass, shower 
tube doors and enclosures, trans- 
lucent glass, double glazed window, 
and plate glass triple panel mirror; 
Formica Insulation Co., ribbon grain 
prima vera walls and doors; David 
E. Kennedy, Inc., cork tile composi- 
tion base—main flooring; General 
Electric Co., lighting consultants and 


Triplex bathroom shown above in part with the feminine corner at the 


left and the masculine shaving unit at the upper right. 
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eléctrical fixtures; Long Island 
Shower Door Co., metal work— 
frames for slower and tub enclosures 
and special hardware; Chase Brass 
& Copper Co., Inc., non-ferrous 
metals; [. Schwartz Glass & Mirror 
Co., transparent mizror and Detecto 
Scales, Inc., scale. 





That Competition 
Complex 
(Continued from page 184) 


dition within your organization 
which can develop serious conse- 
quences difficult to explain or 
overcome. 

Choosing the lines to stock is 
an important problem. Half way 
measures are futile. If it is a new 
line to be added, no dependable 
estimation of its acceptance in 
your community can be deter- 
mined through limited presenta- 
tion. “Skimpy“ buying misleads 
rather than convinces. Often what 
might have been worked up into 
a worthwhile addition is rejected, 
not because the line is “no good” 
—“doesn’t sell” but because the 
effort to sell was weak and indif- 
ferent. Create the impression you 
are “headquarters” for the prod- 
ucts you offer, carry a reasonably 
complete assortment, priced 
within the orbit of similar mer- 
chandise, then go after that busi- 
ness. If it is not worth stocking 
it is not worth buying. 

Even on the regular lines the 
timid testing theory is weak. No 
retailer is going to crash the 
builders’ hardware field with a 
carload of rim locks and half a 
dozen solid brass front door sets. 
A full line of slip joint pliers will 
not develop a desirable plier busi- 
ness. The popular selling snip 
of the line, or the No. 114 Bell 
Faced Hammer is insufficient to 
impress the trade using snips and 
hammers. Ridiculous? You might 
be surprised how many play the 
“skimpy” game, failing to realize 
it generally engenders the im- 
pression, “You never can get what 
you want at Joe’s—you do at 
Jim’s.” Or, “Dugan & Dolin— 
just dabble in tools and hardware 
—there’s no use going there.” 

Certainly there is competition. 
Good business judgment meets it. 
Poor judgment asks for it, and 
makes it tough, always. 
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Call Your 
Distributor 


Prominently 


42 years. 


HOLTITE- Phillips 





The colorful HOLTITE-Phillips Household Kit X2 
sells on sight! Contains assortment of 22 dozen flat 
head steel wood screws, most commonly used 
lengths in diameters from No. 5 to No. 12—with 
2 Phillips drivers, Nos. 2A and 3A. 






L 


displayed on your 
counters or shelves, the attractive HOL- 
TITE package will ring up steady repeat 
sales. Rugged, precision-made HOLTITE 
fastenings in sturdy, colorful packages with 
shelf-legible labels that contain complete 
at-a-glance information of contents . . . 
color-coded for quick identification and 
time-saving inventory taking. Your distri- 
butor stocks this quality line of engineered 
fastenings—a dependable source for over 






























































New Bedford. 
@ Mass..USA 
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‘Dispos-O+Matic' 


Eureka Williams Corp., Bloomington. 
Ill., is introducing its garbage disposal 
unit known as the “Dispos-O-Matic.” 11 
is a cylindrical unit, mounted beneath 
and connected to the drain opening in 
any standard sink. Main part of the 
unit serves as a reservoir for kitchen 
waste which is fed through the sink’s 
drain. Two heavy metal rotary impellers 
at the bottom of the reservoir are spun 
at high speed by a one-quarter horse- 
power motor which is said to never re- 


quire oiling or adjusting. Impellers, 


which are hinged at the hub and will 
retract to permit passage of waste which 
cannot be pulverized on first contact, 
work on the centrifugal force principle. 
Constantly hammering at the refuse, 
the impellers crush and force it through 
a conical) steel outer ring equipped with 
vertical cutting edges. Here waste i- 
reduced to a pulp. Pulp is forced 
through small openings between the 
edges. Flow of water, plus the pumping 
action of the impellers, forces it down 
the drain. Unit is self-cleaning. 


Carton for Broilerette 


Buckeye Aluminum Co., Wooster, 
Ohio, is introducing a colorful carton 
made by the Ohio Boxboard Co. which 
tells a merchandising story for the 12 
in. “Smokeless Broilerette.” Container 
features a reproduction of a_ koda- 
chrome print, with a four color printing 
process and a fifth color used as back- 
ground, namely yellow, red, light blue. 
purple and black. Drawings running 
down the side color panel show the 
product in use as a steak broiler, fish 


280 


and chops, strainer, open roaster com- 
plete with drip pan and a steamer. At- 
tractive packaging of the “Broilerette” 
iakes it an ideal gift for showers, 
lrides, or anniversaries. Carton makes 
unit a self-selling item, claims maker. 


Cabinet Catch 


The Stanley Works, New Britain, 
Conn., offers the No. 32 cabinet catch. 
Designed for either lipped or flush 
doors, the user will find it easy to apply 
as no mortisin’g is necessary, and easy 
to adjust because of elongated screw 
holes. Catch is said to be positive in 
action as the curved tempered steel 
spring, mounted on the door, engages 
the rubber roller securely. Roller fas- 
tened to either the cabinet shelving or 


side jamb serves as a cushion against 
the clicking noise and prevents the 
slamming of the cabinet door against 
the casing. 


‘Anystream' Shower Head 


Speakman Co., Wilmington 99, Del., 
is introducing the “Anystream” shower 
head which supplies the bather with an 
adjustable spray ranging from a fine 
needle spray to a solid flood spray for 


non-splashing rinse. Simple turn of 


the adjustment lever on the side of the 
head provides the various streams. 
Stream is said to always give a full 48 
stream flow and the adjustable feature 
makes it self cleaning. Six slotted 
tapered plungers afford the adjustable 


feature. Plungers are fastened to a 


control plate which moves up and down 
within the shower head when the lever 
is turned. Can be attached to new or 
old shower. Suggested to retail for 
$10.50 and an adjustable ball joint is 
supplied for an additional $2. 


‘Snap-Lock’ Plier-Wrench 

Seymour Smith & Son, Inc., Oakville, 
Conn., is offering the “Snap-Lock” plier- 
wrench which can be used as a plier, a 
wrench, a vise, and a hand clasp, all 
functions controlled by a single adjust- 
ment in the handle’s end. Swivel jaw is 
said to grip evenly its entire length and 
conform to and hold objects of irregular 
shape. By squeezing the handles to 
gether the jaws lock requiring no 
further hand pressure. Then by spread- 
ing the handles with the hand holding 
the tool, releases them. All parts, in- 
cluding the replaceable jaws, are made 
of carton steel heat treated for strength 
and durability. It is available in 10 and 
seven in. sizes, 
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“urine FUEL 


IMPROVES COMBUSTION! 


i ; DISSOLVES SLUDGE! 
SOOF and IF YOU SELL STOVES, HEATERS, OR FUEL here’s a chance to 
4 t SLYUOGE cash in on a new product while it’s new. Priced to sell... Easy to 


use... And absolutely harmless, XZIT Soot & Sludge Remover is 
REMOVER 


the answer to all the problems of fuel oil heating because it cleans 
constantly from storage tank to chimney top. BE FIRST to offer 
FYEL OIL + BURNER OIL + KEROSENE 












the newest—the best—to your community...order XZIT Soot & 
Sludge Remover today! 


Will Not Injure Any Part of Heating Unit 


ERE’S THE DEAL! 













 Xait removes sludge end carbon from tenks 
F end lines. Keeps. burner tips cleon. Elimi- 
notes soot from chimney end heating units. 







Packasl 24 pints to the carton to retail SELL FOR $22.80 
at $22:80:pericase, You get 35% BUY FOR 14.82 


trade distount, qe 
YOUR PROFIT $7.98 


— QUARTS ........-.-, $1.75 
Packed 12 quarts to the carton to re- SELL FOR $21.00 


, NOTH E & x Z | T @ Be ro] D U € T tail at $21.00 per case. You get 35% BUY FOR 13.65 


trade discount. 


——— YOUR PROFIT 5/.35 


ORDER TODAY! 


FOR EARLY FALL DELIVERY 
JOBBERS PROTECTED 






















XZIT SOOT 












zi { XZIT Svot Eradicator is a pow- 
t dered material which when 
sprinkled on the coals of wood or 
coal fires liberates a gas which 
removes soot from firebox and 
chimney. 

Packed 8 1-lb. boxes to 
the display carton and 3 
display cartons to the case. 
This pack of 24 1-lb. pack- 
ages retails at $18.00 and is 
priced to the retailer at 
$12.00.. 


TERRITORIES OPEN TO JOBBERS 


Write today for our attractive jobber discounts. 
Samples and literature available upon request. 














MAIL THIS COUPON NOW! 






XZIT SALES COMPANY 
South Hoover Street 
Los Angeles 44, California 









Date. nieimmnaie . ute 
Please ship through my wholesaler_ cases of quarts 
cases of pints of XZIT Soot & Sludge Remover. 






CO 






Name of company 





Nome of Individval__ Title _ 
Street 
City 

















XZIT SALES COMPANY 


_ State 









Zone__ 
SHIP THIS ORDER THROUGH 


5800 S. Hoover Street - Los Angeles 44, Calif. Name of Wholesaler ————— ma 
a es ee ee es ce oe 






| 
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all needs. 
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MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 


50 CHURCH ST., NEW YORK 7,N.Y. 
V7 











| reclosed and re-used by gluing. 


| Shot Shell Shipping Cases 


Western Cartridge Co., E. Alton, IIl., 
is issuing fiber board shipping cases for 
Western-Winchester shot shells instead 





of. wooden cases. They are now being 


| used to ship Western X-pert and Super- 


| weight and moisture resistant. 


X shot The cases are light 
When 
dropped the cases will merely dent, not 


crack open, claims the maker. As they 


shells. 


| are stapled, the cases reduce pilferage 


| possibility. 


Screw driver or pliers will 
open case and after opened, box éan be 
For 
carrying ease, cases should be held by 
diagonally opposite top and bottom 
corners. When stacked, each layer of 


| cases should be “cross-tied.” 








Miller Rod House 


Miller Sewer Rod Co., 4642 N. Cen- 
tral Ave., Chicago 30, Il, is offering 
the Miller Rod House contaming the 
Miller rod which is made of tightly 
spun music wire said to make every 
downward bend in the pipe. Miller Rod 
House is a handy machine as it keeps 
the rod from spreading over the floor 
and operator. By turning the speed 
handle the rod is whirled down the pipe 
cleaning out grease, dirt, and other ob- 
structions. Designed for rodding: sink, 
and floor drains, urinals, toilets and gas 
Miller Rod House with speed 
one ‘of five sized rods is 


lines. 


handle and 














Wilnt S REW 








available for the suggested retail price 
of from $33.52 for %4 in. by 50 ft. rod 
to $59.26 for 1% in. by 75 ft. rod. 


Toastmaster 

Toastmaster automatic pop-up toaster 
is offered by Toastmaster Products Di- 
vision, McGraw Electric Co., Elgin, Il. 
Outstanding features are the “Superflex 
Toastimer” that automatically compen- 
sates for voltage variations, big cool 
easy-lift handles, smartly styled, and 
pop-open crumb tray for easy removal 
fair traded re- 


of crumbs. Suggested 


tail price is $19.95. 


Renuzit Gift Offer 


For a limited time, the Renuzit Home 
Products Co., 1724 Chestnut St., Phila- 
delphia, Pa., is offering the 29 cent size 
Renuzit spot and stain remover free 
with each purchase of the two gal. size, 
French cleaner, both at 


Renuzit dry 








the suggested retail price of $1.55. Bold 
sticker that reads “Free Gift Offer” and 
points directly to the can of spot and 
stain remover is available. Complete 
price cards, bulletins and mats are sup- 


Offer 
the 


plied to dealers without charge. 
is restricted to territory east of 
Rocky Mountains. 





Portable Lamp Facts 


A 40-page sales training book, “In 
The Shade of a Portable Lamp,” has 
been issued by the Lamp Department 
of the General Electric Co., Nela Park, 
Cleveland, Ohio. It is designed to ac- 
quaint sales people with fundamental 
facts on portable lamps including lamp 
types, functions, size, placement, correct 
bulb sizes, and wattages, the book is il- 
lustrated with interesting light, cartoon 
type artwork. It is available for 25 
cents. 
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'‘Rub-R-Lite’ Flashlight 


Lennan Lights, Inc., 231 W. Olive 
Ave, Burbank, Cal., is introducing 
the Rub-R-Lite “K2” Flashlight which 


operates on a new principle. All working 


ing parts, including bulb-ejector mechan- 
im, are contained in a small “sealed- 
in-head” unit, which is popped in or 
out of the steel-lined Neoprene case, 
whenever bulb or batteries are to be 
changed. Flashlight has one-button 
switch, press the red button, its on, 
press again its off. Pre-focused head 
unit and batteries become sealed inside 
the Neoprene rubber case. Dropping 
the flashlight or submerging it in water 
or oil won’t harm it according to the 
maker. It is said to be a non-conduc- 
tor that can be used around high 
power lines and electrical equipment. 


Plastic Egg Holder 


Egg cups are available in red, green, 
yellow and ivory plastic. Each is mount- 
ed on an attractive display card. Egg 
is held securely in cup and edge 
catches egg drippings. Egg holder 
stacks compactly in cupboard. Saucer 
base will not tip, says maker. Shipped 
one gross to a carton weighing 10 lbs. 
Suggested to retail for 10 cents each. 
American Injection Molders, Inc., 4238- 


40 27th St., Long Island City, N. Y. 


‘Seal-Wood' 


Allen-Brash Co., Corapolis, Pa., offers 
Seal-Wood for wood filling operations. 
Ready to use, it requires no mixing. 
Maker states it hardens into natural 
wood which can be molded, nailed, 
planed, etc. Can be thinned with water 


and ammonia. Drying may be hastened 
byapplication of moderate heat. All sizes 
are packed one doz. to a carton. Avail- 
able in 14 Ib. can, % Ib. can and 1 Jb. 
can. Sugested retail prices are 25, 40 
and 60 cents each respectively. 
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WROUGHT STEEL 
STRAP HINGES 


HINGES 


MANUFACTURING COMPANY 
PITTSBURGH 12, PENNSYLVANIA 








PATENT APPLIED FOR 






ADE OF TRANSPARENT PLASTIC 





LENS 


[fr 








able now. 


The counter display shown here 
is printed in 4 colors and is a 
sure-fire way to move Live-Lure. 
The display carries 12 Live-Lures 
that can be removed easily by 
dealers but are so secured that 
they cannot be pilfered. Avail- 


Dealers and Jobbers, Write Dept. HA 


RICE ENGINEERING CO. 


912 STEPHENSON BUILDING 
DETROIT 2, MICHIGAN 






USE FOR TROLLING OR ‘CASTING 
> Bass, Pike, Pickerel and other 


+ ; game fish. 


IFIES 


BUILT-IN, MAGIA yg galt 


Keeps minnows alive for days. 




















































Ne. WI 
Bell Bese Pesitioner 
























Ne. 02 
Positioner (90° slet) 



























Ne. 
Quick Acting Precision Vise 


ee 


Ne. 109-Handle 


















Ne. 108 Ne. 110 
Hand Vise Swivel Bese 
















r bench work 


Whateve ‘ 


and vise combinatio 
with less spo! 
ed where he wants 
Name © 


quicker 


firmly fix , 
strain to a minimum. 


Address De 


LIKE ANOTHER 
HAND AT WORK 


UNIVERSAL BALL BASE 


POSITIONER 


SIMPLE - POSITIVE 


ECONOMICAL 





MADE BY 









1233 LINCOLN BLVD. > 


By the makers of 


TIME SAVERS @e°? 
is being done Rey 
s will help the w 


lage. In addition, 
it at all times 


f nearest de 


partment 84 
4 







po positioners 
orkman do it 
having the work 
reduces nerve 


aler on request. 


No. 104 
SHOWN FITTED 
WITH 2 INCH 
WILTON VISE- 


PATS. PEND 


CORPORATION 


SANTA MONICA, CALIF. 
REYPO MODELMASTER WOODWORKER 
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Hostess Boxes of Roylies 


Royal Lace Paper Works, Inc., % 
Gold St., Brooklyn 1, N. Y., offers the 
Hostess Box in which Roylies, lace 
paper doilies are packaged. Each box 
contains 144 Roylies of a given size and 





Five, six, eight, 10 and 12 in 
round and square Roylies are packaged 
in the jumbo-size boxes and the eight 
by 12 and 10 by 15 in. oblong Roylies. 
Packages are suggested to retail for 
from 39 cents to $1.39 depending gn 


pattern. 


the size of the doilies. Booklet giving 
tips from movie stars on use of Roylie: 
is included in box. On back of each 
box are “how to use” suggestions. 
Boxes are printed in three colors, hav- 
ing a cellophane window and are said 
to keep Roylies crisp and white in- 
definitely. Box is designed to make 
appealing displays in windows or on 
counters. 


Power Sickle, Tool 
Bench Grinder 


Horns Tool & Mfg. Co., Minneap- 
olis 16, Minn., is introducing the Horn 
craft Universal Farm Power sickle and 
tool bench grinder. Model ZSA, it is 
Timken bearing equipped and perma 
nently oiled. Bearings are adjustable 
and the shaft is said to be easily re 
moved for installation of V or flat belt 
Frame is of heavy aluminum alloy with 
built in safety belt guard. Sickle cone 
may be mounted on right or left side 
of grinder. Sickle attachment is made 
of % in. round steel, is removable and 
has a heavy cast sickle holder that is 
said to be strong enough to support 2 
sickle bar. Equipped with a universal 
all position tool rest adjustable to all 
positions and angles to both sides and 
face of wheel. First quality balanced 


sickle cone, 7 by 3% by %. Tool wheel, 
8 by 1% by %, with safety wheel guard 





Designed to carry 10 by 11%4 by % grind 
ing wheels. Arbor shaft, 16%4 in. long: 
height, 11% in. Weight boxed is 40 Ib. 
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Clark Woodmaster 


This hobby-machine is seven power 
tools in one namely—circular saw, sabre 
saw, lathe, horizontal drill, rotating 
file, and buffer-grinder-sander. Each 
operation is individual, and the machine 
is said to have no vibration at 3,500 
rp.m. Unit consists of: machine base; 
12 by 18 in. table of 45 deg. angle 
tilt; rip gage and mitre gage; adapters 
for circular saw; 7 in. circular saw 
blade; hardened sabre saw blade; 2 
solid steel lathe guides, 24% in.; | 
solid steel working bar, 20% in.; lathe 
points; lathe heads; 2 dual pulleys 
and pulley belt; and sabre saw attach- 
ment. Machine is equipped with bronze 
oilite bearings and constructed of heavy, 
cast aluminum with nickel plated steel 
parts. Will cut up to 1% in., and lathe 
will take stock up to 16 in. long, 8 in. 
diameter. Will operate from a %4 or 
1/3 h.p. motor, or any washing ma- 
chine or refrigerator motor. Suggested 
to retail for $49.85. Wilson-Loyde, 23 
Church St., New Haven, Conn. 





Flexible Window Materials 


Arvey Corp., 3462 North Kimball 
Ave., Chicago, IIl., is offering two more 
all-purpose flexible window materials, 
the R-V-Lite 200-P and R-V-Lite 300-W. 
Both the plastic reinforced, 200-P and 
the wire reinforced, 300-W, are trans- 
parent, extremely flexible and com- 
pletely weatherproof, says the maker. 
Can be used in poultry houses, base- 
ments and attics, summer kitchens, sun 
porches, houses, workshops, and 
garages. These window materials are 
claimed to admit over 60 per cent of 
the sun’s vitamin-D. Material is easy 
to install with a pair of scissors, few 
wood strips and some nails. 

Arvey also makes cotton reinforced 
flexible window material. 
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Smart fishermen choose 


... "PRECISION BUILT” FOR PERFECT CASTING 


SUNSET LINES 


SUNSET LINE & TWINE CO. 
564 Sixth $1., Son Froncisco 3 


SUNSET LINES 


IN SALT WATER, LAKE OR STREAM 









Top honors in the ith I 


Mexico, went to Allen 


caught a 121 Ib. Sailfish 
182% Ib. Marlin. He lanc 
giant Marlin after a furiou 


MARINA CUTTYHUNK L 
demonstrating his great 


his SUNSET LINE 
Yes, smart fishermen 


terials. . 


Time AFTER TIME FISHE 
To Sunset LINES 


More of the 


available eve 


“AMERICA’S FINEST FISHING LINES” 


-+e SEE YOUR JOBBER 
ED. W. SIMON CO. 
320 Broadway 
New York 7 


REPRESENTATIVES 

JOHN W. BENTLEY 

222 W. Adams Street 
Chicago 6, Illinois 


“EVERY INCH DEPENDABLE” 


tional Sailfish Rodeo at Acapulca, 
F. Wright 
of Wright & McGill Co., Denver, 
Colorado, for his outstanding 
tournament performance. Wright 


of an hour and ten minutes.. 
with a 9 thread 27 Ib. test SUNSET 


skill and the great strength of 


where choose SUNSET LINES for 
super strength, perfect casting, 
and free reeling. They're made to 
perfection, of the very finest ma- 
.on the latest type ma- 
chinery in the industry...no 
splices...no lumps or bumps. 
the best your money can buy. 


Prove THERE ARE No EQUALS 


lines are becoming 


M. D. CHALKLEY 
706 Gettings St. 
Suffolk, Virginia 









The CASTMASTER— 
Waterproof Nylon 
Bait Casting Line for 
Fresh or Salt Water. 







neerna- 








anda 
Jed the 
s battle 






























ARROWHEAD - Ta- 
ered and Level Fly 
ines. 


INE... 
fishing 










every- 





























MARINA and PRIMO 
—Cuttyhunk Lines for 
Salt Water Fishing. 


RMEN 















se fine 







ry day. 

























Why Not? 


COMMERCIAL TRAVELERS 


Direct Purchase 


Have Your PERSON 


EASTERN 


Mutual Association 
Ne Branch Offices 


Massachusetts Company, Incorporated 1894 
Insure Your Earnings ... Protect All! 


and HEALTH INSURANCE with ... 









AL ACCIDENT 








ACCIDENT POLICY PAYS 
$5,000.00-$10,000.00 
FOR ACCIDENTAL 
DEATH 


SICENESS 


$25.00-$50.00 $10.00 PER WEEK 
FOR WEEKLY FOR NON-CONFINING 
DISABILITY SICKNESS 
Estimated Annual Cost $15 Estimated Annual Cost $24 


$25.00 PER WEBK 
FOR CONFINING 
SICKNESS 








POLICY PAYS 

















MORE THAN 50 YEARS OF UNFAILING SERVICE 
Provides protection 24 hours a day when traveling, while at work, 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


SEND THE 
COUPON 


TODAY 





= 





around the home or on vacation 


eee eh ee me 
John 8. Whittemore, Sec.-Treas. 
Eastern Commercial Travelers 
80 Federal St. Boston 
application for membership to 
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Without obligation, please send complete information and 
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WHATS NEW 





Fish Bites 'Bobber Lites’ 


Pasch Bros., 229 N. Water St., Mil- 
waukee 2, Wis., offers the Bob-Er-Lite, 
beacon bobber that flashes when a fish 





is on the hook or nibbling at the line. 
Has a replaceable battery and bulb. 
Said to be unbreakable. Suggested to 
retail for $1.98. 





Scourer-Sponge 


Keen-Klean is a rubber sponge of 
neoprene and ‘is said to easily clean 
greasy kitchen sinks. Will not quickly 
deteriorate from contact with grease. 
Sponges are tough but soft and absor- 
bent. Made in block shape, the sponge 
comes in a combination of red and 
green. It is available in four sizes for 
washing cars, woodwork, carpets, win- 
dows and tile. Applied dry it is claimed 
to be effective in removing surface dirt 
from wallpaper, painted walls and 
venetian blinds. Suggested to retail for 
from 25 cents for the 2% by 1 by 4% 
in. size to 50 cents for the 2% by 2 
by 4% in. size. “Peter-Pan” scourer is 
suggested to retail for 25 cents. Oliver 
Processing Co., 1580 E. Slauson Ave., 
Los Angeles 1, Cal. 


Presto Cooker 

National Pressure Cooker Co., Eau 
Claire, Wis., in response to the need for 
diversified sizes in pressure cookers is 
offering a two-and-a-half qt. size in 
addition to the four qt. Presto cooker 
model. Smaller size cooker is available 
in both the Model 40 and 60 and is 
equipped with the same features that 
the four qt. has. Identical safety de- 





vices, patented Homec seal, over-pres- 
sure plug, and a pressure gage giving 
accurate readings of pressure at various 
levels. 


Mossberg Automatic Rifle 


Model 151M, 15 shot, .22 caliber 
automatic rifle is fitted with the S100 
receiver peep sight with one-half min- 
ute micrometer “click” adjustment for 
windage and elevation. Cross arm 
swings out of the way so that open 
sights or telescope can be used. No. 
S107 rear barrel sight is simple and 
sturdy in design, says maker, and offers 
instant selection of three different sight- 
ing forms, V and U notches or aperture. 
Sliding elevation bar permits instant 
and positive adjustment for elevation. 
Equipped with No. 1A ramp front sight 
with four permanently attached inserts 
which are instantly changeable and re- 
movable hood. Other features are: 20 
in. round tapered barrel, crown muzzle, 
two piece walnut finish, red and green 
safety indicators, and dove-tail cut to 
accommodate the No. 4M4-four power 
top mount telescope sight. Rifle weighs 
about 7 lbs. and is 40 in. long overall. 
O. F. Mossberg & Sons, Inc., New 
Haven, Conn. 








Lee-Neal Boat Stabilizer 


Double pontoon unit designed to at- 
tach quickly to any duck boat, canoe 
or row boat up to 42 in. wide. Said to 
make the boat practically non-capsiz- 





able and non-sinkable. For packing or 
carrying, it folds into a package 
28 in. long and weighs 18 lb. Tough 
rubberized fabric pontoons are in- 
flated by mouth through a_ valve 
which turns one way to open and 
the other to close. Two strong clamps 
will fasten tightly on either side of the 
boat or gunwale up to 4 in. thick. Tele- 
scoping arm of square steel tubing 
which holds the pontoon on the outer 
end is hinged to each clamp. Sliding 
part of the arm extends inwards from 
the clamps to the center of the boat 
where the two ends are locked together. 
Suggesed to retail for $24.95. Lee-Neal 
Co., Post Office Box 173, Commerce Sta- 
tion, Minneapolis 15, Minn. 


Dazey Egg Beater 


Model 800 has an adjustable handle 
which permits right and left hand use, 
and special gear ratio said to produce 
quicker results with less effort. All 
parts of the heavily chrome plated 
beater are exposed for easier cleaning. 
Stainless steel concave blades produce a 





rapid uplift action enabling the pear 
shaped dashers to produce quicker re- 
sults, says maker. Whips heavy cake 
and waffle batter, mashes and creams 
potatoes, and whips cream with no ad- 
justment. Individual carton converts 
into a display stand. Suggested to re- 
tail for $3.95. Shipping weight per doz. 
is 14 lbs. Dazey Corp., St. Louis 7, Mo. 


‘Drum-O-Lator' 


Safe, all-metal stand for holding and 
handling drums in which liquids are 
stored and dispensed. Standard model, 
shown, is recommended for use where 
the position of the stand remains sta- 
tionary—fuel oil installations, gasoline 
or kerosene, chemicals, distilled water, 
etc., where liquid is received in bulk. 
Stand is 18 in. from floor, and the 
height from floor to druia spigot is 20 
in. Packs in box 3 by 4 by 18 in., 
weighing 11 lbs. Said to clamp on 
drum in a jiffy. Suggested retail selling 
price is $4.95. George D. Meyer Co., 
Wooster Pike & N. & W. R. R., Marie- 


mont, Cincinnati, Ohio. 
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This Samson SHOWBOX 
counter display is equally 
good for a small show 
window. 
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WIN...PLACE...and SHOW! That's what 
they “pay off” on, whether it’s horse racing 
or merchandising. And with today’s buyers 
rapidly becoming quality, price and brand 
conscious, you've not only got to offer the 
right products at the right prices, but to WIN 
their dollars you’ve got to PLACE those 
products where they will be seen and where 
they will SHOW their advantages! 

Here’s where Samson Electrical Appli- 
ances are a natural . . . right across the 
board. Not only are they products of dis- 
tinction . . . high in quality, yet popular in 















HERE’S HOW SMART DEALERS 
ARE CASHING IN ON THE 


Shewhened ts Sell! 


FEATURE OF THE SAMSON LINE! 


price... but they are SHOWBOXED TO SELL 
—a plus feature for plus sales! 

Join the smart dealers everywhere who 
are cashing in on this Samson SHOWBOX 
feature by displaying the entire Samson line 
in their windows and on their counters. 
For whether you follow the arrangement 
suggested in the above illustrations, or 
make up your own, you'll find Samson 
SHOWBOXES are colorful, eye-catching 
“traffic builders’’ which form the basis of 
window and counter displays that stop 'em, 
tell em, show ‘em, and sell ’em! 
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Best Sellers at 
Popular Prices 


Carefully graduated diameter, hi-carbon, 
tempered solid steel blades with light tips 
and agatine tip-tops which assure a snap and 
balance that delights every sportsman. Ask 
your Jobber for Bulletin and prices. 


No. 4306-4311—Trolling Rod, detachable 16'' 
double-grip wood handle, metal reei seat and tip- 
top. 33" and 48" lengths. 


No. 6440-6460-6470—Detachable offset steel han- 
die, cork composition grips. 42", 48° and 54" 
lengths. 


No. 2109—Straight 8/.'' formed wood handle, 
metal reel seat. 45"' length. 


No. 4406-4411-44116—Reel Rod, 18'' double-grip 
wood handle, rubber butt-cap, built-in 4/."" reel 
with drag and line guide, 18" or 34"' or both 
length detachable blades. 





remax lroaucts| 


Division Chisholm-Ryder Co., Inc. 
4701 Highland Ave. Niagara Falls, N. Y. 
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Door 'Mat-Kit' 


Superior Rubber Mig. Co., 600 S. 
Michigan Ave., Chicago 5, IIll., is mak- 
ing a “Mat-Kit” which is 9% in. wide 
by 14 in. long by 1% in. deep, litho- 
graphed in two colors. Kit makes up 
into a door mat 20 by 24 in. and may 
be assembled by the user with his initial 
or any original design worked into the 
field. Link material is one-third red and 





two-thirds black with flexible rubber 
rod and edging. Suggested retail price 
is $3.49, packed 20 to a case. 





'Snack-Master' 


Palette-shaped “Snack Master” tray 
has three partitions to hold party foods, 
a place for the beverage and a slot for 
your napkin. Available in ruby, emer- 
ald, amber and sapphire marbleized 
translucent plastic. Gaily packaged set 
of four in assorted colors is suggested 
to retail for $2.95, individually, 75 cents 
each. Balances by rule of the thumb, 
tray resting on forearm. Minimum or- 
der is 18 sets of 4, shipping weight 





about 25 lbs., or 4 doz. single trays, 15 
lbs. shipping weight. American Injec- 
tion Molders, Inc., 4238-40 27th St., 
Long Island City, N. Y. 


Bathroom Accessories 


The Autoyre Co., Oakville, Conn., is 
introducing the packaged department 
for merchandising bathroom accessor- 
ies. A half dozen each of 11 different 
items in a matched line of lustre 
chrome fixtures, from soap dishes to 
robe hooks, are packed together with 
a metal display panel in a carton called 
the “Retailer’s Stock ‘n’ Show Pack.” 
Display panel is made of metal and 
finished in buff and ivory baked enamel, 
measures 22 by 16 in., and has nine 
ef the 11 fixtures pre-mounted. It is 




















easeled to stand up and equipped with 
attachments for hanging on wall. “De. 
partment” is suggested to retail for 
$20.70. 


Utility Rack 

Steel Products Mfg. Co., St. Louis, 
Mo., has designed an improved fan-type 
rack, the “Swing-A-Way” utility rack. 
For use in corners or woodwork of 
kitchens, bathrooms, closets and doors, 





each of the five arms move independent. 
ly of the others. Neophrene tension de- 
vices between the arms insure rigid 
self-locking of each arm in any position, 
says maker. Entire fixture is nickel 
plated. Arms are 12% in. long and 
curve up at the tips. For neckties, dry- 
ing towels, lingerie and small wash 
items. 





‘Hygienic’ Soap Dish 

Soap dish is made of unbreakable 
plastic in green, yellow, pink and blue. 
Top and bottom can be in two different 
colors, making a two-tone color combi- 
nation. Top piece has a laced base, 
permitting the water from the soap to 
drop into the bottom piece to keep soap 
dry. Suggested to retail for 50 cents. 
Dish weighs 214 oz. Four doz. and 12 
doz. are packed to the carton. Hygienic 
Specialties Co., 1123 Broadway, New 
York City 10. 
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Champion Juicer | 









Rig 


Diecasters, Inc., Ridgefield, N. J., is | y 
offering the “Champion Juicer’ which 
has an extension type lever and a built- 








































Lawn mower customers these days are doing 










more than just buying. They ask plenty of ques- 
tions first. And the merchant who knows the 
answers makes the sale. Here are some of the 





features of every Coldwell cutting reel. You'll 
want to talk about them because they are “reel” 
in gear mechanism. Extension base pre- 

vents juicer from tipping while in op- } 
eration. Upper pressure cup and lower 

cup and strainer are easily removed for 
washing. Safety lock prevents headpiece 
fom dropping and handle from flying 
back while fruit is inserted. Finished in 
white enamel and chromium. 


selling points! 


COLDWELL LAWN MOWER DIVISION 

COLODWELL - PHILADELPHIA LAWN MOWER CO., INC. 
Newburgh, New York 

subsidiary of Portable Products Corporation 








General Mills Iron 


General Mills, Inc., 400 Second Ave., 
§. Minneapolis, Minn., is introducing 
a Tru-Heat iron known as_ model 
“GM 1B.” It looks the same as its 
predecessor, the “GM 1A,” but it fea- 
tures a steel-encased heating element: 
for long life and has improvements in 
switch construction, cord assembly and 
handle cooling. A slight increase of 
$l over the former suggested retail 
price brings the price to $12.50 and 
more than half the boost is said to go 
to the dealer. 


Perficup Coffee Measure 


“Perficup” coffee measure holds 4/10 
oz. of coffee yielding 40 cups per pound 
regardless of the brand, says the maker. 
Housewife leaves it in her coffee con- 


lainer so it is always handy. Made of O the Coldwell cutting reel consists of © Blades are riveted securely to four 
styrene plastic, it is suggested to retail five blades, constructed of special alloy evenly-spaced steel flanges, which are 
for 10 cents. Mounted on card designed steel which stays sharp longer and resists in turn welded to a steel shoft. There is 


impact with twigs and stones. no reel on the market that is stronger 


lor national advertising tie-in insuring 
than Coldwell's! 


















OQ The reel rotates on precision-ground, O coldwell blades are ground first at a 
radial thrust ball bearings. Spin it for 25-degree angle, then finished with ou 
your customer, to show how easily it cylindrical grind. This bevel grind reduces 
rotates—for easy mowing. friction, makes mower easier to push, 






and does a better mowing job 


BE SURE TO VISIT BOOTH 350, NATIONAL HARDWARE SHOW 


COLDWEL 
tMsumer recognition. Utensil has Na- (Gurl on LO TOWER yee Cually 








tional Coffee Association Seal of Rec- 
®mendation. Best Plastics Sales Co., 
Ihe., 140 Cedar St., New York City 6. 


Packed 1 ¢ ighi 
gros carton weighing : 7 : : 
8lbs sto 8 ” One of a series of advertisements to tell hardware men specifically about superior Coldwell 


sales features. 
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Heater-Cooler Fans 


Heater-Cooler fan is powered by the 
E-M-C No. 800 fan motor which has 
semi-oil-less bearings with all revolving 
parts balanced to insure smooth, quiet 
operation and long life, says the maker. 
Main feature of the new design is the 
air is said to move quietly and effectively 


with no draft occurring. Cone-shaped 
top deflector angles the heated or cooled 
air from the fan to provide the maxi- 
mum effective distribution in the room. 
Light in weight, the unit measures 10 
in. high and 10 in. in diameter. Toggle 
switch is located on base controlling 
the operation of the 7% in. six blade 
fan and the heating element. Hori- 
zontally mounted radial wire coils com- 
prise the heating element and _hori- 
zontally mounted fan directly above the 
heating element distributes the heat at 
the same angle as it does cool air. Fin- 
ished with a black crackle top and base, 
chrome trimmed heating element en- 
closure and circular guard wires. Six 
ft. flexible rubber-covered heater cord 
and plug are insulated with asbestos. 
Howard Industries, Chicago, II]. 


Period Furniture Heaters 


Duo-Therm Division, Motor Wheel 
Corp., Lansing, Mich., is offering a line 
of heaters designed in period furniture 
styles, namely the Hepplewhite and 
Chippendale designs. Shown is Chip- 
pendale model 953-7 dual chamber 





burner, 14 in. Has Duo-tone blond fur- 
niture finish. Heater is 34 in. high, 34 
in. wide, 281% in. deep with a five gal. 
fuel tank, 24 in. deep less tank. Flue 
size is 6 in. 46,000 B.t.u. output. Sug- 
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gested heating capacities based on av- 
erage construction, 4,600 cu. ft. for be- 
low zero outside; 5,750 cu. ft. for zero 
to 20 deg. outside; 7,666 cu. ft. for over 
20 deg. outside. Shipping weight, less 
tank about 165 lb. Tank only, 15 Ibs. 
Model 903-7, 12 in. dual chamber burn- 
er, same dimensions and finish as Model 
953-7, 37,500 B.t.u. output. Suggested 
heating capacities, 3,750 cu. ft. for be- 
low zero outside; 4,687 cu. ft. for zero 
to 20 deg. outside; 6,250 cu. ft. for over 
20 deg. outside. Shipping weight, 140 
lbs. with tank additional 15 lbs. Hep- 
plewhite model 954-7 has the same de- 
scription as model 953-7 except it has a 
walnut brown finish. Hepplewhite mod- 
el 904-7 is the same as model 903-7 ex- 
cept for the finish. 


Everhot Electric Blanket 


Swartzbaugh Mfg. Co., Toledo 6, 
Ohio. is making an automatic electric 
blanket, 72 by 90 in. 75 per cent wool, 
25 per cent cotton, with wide rayon 
satin binding. Wiring is flexible, spiral 
single wire covered with waterproof 
insulation. Safety thermostats are said 
to guard against over heating. Avail- 
able in rose and blue. Control assembly 
is in white plastic box with blue-gray 
trim having a temperature selecting dial 
and on-off switch. A 12 ft. cord con- 
nects to blanket, six ft. cord to outlet. 
118 watts, 1.6 amps, 115 volts, AC only. 
Approved by Underwriters Laboratories, 
Inc. Packed in attractive carton with 
clear plastic storage bag included. Sug- 
gested retail selling rice is $49.95. 


Warp Counter Display 


Warp Bros., 1100 N. Cicero Ave., 
Chicago 51, Ill., is offering a special 
deal on a complete stock of the Warp’s 
window materials in a counter display 
and free dispenser which carries 25 
sq. yds. each of Flex-O-Glass, Glass-O- 
Net, and Wyr-O-Glass, and 25 lineal ft. 
of Screen glass. Takes up three sq. ft. 
of counter space. Information printed 
on display makes it an effective silent 
salesman. Whole unit is packed in one 
carton. Dispenser can be refilled. 


Superfex Electric Clock 


Perfection Stove Co., Cleveland, Ohio, 
is offering the Superfex electric clock 
for furnace dealers’ show windows, a 


24-hour advertisement for Perfection 
Superfex Furnaces. Octagonal clock, 
bordered in neon, sets on a black sheet 
metal base. In the center of the clock- 
face is the red Perfection triangle. 


Wall-Type Can Opener 


Na-Mac Products Corp., Los Angeles 
7, Cal., is making the “Worlcutter,” 
a wall-type can opener featuring the 
double-action “floating” cutting wheel. 
Streamline in design in ivory baked 
enamel, the opener is made with plastic 
handles in red, green and ivory. Maker 
claims it will leave no slivers and due 
to its design, permitting covering of all 
moving parts, it is safe enough for a 


child to use. Can be used on square, 
round or oval cans. Floating wheel is 
made to compensate automatically for 
variations in the rim thickness of cans. 
Frame is of die cast zinc with case- 
hardened plated steel working parts. 
Individually boxed in two-color self- 
selling display cartons. 
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Trade Mork 
Registered 


he Sherwin-Williams Co. is 
& all its vast resources to 
erchandise On dealers’ 
as fast as Possible! 


YOUR OPPORTUNITY! Why ‘not get in Write today to the Sherwin-Williams Company, 
application for a Sherwin-Williams Dealership? Dealer Sales Department, Cleveland 1, Ohio. 




























GREAT NECK STEPS 
FORWARD AGAIN 
with ‘“P-3” —embody- 
ing an ALL-NEW DE- 
SIGN, a brand new 
principle in wood cut- 
ting compass saws! 
Handsome handles are 
of virtually break-proof 
plastic, with full-size 
pistol grip. Handle con- 
struction strengthened 
for durability, with 2 
nickel-plated screws. 
Blades are of service- 
wise high carbon elec- 
tric hearth spring steel, 
finished with mirror 
polish. Saw teeth pre- 

cision-set by new ex- 
me. clusive Great Neck 
al process. Master carpen- 
ters will say “Wel- 
come!” to “P-3,” and 
so will everyone else! 


‘ 
s 
» 

\ 
\ 
‘ 


22 PCRS 


the PLYMOUTH P-3 
Packed /2 doz. 
per metal-edge box 





4 Swe Shien! 


Retails at $1.00 each 


Refills Available Sep- 
arately—No.9 Handles 
(All New!) fit stand- 
ard American compass 
or keyhole blades. No. 
P-12 Blades fit stand- 
ard compass or keyhole 
saw handles. 


See Your Jobber for Details. 




















Shoe Shine Tree 


Dayton Plastics & Metal Stampings, 
321 N. Western Ave., Dayton 7, Ohio, 
is making a shoe shine tree that holds 
shoes in place at convenient height for 
cleaning and polishing. Adjustable for 
all size shoes. Equipped with wall 
bracket which can be screwed to wall. 
Shine tree is removable from bracket 
when not in use. Made of rust-proof 
materials, with satin finish. Individually 
boxed, 24 to a shipping carton. 


Ferto-Spray 


Automatic lawn sprinkler doubles as 
a fertilizer and weed killer. Consists of 
a glass jar set in an aluminum frame 
sprinkler which is attached to the gar 
den hose. In the jar can be placed any 
chemical fertilizer which fertilizes grass 
as the sprayer revolves. By opening a 
valve this solution is syphoned up 
through thé sprayer with the water that 
comes from the hose. Ferto-Spray 
sprinkles like rain to a height of 10 ft. 
and covering a diameter as wide as 30 
ft. It is adjustable. Enough Aqua-Vita 





comes with the sprinkler to provide an 
entire season’s treatment for the aver- 
age lawn, says maker. Suggested to re- 
tail for $12.95. Republic Tool & Ma 
chine Co., Milwaukee, Wis. 


Gas-Burning Furnace 


Perfection Stove Co., Cleveland, Ohio, 
is offering the model 14 Superfex gas- 
burning Hi-Boy furnace which covers 
an area less than two ft. sq. and uses 
natural, manufactured or liquified pe- 
troleum gas. Three-state thermostat 
acts as the watchman of comfort. When 
the temperature falls below the thermo- 
stat’s setting, constant pilot fire starts 
a coasting fire. If this is insufficient, a 
second burner or booster fire goes on. 
When the house temperature levels off, 
fire is cut back to coasting. Warm air 
is distributed throughout each room by 
a two-speed blower. Safety Pilotstat 
prevents flow of gas if the pilot fire 
goes out. Superfex Hi-Boy is cased in 
silvertone brown and the two gas burn- 
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ers have a combined maximum input of 
75,000 B.t.u. with an output of 60,000 
B.t.u. at the bonnet. May be had in 
the oil burning Model 94 also. 











Double Ball Spring Clamps 


Sunbeam Sales, 17 E. Tremont Ave., 
New York City 53, offers double ball 
spring clamps, nickel plated and as 
sembled. Used with clamp on reflector 
units. Will hold any medium base 
socket. Used for bed lights, drop lights, 
heat lamps, sun lamps and photographic 
lamps. Suggested to retail for 55 cents. 


Merit-Master Toaster 


Automatic two-slice chromium toaste! 
suggested to retail at $13.95. It is ad 
justable for light, medium or dark toast 
and has a special release allowing the 
user to examine the toast withoul 
changing the cycle of operation. In 
cludes a removable crumb tray. Oven 
toasting principle, feature of both the 
E-Z Flip and Ty-Matic toasters, is in 
corporated in this model. Merit-Made 
Inc., Buffalo, N. Y. 
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Amerline Salt, Peppers 

Jumbo-size kitchen salt and peppers 
are 314 in. tall and 2 5/16 in. in diam- 
eter. Pouring holes in top form the 








letters “S” and “P.” 


Made of plastic, 
the shakers are easily cleaned with a 
damp cloth. Shakers have a white fluted 
body and a red top. Packed in two- 
color box. Amerline, Inc., 1753 N. 
Honore St., Chicago 22, Ill. 


Plastic Metal 


Magic metal mender for rusted fen- 
ders, rust spots, toys, housewares, or car 
bodies. It is a putty-like formula which 
does minor metal repair work at home, 
spreading like butter and hardening 
into metal. Can be filed, sanded down 
smooth and painted. Suggested retail 
prices are: 11% lb. $1.98, 6 oz. 69 cents. 
International Metalite Co., 205 Marion 
Bldg., Cleveland, Ohio. 


Novelty Candles 


Will & Baumer Candle Co., Syracuse, 
N. Y., is offering 37 additional designs 
to its candle line. Designs range from 
tiny cherubs to large sitting angels, 
colorful Santas holding candles and 
shaggy snow covered pine trees. Sno- 
Santa miniatures are colored in red, 
white and green; Sno-Sonny, in red, 
white and blue and cherub-lite in gold, 
blue, white and pink. Each is packed 
four to an attractive holiday box and 
are suggested to retail at $1.00 per box. 
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Hevi-Duti Handi-Cart 


Masters Planter Co., Benton Harbor, 
Mich., is introducing its Masters Hevi- 
Duti Handi-Cart made of steel with 5%4 
in. tread. Has a capacity of 3% cu. ft. 





and 14 in. wheels. Specially built to 
accommodate heavy or bulky loads such 
as concrete, fertilizer, manure, feed, in- 
dustrial parts and equipment, etc. For 
farm, home and industrial use. Ship- 
ping weight is 60 lbs. Suggested retail 
selling price east of the Rocky Mts. is 
$24.50, and west of the Rockies, $26.50. 


Control Panel 


Unit designed for convenience where 
multiple electrical connections from a 
single outlet are required. Useful for 
the home workshop owner. Three single 
outlets controlled by individual switches 
together with one duplex live outlet are 
flush mounted in a box type steel 
housing. Housing is 4% by 8 by 1% 
in. finished in black and red wrinkle 
enamel. Internally, bus bar wiring is 
used for maximum current capacity. 
Eight ft. of No. 16 black rubber covered 
cord is included. Special protection is 
afforded by fused attachment plug con- 
taining two fuses rated at 15 amperes 
up to 250 volts. Equipped with rubber 





feet and demountable keyhole clips for 
wall mounting are available. Suggested 


to retail for $9.95. Ewart, Healy & 
Koch., Inc., 248 Boylston St., Boston, 
Mass. 


Noma Home Freezers 


Noma Electric Corp., 55 W. 13th St., 
New York City 11, is offering a line of 
home freezers in three sizes. The Mt. 


294 


Rainier, model E346, cubic capacity six 
ft., is designed for quick freezing and 
storage of seasonal foods when they 
are at the peak of natural freshness. 
The Mt. Hood, model E1046 with cubic 
capacity of 20.2 ft., for the larger family, 
rural household, farm ranch or county 
estate, and the Mt. Everest, model E746 
with 12.4 ft. cubic capacity. All units 
have the same cabinet features—heavy 
gage sheet steel construction, all joints 
electrically welded and vapor sealed; 
approved government standard insula- 
tion; white, double baked Du Lux 
enamel on _ bonderized_rust-resistant 
steel finish; and heavy duty, chrome 
plated brass hardware. Unit is her- 
metically sealed in oil and has selective 
control for quick freezing and storage 
temperatures. Freezers are said to be 
quiet in operation with Freon F12 re- 
frigeration. Current is 110 volt, 60 
cycle, AC, single phase. 





Hot Iron Holder 


Safety hot iron holder for storing hot 
irons. Can be screwed to the broom 
closet wall or some out of the way 





place. Made of steel with asbestos 
inner lining. Available in red, green or 
cream. New Bacon Distributing Co., 
Inc., 228 W. 4th St., Kansas City 6, Mo. 
Suggested to retail for 49 cents. 


‘Mastro’ Clothespins 

Mastro Plastics Corp., 3040 Webster 
Ave., New York City 67, is introducing 
rainbow colored clothespins of plastic. 
Pins are non-porous and will not absorb 
dirt or moisture, says maker. Shaped to 
the hand and clothesline. Pins have a 
smooth finish and will not tear the most 
delicate fabrics. Designed not to work 
loose or lose tension. Suggested retail 
prices are 10 for 29 cents, 49 for $1. 








‘ Ad ' 
Sani-Spout 

Sanitary pouring spout for fruit juice, 
canned milk and oils available in red, 
green, and cream. Sharp stainless steel 
spear pierces the can top, and with a 


The Modern Seuttary 
POGRING SPOUT 


SANI-SPOUT | 


- 


rt 


quarter turn, the plastic spout is ready 
for use. Said to keep liquids fresh for 
longer periods. Always ready for im- 
mediate use, and eliminates the need 
for a surplus container. Designed so no 
drip is possible. Made to modulate just 
the necessary flow, it can be used effi- 
ciently for making mayonnaise. Packed 
two doz. to the box, each with indi- 
vidual direction card. Container is a 
pop-up box with a drawing showing a 
spout pouring. Sani-Utensil, Inc., P. O. 
Box 2197, San Francisco, Cal. 





Baby Car Bed or Play Pen 


“Ride-Away” baby car bed or play 
pen converts the entire rear seat of any 
two-door or four-door sedan into a safe 
and comfortable spot for the baby to 
play or sleep in. If the child is tiny a 
bassinet placed on the seat will not fall 
off. Consists of a collapsible cloth 
panel, 22 in. high, which is supported 
across the seat by a hardwood pole. 
Pole is held in place on the window 
sills by clamps which are padded to 
protect the car’s finish. When not in 





use, curtain is lowered against the front 
of the seat and the pole placed on the 
floor of the car. It is packed in an 
attractive set-up box 3 in. high and 7 in. 
square. Weight of 12 pens with poles is 
39 lbs. 12 oz. Suggested retail selling 
price is $5.95. Aller’s Mfg. Co., 4813 
UN. Winthrop Ave., Chicago 40, Til. 
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—and that goes for 
housewares, too. That’s 
why West Bend aluminum 
is designed to give you the 
kind of cooking utensils that 
people (especially house- 
wives who buy almost all 
the utensils) are asking for. 
They want the product that 
saves time, makes work 
lighter and meals better. In 
short—they like quality. 

In style, too, West Bend 
gives you merchandise with 
an easy eye appeal. You'll 
find folks are searching for 
the known brands that 
mean PROVEN perform- 
ance these days. And when. 
the right name on the uten- 
sil is teamed with your 
store’s quality merchandis- 
ing, then—sales are easy. 





Write today for new colorful display 
cards, complete new catalog and inform- 
ative selling booklet, “What You Should 
Know About West Bend Aluminum”. 
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HAIRLINE CRACKS in PLASTER 
BEFORE You Pair 
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af _ 
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WOOD- JomnTs 

Window RAMES } 

HOUS or micas 


AlLWays 
READY FOR Use 
NO MIXING 
NO muss 
NO wasTE 
NO Délay WOOD, PLusnc 
OR PLastep | 
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r you | sell paint | 








Wherever 
... keep this sales-making 
carton on display ... and | 


Whenever you sell paint 


make an added sale of 


PLASTER-STIK 


It’s the original pencil-type crack 

filler—the leader in Value to your 

customers—and PROFIT TO YOU. 
Sold Only By Qualified Jobbers 


Manufactured by The LEONARD CO. 
506 Third St., Des Moines 9, lowa 








The logical 
answer to every need 
for Builders’ Hardware 


beca USE the complete line is so 
diversified that practically every hard- 
ware requirement for modern building is 
included. 


in this line you will find also a wide assort- 
ment of sizes in hinges, door hangers, etc., 
to take core of either light or heavy jobs 
withcustom-built precision. 





Notional Hardware has 
been a favorite with the 
trade for years. Its inher- 
ent quality is an accepted 
fact, proved by years of 
dependable service. 
















carton. 


a box designed for display. 
states the pins are snag-proof and will 


Kwick-Cup for Coffee 


Hartford Products Corp., 308 W. 
Washington St., Chicago, IIl., is intro- 
ducing a coffee maker that brews a 
single cup of coffee instantly at the 
table. It is made of highly polished, 
heavy die-cast aluminum, with a heat 
resistant base of plastic. Fitted filter 
made of specially prepared linen paper 
is inserted into the Kwik-Cup and the 
latter is placed on an empty coffee cup. 
A measure of finely ground coffee is 
placed in the filter and boiling water 
poured into the Kwik-Cup. Amount of 
coffee in the cup may be watched 
through an open space in the base. To 
remove grounds turn unit upside down 
and a flip of the wrist disposes of 
ground and filter. Kwik-Cup with 10 
filters is suggested to retail for $1.49: 
package of 24 refills, 29 cents. 


Stainless Steel Units 


Stainless Manufacturers, Inc., 4224 
Sixth Ave., Des Moines 13, Iowa, is offer- 
ing stainless steel containers for plant- 


ers or cut flowers. Containers have a 
polished satin finish, are said to be 
non-corrosive and rust resistant. ‘Plain 
soap and water will clean them. Fabri- 


cated from stainless steel with a high 
chromium 
said to be 


and nickel content. Units 

watertight. Available in 
round, square and oblong design. Each 
piece of the assortment is wrapped in 
tissue paper and then packed in a large 
Small square is suggested to 
retail for $3.75 and the oblong for $4.75. 


‘Jolly Rogers' Clothes Pins 


Plastic clothes pins are packaged in 


Maker 


WHATS NEW 


not break. Rogers Plastic Corp., North 
Wilbraham, Mass., says they will not 
split, fade or discolor. 12 assorted 
colors are packed to a box. Positive 
grip is designed to fit all clothes lines 
and hold clothes on line in _ highest 
winds. Packed 144 boxes to a carton, 
1,728 pins weighing 40 lbs. 








Translucent Canisters 


Ross-Frederick Corp., Box 429, Mine- 
ola, N. Y., offers a series of circular 
translucent canisters, made in one com- 





plete piece in red, blue, yellow and 
green. Heavy clear cover tops each 
canister protecting the contents and 
providing a view of the interior. Care- 
fully spaced ridges around the cover’s 
edge create a firm grip on the close- 
fitting container. Molded into the top, 
a finger-sculptured knob is designed for 
easy cover removal. Warm water and 
soap washes away dirt. Maker says 
canisters are non-corrosive and nen- 
toxic. Suggested retail fair-traded price 
is $6.95 for a set of four. 





Osborn Utility Hook 


Turnbuckles, Inc., 7229 W. Lake St., 
Chicago 6, Ill, is making the Osborn 
utility hook from 00 cold drawn work 











hardened steel self-colored. Seven-in. 
overall, maker states there is ample 
room in handle for working with gloves 
or mittens. For use in efficient han- 
dling of all types of bales, boxes, meat, 
baled hay, baled straw, etc. Packed 1 
doz. in bundle, shipping weight 6 lbs. 
per doz. Maker states it would take 
about 700 lbs. to straighten hook out. 
Suggested to retail for 25 cents. 
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Every woman who sees the Sun- 
day Nite Chef in its smart carton 
with mouth-watering cover illus- 
tration wants one for herself. And 
its appeal to gift shoppers is 
“sure as Christmas" —they'll want 
it for holiday, birthday, shower, 
hostess and other gift occasions. 


SPECIALTY PRODUCTS DIVISION 


THE DOW CHEMICAL COMPANY 
First and Water Streets, Bay City, Michigan 






Women everywhere have discovered the sur- 
prising versatility of the Sunday Nite Chef. This unique utensil—the Senior 
2-burner size or the Junior one-burner version—cooks more food and more 
kinds of food at one time than the old-type one-use griddle. Magnesium 
gives even heat distribution over the entire cooking surface. Magnesium means 
amazing lightness, too, making the Sunday Nite Chef a ‘‘natural’’ for gifts— 
easy to handle, easy to mail. 


Cash in on the forthright selling power of the Sunday Nite Chef. See your 
jobber today—or write or wire your order. 














WHATS NEW 
—<to the SOLDERING PRODUCT 
FIELD comes New © ‘HARMIC” 


SOLDERS 


Immediate Delivery 


anni hs = 
\ PLO PN 

SPOOL CORE SOLDERS Bees 
to retail at 15¢ and 25¢. Also standard | Ib., 5 Ib. YK, 


and 20 lb. spools. 


“"HANDEE-BAR" All-Purpose 
SOLDER—10¢ retail unit. Also '/2 lb. and | |b. 


bars. 


ALUMINUM BAR SOLDER 
card displays—I0¢ and 25¢ retail. 


AUTO-BODY SOLDERS 


bar or Spraygun sizes. 


HARMIC MFG. CO. 


Box 64-E Somerville, Mass. 
Write for A on Blow Torches, 
Electric Soldering Irons and Solder 


REDUCING INVENTORIES? 


+ Swell — that’s where we come in! 
and BEST of ALL you 


DON'T 























AciD- > CORE 

















& 

HAVE YOU 
SEEN HARMIC'S 
“Mighty-Mite” 
Electric Soldering Iron 
that Retails at 


49¢ 
















SACRIFICE VARIETY! 
GROUP A'ASSORTMENT — 


has been created for just this situation. 

















— ee wi po Space 1 ft. | 
: Investment $2 8 m 0 0 






ee coun rs Total Profit 


$39.68 














For $28.00 you get: 


5 shelf rack 
1—Socket set screw assortment — 330 
pieces 
8 sizes set screws 
4 sizes wrenches 
Wrench assortment — 187 pieces 
8 sizes wrenches 


Lockwasher assortment—1318 pieces 
2 zes | 


Shavou Got aud Scheu! Lo. 


BOSTON 10, MASS. 


240 pieces 





ing nuts 





WHATS NEW 


Handling Utensils 


Line of unbreakable shop utensils for 
handling acids, alkalis, and other corro- 
sive solutions is offered by Automotive 
Rubber Co.. Inc.. 863) Epworth Blvd.. 


8.41 


Detroit 4, Mich. Made from reinforced 
perforated metal, the units are covered 
with a 1% in. seamless rubber coating 
protecting them from the action of 
chemicals and protects solutions from 
contamination. Line includes pails of 
three and five gal. capacity, 2 qt. dip- 
per, 10 in. funnel and measures of two, 
four and six qt. capacity. Coatings of 
soft or semi-hard natural rubber or syn- 
thetics may be had. 





Electric Tool Marker 


New Britain Machine Co., New Brit- 
tain, Conn., is making a marking tool 
which neatly cuts initials, names and 
designs into hard surfaces quickly. Per- 
manently engraves metal, glass, wood 


or plastic. Vibrates 7000 strokes per 
minute, with a knurled adjusting collar 


to vary the intensity. Marker, complete 
with five ft. cord and plug, weighs 13 
oz. Available in two models for AC 
only. Model TM-115-60 has a special 
hard alloy point; model TMD-115-60 


contains a diamond point. 


Shingle Bracket 


Universal shingle bracket is made of 
heavy 14-gage steel. Strong oversized 
rivets eliminate side play. Maker states 
it will not break, warp, split, bend or 
twist. Twin safety features—safety-lock 
said to assure dependability, firm vail 
grip on plank said to guarantee safety. 





Gray lacquer finish. Insert leg in any of 
the five positions to reset. Cowhig In- 
dustries, 899 Boylston St., Boston 15, 
Mass. 
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Packed in Metal Containers 
for Your Protection 
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No wonder Medusa Port- simple to stock, and make attractive 
land Cement Paint sales displays that build profits. 
are booming in hardware 


farker 


ine Co., New Brit- 
ig a marking tool 





Cash in this fall and winter. Get in on 
the basement decorating profits. Dis- 





stores all over the country. 


litials, names and It’s the quality paint of the indust 

faces quickly. Per- aaah asitttttad bi sill play Medusa Portland Cement Paint. 
netal, glass 1 int , : : 

— pee Ages ss ve Ss You'll like the quick turnover and 
d adjusting collar has 27 years of sales and successful use easy profits. Send coupon below for 
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1 plug, weighs 13 : 

ie en oe best for sealing out weather and deco- attractive selling plan. 

-60 has a special ratin l f cret 

peg BR, om g all types of concrete, stucco, and 

ae masonry structures—small homes, large MEDUSA 

" buildings, exteriors and basements. FLOOR COATING 
When you sell 

oe PACKED IN METAL CANS se 
ps et is made of t Medusa paint, rec- 
Strong oversized Metal cans protect the quality of (imend rubber 
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wine ture out, eliminate all oxidation, and 
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What’s more, they’re easy to handle, __ tive colors. 















MEDUSA PRODUCTS DIVISION 
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AACHTECTURL EL : , of MEDUSA PORTLAND CEMENT COMPANY 
Wee P Mail 1019 Midland Building Department “E” Cleveland 15, Ohio 
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Gentlemen: 
Please send complete details and prices on your fast selling paints. 












1947 





SEPTEMBER l11, 


WARE AGE 














tere! kor The 


(RST TUME 












Fits Can-O-Mat 
Wall-Bracket 


A wall-bracket is packed 
with each 2-Way Ice-O- 
Mat, but it also fits the 
Can-O-Mat wall-bracket 
which many of your cus- 
tomers already own. 


floor sander. 


EDGER TYPE 


300 


ce-O-SMal 









e Lightweight, easy handling Drum 
Type SKIL SANDER ...complete in- 
structions on permanently attached 
plate. Has automatic drum lift which 
raises and lowers sanding drum .at 
wall, single belt drive, simplified 
paper clamping device... more exclus- 
ive features than any other rental type 


NEW 2-WAY 


Trade Mark 





Trade Mark 


Buyers are elated. Here’s ®etoi!s for only 


a wall type ice crusher 
priced way under the 
present market. 
Cael 


And Mrs. Consumer is 
happy because... at lon 
last... here’s a beautiful streamlined 
ice crusher that saves her money while 
it saves her time. Works two ways 
without adjustment. Simply turn crank 
right for fine ice; left for coarse. Three 
other dramatic improvements, too. 
Special Ice-O-Mat display stand is 
available to all dealers through dis- pete ay ty Ah pad ah mi 
tributors. turn crank right; turn and guide ice. Your 


Two MODELS To CHOOSE FROM left for coarse. fingers never used 


Snow white baked enamel, 
trimmed in Contrasting Red, $498 
Green, Ivory or Black....... 
All chrome with Black Ten- 
ite II cup and knob........ $795 


























* . 
¥ FASTER — Simpl 
Rival MANUFACTURING CO. EASIER Blades with FASTER — Simply 


four cutting surfaces 


KANSAS CITY, MISSOURI makeeasieroperation, cup snaps on or off. 









DRUM TYPE 





e Edger Type SKIL SANDER ... TWO 
motors, one for sanding disc . . . second 
motor for dustless vacuum system... no 
wrench needed for changing paper... 
adjustable casters for uneven floors. A 
necessity for sanding stairs, corners. 


— SKILSAW, INC., 5033 Elston Ave., Chicago 30, Ill. 
Factory Branches in Principal Cities 


*SKIL SANDERS are made only by SKILSAW, INC. 


MADE BY THE MAKERS OF SKILTOOLS 





WHATS NEW 


| Bull Dog 'Tuf-Seal' 


An item in the July 3lst issue de- 

| scribed the Bull Dog “Tuf-Seal” a 
| varnish type sealer designed to preserve 
and protect woodfloors, but illustrated 











the Bulldog remover cream. Shown here 
is the “Tuf-Seal” made by Gillespie 
Varnish Co., Dey St., Jersey City 6, 


N. J. 


‘Klear-Kote’ 


Transparent plastic wallpaper protec- 
tive coating which protects washable 
and non-washable paper alike. Trans- 
parent, one application is said to be 
permanent and effective after repeated 
washings. Protects wallpaper from 
grease, soil, finger marks, crayon, lip- 
stick, etc. For areas near a cook stove. 
two coats are recommended, allowing 
two hrs. between each coat. Maker 
states it won’t discolor wallpaper and 
can be applied with brush, cloth or 


NATURAL 
| 
“ Z 
y lien il ‘ 
Floor Fens 
pee rast . oe 









a 


4 






spray gun. Available in pts., qts., and 
gal., packaged 24, 12 and four to a case 
respectively weighing about 30 lbs. Sug 
gested to retail for $1.05, $1.85, and 
$6.35 respectively. Market-Finders Inc.. 
D. S. Morgan Bldg., Buffalo 2, N. Y. 
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Model 616 
Ultra-Modern 
Square Radian 
Heater, 60 Ib. 

Coal Cap, 
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Model 420A 

with Built-in 

Automatic 
raft Regulator 
M0 lb. Coal Cap. 





Model 616 
Ultra-Modern 
Square Radiant 
Heater, 60 Ib. 

Coal Cap, 


WARM MORNING Heaters are covered by U. S. Pat. 
Nos. 2,255,527, 127,471, 2,329,993, 2,370,644 and 
Can. Pat. No. 401,088. Other patents pending. 
Name Reg. in U. S. and Can. Pat. Off. 


LOCKE VE COMPANY 
114 West TIth St. Kansas City 6, Mo. 
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Popular Round 
Radiant Heater 
available in two 
sizes—Model 520B 
100 Ib. Coal Cap. 
Model 5248 
200 Ib. Coal Cap. 
























PREFERRED BY THE 
MAN ON THE JOB 


TIGER 
GRIP 


The Work Glove that Ovtwears Several 
Pairs of Ordinary Woven Fabric Gloves 


The man on the job has found 
that “TIGER GRIP” gives him 
more of everything he expects 
from a work glove! “TIGER 
GRIP” giveshim more protection 
—because its specially knitted 
material contains hundreds of 
“loops” in every square inch, to 
cushion and protect the hand. He 
gets more wear — because these 
entirely different gloves outlast 
several pairs of ordinary woven 
fabric gloves! And he gets wash- 
ability without excessive shrink- 
age! Treated with Johnson’s 
“DRAX” to make it water repel- 
lent! ADVANCE Work Gloves are 
laboratory tested, and re-tested 
under actual working conditions! 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
os including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA-I7, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit-Toledo- Chicago+»Rome, Ga. 
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Dual-Purpose Tool 


Home Utilities, Inc., 815 W. 76th St., 
Chicago 20, Ill., offers a dual-purpose 
hand drill and paint brush cleaner. 





Tool has a powerful gear ratio of 8 to 1 
and drills holes speedily up to %4 in. 


diameter. Designed for quick conver- 
sion from hand drill to paint brush 
cleaner by removing drill chuck and 
applying patented brush-clamp attach- 
ment. Packed in a box with complete 
operating instructions. 





Panette-Skillet Liner 


Composed of non-absorbent, non- 
inflammable and highly burnished alu- 
minum, the Panettes are made in sizes 
to fit standard skillets. For cooking 
they can be placed in skillets for frying 
or used separately and alone for bak- 
ing. They also serve as individual casse- 
roles for serving canapes or sandwiches. 
When used for frying, after liner is 
removed and folded, it is discarded 
with the grease and food particles that 
stop up the drains. Can be used as 
waterproof bases for flower pot, ice 
cube trays and for seedling flats or con- 
tainers for kitchen herbs. Size No. 6 
contains 24 panettes: size No. 9, 16 
pannettes and size No. 1014, 14 pan- 
ettes. Each box is suggested to retail 
for $1. Panettes Co., 3101 Grant Bldg., 
Pittsburgh 19, Pa. 





Linoleum Block Cutting Set 


Genie Industries, 2600 W. Olive Ave., 
Burbank, Cal., is offering a scientifically 
designed linoleum block cutting and 
carving set. Known as set 350, the five 
tools are suggested to retail for $3.50, 
attractively boxed. Through proper 
weight distribution of the joined han- 
dles and blades and through new design 
of the gouges, the tools make it easier 
to cut to a uniform depth with a 
smooth edge, say maker. Set is claimed 
to do every essential type of linoleum 
cutting, efficiently and speedily. 








VERY Pecora Product is designed 

to do a certain job better than it 
has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace 
with mechanical improvement. Stock 
and sell Pecora and you will make and 
keep satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 
ROOF COATINGS 
Plastic and liquid forms. Fire re. 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 
WATERPROOFINGS 
“Klere-Seal” and ‘“Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 
ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 


WRITE FOR BOOKLETS 


Cl0ta 


PAINT COMPANY. INC. 


Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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FROM THE HOUSE OF HOUSEWARES “HITS” 














Test the sensational new TOP LINE 
Model 1300 and you'll see for yourself 
just why customers go for this revolu- 
tionary electric room heater. Feel the 
radiant warmth surround you the minute 
you turn it on; then see how quickly it 
heats the whole room! Notice, too, how 
it’s engineered for safety—won't tip over, 
won’t harm the finest floor or rug. Look 

at its beautiful design and finish (irides- ~~ Sin Suct.i'Ss 
cent blue heat-baked enamel!) and the ia halite 
lustrous blonde maple handle and feet. Women customers 
love it—and you'll love it too when you see how fast it 
sells in your Fall heater promotion. Write for catalog 
sheets and prices today. 





—— Radiant Heat 
--— Reflected Heat 


Address: Dept. H. 


OP LINE 


TRADE-MARK PAT. OFF 


APPLIANCES 


TENNESSEE VALLEY 








MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 








* Pioneers in Electrical Appliance Manufacture a 
in the Tennessee Valley 
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VERY SOFT 
VERY ABSORBENT 
DURABLE! 


A new quality product from Ideal, one of 
the fastest growing rubber housewares 
manufacturers in the. country. Sponges 
come in 4 sizes. 








No. Size Retail Ea. Shio Ot. 
SP-25. 22"x3%4" xl" 25 12 Doz. 
SP-50 334"x5" xIl4" .50 4Doz. 
SP-75 33%4"x6" x13—" .75 3 Doz. 


4° x63%,"x 1.00 2 Doz. 


Colors—red, yellow, green, blue and pink 


SANITARY— 

INDIVIDUALLY WRAPPED IN 
CELLOPHANE WITH COLORFUL 
LABEL ON INSIDE 


| 

| {DEAL RUBBER CO. 

200 Fifth Ave., New York 10, N. Y. 

| Please ship US VIG...........csccsssssssrrrssrseererererneesereesssseessesessoesenss 
eee og ine — ae doz. SP50 
jabba a doz. SP100 

| Ne I i eieinsntenancseavenscacsenvorusnnemanssenentomnienenénsnntne 
! NT a a diedmbenuninntnecnisinasanenaieninsabimaniaiagnias 
i 

t @ Bayer’s Sigel. ..ccc.cccocsescosscrescoesevsocvecsesenevecsesssone Debi ccacccnees 


TO RETAIL FROM 


25%. 1° 





















































































Sell Fender R Repairs 


ZY THE CHM 


It's true! Auto body bumps and fender dents 
are easy to repair with Magic Plastic Body 
Solder—' ‘the professional repair job in a 
can.” Pliable as putty, Magic Plastic Body 
Solder can be applied to any clean, metal 





surface with an ordinary knife . . . dries to ; — f 
a metallic hardness in a few minutes and Write today for descriptive literature 
can be sanded and painted almost at once prices and discounts 


Stock genuine Magic Plastic Body Solder ; ’ 
and other Magic Products—and watch FREE — attractive counter displays 


sales climb! and newspaper mats 


¢ 


os * 
ie dh pin 
> ‘ cy 
E>, Mee 
* Sure EAST 34th ST., CLEVELAND 14, onee 




















‘ Faster - Setter 
SURFACING 


OF IMPERFECTIONS 











Only ONE application 
for the av average fill! 


b For fine finishing 0 on wood, metal, plastic or an 
", commonly used material, Duratite Wood Dou 

g (for large cavities) Duratite Surfacing Putty (for 
# smaller cavities). In seven wood colors everyone 
} wants, in tubes and cans in a variety of sizes. Ask 
fF your jobber or write 


enioons PRODUCTS COMPANY 


238 South G Street @ San Bernardino, California 
” Dept. H, Norcross, Georgia 
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Used by millions 
since 1923. Flexible... 
waterproof... heatproof 
ARROWHEAD 
CEMENT 









Write for catalog of 


WOOD DOUGH ana aie PUTTY | eeseebut 










Open-faced Fronts 
The Trend of the Day 


By JOSE FERNANDEZ, A.I.A.* 


HE front is the “silent salesman” 

of a store. It must be attractive 
and practical, that is, the merchan- 
dise must be shown as advantage 
ously as possible. In the last fev 
years astounding results in stofe 
front design have been accomplished. 

In the early twenties, the contrac- 
tor who usually designed the front as 
well as built it, took the actual con- 
ditions and superficially installed 
what was termed a “modernistic” 
front. It was only a change in 
“decoration” with no great though! 
given to lighting, materials and gen- 
eral design. No structural changes 
were attempted. The shape of the 
windows consisted mainly of a saw- 
tooth design with some variations 
here and there. 

The modern front today is related 
to the interior and both together be- 
come a perfect mechanism for dis- 
playing and selling merchandise. 

About two years ago one of the 
leading glass companies approached 
leading architects and designers of 
stores to find out what the trend in 
designing stores would be in the post- 
war period. They found out that the 
open front was preferred by the lead- 
ing designers, who after all are the 
sounding boards of what the store- 
keeper himself prefers. Then their 
designers were commissioned to de- 
sign various types for a brochure to 
show what the modern store front 
should look like. All of the designs 
submitted and published showed 
open-faced or a combination open- 
faced, arcade ty pe fronts. 

But what is an “open faced” front? 
It is a front where the entire store 
interior is visible to the passerby. 
This type of front allows for better 
display. The interior of the store 
being revealed, arouses more interes! 
in the passerby. The store appears 
brighter, more gay, by the admission 
of daylight. A store where an open 
front has been built, and where the 
interior has not been studied in rela- 
tion to the front and where the show- 
cases, illumination, etc., are obsolete, 
can be compared to a man in evening 
clothes wearing a pair of tan sport 
shoes. 

In the open front, additional prob- 
lems are presented to the designer, 

* This exposition on what the new 
stores will look like was delivered by 
Mr. Fernandez, one of the outstanding 
architects of the country, at the Stor« 
Modernization Show, at Grand Central 


Palace, New York, July 7-12. 
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the NEWest, KWICKY est 


way to juice an orange 
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PIVOT BASE 


Juicer pivots freely on rub- 
ber base which grips table 






me 
_/* Guaranteed by * 
—_ swe 






without marring or scratch- 
ing. 








OUTSTANDING IN PERFORMANCE 


Gets all the juice—no bitter peel oil. Speeds through fruit 
juicing—3 easy strokes usually gets all the juice. 


OUTSTANDING IN DESIGN 


Not a single detachable part to clean. Rinses in a jiffy under 
the faucet. Built-in strainer stops coarse pulp and seeds from 
pouring into the glass. Doesn't slow \down pouring—no clogged 
holes. 


OUTSTANDING IN CONSTRUCTION 


Made of durable non-stain aluminum. The handle does the 
juicing—just move it back and forth. 


OUTSTANDING IN VALUE New Price - 
Unusually low priced for volume sales 


Only $1.00. $1.00 


Of course it sells! 





















Retail 


















TO BE NATIONALLY ADVERTISED 


See your jobber today or write us for complete details. 


QUAM-NICHOLS COMPANY 


33rd Place and Cottage Grove Chicago 16, Illinois 








__ AFC Spring — Action FILTER 


Only Vaculator has the Automatic Flavor Control 
Clothless Filter, with Spring-Action, to insure 
positive safety and perfect coffee every time. 


VACULATOR, CHICAGO 6, U. S. A. 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 









e METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 


as lighting for the exterior as well as 




















HERE AT LAST 


For Immediate Delivery 


ALUMINUM CAKE PAN 
AND MOULD 


“= een 





Made of 24 Gauge Aluminum in decorative 
Scalloped Design. 
Size 10°’ x 3/2"' with tube 41/2°" long. 
Capacity, 2 qt. 8.00 doz. 
Aluminum Cake Pan and Mould 
Scalloped Design—Less Tube 
Size 10°" x 3/2''—Capacity 2'/2 qts.—6.00 


dz. 
Size 9°" x 2%''—Capacity 1'/2 qts.—4.00 dz. 


ORDER TODAY 


LURIE HARDWARE CO. INC. 
; 552 W. Lake Street 
Chicago 6, Illinois 


WHOLESALE ONLY 














the interior must be studied both in 
regards to day and night illumina- 
tion. 

In the open-faced design, there 1s 
no dividing line or barrier between 
the front and the interior. Using 
plate glass and tempered glass doors 
extensively, the entire store rather 
than just the show windows becomes 
a medium for display or advertising. 
The tempered glass door revolution- 
ized, in a way, modern store front 
design. In the traditional “closed- 
type,” the window had a “stationary” 
quality. In the open front, the whole 
front becomes alive with the activity 
in the store. 

The prospective buyers approach- 
ing the store should feel that there 
is no real barrier between the front 
and the interior, and that they are 
practically inside the establishment 
the moment they cross the building 
line. The great openness in the front 
does not curtail the architect from 
creating the maximum amount of 
display with a minimum of hiding 
the view of the interior. 


An Advertising Medium 


The store front being a medium 
mainly for the display of merchan- 
dise, also serves as an advertising 
medium. 

A competent designer may solve 
the problem where a maximum of 
merchandise is to be displayed, by 
the disposition of a number of win- 
dows and showcases where heights of 
bulkheads and glass above differ ac- 
cording to the merchandise, making 
the front more interesting and at the 
same time more practical. 

Large items like furniture, house- 
hold goods, ‘radios, etc., are displayed 
closer to the ground and the “bulk- 
heads” or that part below the window 
floor that meets the vestibule floor, 
are usually low (from 6 in. to 10 in.) 
and very often discarded completely, 
in which case the vestibule floor and 
the show window floor are on the 
same plane. 

The sign is a means of identifying 
the store and should be designed as 
part of the front, and its size should 
be in proper relation to it. The 
architect should be the one called 
upon to design the sign as it is an 
integral part of the whole, as he is 
best qualified to do so. A sign com- 
pany would be interested in the sign 
they sell and forget the rest of the 
design. 

Types of materials, color, etc., are 
also very important factors in mod- 
ern store front design. 








BUILDERS’ HARDWARE 


SINCE 1849 


MADE RIGHT 
PRICED RIGHT 
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2852 
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LANCASTER, PA. 











Padlock and Hardware Co. 








Stage Sold! 


A sale rung up from a Simplex pump 
leather is cash come to stay, and a cus 


tomer well satisfied. 


Pressed into every Simplex pump leather 
is an easily-read size marking to tell you 
and your customer what you need to know. 
There is no cause for mistake or exchange. 

Say “Simplex” the next time you buy 


pump leathers. 
Ask your jobber or write us 
for price list. 


MANUFACTURING 


AWV@eyean, ON. 
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The ALL-AMERICAN Pressure Canner Cooker 





















HARDWARE 
| Number 


[849 


GHT 
) RIGHT 





EXTRA Precision machined for a metal-to-metal seal! No 


QUALITY 


rubber gasket! A truly professional home unit of 
solid cast aluminum! 


EXTRA With All-American’s exclusive double safety valve 
SAFETY and self-locking cover! 





EXTRA Full 15!/. liquid quart capacity cooks king-size 
meals for the whole family! Holds 7 full quarts or 
CAPACITY 10 pints for canning! ‘ 





Complete with inset aluminum cooking pans and big 80 page book 
of quick, delicious recipesl 


If you are unable to obtain All-American Pressure Cookers from 
your jobber, write directly to 





Wisconsin Aluminum Foundry Co. 


and Hardware Co. MANITOWOC, WISCONSIN 
NCASTER, PA. 











| 
} 
| 


The Billman Hardware Store, Minneapolis, 
has sold 288 packages of _Duo-Dushin 
in 4 months. 


Successful—because it offers the best answer to housekeeping’s messiest job. Duo-Dustin is 


the soft, disposable, lint-free paper that positively picks up dust, polishes furniture and lets 





hands stay clean. No competitive item gives the housewife all that. No competitive item is 
Sold! getting the powerful promotional backing enjoyed by Duo-Dustin. Comes to you by the dozen 


om a Simplex pum? boxes, or by the 4-dozen case. Mass-displayed, it’s showing terrific turnover. Gives you 
to stay, and a cut ; f 7 


simplex pump leather generous profit . . . and it’s fair traded. See your distributor. 
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MAKERS OF SILVER-SHEETS AND MARVALON 
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Central States Club Sponsoring Train 
To Joint Convention in Atlantic City 


The Central States Hardware 
Club will sponsor a special At- 
lantic City train for those going 


93rd semi-annual 
Wholesale and 53rd = annual 
American Hardware Manufactur- 
Association’s convention. 








from the West to attend the ers’ 
Lv. Chicago—Special 2:15 P.M. (CT) Sat., Oct. 11 
Ly. Englewood 2:30 P.M. (CT) Sat., Oct. 11 
Ly. Gary 2:49 P.M. (CT) Sat., Oct. 11 
Lv. Flymouth 3:45 P.M. (CT) Sat., Oct. 11 
Ly. Fort Wayne 4:50 P.M. (CT) Sat., Oct. 11 
Ly. Lima 6:50 P.M. (ET) Sat., Oct. 11 
Ly. Crestline 8:06 P. M. (ET) Sat., Oct. 11 
Lv. Mansfield 8:24 P.M. (ET) Sat., Oct. 11 
Ar. Pittsburgh 11.48 P.M. (ET) Sat., Oct. 11 
Ly. Cleveland—tTrain 38 7:50 P.M. (ET) Sat., Oct. 11 
Ar. Pittsburgh 10:52 P.M. (ET) Sat., Oct. 11 
Lv. Pittsburgh—Special 12.14 A.M. (ET) Sun., Oct. 12 
Ar. Atlantic City . 8:20 A.M. (ET) Sun., Oct. 12 
ok 1% * 

Ly. Atlantic City—Train 1072 3:00 P.M. (ET) Thu., Oct. 16 
Ar. New York 5:50 P.M. (ET) Thu., Oct. 16 
%% om 1K 
Ly. New York—Special 4:15 P.M. (ET) Sat., Oct. 18 
Ar. Mansfield . 4:10 A.M. (ET) Sun., Oct. 19 
Ar. Crestline 4:28 A.M. (ET) Sun., Oct. 19 
Ar. Lima 5:35 A.M. (ET) Sun., Oct. 19 
Ar. Fort Wayne . 5:35 A.M. (CT) Sun., Oct. 19 
Ar. Plymouth 6:37 A.M. (CT) Sun., Oct. 19 
Ar. Gary . 7:36 A.M. (CT) Sun., Oct. 19 
Ar. Englewood 7:55 A.M. (CT) Sun., Oct. 19 
Ar. Chicago 8:15 A.M. (CT) Sun., Oct. 19 
* ok * 

Lv. New York—Train 38 8:35 P.M. (ET) Sat.. Oct. 18 
Ar. Cleveland 8:25 A.M. (CT) Sun., Oct. 19 








MARTINSON IS ATKINS 
HARDWARE SALES MGR. 


A. L. Martinson has been ap- 
pointed manager of sales and 








A. L. MARTINSON 


merchandising for E. C! Atkins 
& Co., Indianapolis, Ind., hard- 
ware division. Mr. Martinson 
has been supervising the selling 
of hardware of the West Coast 
at the Portland branch for the 
past 10 years. He started his 
hardware career with Marshall- 
Wells, Duluth, Minn., covering 
a period of 20 years. His trips 


National | 





have extended over all of the 
states west of the Mississippi 
and many of the eastern states. 


CARBORUNDUM CO. BUYS 


The Carborundum Co., Niagara 


| Falls, N. Y., has acquired prop- 





| 
| 


crty comprising 65 acres with 
four buildings formerly operated 
by the Bell Aircraft Corp. A 
large portion of the free area 
surrounding the  well-spaced 
buildings is paved with eight in. 
This is 


concrete. property 


needed primarily as manufactur- | 
ing space for the coated prod- 
division of Carborundum. | 


ucts 
In planning for the revamping 


of the buildings, provisions are | 


being made for adequate em- 


ployee service areas. 


YALE NAMES TIP TOE 
IRON SPECIALISTS 


{ nationwide group of women 
sales specialists, who will super- 
vise the retail sales promotion 
of the Yale Tip Toe automatic 
electric iron and all other house- 
hold appliances to be produced 
by The Yale & Towne Mfg. Co., 


Buffalo, N. Y., has been or- 
ganized. Patricia Playter and 


Ruth H. Levy are the first re- 
gional promotion managers ap- 
Miss Levy will handle 
an area covering metropolitan 
New York, New Jersey, Penp- 
sylvania and Delaware, and Miss 
Playter will be on roving assign- 
ments in sales areas being pre- 
for distribution. 


pointed. 


pared 








Atlantic City Convention Delegate 
Lists Required By Sept. 30 
For Advance Registration 


As announced in the Aug. 14 issue of HARDWARE AGE, 
advance registration lists for the joint annual convention of 
the American Hardware Manufacturers’ Association and the 
National Wholesale Hardware Association to be held Oct. 
13-16, 1947, in Atlantic City, N. J., will be distributed Mon- 
day morning, Oct. 13. However registrations received by 
the associations after Tuesday, Sept. 30, cannot be included 
in the Advance List. Names received after Sept. 30 will have 
to wait for inclusion in the Supplementary List to be issued 


|‘ Tuesday morning, Oct. 14. 





E. F. DOBSON, PRESIDENT 
FLORENCE STOVE CoO. 
Edward F. Dobson was recent! 

| elected president and director o 
| the Florence Stove Co., Gardner 


Mass. Robert L. Fowler, former 
BELL AIRCRAFT PROPERTY | 





EDWARD F. DOBSON 


president and chairman of the 
board, will continue in the latter 
position. 

| Mz. Dobson was formerly pres: 
| dent of Rundle Mfg. Co., Mil 
waukee, Wis., and Camden, N. J 
He has had wide experience in 
business manage: 


industry and 


ment. 


HALL HDWE. SUMMER 
BUYING CONVENTION 


Hardware dealers from si 
states assembled in Minneapoli 
recently to attend the Hall Hard 
ware Co’s., annual summer buy 


for Christma 





convention 


ing 
More than 200 manufacturer 


sponsored displays of mercha 
dise at this dealer owned whole 


sale hardware house’s merchar 
exhibition. In attendan¢ 
were dealer-members from Mit 
nesota, Wisconsin, Iowa, Nort 






dise 


tana, 


but one section of the exhibit d 


goods featuring thousands ” 
items sold in hardware stores 


Metal toys which were practical 
non-existant in recent years wert 
among the items selected by the 





| dealers. 
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MARKS IS COLEMAN CO. 
SALES TRAINING MGR. 





LOUIS MARKS 


Kan., and as such will head a 
nttionwide program designed to 
help Coleman distributors and 
fr.nchise dealers in the effective 
nerchandising of Coleman heat- 
ng equipment. 

He was formerly Coleman dis- 
rict representative for eastern 
Michigan. Mr. Marks has had 
“5 years of selling and sales pro- 


motion experience ‘in radio, re- 


Louis Marks, has been appoint- 
ed manager of sales training for | 
The Coleman Co., Inc., Wichita, | 


| frigeration and heating equip- | the hunting season,” he said, “it 
| ment fields. is apparent that on a five-day 

He was with the War Depart- | week our production would fall 
ment in the Office of the Chief of | far short of requirements.” 


Ordnance during the war. | At present, many production 


| departments of the plant are on 
| a three-shift basis. Some em- 
| ployees in sections other than 
| production may also be included 
| in the six-day schedule. 


FORSTER, MERCHANDISE 
MGR. FOR EKCO 
PRODUCTS 


Henry C. Forster, formerly pur- 
chasing agent, has been appoint- oO 
ed merchandise manager of | 
Ekco Products Co., 1949 N. | 
Cicero Ave., Chicago 39, Ill. 





HARDWARE X CLUB TO 
MEET OCTOBER 14 
The 21st luncheon meeting of 
the Hardware X Club will be 
| held Oct. 14, 1:00 p.m. in the 
Chevy Chase Room, Marlborough- 
was superintendent of the Chi- Blenheim Hotel, Atlantic City, 
A : N. J., during the joint conven- 

cago plant prior to managing the | .. , . 

: ‘ | tion of the American Hardware 
Byesville unit. Mr. Forster, be- rane 

eRe Manufacturers Association and 
tore joining Ekco, was manager 


John L. Moore, former manager 
of Ekco’s Byesville, Ohio plant, 
is now purchasing agent. 

Mr. Moore, with Ekco 25 years, 


ot de Uae dihten at the National Wholesale Hard- 
i nimenentis: Wan & Co. ware Association to be held Oct. 
: ey ' = 13 to 16. 


Stanley Woodward, The Rub- 
eroid Co., Baltimore, is Chief X 
and George H. Harper, National 

| Enameling & Stamping Co., 1901 


REMINGTON AMMUNITION 
PLANT IN BRIDGEPORT 
ON SIX-DAY SCHEDULE 


A six-day week for all pro- 
duction operations effective Sat- 
urday, September 6, has been an- 
nounced by the Remington Arms 
Co., Inc., Bridgeport, Conn. 


treasurer of the club. A $10 
check for dues should be mailed 
by Oct. 1 to either of these two 
at Box 791, Baltimore 3. 


Two new members of the club 


\t present, according to W. F. | are A. H. Schumacher, Bering- 
| H. Mattlage, works manager. | Cortes Hardware Co., Houston 
demand continues to exceed pro- | and Harry K. Zust, Camillus 


duction. “With the approach of 


| Cutlery Co., New York. 
! 











to attend the Hall Hare 
s., annual summer buy 
vention for Christmas 
an 200 manufacturer 
1 displays of merchar 
his dealer owned whole 
iware house’s merchat 
ibition. In attendaneé 
iler-members from Mit 
North 


Wisconsin, Iowa, 


South Dakota and Mot 


rge display of toys filled 


section of the exhibit af 
eaturing thousands 
ld in hardware store: 
s which were practical! 
ant in recent years wel 
1e items selected by th 
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SALESMEN AND EXECUTIVES OF MASBACK, INC., NEW YORK CITY, hardware 
wholesalers, as well as members of the inside organization held their annual outing recently 
at Indian Point, N. Y. The entire party sailed up the Hudson on the Hendrik Hudson 
Day Line boat. At Indian Point they staged contests in softball, swimming and tennis 


with awards given to the winners. L.uncheon and dinner were served on the boat. 
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Light St., Baltimore, is secretary- | 








MARK HARRIS 


HENRY DISSTON & SONS 
NAMES MARK HARRIS 
AS GEN. SALES MGR. 
Mark Harris, who has been 
connected with Henry Disston & 
Sons, Inc., Philadelphia, for 23 
years, on Sept. 1 was promoted 
to general sales manager. 

Mr. Harris joined the Disston 
organization in 1924 as a clerk 
in the export department. In 
1933 he was made export man- 
ager and during the intervening 
years has traveled in most parts 
of the world in the interests of 
the Last spring Mr. 
Harris was made 
eral sales manager. 

His new position includes di- 
rection of sales for the hardware, 
industrial, chain saw, export and 
steel sales divisions of the Diss- 
ton Co. 


company. 
assistant 


gen- 


CORY ANNOUNCES 
DISTRIBUTION POLICY 


Cory Corp., 221 N. LaSalle 
St., Chicago 1, Ill, has an- 


nounced to its 1500 jobbers the 
plan it will follow in distributing 
the new Cory domestic automatic 
coffee brewer. dis 
tribute the 
city-by-city, 
stock-piling the units until 
dividual markets be 
plied thoroughly. 
will enable the 
back the introduction 
brewer with 
vertising and promotion. 


Cory will 
model 


area-by-area, 


new on a 
basis, 
in- 
can 
This 
distributor 
of 


lo« al 


sup 
poli \ 
to 
the 


intensive ad- 
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SPRENGER PROMOTED 
BY CARBORUNDUM 
F. J. Tone, Jr., vice pres. and 

gen. sales mgr. of the Carborun- 

dun Co., Niagara Falls, N. Y., 





Cc. W. SPRENGER 


the 


Sprenger 


has announced 
of Charles W. 
sistant sales promotion manager 
of the resale division. Mr. Spren- 


appointinent 


as as- 


ger will function under the mer- | 


chandising department of which 
mM. ‘S. His 


headquarters main 


director. 
the 


Ireys is 


are at 
office. 
Vr Sprenger joined ¢ arborun 


SES 
= Wy 


| New York territory selling to the 


| named as an industrial salesman 


dum in 1926, holding a clerical 
position in the New York dis- 
trict sales offices. In 1928 he was 
made a member of the sales staff 
and covered the metropolitan 


hardware trade. In 1940 he was 
calling on industries in the same 


territory and in 1944 he was ap- 
pointed district sales manager at 











gine division, Briggs & Stratton 
Corp., Milwaukee; 


Green, assistant sales manager, 


B. F. Goodrich Co., Chicago; T. | 


C. Craig, district sales manager, 
Mullins Mfg. Co., Chicago; O. 


L. Earl, vice-president, Acme 
Aluminum Foundry Co.,  Chi- 
cago; Carl C. Daily, sales de- | 


ment, Firestone Industrial Prod- | 


ucts Co., Akron; H. C. Kunkel- 


New York. man, western sales manager, Bliss 
| James Edminson succeeds Mr. | & Laughlin, Chicago; N. L. Et- 
Sprenger as district sales man-]} ten, vice-president and general 
ager in New York. manager, Chamberlain Corp., 

Waterloo, Iowa; Carl L. Huff, 


SMITH HEADS WASHER 
AND IRONER MFRS. 
Harry S. Smith, general sales 
manager, Burgess-Norton Co., 
Geneva, Ill., has been appointed 
chairman of the Associates com- 
mittee of the American Washer | 
and Ironer Manufacturers’ Asso- | 
ciation by its president, Roy A. | 


| 
| 
| 
| 


vice-president, Bliss & Laughlin, | 


Harvey, IIl., former chairman, 
ex-officio. 


WEOM HEADS PUMP DIV. 
FOR FAIRBANKS, MORSE 


L.A. 
pointed 


Weom has been 


pump division to take the place 


| Bradt, vice-president of the | of Arnold Brown who has re- 
Maytag Company, Newton, Iowa. | signed. Mr. Weom joined the 
| The committee represents the | company in 1929 as an assistant 
associate members of the or-| in the pump and electric de 





ganization, forty suppliers to the 
industry the manufac- 
turers 115 materials, parts and 
equipment items in close to 400 


who sell 


types, styles and sizes. 





Other members of the new 
committee just named by 
President Bradt are Fred P. 
Stratton. assistant manager, en- 


partment of the St. Paul. Minn... 
branch. 

In 1932 he became a 
engineer traveling the territory 
of South Dakota and western 


Minnesota. In 1936 he was ad 


field | 


George W. | 


ap- | 
manager of Fairbanks, | 


Morse & Co., Chicago 5, Ill., | 


| plant 


vanced to manager of the pump | 


and electric department of the 


St. Paul branch. 





OCEAN CITY-MONTAGUE EXECUTIVES AND SALES REPRESENTATIVES are shown 
conferring on plans for an advertising campaign said to be one of the largest in rod and 
reel history, during a special luncheon which was a highlight on the three-day sales and pro- 
duction strategy meeting held recently in the board room of the Al Paul Lefton Co., Inc., Phil- 
adelphia, which handles Ocean City-Montague advertising. Left to right, seated, are: Sewell 
Dunton, treasurer of Montague; Paul J. Johnson, moving force of both Ocean City Mfg. 
Co. and the Montague Rod & Reel Co., and William C. Bleloch, vice-president and sales man- 
ager of Montague. Standing, left to right, are: Ray H. Young, southwestern regional man- 
ager, My Uol, midwestern regional manager, W. H. Schaefer, Middle Atlantic states regional 
manager, McMillan Robinson, sales manager of Ocean City; Wesley C. Roche, West Coast 
regional manager, Paul M. Howard, Southeastern regional manager, Art Nuss, bait and fly 
casting champion, Malcolm K. Mackenzie, assistant advertising manager, and Jack Ward. 


New England and eastern Canada, manager of both companies. 





ASHBACH ACQUIRES 
GAROD RADIO CORP. 


Garod Radio Corp., 70 Was! 


| been purchased by Leonard As} 





LOU SILVER 


| bach, president of the Leonard 
Ashbach Co., Chicago, from May 
| W. Weintraub, former president 
and Barney Trott, secretary 
treasurer and chief engineer. The 
will continue to operate 
without interruption under the 
new ownership. Mr. Trott has 
been retained as chief enginee 
and Mr. Weintraub, while retir- 
ing from Garod, becomes it 
Metropolitan New York distribu: 
through Belle Electronic: 
Corp. It is understood a larg 
part of the proceeds received by 
Mr. Weintraub will be reinvested 
in Belle Electronics to help fur 
ther the distribution of Garod 
products. 

Lou Silver has been appointet 
vice-president and a director 0! 
the Garod Radio Corp.. Brook 
lyn, by its new owner, Leonat 
Ashbach. Mr. Silver. who he 
been the Garod national sales 
manager for the past eight year: 
now assumes complete charge © 
all Garod sales throughout the 


world. 


tor 


MEDER MANAGES CUT 


ington St., Brooklyn, N. Y., has 

























NAIL SALES DIVISION, 
WHEELING STEEL CORP. 


S. A. Meder has recently bee 


appointed manager of the cl 
nail sales division, Wheelin 


Steel Corp., Wheeling, W. Ve 


succeeding the late L. R. (rag 


KING & ANDERSON 
REPRESENT PARKER 
King & Anderson, 444 Marke 
St., San Francisco 11, Cal., ha’ 
been appointed sole representa 
tive for Parker Mfg. Co. We 
Mass. in California, +" 
ind Nevada. 


cester, 


7ona 
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]8  RIVETED SPOKE 
VELOCIPEDES 
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er has been appointe’ 
ent and a director 0! 
| Radio Corp.. Brook 
s new owner, Leonat! 
Mr. Silver, who ha: 
Garod national sales 
or the past eight year. 
es complete charge ©! 
sales tl ghout the ° 

ales throughou Pal Superbike, modern product of modern man- _and each model comes in 3 different sizes. 27 
ufacturing methods, enables you to offer your _ different velocipedes in all. Yes, Velocipede 
customers the velocipede that fits their tastes Headquarters has every style, every size, every 
henge ped and fits their purse. This, the broadest, most _ price. 
SALES DIVISION, Bo, le ham a 7 | 
ING STEEL CORP. esa ne a poner 6 different And you will recognize Pal construction at 
eder has recently bee Se ee ee edes and each any price as being the precision product of 
manager of the ci MOdel comes in 3 different sizes. It includes 3. modern manufacturing methods that give the 


Wheeli pg different models of tangent spoke velocipedes most for the money 
»., Wheeling, W. ‘8 


the late L. R. Crag’ 
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Anderson, 444 Marke 


rancisco 11, Cal., hat 


ak calle eee Product of the LA PORTE CORPORATION, La Porte, Indiana 


arker Mfg. Co. We 
NO OTHER LINE SO 


ss. in California, 4 
SEPTEMBER 11, 1947 











Nevada. 





LARDWARE ‘6 





So | 





15,126 DEALERS | 


(Hardware, Paint, and Variety Store) 


REPORT 


SOILAX 
TOP-SELLING 
CLEANER 
F THEM ALL! 


ies. a report from 15,126 independent dealers 
proves SorLax outsells all other brands of 
cleaners by a wide margin! And here’s why SorLax 
sales will be even farther ahead of the field this fall— 

Consumer demand keeps going up! Your cus- 
tomers know SoiLax can’t be matched for general 
household cleaning. 

So1Lax 747 Fall advertising is bigger than ever 
before—sending more than 280,000,000 hard-selling 
radio and newspaper messages across the nation! 

New, free Soinax displays are simple, quick- 
acting, sell customers on the spot! 

To make the best money, push the best seller. 
Stock SorLax, display SorLax, cash-in on SorLax! 
And remember, your big SorLax profits are Fair 
Trade protected! 













FREE NEW SOILAX DISPLAYS 
SELL CUSTOMERS ON THE SPOT! 


Compact, quick- 
selling counter unit. 





Window or door 
poster— gets 'em 
‘T coming and go- 


Free samples — 
the world’ 
best salesmen! 





Large, colorful 
window 
banner. 











| 


ECONOMICS LABORATORY INC., ST. PAUL, MINN. 
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NORMAN C. MacDONALD 


MacDONALD, CROSLEY 
GENERAL SALES MGR. 


Norman C. MacDonald, who 
has been vice-president and gen- 
eral manager of the Crosley Dis- 
tributing Co., New York City, 
since 1945, has been appointed 
ceneral sales manager of Crosley 
Division of Avco. 

He was eastern regional sales 
manager for Crosley and has had 
20 years experience in the radio 





and household appliance business | 


having served as district man- 
ager for the Kelvinator Corp. and 
regional manager Atwater 
Kent. 


Bert Cole, who has served un- 


for 


| der Mr. MacDonald since 1944, 
| will succeed the latter as gen- 


eral manager. From. 1932 to 
1937 he was salesman and later 


| sales supervisor for Philco, New 


He was sales head 
Strom- 


York 
for 


division. 


Gross Distributors, 


| Crosley. 


Corley W. Kirby is domestic 
sales manager. 
served Frigidaire as branch man- 
ager in Newark, sales manager 
of the New York branch and in 





CORLEY W. KIRBY 





| 


| . ° ° . r | anager, 
berg-Carlson distributors in New | ™#?48eT 


| York until 1944, when he joined 





BERT COLE 


various capacities at the Dayton 
headquarters. 

Lee Stratton, whom Mr. Kirby 
succeeds, will manage a new 
home freezer section. He was 
formerly with Nash-Kelvinator 
Corp. in various executive capaci- 
ties. Mr. Stratton started with 
Crosley in 1944 as manager of 
refrigeration sales. 





CARBORUNDUM CO. BUYS 
PLANT IN CHICAGO 


The Carborundum Co., Ni- 
agara Falls, N. Y., has pur- 
chased the former assembly 


plant of the Philco Corp., 334 
W. 47th St, Chicago. ‘fhe 
building, after additions and 
alterations, will be the Chicago 
sales offices and warehouses un- 
der the direction of C. E. 
Hawke, domestic sales manager, 
W. C. McCargo, regional sales 
with Gordon C. Wat 
son in charge as district sales 


| manager. 


Mr. Kirby has | 


The new warehouse is to 


carry complete stocks of grind- 


ing wheels, coated abrasives, 
abrasive grain, sharpening 


stones, rubbing brick, and other 
abrasive products as well as 4 
stock of refractories by Carbo- 
rundum for servicing industries 
in the area and sul 


rounding territories. 


Chicago 


JOE TIMMER HDWE. CORP. 
QUITS RETAIL TRADE 


The Joe Timmer Hardware 
Corp. has disposed of its entit 
retail interests, store building. 


stock and fixtures at 11 Central 
Ave., Kansas City, Kan., as 0! 
July 1. 


The firm continues its whole: 


sale trade at its enlarged ané 
remodeled warehouses at 909-915 
State Line, Kansas City, Mo 
with increased facilities an 


sales staff. 
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Timmer Hardware 
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ssts, store building. 
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s City, Kan., as 0 


continues its whole: 
at its enlarged ané 
arehouses at 909-915 
Kansas City, Mo- 


sed facilities and 
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FORMS BAKER GRASS 
INDUSTRIES 


Chan W. Baker recently re- 
signed his position as manager 
of the grass seed division of F. 
H. Woodruff & Sons, Inc., Mil- 


| Moulton, Md. In the north he 
| will handle the sales and promo- 
tion of H. L. Wagner & Sons, 
Imbler, Ore., whose grasses in- 
clude: Illahee Red Fescue, Ore- 
gon Red Fescue, Raritan Velvet 
| Bent, and also Astoria and High- 
land strains of Colonial Bent and 
| Seaside Bent. 


LOCKWOOD HARDWARE 





out the 


PROMOTES D. G. CLARK 





i | The, Lockwood Hardware Mfg. #46-24 
, Co., Div. of Independent Lock COUNTER 
ca Fitchburg, Mass., has ap- CASE 

pointed David G. Clark manager | 
‘< the company’s offices at 508 | 
: Commerce St., Philadelphia. 7 
: Mr. Clark is well known in | PULAR 
the hardware trade in Eastern Sacarine 
Pennsylvania, including Phila- Seal 
delphia, and Southern New Jer- | POPULAN 
sey, where he has been the firm’s SCIENCE 
sales representative for the past | f= 
18 years. | MECHANIY 


CHAN W. BAKER 





ford, Conn., after 18 years. Mr. 
Baker has opened a seed busi- 
ness known as Baker Grass Indus- | 
tries, 2730 N. W. 4th St., Miami | 
35, Fla., to specialize in seed and 








| WITH CAMILLUS CONSUMER ADVERTISING 
AND INCREASED DEMAND WITH THIS CASE 


\Thousands of dealers are already enthusi- 
astic users. Now, with CAMILLUS consumer 
advertising reaching millions, and with 


CAMILLUS demand at a new high, you, 


sod for lawns and pastures. He 








and | 
will establish nurseries through- 


has also taken over Flawn 





south. At the present | 























Mr. Beker has a nursery at Tae too, will want it... Modern, streamlined, 
Thomasville, Ga., West Palm | Msiatlé bleached-oak with curved Lucite front 
Beach, Fla., and at Pacific | POST aie and bright red interior panel. Lockable 
Palisades, Cal. Two more will | Wg] stock compartment in rear . . . Ask 
operate in Milford, Conn., and | DAVID G. CLARK Ge We your Camillus distributor about this 

it ial \ Hie handsome profit maker. 

Vi - 

* ff Field €- Camillus Cutlery Company 

i 73 Stream 

New York 





17, New York 
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who has established an office 
tated, left to right: B. 
Allan W. Hutton, for Southern New Jersey and sections of 
Philadelphia; 
in Philadelphia; John L. Booth, district manager in and 
‘ttound Philadelphia, and John C. Richardson who also joins 
the division. 
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DISTRIBUTION OF EASY WASHERS in the Philadelphia 
division has been converted from distributor marketing to 
direct and the five new district salesmen who will cover the 
trea for the Easy Washing Machine Corp., Syracuse, N. Y. 
are shown with J. S. Miller, division manager (seated, center) 


in Philadelphia. They are, 
F. Shively, Harrisburg district; and 





.. it’s pronounced 


standing, P. C. Williams, will represent Easy Ka-MiILL-us 










































































RI THe MONTH 


¥ gen Buckeye Bench Grinder is the 
finest grindstone of its kind. The 
motor turns the specially selected stone 
at the proper speed for fast, expert 
sharpening Small enough to be placed 
on any workbench, the Buckeye is a 
quick-selling addition to any hardware 
merchant's line Plenty of profit, too, in 
spite of its agreeable price! 
May we tell you more about this rug- 
gedly built, modern grinder? Liter- 
ature is available for the asking. 
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| day, 


HARRY KAISER RETIRES 
FROM KAISER BROS. 


Harry D. Kaiser who has been 


continuously engaged in the hard- 


his 13th birth- 


has recently resigned after 


ware trade since 





HIARRY D. KAISER 
}55 years in the field. His father, 
| David Kaiser established a gro- 
|cery business in 1881 in South 
| Philadelphia. In 1888 a partner- 
| ship was formed consisting of 
David and Albert Kaiser, known 


j 
j 


jas David Kaiser & Son at which 


i 


+ 
| 
; 


| 


| 


| 








j 


the hardware business 
founded by Robert Moore in 
1876 was purchased and _ oper- 
ated in conjunction with the 
grocery business. 

David retired in 1904 and his 
interest was taken over by two 
younger sons, Charles and Harry 


time 


and the name became Albert 
Kaiser & Bros. This arrange- 


ment continued until 1917 when 


| Albert withdrew and his interest 


| 
} 
| 


The 


as 


was purchased by Harry. 

company then known 
Kaiser Bros., under which name 
the business continues. 
cery of 
terminated in 


was 


The gro- 
the business was 
1918. Mr. Kaiser 
is assistant treasurer of the Penn- 
Atlantic Seaboard 
Association and a 
the National Retail 
Association advisory 


end 


sylvania and 
Hardware 
member of 
Hardware 


committee. 


CYCLONE FENCE MAKES 
4 SALES APPOINTMENTS 


Cyclone Fence Division of 
American Steel & Wire Co., 
Waukegan, Ill., has made four 
personnel appointments in the 


E. Kyndberg 


general sales manager 


sales departments. 
was made 
of the 
quarters 


division with head- 
Waukegan, J. 


Boyce is district sales manager at 


fence 
al 


Waukegan, R. W. Ewart. district 
sales manager of the southeast: | 
ern district and J. D. Filer as- 


“7 
| to 


| sistant district sales manager of 
| the eastern district. 
Mr. Kynberg joined Cyclone 
in 1920 as fence machine op- 
erator. He has held positions 
in the Fort Worth, Newark, 
N. J., and Waukegan offices and 
has been district sales manager 
of the latter office 1935. 
| Mr. Boyce started with Cyclone 
in 1935 as Albany salesman. He 
been sales manager of the 
| southeastern district since 1945. 
| Mr. with Cyclone since 
1928, has served in sales capac- 
ities in Cleveland. Buffalo and 
Savannah. Mr. Filer joined Cy- 
| clone’s training course 
| 1937. 1945 he has 
a salesman in Newark where 
to be 


since 


| 
| has 


Ewart, 


sales in 
been 


his 


Since 
headquarters are now 
| MASBACK ISSUES 
TOY CATALOG 
| Masback, Inc., wholesale 
hardware distributors, 330 Hud- 
son St., New York 13, N. Y., 
recently issued a toy catalog of 





more than 100 pages, showing 
items available from its ware 
house at the present time. In- 


cluded in the lines illustrated are 
trains, construction sets, mechan 
ical wheel toys, juvenile 
furniture, dolls and accessories. 
bicycles and a variety of games 
as Christmas tree orna 


toys, 


as well 

ments. 

JOHN SHANN, EXEC. V. P., 
HDWE. DISTRIBUTORS 


John Shann has recently been 


made executive vice-president of 
Hardware Distributors, _ Inc., 
145th St. & 3rd Ave., New 
York City 51, and Murray Gold- 
klang was made assistant gen 
eral manager. Ralph Krause 
will be assistant purchasing 
agent. 


PROCTOR ELECTRIC HOLD 
BREAKFAST MEETINGS 


Breakfast meetings for its dis- 
tributor salesmen and executives 
in New York City and New Jer 
sey territories were held by the 
Proctor Electric Co., recently. 
at the Hotel Commodore, New 
| York and the Military Park Ho 
tel, Newark, to familiarize them 
with the promotiona! material 
available to their dealers when 
| the company’s new __ postwar 
toaster is introduced to consum 
ers on Oct. 1. The distributors 
saw the new Never-Lift and 
Champion irons and the promo 
package accompanying 
them, which will be itroduced 
consumers in Nov. These 
| breakfast meetings are the fore: 
|runners of similar meetings 
which will held throughout 
the country Proctor. 





| tional 


be 


by 
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1 Commodore, New 
e Military Park Ho- 
to familiarize them 


romotiona! material 
their dealers when 
ny’s new _ postwal 


troduced to consum 
1. The distributors 
ew Never-Lift and 
rons and the promo 
cage accompanying 
will be introduced 
rs in Nov. These 
setings are the fore: 

similar meetings 
be held throughout 
by Proctor. 


ARDWARE AGE 





COVERING BUYER FOR 
MARSHALL-WELLS CO. 
Les W. Stege has recently 


appointed floor covering 
for Marshall-Wells Co., 


veen 


mMivel 








LES W. STEGE 


sholesale hardware distributors, | 
juluth 1, Minn. 

For 12 years he owned and op 
rated his own successful floor 
overing business in Minneapolis. 


le also spent over a year with | 


i chain organization as a floor 
overing buyer. During the wa 


ie served in the Navy for 26 | 
nonths in communications. Upon | 
iis return he spent about a year | 
epresenting furniture lines over 
three and a half states. 


GEO. MILLER MANAGES 
ELECTRICAL SUPPLIES 
FOR DUTTON-LAINSON 


George D. Miller has recently | 
ren appointed manager of the 
‘ectrical supply department of | 
he Dutton-Lainson Co., whole- 
alers, Hastings, Neb. Mr. Mil 

tr has had extensive experience 
the electrical field, and will be 
leased to meet all manufactur 

‘ts’ representatives who have 
lectrical supply lines to offer. 


COLORADO FUEL MAKES 
WESTERN AREA CHANGES | 


Howard J. Davis was recently 








»peinted manager of product | 


tsearch and development for 
te Colorado division of the 
lolorado Fuel & Iron Corp.. 


Yenver, Col. Mr: Davis joined 
te company in 1940 to establish | 
twelded wire fabric division. In | 
M43 he became assistant man 

“er of wire product sales. 

Floyd E. Watson was pro 

wted from district sales man- 

er of the Salt Lake City office 

‘manager of sales, wire prod 

‘ts for the Colorado division 

SEPTEMBER 
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LES W. STEGE IS FLOOR | Jame- \. Counter, district man 


} ager of the Phoenix territory 
Mr. Watson in Salt 
and Cliff Martin in 
Counter. 


|} succeeds 
| Lake City 
| turn succeeds Mr. 
Lou J. Ranner has 
named manager of wire rope 
| sales and Luke Helmas was made 
of rope 


been 


| ss ‘ 
; assistant wire 


| sales. 


manager 


FILTER DISC FIRMS 
ARE MERGED 


| The Sehwartz Mfg. Co., Two 
| Rivers, Wis., has acquired the 
| old established firm of Reeve 
& Mitchell Co.. Philadelphia 
manufacturer of Flannel Milk 
| Filtering Discs and other filter- 


|ing materials for chemicals, 
| oils, abrasives, ete. 
There will be no change in 


policies or personnel of Reeve & 

| Mitchell Co., which is now func- 
| tioning as a division of the 
Schwartz Mfg. Co. Si Schwartz 
heads both organizations 


J. Y. GUNBY IS GEN. MGR., 
VICE-PRES., GUNBY CO. 


Joseph Y. Gunby has been ap- 
pointed yeneral manager and 
| vice-president of L. W. Gunby 


Co., industrial supply distributors, 


Salisbury, Md., succeeding the 
late Graham Gunby. Graham 
Gunby, Jr. will continue as 
buyer 


DUO THERM DIV. HAS 
NEW CREDIT MGR. 


A. 1. ap 
pointed assistant credit manage 
of Motor Wheel Corp., in which 
he will have charge of all credit 
for Motor Wheel’s 


Division. 


Murray has been 


transactions 
Duo-Therm 
Vr. 
years 
et. 


Murray spent the last 26 
in credit work for the 
Rubber Co., his last posi 
being district credit 
for the Chicago area. 


tion man 


aget 





A. L. MURRAY 















HOTSTREAM 


-_- 


AUTOMATIC 
DRAFT CONTROL 


FOR STOVES, 
RANGES AND 
FURNACES 


@ Automatically controls coal or wood-fired 
stoves, ranges, and furnaces by thermostatically 
regulating flue damper. Adjustable to maintain 
any desired temperature. 


Elimination of over-heating and cool. 
ing means greater health and com- 
fort. No need to fuss constantly with 
draft or fire to keep comfortable in 
any weather. Control may be set for 
low over-night temperature with as- 
surance that fire will not go out for 
want of draft. 





Overheated flues are responsible for 
a large percentage of fires in homes. 
Often manually operated drafts are 
opened and forgotten—but Thermo- 
draft never forgets-—it opens and 
checks draft automatically. 





Thermodraft provides constant, eco- 
nomical comfort by using fuel to 
best advantage. Also prevents dam- 
age to stove or other property 
caused by overheating. Pays for its 
low cost in a single heating season. 





Thermodraft is easily installed between two 
sections of chimney pipe, and requires no elec- 
trical or other connections. Sizes for 6", 7’’ and 
8” flue pipes. 








DISTRIBUTORS AND DEALERS WANTED IN 
THE HARDWARE FIELD. WRITE FOR PRICES 
AND DISCOUNTS 


THE HOTSTREAM HEATER CO. 


2365 E. 69th ST. » CLEVELAND 4, OHIO 














































Two ready... 


special holiday deal. 





com 
attac 





one to cume. Beau- 
tifully lithographed counter 
cards that catch the eye, create 
business. Xmas card tied in with 


A wide variety of mats using 
both 
Vibro- 
ads feature Vibro-Tool and Kit, 
or Deluxe Kit alone. 


































SALES MESSAGES MONTHLY! 


You'll like these new Vibro- 
Tool ads ... they're building 
BIG fall and Xmas business 
for Vibro-Tool dealers! Naw 
running in such national 
magazines as Popular Me- 
chanics, Mechanics Iflus- 
trated, Popular Science 
Monthly, Home Craftsman, 
Science & Mechanics, Pop- 
ular Homecraft, House 
Beautiful. 







































NEWSPAPER 
MATS 


ecific 
ifferent 


eneral and s 
ool appeals. 


OVER-THE-COUNTER 


5 different pieces to reach 
every important market! Two 
colors! Ideal for use as give- 
aways or envelope stuffers. 
Sell accessories as well as 
Vibro-Tool and Kit. 


Get Lined up with Vibro-Tool! 


Call your Distributor or Write to: 


BURGESS BATTERY COMPANY 


Handicraft Division 


LAKE ZURICH, ILLINOIS 












-Cross and 
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Wm. H. Fitch, Pres., Richards-Wilcox Co., Is 
Victim of Sadden Heart Attack at Home 


William H. Fitch, 


Richards-Wilcox 
Aurora, IIl., 
door hangers 


Mfg. 





WILLIAM H. 


FITCH 


specialties, died suddenly at his 
home after suffering a heart at- 
tack. 


His entire hardware life was 


78, presi- 
dent and general manager of the 
Co., 
manufacturers of 

and _ hardware 


Wilcox Mfg. Co. He progressed 
through the business and in 1903 
when the Richards Mfg. Co., was 
organized to market the products 
of Richards & Sencenbaugh Co., 
he was made its secretary and 


manager. Within a year after 
| the organization of the Richards 
Mfg. Co., it had purchased 


spent with the same firm and its | 


predecessors. He entered the 
hardware field, Sept. 30, 1892, ‘as 


a member of the office force of 


Richards & Sencenbaugh and 
constructed a new factory. In 
1910, the company purchased the 
Wilcox Mfg. Co., the two firms 


were consolidated under the 
name of the Richards-Wilcox 
Mfg. Co., and Mr. Fitch became 


president and general manager. 
Mr. Fitch was a member of the 
Wesley Methodist Episcopal 
Church, a director of the YMCA, 
member of the West Side board 
of education and a past presi- 
dent of the Aurora Rotary Club. 

He was a past president of 
the Fox Valley Manufacturers 
Association and the Aurora, IIl., 
Rotary Club and had been iden- 
tified with numerous other civic 
and business activities. Mr. Fitch 
was a member of the Harpwart 
Acre Fifty Year Club. Mr. Fitch 
was also an enthusiastic golfer 
but his chief interest, aside from 
his business, was Fitckume 
Farms, a model dairy. 








JOHN O. SNYDER 


John O. Snyder, 61, manager 
of the Worthington Hardware 
Company, Staunton, Va., died at 
his residence of a heart attack 
recently. Mr. Snyder was presi- 
dent of the Staunton Industrial 
Loan Corporation, a member of 
the city zoning board, the Ro- 
tary Club and the vestry of 
Emmanuel Episcopal church. He 
served as chairman of the Red 
Community Chest 
Drives for a number of years. 


PERCY JENKINS 


Percy Jenkins, 47, hardware 
products sales manager, Wick- 
wire Spencer Steel Division, Colo- 
rado Fuel & Iron Corp., 500 Fifth 
Ave., New York City, died Aug. 
20th at the Hotel Commodore, 
New York City. 

Mr. Jenkins joined the Wick- 
wire company in 1925 as a sales 
representative progressing to the 
position he held at his death, 
products sales manager of The 


| Colorado Fuel & Iron Corp., the 
successor company. 


In 1946 he was elected presi- 


dent of the Insect Wire Screen- 
ing Bureau, and was a member 
of the New England Iron League. 
Mr. Jenkins is survived by his 
widow and three sons. 

Mr. Jenkins received an A.B. 
degree at Harvard in 1924. He 
was engaged in many activities 
there and was a three-letter man 
in football, baseball and _ track. 
He captained the baseball team 
in his senior year. 





PERCY JENKINS 


HARDWARE AGE 
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FRED P. VOSS 


FRED P. VOSS 


Fred P. Voss, 88, president of 
Voss Bros. Mfg. Co., Davenport, 
lowa, washing machine manufac- 
turers, died recently. In 1882 
three brothers, William H., John 
A, and Fred Voss organized a 
partnership and established the 
Voss Bros. Mfg. Co., which was 
incorporated in 1901. Fred Vass 
was also one of the organizers 
of the Blackhawk Foundry & 
Machine Co. during World War 
I to provide castings for the 
washing machine business. He 
was a member of the Elks Lodge 
and the Central Turners Society. 
He is survived by his widow, a 
daughter and his son, W. L. 
Voss, who is secretary of the 
company at the present time. 


EDWARD E. CONNELL 


Edward E. Connell, 80, former- 
ly sales manager for Holland 
Furnace Co., died recently at 
his home in Indianapolis, Ind. 
He was with Holland 29 years 
and previously was in the hard- 
ware business at Attica 20 years. 
He served as post-master in At- 
tica for eight years. 





ROBERT REINDEL 


Robert Reindel, 80, a found- 
tr of Reindel & Valdes, retail 
hardware firm of Roselle Park, 
N. J., died Aug. 28, after a short 
illness. He helped form the 
business in 1920 and was active 






| Dealers Association. Two of his 
sons, Rev. Valetine Scherrer, 
Chaska, Minn., and Rev. Ralph 
Scherrer, Quincy, IIL, officiated 
at the funeral service in Sacred 


Heart Catholic Church. 





C. C. SCHAFER 
Charles C. Schafer, 69, presi- 


Shafer Wholesale Hardware Co., 
Fort Wayne, Ind., died Aug. 3, 
following an illness of two years. 
He was active in civic and club 
life of Fort Wayne. 


HARRY A. FAETH 


Harry Allen Faeth, 70, vice- 
president and treasurer of the 
Faeth Co.. 1608 McGee St. 


Kansas City, died recently. He 
had been a hardware merchant 
in Kansas City since 1903, when 
he and four brothers moved to 
Kansas City from Sioux City. 
Ia., after purchasing the Massey 
Iron Co. 


WiLLIAM G. BROADFOOT 


William G. Broadfoot, 81, who 
for many years owned and op- 
erated the Broadfoot Hardware 
Co., Longview, Texas, died July 


li. 





T. L. WHALEY 
Thomas Little Whaley, 78, 
who’ had been an associate of the 
| Logan and Whaley Hardware 
| Co., Marshall, Texas, since 1890, 
| died recently. 








WESTINGHOUSE LAMP 
OPENING WAREHOUSE 
IN ATLANTA, GA. 


The largest warehouse for elec- 
tric lamps in the Southeastern 
states is being constructed near 
Atlanta, Ga., for the Westing- 
house Electric Corp. Scheduled 
for occupancy early this month 
it will provide 41,000 sq. ft. of 
floor space for the storage of 
lamps and for headquarters offi- 
ces of the Westinghouse Lamp 
Division’s Southeastern District. 
It will contain a large room 
for displays of new lamps, stand- | 





in the store until about ten years 
go. A son, John W. Reindel, is 
tow engaged in the business. 


GEORGE M. SCHERRER | 


George M. Scherrer, 74, who | 
erated a hardware store at 
1247 Madison Ave., Indianapolis, 
ind., since 1908, died Aug. 13. | 
He was a charter member of and 
4 past president of the In- 
lianapolis Retail © Hardware | 
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ard lamps and lamp merchandis- 
ing devices. 


REID H. COX & CO. 
MOVES OFFICES 


Reid H. Cox & Co., Ine., 
manufacturers representa- 
tive covering the southeastern 
territory, has moved to new and 
larger offices and display rooms 
at 88 Alexander St., N. W., At- 
lanta, Ga. 





dent of the Schafer Co., and the | 
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SALES WITH 
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““YES, SIR! When Jim, the Boyle- 
Midway salesman, placed the 3-IN-ONE 
Oil dispenser by my cash register (it doesn’t 
take up much room)... I tripled my sales. 
Used to be I just let people come in and ask 
for 3-IN-ONE Oil... kept it under the counter. 


“I figured since everyone knows about 
3-IN-ONE Oil they’d ask for it and I’d get 
the sale anyway. But I see now there’s noth- 
ing like reminding folks to buy. 

“Now, while ’'m wrapping packages and 
making change, people see the 3-IN-ONE 
trademark and darned if they don’t say, 
‘I'd better take a can of 3-IN-ONE, too!’ 


“Putting in the dispenser sure helped my 
profits. Another thing’. . . 


IT PAYS TO KEEP 
THE DISPENSER 
ALWAYS: FILLED!” 






T. M. Reg. 
U. S. Pat. Off. 












3-IN-ONE Oil 
“Folksy Family” Cartoons 
Appear 
244 times in 26 
national magazines 











32-IN-ONE 
OIL 
- LUBRICATES — 


CLEANS —- POLISHES 
PREVENTS RUST & TARNISH 


BOYLE-MIDWAY INC. 
22 E. 40th St., New York 16, N.Y. 


JERSEY CITY, N. J. 
CHAMBLEE, GA. 


CHICAGO, ILL. 
LOS ANGELES, CAL 
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MAIL ORDERS 
Filled Promptly 
& 








There Is No Substitute 
for A Good Nome... 


eee 
s 0 simple truth that o product of Good Name is often 





FRAMING SQUARE 


4 rome & Wanies mat 
5 be peud te com 


fs 


BUTCHER'S SAW 


+ market 24. 






Lad 7S HARDWARE 


imitoted but seidom if ever duplicoted. 
Good names in hordware ore your assurance of quality and value 
received for every dciler invested. 


Buy By Nome—Whenever Possible. 


“77% HARDWARE 

















GARDEN RAKE 


Seong aed erurdy with terged steei teeth, One 
of the Fammmat Union Fark and Mam temity, 


$4.25 


HAND SAW 


Bh wch emer Athos tar tecrmnating hme 
worker of i cermenter. 


$4.95 


cn ede 


STEEL TAPE 
te Lefer, Geteet, can be used for 
emcee atae 


$1.35 


ode 


6 


First award for best newspaper ad produced in a city of 
over 100,000 was won by the Star Hardware Co. Birming- 


ANNOUNCE NATIONAL HARDWARE BRAND 
NAMES ADVERTISING CONTEST WINNERS 


ham, Ala. 


Winners have been recently 
innounced in the National Hard- 
ware Brand Names Advertising 


Contest sponsored by The Union | 


Fork & Hoe Co., Stanley Tools, 


Henry Disston & Sons, Inc., The | 


Co., Fayette R. 
C. Atkins & Co., 
Lufkin Rule Co., and Yale & 
Towne Mfg. Co., to the 
best advertisements published by 
hardware retailers featuring na- 
tional brand hardware and the 
idvantages to the public of buy- 
ing name brands. 

First place awards, entitling 
each winner $400 of 
items bearing the brand names of 
the sponsors were given to the 
Star Hardware Co., Birmingham, 
Ala., for the best newspaper ad 
in a city of over 100,000 popula- 
tion; to the Gulf Supply Co. of 
Beaumont, Tex., for the best 
newspaper ad in smaller cities or 
towns; and to Charles Gustafson 
of Mt. Tremper, N. Y., for the 


best direct mail advertisement. 


Carborundum 
Plumb, Inc., E. 


select 


to worth 
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Second awards in the same 


classifications, each of $200 value | Morgan 


were won by Vonnegut’s, ‘Indian- 
apolis, Ind.; Carl Kollmeyer, 
Fremont, Neb.; and Madsen & 
Howell, Inc., Perth Amboy, N. J., 
respectively. Third awards, each 
of $100 value went to the Wash- 
ington Hariware Co., Tacoma, 
Wash.; Madsen & Howell, Inc., 
Perth Amboy, N. J.; and Peter- 
Hardware Co., Des Moines, 
lowa. 

Merit awards with $25 certifi- 
cates were received by Cooper 
Hardware, Dayton, Ohio; Ott 
Hardware Co., Santa Barbara, 
Cal.; Balas Hardware, Dayton, 
Ohio; Gardner Hardware Co., 
Minneapolis, Minn.; A. W. Bur- 
ritt Co., Bridgeport, Conn.; 
Palace Hardware Co., San Fran- 
cisco, Cal.; Vonnegut’s, Indian- 
apolis, Ind.; Brierly & Brierly, 
Beaver Falls, Pa.; H. H. Bennett 
Hardware Co., Easton, Pa.; C. E. 
Fisher & Son, Manassas, Va.; 
Coneord Hardware & 


son 


Plumbing | 













2 pores Lis 
eg enh: 





80) BAT \OWALLY SHOE 
SPAMS NAME WARE WAST AF 


ja Your Neighborhood 


* 120 E. Washington FR. 3484 
© 38th and litinary Sts. TA. 3325 
* 42nd and College HU. 1397 
® Broad Rippin, 802 E. 63rd BR. 5464 
* lrvington, S60? &. Wash, i, 2321 
*E. 10th at LeSalle CH, 232) 
* Fountain Sq, [tie Prospect iA. 


* 2125 W. Washington St 


Me 42e 
Ma, 677) mee 


The second award for large city hardware stores was 
made for this ad to Vonnegut's of Indianapolis, Indiana. 





Co., Concord, N. H.; The Saiter- ; Mich.: Worthington Hardware 
Co., Vincennes, Ind.; | Co., Worthington, Ohio; M 


Arms Hardware, South Lyon, | Crystal Hardware, Brookly 


co. 


om 
Sanne 


GULF SUPPLY 


BEAUMONT, TEXAS 


THE PLACE TO CO FOR SRANDS YOU KNOW! 





FAMOUS BRANDS 
a BRANDS | NATIONALLY KNOWN HARDWARE IN TEXAS 
STAND FOR?| BRANDS FAMOUS IN OUR STORE : 
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Adjudged the best ad run by a hardware store in smaller 
cities or towns. Won by Gulf Supply Co., Beaumont, Tex. 
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ure store in smaller 
Co., Beaumont, Tex. 


AGE 


HARDWARE 
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@ 
You can tell by his smile-- 
he knows and uses-- 


National 








Brand Names 
Hardware! 








QUALITY 


North Maw 





Kollmeyer’s—Home of... 
“The Names You Know” 


(al Kollmeyer 


These Brand Names 


CARL KOLLMEYER 


HARDWARE 


emont, Nehraske 









Mean QUALITY! 
5 athers ene th, Pants aad General 
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by handling these National 
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This ad won second place 
cities and towns for Carl 


N. Y.; J. B. Rice Co., San Rafael, 
Cal.; and Koch’s Hardware, 
Grover, Mo. 

Entries were judged by the 
Brand Names Foundation, New 
York City, an impartial authority 
which represents all types of busi- 
tess which actively supports the 
competitive brand name system 
ad opposes grade labeling as a | 
step toward the socialization of | 
industry and trade. The adver- | 
ements were judged for ile! 
fectiveness in presenting the 
listinctive merits of the particu- | 
lt name brand items which they | 
fered, their effectiveness in pre- | 
*nting the fact that the system | 
if brand naming is a vitally im- 
portant service to consumers, and 
heir effectiveness in identifying | 
he advertiser’s store as a place 
‘ buy quality hardware brands. 
Illustrations of the ads win- 
ting the first and second awards 
athe class of newspaper ads in 
tities of over 100,000 population 
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award for stores in small 
Kolimeyer, Fremont, Nebr. 


and of the ads winning first and 
second awards in the class of 
newspaper ads in smaller cities 
or towns are shown on _ these 


pages 


NATIONAL BATTERY BUYS 
PHILCO STORAGE 
BATTERY DIVISION 


Philco Corporation, Philadel- 
phia, announced recently that 
the corporation’s storage battery 
division has been acquired and 
is to be operated by the National 
Battery Co. as a consolidation 
with its Gould Storage Battery 
Corporation for the manufacture 


and sale of industrial storage 
batteries. The Gould Company 


will assume warranty and ser- 
vice responsibility fer all Philco 
Storage Batteries now in use and 
will have the right to continue 
manufacture and sale of Philce 
Storage Batteries during 
transition period. 
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THERMADOR LONGFELLA 


_ 


THERMADOR HEAT FAN 


FOR HEAVY DUTY HEATING 
THE PORTABLE THERMADOR MASTER HEAT FAN — 230 VOLT AC 





aa am ew es ww we @ @ Pasic on Post ada aoe es eee ee ee 


Gentlemen: 
I am interested in knowing more about Thermador Portables. 


Please have my local distributor contact me. 
My preferred distributor is 


NAME 
ADDRESS 


THERMADOR 


Manufactured by 


THERMADOR ELECTRICAL MFG. CO., LOS ANGELES 22, CALIF. 


31Y 















MAIL THIS COUPON TODAY TO: 
HOLT MANUFACTURING COMPANY go 


651-681 20th STREET - OAKLAND 12, CALIFORNIA 


Please send me free floor care booklet and catalog: 


NAME 





ADDRESS 





CITY STATE 


HOLT MANUFACTURING COMPANY 


Newark, N. J. 





Oakland 12, Calif 
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ON THE JOB Mr. 
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a | negie-Illinois Steel Corp. for 17 
s | years as sales and operation de- 





HOOBLER, ASS’T. SALES} duties 
MGR., FRESH’ND-AIRE 
Harry Hoobler has been ap- product, stucco netting. 

| pointed assistant sales manager of | Mr. Bruninga has been with 

| the Fresh-’nd-Aire Co., Chicago. | Keystone 18 years having served 

as clerk, statistician, correspon. 


entail selling and 


promoting the company’s newest 


will 








| dent, supervisor and _ district 


| sales director. 


STARK, G. E. APPLIANCE 
SALES MGR. IN OMAHA 


James F. Stark has been ap. 
| pointed manager of appliance 
sales for the General Electric Co. 
in Omaha, Neb., and Charles VY. 
O’Donnell was named representa. 
tive for G-E heating devices anj 
fans in the same area. 

Mr. Stark joined the Bridge. 
port plant in 1937. Following 
service as heating device repre 


sentative in Philadelnhia he was 





transferred to Washington sub- 
sequently joining the Navy. He 
in 1946 as dis 


Kansas 


HARRY W. HOOBLER — 
| returned to G-E 
| trict representative in 
Hoobler was formerly sales} ,. : : 
sags oy. | City for small annliances. 
and advertising manager of Sulli- | Mr. OD i wi 
van Industries, Inc., and general! . P. SP eane, with the — 
field supervisor of service engi- | tion of four years in the Navy, 


} ° . . ~ e -rcial 
| neering for the Cherry Rivet Co. | b 7m. vere Pega pates 
| cooking division of the Kansas 


City Power & Light Co., since 
1936. 


has with the 


PACIFIC PLASTIC NOW 
HOLLYMADE HDWE. MFG. 


Pacific Plastic & Mfg. Co., Inc., 
Los Angeles, makers of “Holly- 
made” builders hardware, re- 
cently announced the company 
name has been changed to Holly- 
made Hardware Mfg. Co. No 

| change in operations or personnel 
is contemplated. Hollymade | St., Louisville, serving all of Ken- 
| Hardware Mfg. Co., will continue | tucky except Kenton and Camp: 
to produce the Hollymade line of | bell counties and part of Indiana 
| knob sets, tubular cylinder latch} .outh of and including Knox. 
sets and cabinet hardware. Daviess, Martin, Lawrence, Jack- 


son, Scott and Jefferson counties. 


WEILER, MGR. REYNOLDS 
LOUISVILLE SALES AREA 

Harry E. Weiler has been ap- 
pointed manager of the “Louis 
ville district sales office for Rey 
| nolds Metals Co., 2500 S. Third 


M. C. SHIELDS, SALESMAN 
FOR PRECISION STEEL 
Marshall C. Shields, with Car- 


partment engineer, has joined 
Precision Steel Warehouse Inc., | 
| Chicago as special sales repre- 
| sentative to handle cold metals 
accounts. 

The company has announced 








resentation of Cold Metal Prod- | 
| ucts Co., Chicago, which was 
| formerly handled by G. C. Tins- 
1 | ley, Sr., president of Precision, as 


| | a separate activity. 


| that Precision will take over rep- | 


| phi 
I BRUNINGA, MANAGES 
|| BLDG. TRADE SALES 
| 

| 

| 





E. WEILER 


HARRY 
FOR KEYSTONE STEEL | 


| Willis J. Bruninga has re- Mr. Weiler joined Reynolds # 





cently been promoted to the | assistant to the general produc! 
position of manager, building | manager, Louisville. Then he be 
trade sales for the Keystone | came product manager of the e* 


| Steel & Wire Co. Mr. Bruninga’s | trusion and tubing division. 
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YOU SOLD FOUR MILLION DOLLARS 
WORTH OF GEM DANDY ELECTRIC CHURNS 
IN 1946 


2 OUT OF 3 CHURNS SOLD 
WERE GEM DANDY ELECTRIC CHURNS 


Backed by an aggressive national advertising campaign, $1,500,000 Profit into the pockets of our dealers. 


dealers sold to American farmers more than four million We regret that we were unable to fill orders that would 
dollars worth of Gem Dandy Electric Churns in 1946. have meant another million dollars in sales for Gem 


Dandy Dealers. 


NOW, BIGGER OPPORTUNITIES 
FOR VOLUME AND PROFIT 


In 1947 Farmers will take in 30 BILLION DOLLARS according to 
U.S. News. 7'HIS 1S THE BIGGEST FARMER INCOME 
YEAR IN HISTORY. 


The farmer has more cash to spend and more money in the bank, more 
savings bonds than ever before in history. 


We are proud of this record which put more than 





More than 3% million of the less than 6 million farms are already electrified. 


The farmer is BUYING. Are you getting your share of the BIG PROF- 
ITS in Gem Dandy Electric Churns? Remember you can’t make sales 
if you haven't got the merchandise. 


We have stepped up production of Gem Dandy Electric Churns and 
can now make prompt shipments. 


ORDER GEM DANDY ELECTRIC CHURNS 
FROM YOUR DISTRIBUTOR TODAY 


DeLuxe Mope Retail Price $19.95 
Recommended Dealer’s Cost $12.49 
Sranparp Mover Retail Price $16.95 
Recommended Dealer’s Cost $11.02 


Gem Dandy Electric Churns may be 
used with crock or with Gem Dandy 
Duraglas jars, which are sold separate- 
ly. List price: 3-gal. about $1.95, 
§-gal. about $2.45. 





ALABAMA MANUFACTURING COMPANY 


DEPARTMENT A-5, BIRMINGHAM 3, ALABAMA 
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illette Broadcasts 
To Put Extra C ash | In 


DRESS UP pained pment 

YO UR WI N D 0 W other fast-moving Gillette products! Write to Gillette 

Fea word series tov Score window svecmers 
SHOW OF ALL! 







men in asking for Gillette One-Piece Razors and 





Gillette's », 
Warr feies) 
yore: § 


grandee 












Gillette 


BLUE ; 
BLADES 2, 
49: E 












Gillett 


SHAVING CREAM 
4 bet 
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WE TELL ™) look?” feel.w”” be.w"” (you a 4, 
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sts|The World Series 


Cash|In Your Pockets! 


WOW! How You’LL SELL GILLETTE 
ONE-PIECE RAZORS WHEN THIS TREMENDOUS 
SELLING FORCE IS UNLEASHED! 









y identifies 





5... brings 






Razors and 
e to Gillette 
isplay and 






streamers. bie : . —. 
Ce a whirlwind summer promotion, Gillette’s Cavy- 


alcade of Sports will broadcast the World Series for the 
ninth consecutive year over Mutual Broadcasting System and 
affiliated stations. 
This year the “big sell” will be on Gillette One-Piece Razors... 
the Aristocrat and Milord. Over the largest single network ever 
assembled, Gillette’s hard-hitting commercials day after day will 
reach approximately nine out of every ten men who patronize 
' your store. . . stimulate big demand for Gillette Razors, Gillette 
a a aa ear re 7. Blue Blades and Gillette Shaving Creams. Don’t be caught short 
. stock up now. Then, early in October, watch those extra 
dollars roll in! 
Gillette Safety Razor Co., Boston 6, Mass. 















eee: iene. 


Golisead og 
llette’s © 





Gillette Be Sure To Have A Radio 
one piece } In Your Store And Tune 


/ RAZORS ~ In Every Game. Men Come 


TOPS in 












To Listen... Stay To Buy! 
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Keep These No. I Men’s Items Up Front 


GILLETTE ARISTOCRAT RAZORS «+ GILLETTE MILORD RAZORS 

GILLETTE GOLD TECH RAZORS ° GILLETTE TECH RAZORS 
GILLETTE BLUE BLADES — 5’s and 10's 

Jj GILLETTE SHAVING CREAMS—LATHER AND BRUSHLESS 


Copyright, 1947. by Gillette Sefety Razor Company 























milord Set 


STOCRAT SET 
Gus Boden 2° ani 
3 oae 


1 Gillette Slee Binds, '3'> 






See the Gillette Line at Booth No. Ill, 
Nationa! Hardware Show, October I5'fo 18 








'U SELL ’EM 
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September 11, 1947 


ADVANCES 


Some models of one line of appliances. Black plate and ternes. 
Alkalis. Some mouse, rat traps. Certain garden tools. 


silver. 


Foreign 


DECLINES 
Some surplus machine tools. Television installation charges 


Certain bathroom accessories. 


Some metal cleaners. 








Mouse and rat traps—New 
price sheets, dated Sept. 1, as issued by 
Animal Trap Co. of America, Lititz, 
Pa., show advances in dealer prices of 
about 10 per cent for mouse traps and 
about 5 per cent on rat traps. 

co * * 

Hand garden tools — New 
dealer prices, effective Sept. 1, on 
Trump trowels, forks, cultivators and 
transplanters made by Animal Trap Co. 
of America, Lititz, Pa., reflect advances 
of approximately 20 per cent. Also af- 
fected by the advances was the No. 811 
three-piece garden set. 

* * am 
installation— 
Mfg. Corp., 


Television 
United States 
New York City, has announced that the 
installation and service charge for its 


Television 


home console model set has been re- 


duced from $100 to $89.00. 


* * * 


Bathroom accessories — Re- 
duction of prices by 10 to 27 per cent 
in the entire line of chrome bathroom 
accessories was announced by Gerity- 
Michigan Die Co. 
Gerity, Jr., in announcing the cut em- 
dealers 


Casting James 


phasized that distributors and 
had been protected in this price reduc- 
tion and added that the action was the 
result of cooperation of vendors and 
the efficient 


duction following a complete reconver- 


“return to a normal pro- 


sion after the war.” New prices were 
effective Sept. 1. 
a * * 


Metal cleaners A reduction 


of approximately 10 per cent in prices 


324 


PM-90 and Pennsalt PM- 
95, effective Sept. 1, was announced by 
B. Beitzel, 
charge of sales, Pennsylvania Salt Mfg. 
Co., Philadelphia, Pa. 


of Pennsalt 


George vice-president in 


Frigidaire advances some 
prices—-On August 20, the Frigidaire 
Division of General Motors Corp. an- 
nounced price increases up to $15.00 on 
household appliances and averaging 
21/3 per cent on commercial products. 
Certain refrigerator models were raised 
$5.00 to $15.00, some electric 
$5.00 to $10.00, and the automatic 
washer $15.00. There was no increase 
on three refrigerator models, two elec- 
tric ranges, or on home freezers, electric 
The adjustments 
and air 


ranges 


dryers and ironers. 

on commercial refrigerators 

conditioners apply to about half of the 

200 Frigidaire products in the group. 
* * * 

Black plate and ternes — A 
leading producer on August 1 advanced 
the price of black plate, 29 gauge, ex- 
cept can-making quality $6.00 per net 








Wholesale Hardware Sales* 
By Geographic Divisions, for July, 1947 








SALES REPORTED 


Percent Change 
GEOGRAPHIC | July 1947 
DIVISION 


June 
1947 


July 
1946 


-2 


New England | | | «te 
Middle Atlantic | —10 
East North Central n 
West North Central 

South Atlantic 

East South Central 

West South Central 

Mountain 

Pacific 


U. S. TOTAL 


Bureau of the Census 


| 


July | 
1947 | 1946 


$59,737 | $51,076 | $60,941 | 


| SALES YEAR-TO-DATE b 


Amount (Add 000) | | 
Percent 
Change 

| | from Months | 

| June | 7 mos. 1947 | 

| 1947 | 1946 |(Add 000)| (Add 000) 

| | | 

| $448,685 | $342,127 


10,698 8,420 


Seven 
Months 
946 


Seven 


July 


1,061} 1,519 | 
8,317| 9,624) + | 
9,248 | 11,622) + 

10,137 | 11,686) + 
2,837 | 3,371 
2,123 | 2,686 | 
7,401 | 8,721 
1,887 | 2,291 
8,065 | 9,441 


| 


Current Wholesale Trade 


a Includes 32 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 


States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
Middle Atlantic—(N. J., N. Y., Pa.) 
East North Central—l(ill., Ind., Mich., Ohio, Wis.) 

West North Centrai—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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YEAR-TO-DATE b 


Months | Months 
1947 1946 
(Add 009) (Add 000) 


| 
| Seven Seven 
| 


| $448,685 | $342,127 
10,698 | 8,420 
| 70,699 | 71 
79,627 
82,800 
36,164 
28,291 
55,816 
14,652 
69,947 
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Whatever the cutting task, if you want the 


oa / \ initial thrill of perfect performance and the 
; ~ \ é jan derived from owning 
BS ee 
| —— i 


LF 


vo 
a Your custome 
100s) . 
Sing She 


buy for ke 


Strum, 


ars; 
eps 
"Nts th 

at peak per 
means WIgs. 


Standing val 
alue. 


kept remj 


forcefy] 


form 


—~a Nan bad 
le fa n Us for o 

I Ous ut 

Your if Ustom 


nded of the 


ers are 
WIss }; 
ISS line in 


IN some of the 
ation: 
Nal Publi¢s. 


~ So, i 
B 9, line u 


ads; 
Most y; *4PPearing 
. Widely.reg ] 5 
J ac 
n 


tions ; 
NS in the cou 


, P with 
ays to Sell the 


vo ; 
Jour “UStoOmerg 


know 


SHEARS, SCISSORS, PINKING SHEARS G 
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ANDROCK 





SNAP-TOOTH 


LAWN RAKES 


(Pat. No. 1621276) 


For use on lawns, golf courses; in 
parks, playgrounds, cemeteries, etc. 
Rugged, durable construction, yet 
lightweight and easy to use. Oil tem- 
pered steel teeth anchored securely 
in frame; can be “snapped” out 
easily for repair or replacement. 


HANDLE SUPPORT 
Extra heavy steel 


support holds handle 


to frame. 


FRAME 


Heavy gauge steel— 


for strength and 
durability. 


\ REPLACEMENT 
TEETH 


51” HARDWOOD 
HANDLE 

Securely bolted to 
handle support. 


RIVETED BRACE 

4 heavy rivets hold 
handle support to 
frame. 


— 


SPRING STEEL TEETH 
Oil-tempered, 
flexible— follow 
contour of ground. 








Cat. No. 501 
\ SNAP-TOOTH LAWN RAKE 








“Snap”’ out easily for 
repair or replacement. 





By Geographic Divisions, for July, 


Wholesale Hardware Inventories‘ 





1947 














Percent Change 
GEOGRAPHIC July 1947 
DIVISION vs. 
Number | _ 
of 
Firms July June | 
1946 1947 
| 
U. S. TOTAL 178 +53 -1 
* New England 8 +42 | -2 
Middle Atlantic e 41 se | = 
East North Central 31 +50 | -3 | 
West North Central....| 27 +45 0 | 
South Atlantic | 24 + 88 +6 
East South Central | 7 +33 | -7 
West South Central | 16 + 68 0 
Mountain 10 | +120 | +2 
Pacific 17 +49 —2 








Bureau of the Census 


END-OF-MONTH INVENTORIES (Cost) 





| STOCK-SALES-RATIOS b 
| = 


Amount (Add 000) | 











1 | | 
July July June | July | July | June 
1947 | 1948 | 1947 | 1947 | 1946 | 1947 
| 5 
$91,239 | $59,632 | $92, ea 202 156 | 203 
2,788 | 1,969) 2,853| 314 272 285 
9,958| 6,575| 10,136| 191 135 180 
19,476 | 12,964| 20,086| 180 152 | 189 
21 768 | 14,978 | 21,755] 190 154 195 
4,523 | 2,407| 4,275| 171 113, «| ~—s«169 
| 2441; 1,839) 2629) 135 149 | (145 
12,965 | 7,723) 12,932) 231 158 | 228 
2,117|  963| 2,075| 180 101 | = 183 
15,182 | 10,223 | and 273 197 | 261 
| 





Current Wholesale Trade 


a Includes 24 reports rece ved too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 











ton, to a new base of $3.90 per pound, 
f.o.b. mill. Also advanced were eight- 
pound roofing ternes, 107 pounds per 
base box, 112 sheets, 20 inch x 28 inch, 
from $13.50 to $14.10, f.o.b. mill. Both 
items affected by the increases are 
relatively low-tonnage products. Tin 
plate for export has been uniformly 
advanced by 25 cents per base box for 
107-pound coke tin plate, making the 
current spread between domestic and 
export prices 75 cents per box. Domes- 
tic tin plate prices cannot be increased 
during the life of 1947 contracts. Mean- 
while, with higher prices ruling on pig 
tin, palm oil, scrap and labor—in the 
face of a ceiling on production for 
months at practical capacity—the small 
added return from export tonnage will 
be more than welcome to producers. 


Non-ferrous metals prices-- 
On August 18, the price of foreign sil- 
ver was increased 4% cent an ounce to 
6534 cents in New York. The quota- 
tion, up for the fifth time in six trad- 
ing days, was the highest since June 17, 
when the metal was 68% cents. The 
price compares with a high for the year 
of 86%4 cents March 6, and a low of 
59% cents on June 20. The silver mark- 
ups followed some recent revival in the 
jewelry and plate industry, but most 
metal markets have idled in recent 
weeks, Copper prices held at 21% 
cents per pound, Connecticut Valley, 
with trading quiet. Foreign copper was 
being sold at the equivalent of 21% 
cents, New York, but was lifted largely 
to August and September offerings. 
Lead prices were unchanged at 15 cents 








Wholesale Hardware Collections 
on Accounts Receivable* 
By Geographic Divisions, for July, 1947 

















Percent Change 
GEOGRAPHIC July 1947 
DIVISION vs. 
Number ee te. 
of 
Firms July June 
1946 1947 
U. S. TOTAL 243 + 36 ~4 
New England.... 14 +47 4 
Middle Atlantic. 61 +20 —8 
East North Central. . 36 + 44 0 
West North Central 44 +49 -9 
South Atlantic....... 26 + 46 —2 
East South Central 14 +50 —6 
West South Central 22 +35 —4 
Mountain... . . 10 +17 - | 
Pacific......... : 26 +27 —2 





ACCOUNTS RECEIVABLE 


Collection Percentages b 














Amount (Add 000) 
July July June July July June 
1947 1946 1947 1947 1946 1947 
$58,193 | $42,752 | $60,895 95 104 94 
1,482 1, 1,535 85 95 86 
9,457 7,887 | 10,279 88 90 88 
11,614 8,062 | 11,610 98 108 95 
11,697 7,870 | 12,787} 102 W7 sO 99 
3,296 2,256 3,372 99 110 | 95 
2,783 1,856 2,967; 94 110 95 
6,186 4,567 6,417; 101 | 113 100 
1,042 | 887 1,087 91 87 95 
10,626 | 8,359 | 10,841 86 96 88 
! ee seo 








Bureau of the Census 


Current Wholesale Trade 


a Includes 30 reports cone) too late"to be incorporated in Census Bureau published releases. 
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b Collection_per g 
group of firms. 





d by, dividing the collections_by the accounts receivable for an identical 
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July July | June 
1947 | 1946 | 1947 
202 156 203 
314 272 285 
191 135 180 
180 152 189 
190 154 | 195 
171 113 169 
135 149 | «(145 
231 158 | | (228 
180 101 183 
273 197 | 261 
| 
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per pound, but consumers found most 
of their needs available in the open 
market and few requests were made to 
the Office of Metals Distribution for 
allotments from the government stock- 
pile. Zinc prices held firm at 10% cents 
per pound, East St. Louis, and Presi- 
dent Truman’s veto of the premium 
price plan had no apparent immediate 
effect on the market. In the major 
producing area, however, there was 
further closing of some marginal mines, 
and operators were reported “pessimis- 
tic” as to future production. 
* * *@ 

Increase coming on alkalis— 
On August 18, Solvay Sales Corp. an- 
nounced a price increase in alkalis 
ranging from 10 cents per 100 pounds 
for soda ash to 25 cents per 100 pounds 
for solid caustic soda and chlorine, ef- 
fective October 1. The increases, which 
amount to $2.00 to $5.00 a ton, are ex- 
plained by higher coal prices. Other 
large producers of these heavy indus- 
trial chemicals reported no action has 
been taken as yet. Production of soda 
ash, a basic chemical for many indus- 
tries, including glass, soap and paper, 
is still running far short of demand. 


* * x 


Surplus machine tools—The 
17% per cent discount to dealers in 
surplus machine tools was extended, 
Aug. 29, by War Assets Administration 
to include virtually all machine tools 
and general industrial equipment on 
which commissions of 12% per cent 
formerly were paid. The discount 
formerly applied only to machine tools 
which were sold at prices lower than 
those established by the Clayton Form- 
wa. As a result of WAA’s action, 
nearly all tools still priced on the Clay- 
ton Formula become eligible for the 
discount. The new ruling was effective 
September 2. Eligible purchasers at 
the discount are machine tool rebuild- 
ers, manufacturers, exporters, dealers 
and other distributors who buy for re- 
sale. Such purchasers must certify they 
have been actively engaged in selling 
production equipment and that pur- 
chases are made for resale and not for 
personal use. 

* * *& 


Steel advance no deterrent— 
The August steel price increases, aver- 
ging $5 a ton, seem to have had little, 
if any, effect on the flow of orders go- 
ing to the mills. Demand is fairly even- 
ly divided, but with the usual empha- 
tis on plates, sheets, wire products and 
bars, Sheets remain one of the scarcest 
of mill products, and there is little to 
indicate any easing of that situation in 
he relatively near future. The demand 
lor wire products continues much in 
txcess of production. The entire list is 
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to write for details on 
CRUMP Master-Made 


English and Western Saddlery 
Farm 







Harness and Horse Collars 











BT. CRUMP COMPANY inc. 


1322 E. FRANKLIN ST., RICHMOND 13, VA. 












N. Y. OFFICE: 225 FIFTH AVE. 
CHICAGO OFFICE: 
666 LAKE SHORE DRIVE 













PROFITABLE 


Hardware Store items 








Contains Mutton Tallow 
Made in Stix and Liquid 


\ 
From the foot bones of beef 
@nimals processed in Omaha | 
Packing Houses 
Pure Neatsfoot Oil 
Sheps Neatfoot Oils. 


comes the 
used in 














Three grades: Pure — Prime — No. |. 


Sheps 
Neatsfoot Oils and Sheps Neatsiene Harness 
Olls. Best for Leather in all Kinds of Weather. 
Softens—Preserves All Leather. 











Liquid Saddle Soap 
A Leather Cleaner 
Highly concentrated. For saddles, | | 
shoes, boots, leather jackets, golf 
bags, riding and harness equip- 
ment—ail fine leather. Cleans— 

Seftens—Preserves. 

A Superior Soap for the Shine Trede 
Seld by jobbers everywhere 
Neatslene Co., Omaha 8, Nebr. 
ROY W. SHEPARD, “SHEP” 
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R.E. DIETZ COMPANY 
SU NEW YORK 840 











| OUTPUT DISTRIBUTED THROUGH THE JOBSING TRADE EXCLUSIVELY 
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Sales of Hardware Wholesalers 




















plies will meet only half the demand 
in the last half of this year, announced 
a new allocation for* the period. Its 


iene ime 
of Dollars rs ° ° . 15.7] 
— —— _—— et s 5,710 
200 T ] a wes present interim allocation of 55710 
| | long tons is in addition to an earlier 
| | allocation of 11,331 tons on July 8. “To- 
= —__+—— + + —} 5 ws 
Sub-total for first 6 months | a, gether these total 27,041 tons, and rep- 
¢ 
Y get Me | resent nearly all the tin that can be 
j | 7 | J . . 
A} ge i leet expected to be available during the 
| ~ 
|e } = : ” . See 
Leoqrrnne f | Total for year remainder of 1947,” said the committee, 
of See peer” | $1574 million which is made up of representatives of 
1251 = (i. — sae ST — a | —_—_}—_—___—_28 ° ee 
we | 1946 | the United States, Britain, Canada, 
a France, Belgium, The Netherlands, 
pe Per ks i Pe xccis Se eee Cee! Eee ee Lee ee China and India. The United States 
| a SOO i | was granted about half of the entire 
5 eee era ae new allocation, bringing its quota for 
se maa i =a an ead ee Jotalltor year r the half-year to 14,657 tons. 
le MTmillion 
” p coccccces * * * 
pa econ Lr a | ‘ia 
Pe eeaeeahe ss : a Jf cyvonttfeesessnabes a Controlling pipe sales — The 
- 1939 | Pager? } Total ifor year /*| ; os . 
Se | §$592\mitlion” | War Assets Administration moved 
. | ' I a S im ® August 15 to help in relieving drought 
| conditions in the Middle West, by 
clamping a freeze on the sale of its 
° | | | ae eS ee ee stocks of pipes used for watering live- 
Jan Feb Mar Apr May June July Aug Sept. Oct. Nov Dec os on1: 
stock, and for repairing and drilling 


Source: Office of Business Economics, U. S. Department of Commerce. 








included, especially manufacturers’ wire, 
nails, and the various types of wire 


fencing. 


Attacking the bale-tie short- 
age—lIn an effort to restore the balance 
between supply and demand, steel com- 
panies during the first five months of 
1947 shipped a total of 51,375 tons of 
bale ties. This was close to they entire 
output for the prewar year 1939, and 60 
per cent higher than the comparable 
months of 1946. The American Iron 
and Steel Institute says: “Despite the 
record high peacetime production in 
the early months of the year the de- 
mand for bale ties exceeded the supply 
in some agricultural sections. Mem- 
bers of the industry are installing new 
equipment for the making of bale ties 
as a further step to keep capacity 
aligned with the requirements of farm- 
ers. The use of bale ties has greatly 
increased because of the rapid growth 
in the use of field hay baling machines. 
Approximately 60,000 pick-up hay 
balers are in use now, compared with 
less than 5,000 in operation prior to 
1940. From all indications, the trend 
toward the field baling of hay will con- 
tinue. The demand for field balers cur- 
rently exceeds the supply, and manu- 
facturers of the baling equipment esti- 
mate that one or two years will be re- 
quired for them to catch up with their 
orders. The baling of hay has almost 
doubled in recent years, and this in- 
crease has been almost entirely in field 
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baling. According to the Department 
of Agriculture, about 27 per cent of the 
hay crop was baled in 1944, as com- 
pared with 14.5 per cent in 1939, It is 
unofficially estimated that wire is used 
on about 80 per cent of the hay that is 
baled. Further complicating the prob- 
lems, hay production increased from an 
average of 94,490,000 tons in the 1936- 
45 period to 100,860,000 tons in 1946.” 


* * * 


New tin quotas set—On Au- 
ust 20, the international combined tin 
committee, reporting that world tin sup- 


water wells. At the request of the De- 
partment of Agriculture, WAA ordered 
the stocks first be offered immediately 
to distributors and dealers serving 
farmers in Montana, Wyoming, the Da- 
kotas, Nebraska, Minnesota and Wis- 
consin, where the pipe shortage is 
worst. Demands for pipe in housing and 
other construction programs, and with- 
drawal of certain pre-war suppliers 
from the affected area, are responsi»ie 
for the shortage, says WAA. 
* * & 


Electrical goods sales up— 
Wholesale sales of electrical goods to- 
taled $1,544,000,000 in the six months 
hrough June, compared with $702,000,- 
000 in the similar period last year, ac- 
cording to a recent Census Bureau esti- 











Estimated* Sales 
Of Wholesale Hardware Distributors 
Monthly 1939, 1941, 1946, and 1947 


(Expressed in millions of dollars) 























Month 1947 1946 1941 ~——_—:1939 
January $138 $100 $56 $39 
February 142 104 55 37 
March 164 116 64 48 
April 170 126 76 47 
May 160 129 80 52 
_Jsune : _ 148 126 80 .. 
_ Total First Six Months $922 ___ $70 ul $411 $274 
July 130 82 45 
August 139 84 50 
September 139 89 60 
October 170 92 60 
November 152 79 54 
____December 143, so OF 
Grand Total For Year $1574 $917 $592 





*Estimated by the Office of Business Economics, U. S. Department of Com- 
merce. 
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mate. By comparison, sales were only 
$368,000,000 in the first half of pre-war 
1939. 


* * * 


Steel situation—The steel in- 
dustry this week bore earmarks of war- 
time days. Demand was on the increase 
but raw materials for steelmaking were 
tighter than ever according to the Sept. 
4 issue of The Iron Age, national metal- 
working weekly affiliated with Harp- 
warRE Ace. Further plaguing the steel 
companies, in the U. S., was a cycle of 
repairs, which might before completion 
add weeks to already deferred deliveries. 
The bad effects of the coal strike, the 
scrap shortage and the hot weather 
took such a toll in the past few months 
that most steel firms were somewhat 
behind on promised deliveries. Carry- 
overs (unshipped tonnage carried over 
into the next month) were increasing 
with every major producer. Some firms 
were as much as 8 to 12 weeks behind 
original promises. New equipment 
which was to have been installed this 
year to alleviate the flat-rolled steel 
situation is running as much as 18 
months behind promises made to steel- 
makers at the time orders were placed. 
It now looks like major flat-rolled 
equipment now on order will not be 
installed much before the middle of 
next year. Present rolling mill facilities 
are being pushed to the hilt but steel 
consumers are still complaining about 
the steel shortage and are shutting 
down in some instances until banks of 
stock are built upon. There are some 
in the steel trade who believe that auto 
makers and other large steel users have 
placed their operating schedules on so 
high a plane that periodic shutdowns 
are bound to occur. It is believed that 
this is the reason why all steel con- 
sumers are not able to obtain as much 
steel as they claim they need to fully 
operate their plants. It is known that 
many steel fabricators and processors 
are operating at a much higher rate 
than a year ago and are still clamor- 
ing for more steel. The breakneck pace 
that the steel industry set during war- 
time days is at last catching up with 
the mills. Serious major repair pro- 
grams must take place immediately if 
equipment is to be restored to a more 
efficient condition. Unfortunately for 
steel companies and their customers 
many of the necessary repairs must be 
made to blast furnaces. A few firms 
find that as many as three or more 
stacks must be taken care of as soon 
as possible. In the past few months pig 
iron output has been somewhat below 
actual requirements. This has been one 
of the reasons why steel companies 
have been unable to continually keep 
ingot output at peak levels. There is 
no danger that steel production will 
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= Lowell is the name known to your 
customers, you can be sure of three important sales 
advantages: easy sales . . . profitable sales . . . 

repeat sales. Follow the example of dealers all over the 
country who make Lowell sprayers and dusters. 
their “lead line.” Start now to pyramid your profits 
with Lowell and get all these extra benefits. 


@ FAST TURNOVER 

@ COMPLETE QUALITY LINE, 
@ SELECTED DISTRIBUTION 
@ ALL SEASON SALES 

@ FORCEFUL SALES HELPS 


STAUFFER 
DUSTER 


CYCLONE 





COMMANDER 





ROTO-BLAST DUSTER 


PREMIER 


“Consider Lowell the best line 

I can stock because it brings [Lowe LiL 

in customers the year around.” peenetineaiiieeeaantl 
; Maniac Ling Co. 


DEPT. 51, 589 EAST ILLINOIS STREET 
CHICAGO 11, ILLINOIS 





A Lowell Dealer 
(name on request) 


WORLD'S LARGEST MANUFACTURER 
OF SPRAYERS AND DUSTERS EXCLUSIVELY 
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THE BOSS MFG. CO., KEWANEE 























































Oriti Stand 
(less drill) 


Light in weight, 
§ copvenient an 
handy, this im- 
proved drill has a 
special aligning 
grip that makes 
straight drilling natural. Backed by 
35 years of electric drill manufac- 
turing, produced in great quantities 
by modern methods, this is today’s 
best drill buy. For every day farm, 
garage, construction and maintenance 
use, you can’t get a better drill at 
any price. Specially wound, long life, 
high torque, fan-cooled motor. Cut 
steel gears, self-lubricating bearing:, 
sturdy die cast case and a fell sized 
snap action chuck (no key to los2). 
With a Nof 209 Drill Stand, 
the 89 Drill makes a capable 
lever operated drill press. 
Order from your local Speed 
Way dealer. 


No. 117 Grinder 
$1495 













No. 69 
¥," DRILL 
$4180 









SPEEDWAY MFG. co. \ 
1836 S. 52nd Ave., Cicero, III. 
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slip sharply but demand is so strong 


that even a three or four point decline 
will be enough to force a complete re- 
vamping of present steel quotas. One 
large company expects to end up this 
year somewhat behind on promised 
sheet deliveries. As a result it may be 
necessary for this and other firms to 
cut down on quotas for this product in 
the first quarter of 1948. Despite 
Labor Day, which is classed as a regu- 
lar holiday in union contracts, steel 
output remained unchanged this week 
at 93.5 per cent of capacity. Mills paid 
premium time to keep continuous op- 
erations going. It is expected that every 
effort will be made to keep raw steel 
output at current levels. 

* * * 


Porcelain shipments down-- 
Factory shipments of porcelain enam- 
products, finished 
plumbing ware, were valued at $7,200,- 
000 in June, a decrease of 6 per cent 
from May, according to a survey by 
the Bureau of the Cooking, 
household and hospital utensils consti- 
tuted the largest percentage of the total, 
amounting to $2,900,000 worth. The 
report did not include porcelain enam- 
eled washing 
machine parts which are eventually as- 
sembled into completed end products 
by the same company and only included 
plumbing ware done on a “jobbing” 


eled excluding 


Census. 


stove, refrigerator and 


basis. 
* + * 

“Thor” sales at peak—First 
half operations of Thor Corp. were the 
best in the company’s history, with 
sales in excess of $16,000,000 and 
profits substantially bettered. The com- 
pany’s sales in the six-month period in- 
creased more than 300 per cent from 
the like period last year, but “too much 
importance should not be given the 
comparisof since we were shut down 
1946 because of a 
N. Hurley, board 


for two months in 
strike,” 


chairman. 


says E. 


* * * 


Freight car production short 
Shortages and distribution difficulties 
are affecting major producers as well 
Another freight car 
crisis is expected by October says The 


as consumers, 


Tron Age, when demand for cars will 
reach a peak. One major railroad this 
week has only 4 days supply of coal 
for its entire system—due to a coal car 
shortage and not a coal shortage. With 
railroads retiring cars at a rate sub- 
stantially above the production of new 
rolling stock no immediate relief in the 
transportation situation can be ex- 
pected. Although the steél industry is 
furnishing steel at a rate above that 
promised for a 10,000 car month to car- 
builders authoritative sources believe 
that freight car output in October will 





hardiy reach 8000 units—2000 below 
the goal set some months ago. The dis- 
tribution and production of component 
parts plus the lack of skilled labor is 
responsible for this situation at car- 
building plants. 
- * + 

Building in July—According 
to Dun and Bradstreet, Inc., the value 
of building permits issued in July 
slightly exceeded the high level of June 
and was 32 per cent above that of July 
last year. The July total for 215 cities 
was $281,705,850. In the first seven 
months the estimated cost of permits 
for 215 cities was $1,564,487,495, com- 
pared with $1,698,982,969 for the like 
period last year. The U. S. Bureau of 
Labor Statistics reports private contrac- 
tors began work on 80,000 new homes 
in July, breaking records of 20 years’ 
standing. The number approached the 
all-time high of 1925. The bureau said 
the total exceeded the June figure by 
28,000 and the July, 1946, number by 
17,400. The National Association of 
Real Estate Boards said the removal of 
federal building controls had not cur- 
tailed building as some interests had 
predicted. “Instead, the rate of home 
production is going up,” it said. In the 
first seven months of 1947, 441,000 
homes have been started. The Bureau 
estimated that 65,700 new permanent 
homes were completed in July alone. 
The Association reported “the general 
tendency of sales volume and prices ‘a 
July was to hold steady at a high level.” 
+ > *. 


The living cost rise—On Aug- 
ust 19, the U. S. Bureau of Labor Sta- 
tistics reported that family living costs 
had risen an average 20.7 per cent in 
34 major cities in 15 months. The sur- 
vey, covering the period ending June 
15, was made for the joint house-senate 
economic committee which will hold 
public hearings this fall on price in- 
creases. It includes costs for a worker, 
his wife, and two children at prevailing 
standards of efficiency, education, and 
health. The survey indicated the larg- 
est increases between March 15, 1946, 
and June 15, 1947, were in Scranton, 
Pennsylvania, 24.3; Chicago, 23.7; and 
Houston, Texas, 23.5, while the smallest 
increases were in Kansas City, Mis- 
souri, 17.1; Los Angeles, 17.4, and 
Seattle, 18.0. The Bureau says the dol- 
lar and cents data represented by the 
increase will be calculated later. 

- * * 

Store sales off—Sales of inde- 
pendent retailers dropped 5 per cent 
from June to July, but were 9 per cent 
higher than in July, 1946, the census 
bureau reports. Chain store and mail 
order houses apparently were making 
greater gains over last year, and among 
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the independent merchants, some large 
increases were registered. Lumber and 
building materials dealers reported a 
28 per cent gain in July, over a year 
ago. Hardware stores were up 12 per 
cent from last year but down 3 per 
cent from June; furniture stores were 
up 7 per cent from 1946 and down 8 
per cent from June. 


* * * 


Those hot days— More than 
adding to personal discomforts, and 
more than holding potential shoppers 
at home, the record-breaking August 
heat wave in many areas brought 
gloomy predictions of heavy deteriora- 
tion of the nation’s corn crop outlook. 
The Bureau of Agricultural Economics 
revised downward by 223,000,000 
bushels its production estimate as of 
August 15 against that forecast on 
August 1. The estimate of a 2,437,- 
000,000-bushel crop, if borne out, would 
mark the lowest production for any 
year since 1936. Department of Agri- 
culture officials predicted that the 
chances of an average corn crop ap- 
peared extremely slim. More important, 
according to grain officials, was the ex- 
pected late maturity date, which cut 
chances for full development of much 
of the crop, and may result in much 
light test weight corn, with earns not as 
firm as desirable. In Chicago, the mar- 
ket for cash corn, on August 22, was 
the highest in U. S. history, with sales 
of No. 1 yellow at $2.52, or one cent a 
bushel above the previous top. Oats, 
too, marked a new peak. A wide dis- 
parity between the price of cash corn 
and wheat is said to have resulted in 
buying more wheat and oats. This price 
difference probably will result in more 
wheat and oats being fed to live stock 
than under normal conditions, to con- 
serve the higher priced corn. 


* * * 


“No depression indicated”— 
Nothing in sight shows a depression is 
coming, Ewan Clague, director of the 
Bureau of Labor Statistics, said recent- 
ly. A summer slump predicted by some 
has been “indefinitely postponed.” Cur- 
rent high prices contain “nothing spec- 
tacular” or of explosive nature, he ob- 
served. Employment topped 60 million 
in July for the second consecutive 
month—and even a drastic drop in ex- 
ports would not mean a corresponding 
slump in employment. Unemployment 
reached a summer high of 2,600,000, 
but already had begun to recede, says 
Mr. Clague. He referred to an increase 
in housing activity as a factor in sustain- 
ing the employment level. Mr. Clague 
said that only five industries showed 
downward trends in employment at- 
tributable to other than seasonal factors 
—machine tools, furniture, radios and 
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30-38 CUMMINGTON STREET 


BOSTON 15, MASSACHUSETTS 
Manufacturers of Soldering Equipment Since 2919 






We're not telling you anything new when 
we say your customers want quality soldering 
equipment . but at a fair price! This 
attitude demands merchandise that will give 
volume sales without sacrificing customer 
goodwill . . . or profits. That’s why Lenk 
equipment, backed by 28 years of customer 
satisfaction and volume selling success, can 
help you most — now. 


seit Genk FOR 


SALES LEADERSHIP! 





JOHNSON XLO MUSIC WIRE comes to you attractively 


packaged for convenient handling in units of % Ib., 1% Mb., 


and 1 |b. Full range of sizes — .003” to .200”. 


JOHNSON 


XLO MUSIC WIRE answers the call for high carbon, smooth, 


round, spring steel wire. Ask us to recommend sizes. If your 


hardware jobber cannot supply you immediately, please advise. 


oD 


WORCESTER 


TROIT 





ON STEEL & WIRE CO.INC. 


* MASSACHUSETTS 


CHICAGO 


LOS ANGELES 
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phonographs, tires and tubes, and 
aluminum manufactures. 


* * * 


Department store sales—Ef- 
fects of the protracted hot weather on 
department store sales were reflected 
by the declines of 6 per cent and one 
per cent, respectively, in the week and 
period ended August 16, 
year-ago marks, says 


four week 
compared with 
the Federal Reserve Board. 


* * * 


The building materials story 
—For June, the latest month reported, 
production of construction materials fell 
off, according to the Department of 
Commerce. Thirteen of the 19 building 
‘materials covered by the department’s 
composite index registered production 
losses, sending the index down half a 
point, to 137.4, using 1939 as 100. Pro- 
duction of lumber and cast iron prod- 
ucts declined, but a substantial rise in 
cement output, almost offset the de- 
creases in other items. The index as a 
whole was eight points above that for 
June, 1946. However, floor materials, 
lumber, structural clay tile, automatic 
stokers and range boilers were below 
the production of a year ago. Declines 
in the latest month were shown for 
clay sewer pipe, asphalt roofing, struc- 
tural steel, wire nails, warm air fur- 
water heaters, clay tile and 
range boilers. Increases were shown in 


naces, 


brick, cement, gypsum products, con- 




























crete reinforcing bars, steel conduit and 
mechanical stokers. 
* “ * 

Lower home cost predicted— 
R. M. Foley, head of the government’s 
reorganized housing agency, predicted 
recently that the price of houses will 
decline gradually during the next few 
months, and will stabilize at a lower 
level next year. Mr. Foley said in an 
interview he originally thought the cost 
of homes would show a more general 
decline this year, but that congressional 
action in removing most controls on 
industrial building probably would “re- 
tard” the downward trend. 

ae * * 

Dollar output vs. physical 
volume—Although United States pro- 
duction value recently has touched a 
record rate of 226 billion dollars a year, 
actual physical volume of output is 
below the war-time peak, the Com- 
merce Department says. The difference 
is in “inflation”—higher post-war prices 
to a large extent accounting for the 
new high dollar values, the department 
comments. In terms of today’s dollars, 
the country’s production rate is four 
billions higher than the war-time peak 
in early 1945, and far above pre-war 
levels. The gross “national product”— 
a measure of the market value of all 
goods and services produced—in the 
second quarter of 1947 reached a rate 
3 billion 800 millions higher than in 
the first quarter and 7 billion 400 mil- 
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lions above the last quarter ot 1946. 
Purchases of machinery and other pro- 
ducers’ durable equipment increased 
through the first half of this year, but 
not sufficiently to offset the slackening 
of inventory accumulation. Investment 
in new building fel! to an annual rate 
of 9% billions in the second quarter 
from the 10.3 billions rate of the first 
three months of the year. 

a a * 

Paint prices—In a recent state- 
ment E. D. Griffin, vice-president, Pitts- 
burgh Plate Glass Co., declared that 
lower paint prices this fall seem “in- 
creasingly doubtful,” despite reduction 
in prices of white linseed, soy oil and 
glycerine, since innumerable other itmes 
of cost in the manufacture of paints 
have increased and are continuing up- 
ward. 

a * ok 

Leather lines perhaps higher 
—Manufacturers’ prices of luggage and 
leather goods may go up 10 per cent 
before the year is out, and if demand 
continues, voluntary allocation to cus- 
tomers, bandoned the first of the year, 
may have to be reimposed. Elimina- 
tion of the Federal excise tax on this 
merchandise sometime next year is also 
foreseen. These predictions were made 
by M. A. Levitan, vice president of the 
Luggage & Leather Goods Manufac- 
turers Association now holding its first 
postwar exhibit in New York. Leather 
prices have more than doubled since 
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scarcer than ever before, and get a 


derived from about 10 per cent of the 


portionately, and at the same time, de- 
mand is now released, which was pent 
up during the war years when use of 


higher grades was restricted. Because 








of the shortage of top grades of leather, 
and the increase in air travel, plastics 
and plastics coated fabrics now are be- 
ing used in three times the proportion 
they were in 1939. Leather goods prices 
are subject to change without notice, 
and the probabilities are that there will 
be a 10 per cent increase before the 
year is out, on new orders taken at a 
later time, Mr. Levitan said. Even so, 
he continued, the public will be get- 
ting better quality and better value for 
the price than it has in the last seven 
years. Manufacturers have cleaned out 
their war goods, and standardization of 
sizes and styles adopted a year ago has 
enabled manufacturers to cut cost and 
reduce inventories. Before the war, a 
typical manufacturer had 200 items in 
his line, but now he has an average of 
only 50. 
ok x *~ 

Nails—American Steel & Wire 
Co. reports that “billions” of nails are 
pouring out of their machines, in order 
to supply the demand of a world that 
has to be “held together” one way or 
another. One of the company’s mills 
recently shipped in one week more 
nails than during any other week this 
year. Currently approximately 150 car- 
loads—or over a billion nails—are leav- 
ing the mills every week. At the com- 
pany’s Joliet works more than 400 nail 
machines operate night and day, to pro- 
duce more than 100,000,000 Ibs. of nails 
and tacks. Their output includes nails 
ranging in sizes from giant 15-in. boat 
spikes, used for the construction of 
wooden barges, wharves and other heavy 
timbered installations, to tiny, barely 
visible escutcheon pins, only 3/16 in 
long and as fine as a needle, used for 
attaching nameplates and trademarks. 
There are still far from enough of these 
indispensable fasteners, to “go around.” 

* ok ca 

Commodity prices at new 
“‘high”—On Aug. 11, a new all-time 
high of 188.65 was set by the Associated 
Press wholesale price index of 35 com- 
The index, in which 1926 
werage prices equal 100, set five new 
tecords in a row from July 31 through 
Aug. 6, and resumed the upward march 
Aug. 11. With only rye and cotton 
showing price declines, the list of ad- 
vancing commodities included: Rub- 
ber, turpentine, lumber, cocoa, flour, 


modities. 


butter, cattle, corn, wheat and oats. The 
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CHROME 
KITCHEN 
TOOLS 


Brilliant, mirror - polish, 
always — new - looking 
chrome catches the house- 
wife’s eye—obvious, prac- 
tical daily use and down- 
to-earth price values com- 
plete the sale. When she’s 
used one item, she’ll be in 
for others to complete a set. 


The flattened handle keeps 
the tool from turning in a 
woman’s grip; hooked end 
prevents sliding down into 
cooking utensil—and pro- 
vides a handy means of 
hanging it up. 



























EXTRA-LONG HANDLES 
DO NOT OVERHEAT 


Best of all,—these tools are 
all steel—no wooden or 
composition handles to 
burn or melt if a housewife 
accidentally rests the 
handle on the edge of a hot 
skillet or over a flame. 
Long enough to permit 
comfortable handling. And, 
for years of life in daily 
use, they’re triple-clad- 

first with a plating of cop- 
per, then nickel and final- 
ly, highly-polished chrome. 

























There’s one of these new Speedy- 
Clean kitchen tools for every cook- 
ing need. Offer them singly or in 
sets; put them out where they'll be 
seen and they'll get action for you. 
Order now, from your jobber; if 
he can’t supply you, write direct. 
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NOW! SELL FAST CUTTING 
ROTARY MASONRY DRILLS 


* Cut Holes 4 Times Faster 


Longer 
Drill Concrete, Brick, Plaster, 
Slate 


Press or Hand Brace 





@ Offered at the lowest prices in history 
and advertised to a market of millions, 
new Carboloy* Masonry Drills represent a 
booming market for aggressive merchan- 
disers. No other masonry drill can match 
its advantages in design, durability. The 
construction rush isn’t coming—it’s here! 
Cash in now on Carboloy’s profitable re- 
sale plan. Send for details today! Carboloy 
Company, Inc., 11197 E. 8 Mile Blvd., 
Detroit 32, Mich. 


























* Stay Sharp Up to 50 Times 


ts © Fit Any Rotary Drill, Drill 



















15 POPULAR SIZES 
ASK ABOUT SPECIAL 
6-DRILL SET 
346’) Ye", SAe’s 
3%", 2", AND 5%’ 
IN FREE CANVAS KIT 
$13.70 




















Solid round shank tipped with 
Carboloy Cemented Carbide — 
hardest metal made by man. 





CARBOLOY* MASONRY DRILLS 


CEMENTED CARBIDE (—) 





















































OOT AND CHECK 
VALVES 


End leakage troubles ... save 
their cost many times over in 
service calls they eliminate. Ideal 
for jet type pumps. Made in six 
sizes. Ask for Bulletin 301. 


Onder from your Jobber 
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WHITE MACHINE WORKS 


FORT WAYNE 1, INDIANA 
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index a month ago was 180.00, while a 
year age it was 145.57. 


* * * 


A B.L.S. price study — The 
consumers’ price index for June 15 hit 
157.1, a record high, the Bureau of Labor 
Statistics reported recently. B.L.S., in 
making this earlier estimate of the con- 
sumers price index, used the period 
1935-39 as 100, and covered retail prices 
of essential items bought by families of 
moderate incomes in large cities. The 
preceding peak was 156.3, reached last 
March. Retail prices of living essen- 
tials in mid-June were 18 per cent 
higher than a year ago and 59 per cent 
bove the August, 1939, level. Between 
mid-May and mid-June, prices advanced 
on all major groups of items except 
rent, fuel, electricity and ice. Higher 
prices for meats and a 2 per cent sea- 
sonal rise in egg prices were mainly 
responsible for an increase of 1.5 per 
cent in the family grocery bill between 
May 15 and June 15. Apparel prices 
and house furnishings rose 0.4 per cent. 
Miscellaneous goods and services aver- 
aged 0.1 per cent higher over the month. 
Medical care continued to rise. Hos- 
pital rates advanced in 19 cities and 
higher prices were reported for pres- 
criptions and some household drugs. 
Gasoline and motor oil prices were up 
in most cities. Partly offsetting these 
increases were general reductions in 
tires and tubes. 


A * a 
Chain store sales — Chain 


mail-order houses did a 
record business in the first half of this 


store and 


year, gaining 22 per cent over the same 
period in 1946, says the U. S. Commerce 
Department. June sales were about 19 
per cent above June of last year. Big- 
gest increases in June sales volume in 
comparison, with a year earlier were 47 
per cent for building material stores, 
38 per cent for grocery stores, 26 per 


cent for catalog mail order busi- 
nesses, 17 per cent for department 


stores, and 12 per cent for furniture 
and home furnishings. Lesser gains 
from 3 to 9 per cent, were shown for 
men’s wear, restaurants, shoe and hard- 
ware chain stores. Automotive acces- 
sory stores had about the same volume 
as last year, while slight declines were 
recorded for variety stores. 


*> * * 


Ward’s in July — Sales of 
Montgomery, Ward & Co., Inc., in the 
first half of its fiscal year topped a 
half-billion dollars, for the first time 


in the company’s history. The total 


| climbed to $546,667,817, or 22.3 per 


cent over the six months to July 31, 
1946. July sales were also at a record, 
up 16.1 per cent to $84,330,297 total. 









Silverware and jewelry —A 
survey of several manufacturers during 
the convention of the National Retail 
Jewelers Association in New York, pro- 
duced these general observations:—1. 
Silverware and watches are in particu- 
larly heavy demand, and fountain pens 
are generally going well also. Prices in 
most cases are holding about level. 2. 
Precious jewelry items, hamstrung by 
the continuance of the 20 per cent 
luxury tax and already used-up war 
savings, were said to be experiencing 
a quiet year. 3. Some price cuts have 
been made on costume jewelry, and on 
such items as compacts and cigaret 
cases, to hold volume. Manufacturers 
now expect a year almost as good as 
the last one. 4. Off-brands are having a 
greater struggle to keep in business 
than in the war and immediate post- 
war years. One of the lines for which 
demand is the strongest—silverware— 
was described as being apt to remain in 
that happy condition for several years, 
A. L. Leitung, director of flatware sales, 
International Silver Co., said that de- 
mand was still far greater than supply 
despite the fact that the company is 
producing about three times as many 
units as it did before the war. All mer- 
chandise is still allocated. Prices will 
remain at present levels unless there is 
some further change in the price of 
silver, he indicated. He said that they 
were now at 1940 levels, with plus al- 
lowances made for rises in the price of 
silver since then. Watches appeared to 
have an extremely favorable outlook 
also, with orders set way ahead of those 
of last year’s show. A spokesman for the 
Elgin National Watch Co. said that its 
lower priced lines still are being allo- 
cated, but that demand was heavy as 
well for the luxury watches. One of the 
major obstacles to meeting demand is 
the lack of skilled help. 

a * * 

Private Building at Peak— 
Spending on private construction and 
repair work hit a record peak of $1,000,- 
000,000 in July, the Bureau of Labor 
Statistics reported recently. This was a 
6 per cent gain from the previous record 
established in Aug., 1946. Total con- 
struction in July, including highways 
and streets and publicly financed edu- 
cational facilities, represented an out- 
lay of $1,300,000,000 in July, or 16 per 
cent more than in the corresponding 
month of 1946. For the first 
months of 1947, total construction ex- 
penditures amounted to $7,500,000,000 
$5,800,000,000 for the 
period a year ago. 

* * + 

Lumber Shortage—The Na- 
tional Lumber Manufacturers Associa- 


seven 


against same 


tion insists that the “lumber shortage” 
is over. In a recent statement, it re- 
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ported that national production for the 
first half of 1947 totaled 15,687,000 
board feet, an 11 per cent increase over 
the same period last year. 

* * * 


People Moving West—The Census 
Bureau reports “a great westward move- 
ment” of population between 1940 and 
1946, which boosted the number of West 
Coast inhabitants by more than one- 
third. It estimated that the population 
in California, Oregon and Washington 
jumped by 3,281,000 or 33.9 per cent, 
during the six years. In comparison, the 
iotal increase in the other 45 states was 
estimated at only 3,712,000, or roughly 
3 per cent. California led the list with 
an increase of 2,485,000. Other states 
experiencing an unusual population 
growth in the six year period were: 
Michigan, Ohio, Washington, Texas, 
Oregon and Florida. North Dakota 
showed the largest loss of population, 
having 16.3 per cent fewer people in 
1946 than in 1940. South Dakota, 
Montana and Idaho also lost substan- 
tially. In total, the nation’s population 
has swelled to 141,228,693, on the basis 
of latest estimates—a gain of approxi- 
mately 9,160,000 since 1940. The 141 
million figure, which includes American 
troops overseas compares with approxi- 
mately 430 million for China, 414 mil- 
lion for India and 193 million for Rus- 
sia, according to latest figures an- 
nounced by the State Department. 

* * * 


Two years after—Many war 
time shortages have disappeared in the 
second year of the post-war period, but 
the country still lacks adequate sup- 
plies of housing, automobiles, and 
other products that make up the Ameri- 
can standard of living. In contrast with 
conditions last summer, meat markets 
now are well stocked, sugar is un- 
rationed, and soap, nylon stockings and 
white shirts are in plentiful supply. 
Tires are being sold at reduced price 
available in most 
small electric 


sales, shoes are 


styles and sizes, and 
appliances can be bought almost every- 
where. Other parts of our “economy,” 
affected either by material or labor 
shortages, are still far behind meeting 
demand. Besides homes and _ autos, 
freight cars, refrigerators, 
washers, and farm implements are in 
short supply. Construction of housing 
units, disappointingly small in the first 
year after the war, is expected to fall 
behind schedule again this year. Build- 
ing industry sources estimate that 
700,000 units will be started, against 
a goal of one million. There is no 
estimate on completions. The automo- 
bile shortage is blamed largely on in- 
adequate steel supplies, mostly sheet 
and strip. Lack of this metal also is 
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AUTO, 


DIXON’S 


GRAPH-AIR GUNS 


filled with the world-famous 


MICROFYNE POWDERED FLAKE 
LUBRICATING GRAPHITE 


These guns get to hundreds of trouble 


spots, including the hidden squeaks 
and sticking in 
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Auto locks 
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Window slides and hinges 





Fishing reels. 





Bicycles 


Auto bodies 
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EXTRA LARGE 
MECHANICS’ SIZE 


TYPE 4 retous 40¢ 
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CAR and HOME 
OWNERS’ SIZE 


“CUB retois 13¢ 









BIG MARKET! 
BIG GUNS! 
SMALL PRICE! 


pus A NATIONALLY ADVERTISED 


—— BRAND NAME 


Alert jobbers and dealers will cash in on 
Dixon’s nation-wide consumer advertising 
campaign running now. Immediate shipments. 
Write today for prices and printed matter. 


JosepH DEX OW crucible COMPANY 
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Jersey City 3, N. J. 


Div. 40-CG-9 
































































( Here's the one that ) 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 

SELLS BETTER because 
STICKS AND STAYS pur it WORKS BETTER, 

' a 
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DURHAM \» 
°OLK HARD 
ALL- AROUND 
REPAIR CHAMP, 


WILL NOT SHRINK 
























Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 






E) DONALD 
DURHAM 












Durham’s Rock- Facer mad 
Hard Water Putty lowa 





gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 


4M 
Rod Dewi 


GLASS CUTTERS | 


Sensitive to touch 
— light to handle 
— relaxing 
to use. 





























Twelve to a box 


Chapmanized steel 
RED DEVIL wheel. 


A Product of 


Red Devil Tooks. 


IRVINGTON 11, NEW JERSEY 
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the principal reason for the lack of 
freight cars. 
** * 

The need for steel—Sheet steel 
also is needed in the production of 
refrigerators, automatic washers, and 
ranges. Refrigerators are not expected 
to be available in all makes or models 
for almost a year, washers not for nine 
to 12 months, and ranges four to six 
months, An ample supply of automatic 
toasters is expected next spring. Out- 
put of farm implements also is ham- 
pered by the lack of steel. Implement 
makers forecast heavy demand _ this 
year and next, mostly for tractors, cot- 
ton pickers, hay balers, and harvester- 
the 


pressure for tractors is similar to that 


combines. One manufacturer said 
of automobiles. 


* * * 


Relative steel users — Steel 
shipments in the first four months of 
1947 included these major users:—To 
the automotive industry, 2,984,749 tons, 
14 per cent more than was shipped in 
the preceding similar period. To freight 
car builders, 686,553 tons, an 18 per 
cent gain. To jobbers, dealers and dis- 
tributors, 3,461,794 tons. To the oil and 
natural gas industry, 861,524 tons, 35 
per cent more than in the preceding 
period. To the stove and range industry, 
138,898 tons, a 16 per cent gain. 

a ok * 

U. S. Plywood sales—United 
States Plywood Corp., New York City, 
has reported that sales for the three 
months ended July 31, 1947, were $13,- 
910,000, compared with $9,287,600 in 
the corresponding three months of 1946. 
In addition sales of unconsolidated 
companies amounted to $3,103,200 for 
the three months ended July 31, 1947, 
compared with $1,967,000 for the same 
period last year. 

, * * 4 

Gas ranges—Despite continu- 
ing steel shortages, the Gas Appliance 
Manufacturers Association, New York 
City, reports that gas ranges produced 
and shipped during the first six months 
of 1947 totalled 1,166,000 units, an in- 
crease of 40.6 per cent over the 829,300 
units shipped during the corresponding 
period in 1946. The industry’s 1947 gas 
range production is 10,600 units under 
its peak year of 1941, when 1,176,600 
gas ranges were shipped during the 
first six months, Estimated manufac- 
turers’ value of gas ranges shipped dur- 
ing the first half of 1947 is approxi- 
mately $94,000,000, and, according to 
the Gas Appliance Manufacturers Asso- 
ciation’s estimate, 25.5 per cent of the 
gas ranges shipped during this period 
were for use with liquefied petroleum 
gas. Automatic gas water heater ship- 


ments for the first six months of 1947 
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COPY | 
WRITER 


PAINT EXPERIENCE 





Required by large New York 
paint manufacturer. Excellent op- 
portunity for advancement. Secur- | 
ity. Stable company. Work hard 
and at fast pace. 


Previous experience in actual 
paint sales, both wholesale and 
retail helpful, but not mandatory. 


Give full particulars first letter. 
State education, age, experience, 
references, salary desired. 


Our staff knows of this advertise- 
ment. 


Write Box No. L-401 
care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





























FOR BEST SERVICE ON 
THESE STEADY SELLERS 


e Our policy is to give prompt 
service on superior products and 
a fair price through recognized 
jobbers. Below are some of the 
items in our line, all available 
now through your jobber. 


Wrought Nut 
EYE BOLTS 
Bright Zinc Plated 


TURNBUCKLES— 
“Alumaloy” Bodies 
— Steel Hooks and 


Eyes 
=O 





Da 


SCREEN DOOR 
BRACES 


ALWAYS DEPEND ON 


/: Turnbuckles, Inc. 


729 West Lake Street * Chicago 6, Illinois 
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of 937,700 


increase of 


reached an all-time high 
units, representing an 
74.8 per cent over this same period 
of 1946. Manufacturers’ value of auto- 
matic water heaters shipped during 
this first half of 1947 is estimated at 
approximately $42,800,000. Indications 
are that 24.4 per cent of the total ship- 
ments of automatic gas water heaters 
during the first six months’ period of 


this year were for use with liquefied 
petroleum gas. 


co * * 

Manufacturers’ hardware 
sales—Totals for the first seven months 
of 1947 up an average of 31 per cent 
over the corresponding period for 1946, 
inventories have decreased 1 
it is revealed by the Census 
sales for 


wholesale 
per cent, 
Bureau. Total manufacturers’ 
the seven-month period approximated 
$438,000,000, it was indicated in con- 
fidential reports by 237 manufacturers. 
At the same time, inventories were 
down to about $71,000,000. Also, Census 
said, factory shipments of paints and 
varnishes so far this year were up some 
47 per cent over the first seven months 
of 1946. Total sales to date 
mated at $53,000,000 and manufacturers’ 
inventories at little than $3 000,- 
000. Collections of accounts are running 


were esti- 


more 


at about 95 per cent for hardware and 
78 per cent for paints and varnishes. 
Wholesaler accounts receivable stood at 
about $1,500,000 for paints and var- 
nishes at the end of July and about 
$46,500,000 for all types of hardware 
including industrial and plumbing and 
heating supplies. 


Rural Trade 
Traffic Builders 
“eet promotion that brings peo- 


ple to a town also brings them 
in contact with that town’s stores. 
They serve to bring visitors and vis- 
itors are potentiai customers. Here 
are a few “stunts” that built busi- 
ness for towns and stores. 


Poultry and Egg Day 
The West Bend, Wis., Chamber of 


Commerce put on a very successful 
poultry and egg day, recently. More 
than 1,100 persons attended the one- 
day aaffir. There was entertainment 
provided for both the afternoon and 
evening sessions as well as talks by 
experts in the poultry field. One of 
the features of the day was a quality 
egg demonstration in which eggs in 
various stages of quality were 
shown. For the women a cooking 
school was conducted and various 
methods of cooking eggs and differ- 
ent egg dishes were demonstrated. 
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:ERKSHIR 


READY MIXED 


ALUMINUM PAINT 


INTERIOR ane EXTERIOR 
SURFACES 
ONE GALLON 


! 
ne paint compel 
CFicie, wassacnuserts 





® Less handling 


BERKSHIRE MAY 
surfaces; on wood, 

exterior surfaces; 
BERKSHIRE WILL: 


concrete, 


QUALITY. 





CONTROLLED 


INVENTORY 


WITH BERKSHIRE 


It 


many 


ALUMINUM PAINT 


necessary to stock 
kinds of aluminum 


no longer 
different 


paint, for BERKSHIRE—in the ONE 


container—is the all-surface, 


all-pur- 


pose aluminum paint. 









BECAUSE IT'S ALL IN ONE CONTAINER— 


@® BERKSHIRE requires less storage space 
@ Less shelf and counter space 


@ Less shipping time and expense 
BE APPLIED: 


metal, cement, 
with brush or spray gun. 
prevent rust and deterioration of metal; re- 
sist heat; reflect light; seal the surface painted. 


damp 
and 


directly over wet or 
etc.; on interior 


. PROTECTION 


Ask as eels For Berkshire 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 


BOX 251, HIGHLAND STATION 


SPRINGFIELD, MASS. ° 


































BATH FIXTURES 


® Solid Steel . . . Uncondition- 
ally Guaranteed 

* Triple-Plated Chrome or 
Enamel 

® Priced to Sell — NOW! 


FREE DISPLAYER 


A beautiful 28" wide easel board 
with realistic tile background. Requires 
a small space . . . does a big selling 
job. Included FREE with your first as- 


sortment order! 


GET IN ON THIS NEW PROFIT ASSORTMENT 


Six 4"' Enamel i8"' Towel Bars; Six '/,'' Enamel 
24"' Towel Bars; Six %'* Enamel 18" Towel 
Bars; Six %'' Enamel 24'' Towel Bars; Six % 
Chrome 18'' Towel Bars; Six %'' Chrome 24" 
Towel Bars; Three Chrome Toothbrush and 
Tumbler Holders; Three Chrome Soap Trays; 
Six Chrome Tissue Holders; Six Enamel Tissue 
Holders; Three Enamel Toothbrush & Tumbler 


YOUR COST $30.21 YOUR $2 0 14 

SELLS FOR $50.35 PROFIT 

Mail This Coupon Now! 
GEORGE KOCH SONS. Inc. 


EVANSVILLE. INDIANA 


Holders 
Screws. 
PLUS—one sample of each item for display 
(included in 
PLUS—one Display 
samples are mounted AT NO EXTRA COST! 


and Three Enamel Soap _ Trays. 


the assortment price). 
Board on which above 










See ees eeeeeeeseoeoeeoneeeon j 
RUSH e Your new Bath Fixtures Assort- ! 
* ment! | am enclosing check ' 

for $39.21. ' 

' 

NAME ' 
ADDRESS : 
CITY STATE : 
[] OPEN ACC'T C.0.D. 25% Encl. 4 
) (Ref. Enclosed) 1 

—— oe oe oe oe « 
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A. M. COLLOT SUPPLIES 


221 Nl. W. Bth AVE. + MIAMI 36, FLA. 


Many styles. Uphelstered & plain. 
Tablet Armchairs — Folding Tables 


PROMPT 
SHIPMENT 


ADIRONDACK 
CHAIR Co. 


1142-A BROADWAY 
NEW YORK I, N.Y. 


Wrute “day 


FOR DETAILS OW THESE TWO 
QUICK MOVING PRODUCTS 


Mit foe 
M & H LABORATORIES 





U.. Ba ore ' 


CENTRODRAIN and FILLER 


a d q = DRAINS Cellars, 


| ma 

ie 4 (TE  Psols, Washing 
1c Caovemene 20 aes ; Machines. Can 
(| j I Mix Hot and 
1} i Cold Water 
| aie ) —_-—= When Filling. 

— RETAILS at $1.60 
Circular! Mention Your Jobber! 


HINE™ 


HINE 


‘SUN IN5. 


cHAM 


MADE IN U.S.A. 


ASK YOUR JGBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 




















LEPHANT 


STEEL WOOL 











Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 
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SPARTEX | 


.. ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AUE., NEW YORK 57, N.Y 
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“ prove: oa Ee | Sales Personnel Institute 
1 sizes f Y_-¥OD \ FAST SELLERS , The Chamber of Commerce of 
sizes trom /g- Mishawaka, Ind., conducted a very 
og So WICKS j , successful sales personnel institute 
smpression Type TO e Homeowners ) for the salespeople of various stores. 
_ OIL BURNERS @ Hobbyists The institute was arranged through 
7 y g 
s @ Mechanics . the Department of Distributive Edu- 
FACTURING CO © Farmers f na Indiana Be on the 
F tate Department of Public Instruc- 
Hartford, Conn. } © Auto Body Men j tion and the Vocational Department 
. } —v2 { of the Mishawaka public schools. 
Sa | ua , Farm Institute Dependable steel products and 
: The Chambe fC ' unequalled steel service facil- 
A ) he eae <n o ommerce oO: | ities...available for your steel- 
‘ Watertown, Wis., recently conduct- | buying convenience at twelve 
j ed its sixth annual farm institute. | conveniently located Ryerson 
one In an advertisement the chamber | plants. Because of great de- 


advertised the event as the largest | mand, all sizes are not always 
farm institute held in the state. | in stock; but we usually can 
suggest a reasonable alternate. 


master eraftsmen for its N Every tool buyer is a prospect j 
a Ff for these new sanding disc f 
) holders. For power sanding. , Beginning at 10:30 a.m., the pro- 


ig 16 unit pkg. or | tb. 
Irom your jobber or direct. 
New type head clamps paper gram consisting of judging of silage | PRINCIPAL PRODUCTS 
samples in the farmer’s own con- | 


| Corp., Springfield, Ohio 
tainer. Talks on hybrid corn for 





Bars e Structurals « Plates « Sheets 
e Tubing * Allegheny Stainless « 


discs better, prevents marring ( 
\ the surface. Fair price with ' 













































"BIG gs" silage and grain and control of | Alloy Steel e Safety Floor Plate « 
p dandy discounts assure fast ) weeds through clean seeds were | | Bolts « Rivets e Metal Working Tools 
° . | & Machinery, etc. 
4ARDWOOD profits from fast sales. j given. bo 
OKER TABLES Buy direct from manufacturer. ( 4 JosePH T. RYERSON & Son, Inc. 
ionary and Folding Write for bulletin A91. } Songs of the Range § Plants: New York, Boston, Philadelphia, 
ith Chairs to Match ( The Fort Worth, Tex.. Star Tele- fF Detroit, Cincinnati, Cleveland, Pitts- 
ee . burgh, Buffalo, Chicago, Mil kee, 
Weed and Metal Folding \ Cox METAL PRODUCTS CO. , toed a —e an Oldtime oe Senta tes ae waukee, 
or LAterature end Prices. 3014 W. Hopkins St. © Milwaukee 10, Wis. ) er a Soe Te IY 
6 Lak J the revival of interest in songs of 
e Shore Drive i i i i <4 
IMinois a the range. He will handle letters re- 
—— | garding such ballads and will plan 









| song roundup. Much interest is 
| being shown in the project and let- 

ters are received from a large area. 
* * * 


Financial Aid 


HAVE THIS The Atchison, Kan., Chamber of 
FEATURE Commerce, through its Committee 
on Agriculture, has set up an an- 












ylex 


HYDRAULIC 








1, Kenly & Co. 











go (44) Ill. nual livestock project whereby any 
- Jacks Since 1899 boy or girl in the Atchison trade 
— area, upon approval by his or her 












County Agent or Vocational Agri- 
culture teacher, may secure finan- 
cial assistance in buying hogs, sheep 
or beef and dairy calves. This is not 
a plan whereby something is given 
| the boy or girl, but a way for them 
to help themselves if they are 
worthy, and are unable to arrange 
for credit otherwise. 
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Hiustrated is th Baby Chicks 


No. 672W 
ROYAL EAGLE The Woodward, Okla., Chamber 
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Regular Marking 7 - dj 
of Commerce, for the tenth year dis- 
scuailieliatetd tributed 25 baby chicks each to . 
So == about 100 4-H boys and girls in the Hooks and Wire Forms 
ee area who are recommended by 4-H For Every Application 
name FOR A be ee leaders; members of the FFA chap- 
Q ne AGLE RULE MFG. CORP. ters also participate, if they desire. M. S. Brooks & Sons, Chester, Conn. 
Four months after the distribution Since 1848 
514 Hunts Point Avenue wade he ; 
> y and girl returns four cock- rN o 
COMPANY New York 59, N. Y. erels to the chamber of commerce BROGKS fr HOOKS 
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and 
Order this and other fast selling Armstrongs 
from your jobber. 


ARMSTRONG PRODUCTS CORP. 





ELECTRIC HEATER No. 514. 


This profitable 
seller is made of finest quality 24-gauge iron, 
finished in rich porcelain enamel, walnut or 
white. Attractive design. 
Excellent heating capacity. 
Patented nichrome element guaranteed against 
burnout for five years. 
writers Laboratories. AC or DC. 1320 watts. 
5” high, 
Ibs. 


and exceptionally popular 
Easy to keep clean. 


Approved by Under- 


14” wide, 6” deep. Weighs 614 


$6.95 retail. $7.50 west of Denver. 
All Armstrong heaters are pre-war quality 
priced right. PROMPT SHIPMENT. 


Quality Electrical Appliances since 1899 
Dept. HA, Huntington 12, W. Va. 
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BRASS WORKS, INC 








PUSH or PULL 
ACTION 


handle if the door swings 


the 
away from you; pull it if the door swings 
toward you. That’s the simple principle 
of the Ideal Latch for screen and storm 


Push 


as well as many for other appli- 
’48 model includes latching 
action in the strike... silent operating 

easier latching... stronger handle. 
Trouble-free — absolutely guaranteed 
against breakage regardless of cause. 
Requires no mortising—just bore one 
hole and insert 6 screws. Available 
with or without locking lever. Handles 
furnished in cast, brass, bronze, and 
aluminum. Also latch with stamped 
steel handle manufactured as previ- 
ously. Ask your jobber, or write for 


doors, 
cations. New 


literature. 


Display Models 
For Dealers 


250 EAST FIFTH STREET 
ST. PAUL 1, MINNESOTA 





BEST BUY OF THE YEAR’ 


and after they are exhibited in the 
annual cockerel show they are sold 
to reimburse the chick fund for the 
At least 18,000 chicks 
in the last 


ensuing year. 
been distributed 
years. 


have 

nine 
* * * 

Farm Parley 


The merchants of Augusta, Wis., 
sponsor of a farm parley which at- 
tracts farmers and their wives from 
a large trading area. The parley 
takes in farm topics of the day; 
soil conservation, crops and dairy 
activities. The women have a ses- 
sion on farm home and home 
nomics. 


eco- 


FTC Blasts at Industry 
On Price Setup 


(Continued from page 182) 


nection with the increase in steel 
prices which was announced dur- 
ing July 1947, Producer-respon- 
dents collectively supported thet 
increase through the offices of the 
Institute. Representatives of pro- 
ducer-respondents have announced 
that the increase aggregated hun- 
dreds of millions of dollars.” 

Describing the present multiple 
basing point system used by the 
respondents, the complaints charge 
that its operation according to plan 
insures that “the same identity of 
delivered prices will result as 
though the industry were operating 
under a single basing point sys- 
tem” and “as though all mills were 
under one ownership and con- 
trol.” 

“Inherent effects” of the collu- 
sive praetices of the respondents 
stated to include “substantial 
lessening of and 
“unfair and oppressive discrimi- 
nation against portions of the pur- 
chasing public in large areas.” 

This discrimination in price is 
effected, the complaint states, by 
depriving purchasers of the ad- 
vantage which except for the con- 
spiracy and practices of the re- 
spondents would accrue to them 
as a result of their proximity to 
the plants of the respondent pro- 
ducers, and by requiring pur- 
chasers to pay increases over what 
the net prices would have been 
had they been fixed by competi- 
tion. 

For the purpose of frustrating 
price competition, the complaint 


are 
competition” 





Order from your Jobber or write for details 


SUPERIOR FASTENER CORP., 
2949 ELSTON AVE., CHICAGO 18, ILL, 


2 NU-WAY 
© Calf & Cow 
WEANER 





SELLS ON SIGHT 


PATENTED 
BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from eoast to coast 
Jabs the Animal Weans Them the 
Doing the Sucking Humane Way 
— An Item That Repeats — 

SEE YOUR JOBBER 
AUSTIN MFG. CO., ROUND GROVE, ILL. 





SPAR-TER 


MAKERS OF BETTER 
‘PAINTS & ENAMELS 


THE SPARTEH CO., NEW YORK 57,11. ¥ 








If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and | 
seller together — and gets re- 
sults for its classified as well 
as display advertisers. 








Hardware Age is not only 
widely, but thoroughly read. 
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THE HENI 
New York 








Address with copy and remit 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New Yerk City 
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IN MERCHANDISING 
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The famous Clauss line of all-purpose drop- 
forged shears is currently featured in the 

American Weekly, Good Housekeeping, Satur- 
day Evening Post and other national publications. 


Quality emphasis plus swing-ease action and long- “ heater ‘py re- 
1umber of read- lasting edges add up to greater saleability. In every saves. current 
per in the Hard- size, model, finish and price range...for every ' ne when no 
é brings employ: household, office and school need. Write ” catalogue. nee é 
yee, buyer and THE HENKEL-CLAUSS CO. e FREMONT, OHIO 1 coRD switch 
7 and gets re- New York Office: 1107 Broadway * WAtkins 9-6797 eon ENOUGH TO 
lassified as well peg 


vertisers. 


cIN eal ! 


sditional in- 
For additiona’ h 

jon on switeh, 
formatfor Bulletin 
L-15. 


ze is not only 
horoughly read. 
copy and remit- 
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ferk City 4 
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| Tlou/ TRAMONT puts the heat on 
to get YOU greater heater volume! 







Pad 






%, 


rss 


MORE 


TO SELL...AT 


No Increase in Price! 








Yes, something NEW has 
been added to America’s 
No. 1 Heater, at no addi- 
tional cost to you or your 
customers! It’s the new 
TRILMONT Safety Cord 
Switch ... a regular $1.95 
retail value ...a_sensa- 
tional new convenience, 
economy and safety fea- 
ture that means greater 
sales and profits for YOU! 
Order your 1948 TRIL- 
MONT Heaters now. Write 
today for name of nearest 
distributor! 


RETAIL $ 

price * SD? 
Includes Federal Tax and Detachable 
Cord Set with HEAVY-DUTY Switch 


95¢ Extra in Western Zone, Ivory or Brown 
Boked Enamel. Model A, 1200 Wotts. 
Model AA, 1320 Watts. A.C. or D.C. 


*Winner, Lewis & Conger First Annual Home Safety Award 
TRILMONT PRODUCTS CO., 2405 Walnut St., Phila. 3, Pa. 
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We're Servicing the Nation 
WITHOUT DELAY! | 








At Pre-War Prices 


The MALCO Line 





consisting of: 
TIN CUP 
(full drawn—seamless) 
TUBE CAKE PAN 
4 CUP FLOUR SIFTER 
6 and 9 Cavity MUFFIN TINS 
PIE AND CAKE PANS 
We're awfully greatful to our new 
friends for keeping us so busy that 
we're only able to ship pie, cake and 
muffin pans at this time. 


Your onder a D-pad 
TE OR RE 


THE MALCO COMPANY 


eee) J 
pecializing in Tinwar: 
962 Vine a. Hollywood 38, * California 


MEDITERRANEAN 
SPONGES 


for 
Immediate 
Delivery 














Similar to ROCK ISLAND 
and CUBA SHEEPSWOOL 


Some types are equivalent in shape and 
durability to the best Rock Island Sheeps- 
wool. Other types look like and are the 
equivalent of Cuba Sheepswool. 


ALL Grades and 
ANY Quantity at 
Very Attractive 
e e e Prices © @ @ 
Also headquarters for all kinds of 
Florida and Cuba Sponges 


v 


a 


Established 1869—-Demand by Brand 


AMERICAN SPONGE & CHAMOIS CO., Inc. 


n Street New York 7. N 
245, Miss n Street yn Frar vale 












WAY CLEANING HARMONY! 
_ Rell 


DUETS again available. 
Prices on application. 

















alleges, the respondents “by con- 
certed action and agreement” 
have “adopted and systematically 
put into effect a common method 
and policy with regard to competi- 
tion in price and other kinds of 
competition directly and substan- 
tially affecting prices.” 

Specifically, the complaint con- 
tinues, the respondent producers 
entered into agreements and un- 
derstandings that they would of- 
fer their respective products for 
sale on a basis of price quotations 
cooperatively and collectively pro- 
vided for under a system of com- 
mon basing points, common terms, 
and sales conditions determined 
by joint action. All these prac- 
tices were designed to result in 
“identical delivered price quota- 
tions,” the complaint states. 

The common basing point sys- 
tem used by the respondent pro- 
ducers involves employment of a 
formula through which‘ identical 
price quotations at any given des- 
tination “may be automatically ar- 
rived at with: mathematical pre- 
cision,’ according: to the com- 
plaint. 


t 


Respondents Have Agreed 


The respondents have agreed 
upon a common list of charges to 
be added to base prices in lieu of 
switching, shipping and freight 
charges, the , complaint _ states. 
These are stated to have been com- 
piled and published by the Insti- 
tute and to be employed by the 
producing respondents in the cal- 
culation of delivered price quota- 
tions. 

In using this system. the re- 
spondents “have refused to assess 
their charges for delivery accord- 
ing to the actual cost,” the com- 
plaint states, but “have calculated 
their delivery charges on the fic- 
tion that each shipment is made 


from one of a limited number of | 


common basing points coop- 
eratively used and_ recognized 
among producer-respondents.” 
Another “fiction” described ks 
the complaint is the assessment of 
delivery charges on the basis of 
shipment by all-rail freight when 
the method of delivery actually 
employed was “frequently” by 
truck or water carrier at lower 
rates. “Arbitrary amounts” have 








DURBIN-DURCO 


MANUFACTURERS « CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-iron « Steel 





Drop-Forged ¢ Heat Treated * 2 Sizes 
Durbin-Boomer F-1—2 swivels, 3%, % or 44” chain 
Durbin-Boomer F-2—2 swivels, %, 34 or 54” chain 


Malleable Iron * Heat Treated ¢ 5 Sizes 








MIDGET No. 1—1 swivel, 4’ chain 
Py Ze 1—1 swivel, % or 3%” chain 





WIRE STRETCHERS 
STEEL CONSTRUCTION 






plain bearings, 34" rope 
rolier bearings, 34" rope 
plain bearings, %" rope 
roller bearings, 4%" rope 
roller bearings, 44” rope 
ALL-STEEL ROLLER BEARING HOISTS 











Size | Cap. | Ship. Wt. 
No. pol Bs thé. Construction 


12 yy’ 2000 6 lbs. | Drop Forged Hook 
13 %’ 1000 | 2% lbs. | Malleable Hook 
Shipped with or without rope. 
Write for 


Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Loyis. 5, Mo. 
































CHAIN VISES 


Light and compac 
enough to go in the 
tool bag, strong 
enough and with co 
pacity range to hold 
anything from smo 
tubing to really larg 
pipe and fittings, these 
~ vises are ideal fo 

shop, or on-the-job ust 
All iarge parts are 
drop forged stee 
small parts are hard 
ened, chains prod: 
tested. The  smalle 
vises have patented 
I-piece (bridged) jaw 
that permit a secuft 
hold without dang?’ 
of kinking even smo 
est pipe: 


Write for Chain Vise Circular 
ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chicago 12, U.S.A. 


Eastern Whse. and Sales: 199 Lafayette St., 
N. Y. 12, N. Y., Pacifie Whse. and 
Sales Office: 1275 Mission St., 
San Francisco 3, California 
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N-DURCO 


; © CERTIFIED PRODUCTS 


Malleable-iron « Steel 


Zz 


Heat Treated ¢ 2 Sizes 
—2 swivels, 3%, Ye or 39° chain 
—2 swivels, 1%, 4 or %" chain 


Benaeeteer yor e 5 Sizes 
swivel, 4" c 

swivel, 5% or ae chain 
swivels, 4% or 4" c 

swivels, %, 
swivels, %, 





or % ” 
or %’ cnn 





WIRE STRETCHERS 
STEEL CONSTRUCTION 


lain bearings, 34" rope 
olier bearings, a" rope 
slain bearings, we rope 


ILER BEARING HOISTS 


PS 








Construction 
6 





ith or rope. 


te for Catalog 
N-DURCO 


} Road « St. Loyis. 5, Mo. 








AIN VISES 


Light and compa 
enough to go in the 
tool bag, strong 
enough and with co 
pacity range to hold 
anything from smo 
tubing to really large 
pipe and fittings, these 
bom vises are ideal fo 
shop, or on-the-job us 
All iarge parts ore 
drop forged stee 
small parts are hard: 
ened, chains prod 
tested. The small 
vises have patented 
l-piece (bridged) jo¥ 
that permit a_ secu 





I ——— 





hold without dang? 
of kinking even smo 
est pipe: 





Chain Vise Circular 
IG BROS. TOOL CO. 


o Ave., Chicago 12, U.S.A. 


and Sales: 199 Lafayette St., 
i. Y., Pacifie Whse. and 
ce: 1275 Mission St., 
inciseo 3, California 
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| ways and secondary roads in the 


also been added to delivered prices | 


as “switching charges,” 


by railroads for switching, the 
complaint alleges. 
Among other steps taken to 


avoid price variations, the com- 
plaint alleges an agreement among 
the respondents as to “standards 
and specifications covering every 
possible variation and classifica- 
tion of product.” They have reach- 
ed a “common understanding and 
agreement as to basic products 
upon which base prices are quoted, 
and have agreed upon ‘extra’ 
charges, or additions to the base 
prices to cover every characteristic 
of an iron or steel product dif- 
fering from those specified in the 
basic product classification,” the 
complaint states. It adds: 


“From time to time, through 
agreement among themselves, 
spondents have increased the 
price of ‘extras’ by substantial 
amounts aggregating a high per- 
centage of the base price factor 
and without relation to the extra 
cost involved. 


re- 


“Extras” Increased 


“The ‘extras’ on a multitude of 
alloy steel products have been in- | 
creased to a point where they are 
several hundred pct of the base 
price.” 

Price also 
cluded, 


cutting 
the 


through rules for preventing any 


was pre 


complaint alleges, 
of the respondent producers from 
deviating th. 
program and policy of having de- 
livery charges made identical for 
all... .” Geographical advantages 
and disadvantages 


“evading or from 


among sellers 
and buyers were thus removed as 
a factor in price competition, it 
states. 


Road Improvement Pays 
HE Clinton, Iowa, Chamber of 


Commerce with Chamber mem- 
bers from Sabula, Bellevue and 
Dubuque went to Ames, Iowa, to 
obtain improvements in main high- 


trading areas of those cities so as 
to make the roads more passable 
for rural customers and those from 
out of state who come into the area 
over main roads. 


rather | 
than the actual charges imposed | 








A Place Out Front 


He'll do a swell job of profit-boosting for 
you — hand in hand with steady National 
Advertising which continues to build a ready 
acceptance for 


The Universal Liquid Cement for countless 
Household and Industrial uses 


cartons 


MARK G 


“AMBROID 


CANA 


Ready to Use — Sticks Fast — Holds Fast 
Waterproof — Mends Everything 


2 oz. tubes, 25¢. 4 ox. tubes, 50¢. 
Also pints, quarts and gallons. 


FREE: Full size somple on ee, Send your name 
and name of your whol A teard will do. 
























Ask about our New Item — 


AMBROID ROD & FLY TYING CEMENT. 1 oz. 
bottle, retails, 25¢. Buyers: Write for sample. 
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ith this Cummins 


Y% inch Electric Drill 


And, the added power of the Cummins drill is 
only one of the many features that mean extra 
profits to hardware, electrical and automotive 
dealers. Cummins is the tool favored most by 
men who know and use fine tools by 
mechanics, electricians, machinists and home 
craftsmen. 

* Power, lightness and superb balance mean less 

fatigue. 

* Portable, compact—permits finger point accuracy. 

* Fast control switch at thumb tip. 
trouble-free performance 


* Precision-built, long, 


* Does not stall under severe working pressure. 


Order from your jobber TODAY! 






CUMMINS PORTABLE TOOLS 


Division of Cummins Business Machines Corporation 
4764 Ravenswood Avenue, Chicago 40 







Illinois 


Give This Hard Working Salesman 


Self-selling dis- 
play box of 1 
dozen 2 oz. or 4 
oz. tubes in in- 
dividual 


AMBROID CO. 









co 

























CEMENT 






ay THAT FIXES 









Est I9IO 
305 Franklin Street 
Boston |1O, Mass. 

















































FAITHFUL 


CARPENTERS CHALK 


The ever-popular chalk for carpenters, 
pattern makers, sheet metal workers and 
paper hangers. 

777 is one of the extensive Old Faithful 
Line of Industrial Markers made by ex- 
perts in manufacturing for 112 years. 


Write for catalog today. Dept. HA-18 







































THE COMPASSES 
THEY WANT! 


po YEARS of consistent 
advertising in leading national magazines 
. » « fourteen years of accurate, troublefree 
service for America's motorists and boat 
owners. That's why your cus- 
tomers want Hull Compasses 
. - . why you can be sure your 
Hull stock will sell, deliver sat- 
isfactory service. 

















(A) BEACONLITE 
Illuminated for 
Night Driving 


(B) STREAMLINE 
Standard Auto- 
mobile Compass 


(C) STREAMLINE 
Marine 
Compass 


HULL MFG. CO. 


(Cc) 
P. O. Box 246-HA7 Warren, Ohio 

Pee enows (Mail Coupon) <<< <————— = 

1 HULL MFG. CO. 

1 P. ©, Box 246-HA7, Warren, Ohio 

§ Send me information and prices on the Hull 

§ Compasses. 

1 NAME 
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Albany Sportsmen’s and Boat 
Show, Feb. 28-March 7, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


American Hardware Manufac- 
turers Association, 93rd semi-annual 
convention, Oct. 13-16, 1947, at Atlantic 
City, N. J., meeting jointly with the 
53rd annual convention of The National 
Wholesale Hardware Association. Marl- 
borough-Blenheim Hotel is convention 
headquarters. Charles F. Rockwell is 
secretary of the manufacturers’ associa- 
tion with headquarters at 342 Madison 
Ave., New York City, and Thomas A. 
Fernley, Jr., is executive secretary of 
the wholesalers’ association with head- 
quarters at 505 Arch St., Philadelphia. 


Bicycle Institute of America, an- 
nual convention, Jan. 19-23, 1948, at 
the Flamingo Hotel, Miami Beach, Fla. 
Association headquarters, Room 1215, 
10 Rockefeller Plaza, New York 10, 
N. Y. 


Buffalo Sportsmen’s and Boat 
Show, April 17-25, 1948. Details from 
Campbell-Fairbanks Expositions, Inc., 
Park Square Bldg., Boston, Mass. 


Canadian National Sportsmen’s 
Show, March 13-21, 1948 at Toronto. 
Details from Campbell-Fairbanks Ex- 
positions, Inc., Park Square Bldg., Bos- 
ton, Mass. 


California Retail Hardware Assn., 
annual convention, Feb. 17-19, 1948 at 
the Western Merchandise Auditorium, 
San Francisco, Calif. LeRoy Smith is 
manager-treasurer with headquarters at 
the Western Merchandise Mart, Suite 
262, 1355 Market St., San Francisco 3. 


Connecticut Hardware Association, 
annual convention, Feb. 10-11, 1948, at 
the Hotel Taft, New Haven, Conn. Ned 
Russell, Harris Hardware, Southport, 
Conn., is secretary. 


Crafts and Hobby Shows, Inter- 
national Hobby, Crafts and Science, 
Show, Nov. 1-8, 1947, at the Interna- 
tional Amphitheatre, Chicago, IIL, and 
National Hobby, Crafts & Science 
Show, Exposition Hall, Madison Square 
Garden, New York City, Nov. 23-30, 1947. 
Complete information from Campbell- 
Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass., and 139 
E. 47th St., New York City. 


Detroit Sportsmen’s Congress 
Show, Nov. 29-Dec. 7, 1947. Details 
from Campbell-Fairbanks Expositions, 


. Inc., Park Square Bldg., Boston, Mass. 


Coming Conventions and Events 
Corrected Each Issue According to Latest Data 





Hardware Associa- 


Illinois Retail 
tion, annual convention and exhibit, 


Feb. 24-26, 1948, at the Hotel Sher- 


man, Chcago, Ill. William F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
Ill., managing director. 


Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 27-29, 1948, at the Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 No. 
Pennsylvania St., Indianapolis 4, Ind., 
managing director. 


Intermountain Association, annual 
convention Nov. 3-4, 1947, at the Hotel 
Utah, Salt Lake City, Utah. Leon L. 
Weeks, Chamber of Commerce Bldg., 
Boise, Idaho, is secretary. 


Iowa Retail Hardware Association, 
50th annual convention and hardware 
show, Feb. 10-13, 1948, in Des Moines, 
Iowa, Hotel Savery, is convention héad- 
quarters, exhibit held in Coliseum 
Building. Philip R. Jacobson, Mason 
City, Iowa, secretary. 


Kentucky Hardware and Implement 
Association, annual convention and ex- 
hibit, Jan. 19-23, 1948, at the Seelbach 
Hotel, Louisville, Ky. Morris Jones, 501 
Republic Building, Louisville 2, Ky., 
secretary. 


Metropolitan Home Show, April 
17-24, 1948, at Grand Central Palace, 
New York City. Details from Camp- 
bell-Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-27, 1948, in Grand Rapids, 
Mich. Pantlind Hotel is convention 
headquarters, exhibit at Civic Audi- 
torium. Hahold W. Schumacher, 1112 
Olds Tower, Lansing 8, Mich., manager. 


Mill Supply Joint Regional Meet- 
ings of the American Supply & Ma- 
chinery Manufacturers Assn., 1108 
Clark Bldg., Pittsburgh, Pa.; National 
Supply & Machinery Distributors’ Assn., 
505 Arch St., Phladelphia, Pa., and the 
Southern Supply & Machinery Distrib- 
utors’ Assn., 712 Volunteer Bldg., At- 
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wives really go for. They’ve learned about 
Carlton’s wonder-cooking stainless steel 
utensils from national advertising in 
Ladies’ Home Journal, Better Homes & 
Gardens and Sunset. And they’ve spread 
the good news by word of mouth. 

You'll find more and more of these pre- 


ASK ABOUT SET NUMBER 100 


Four basic pieces with the utility of 
seven: 6 qt. covered sauce pot, 4 
qt. covered sauce pan, double boiler 
and 9” frying pan; packaged. 


the best, but it sure pays off big in both dealer and consumer satisfaction. 
sure you have UNIVERSAL sprayers when you want them, order NOW! It's by long 
odds the best line to handle. If your jobber can't supply write direct to us. 


plate i eS 
Pea otneneiss cae 


Wars 


UNIVERSAL METAL PRODUCTS COMPANY 


SARANAC 





... AND WiN SALeEs 


Carlton Ware . . . it’s the line that house-’ sold customers asking for Carlton Ware. 
They’re sold on Carlton’s Thermo-Ply 
. a heat conducting core 
sheathed in gleaming stainless steel. For 
Thermo-Ply cooks faster . . 
heat more evenly ... saves food values 


.. comes clean and stays clean ... and 


ine CARROLLTON MFG. CO. 


a Carrollton, Ohio 


Sprayer 
702 Never Easy to Wake the Set, \ 
Gat ct sare Paya! 


It took plenty of money, plenty of know-how and plenty of hard work to provide the 
streamlined production set-up that now turns out UNIVERSAL SPRAYERS in mass 
Yet only by this means could the extra quality you find in all UNIVERSAL 


Sprayers be offered at competitive sprayer prices. Yes, it is never easy to produce 










. distributes 










Write for the 
profitable details 












































Make 
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FOR QUICK 
SALES 
MARK PRICES 


CLEARLY 
with 


METAL 
MARKER 


Customers don’t have to 
guess—or wait to ask— 
when the price is clearly 
marked on the article 
itself. Easy-to-read prices 
encourage speedy 
self-service—help prevent 
rush-hour errors, too. 


Blaisdell Metal Markers 
write legibly and easily 
on even the smoothest 
surfaces—china, glass, 
plastics as well as metal. 
Markings are durable— 
remain clear in handling 
—yet can be easily 
erased with a damp cloth. 


2 suARD 


*, The Metal Marker is made in 


= i 
= %& both Thin Black 792-1, and 
Z thick Black 795-T. 
39 ¢ 
*Reg. U. S. Pat. Off. 
Tniyg . eS” 


Order from your dealer, or— 











Send coupon for FREE Sample 


SV atsOC/7 PENcit. COMPANY 
141 Berkley St., Philadelphia 44, Pa., Dept. H-8 
Send me sample of No.____ 


STREET_ EE SS 


CITY, ZONE, STATE — 











lanta, Ga., will be held as follows: Oct. 
31, 1947, at the Netherland Plaza Hotel, 
Cincinnati, Ohio; November (date to 
be announced) at Newark, N. J.; Jan. 
8, 1948, at the Edgewater Gulf Hotel, 
Biloxi, Miss.; Jan. 14, 1948, at the 
Copley-Plaza Hotel, Boston, Mass., and 
March 23, 1948, at the Palmer House, 


| Chicago. 





Minnesota Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 27-29, 1948, at the St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 4th, Minneapolis 4, 


Minn., manager. 


Missouri Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
Feb. 24-26, 1948, at the Jefferson Hotel, 
St. Louis, Mo. Louis C. Kreh, 323-324 
Wainwright Bulding, St. Louis 1, Mo., 
secretary. 


Montana Hardware and Implement 
Assn. annual convention and exhibit, 
Oct. 23-25, 1947, at the Hotel Finlen, 
Butte. C. M. Wall, Helena, is secretary- 
treasurer and Norman O. Blevins is 
manager, with offices in Helena, Mont.; 
mail address, P. O. Box 216. 


Mountain States Hardware and 
Implement Association, annual conven- 
tion, Jan. 14-15, 1948, at the Cosmo- 
politan Hotel, Denver, Colo. Mrs. Mar- 
garet A. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 


National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 


National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turers’ Association, 1402 Merchandise 
Mart, Chieago, Ill. A. W. Buddenberg 


is executive secretary of the association. 


National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948, at the Olympic Hotel, Seat- 
tle, Wash., Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 


National Sportsmen’s Show, Feb. 
14-22, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 


Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass. 
National Wholesale Hardware 


Association, 53rd annual convention, 
Oct. 13-16, 1947, at Atlantic City, N. J., 
meeting jointly with the 93rd semi- 
annual convention of the American 
Hardware Manufacturers’ Association. 
Convention headquarters will be the 
Marlborough-Blenheim Hotel, Thomas 





























































A. Fernley, Jr., is executive secretary 
of the association with 
headquarters at 505 Arch St., Phila- 
delphia, Pa., and Charles F. Rockwell 
is secretary of the manufacturers’ asso- 
ciation with headquarters at 342 Madi- 
son Ave., New York City. 


wholesalers’ 


Nebraska Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 25-27, 1948, at Omaha, Neb. Meet- 
ings at Hotel Paxton, exhibit at City 
Auditorium, C. A. McCoy, 325 Insur- 
ance Bldg., Lincoln, Neb., secretary. 


New England Electrical Show, 
April 3-10, 1948, at the Mechanics 
Bldg., Boston, Mass. Complete informa- 
tion from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass., and 139 E. 47th St., New 
York City. 


New England Hardware Dealers 
Assn. Fall Hardware Market; Sept. 24- 
26, 1947, at the Hotel Statler, Boston, 
Mass.; annual hardware convention and 
exhibit, Feb. 24-26, 1948, at the Hotel 
Statler, Boston. Russell Mueller, 185 
Dartmouth St., Boston 16, secretary. 


New England Modern Homes 
Show, May 24-29, 1948, at the Me- 
chanics Bldg., Boston, Mass. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


New England Sportsmen’s and 
Boat Show, Jan. 31-Feb. 8, 1948, at 
the Mechanics Bldg., Boston, Mass. 
Details from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bus- 
ton, Mass. 


New York State Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 17-19, 1948, at Buffalo, N. Y. 
Convention headquarters at Statler 
Hotel, exhibit at Memorial Auditorium. 
Nicholas H. Kiley, 58 Hills Building, 
Syracuse 2, N. Y., secretary. 


North Coast Retail Hardware Asso- 
ciation, annual convention, Feb. 8-10, 
1948, at the Multnomah Hotel, Port- 
land, Ore. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Wash., is secre- 
tary. 

North Dakota Retail Hardware As- 
convention and ex- 
hibit, March 23-25, 1948, at Fargo, 
N. D. Convention headquarters at 
Hotel Gardner, meetings at the Town 
Hall, exhibits at the Fargo Auditorium. 
Miss Clarine Sherwood, 21 Clifford 
Building, Grand Forks, N. D., secre 
tary. 

Ohio Hardware Assn., annual con- 
vention and exhibit, Feb. 3-6, 1948, at 
the Cleveland Public Auditorium, 
Cleveland, Ohio. John B. Conklin, 198 
S. High St., Columbus, Ohio, secretary. 


sociation, annual 


Oklahoma Hardware and Implement 
Association, annual convention and ex- 
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WHAT KIND 











OF CHAIN 


« does your 
\ 


4) Trade Want? 

























Ideal in service and utility for ranchers, farmers, home owners, 
railroads, contractors— highway and street departments. Uses 
- Your customers sl ‘ 
saps kerosene distillate or stove oil... will burn approximately 
know it is good four hours on one filling! Develops a 2000° F. portable flame 
i , ¢- business to use which kills weeds; burns brush, rubbish, stumps; disinfects 
F it’s the best | ‘Idi 
CM Chain poultry houses, yards, kennels, farm buildings; thaws frozen 


on the market, pipes, melts ice and snow. 
then CM Chain 
Products are the 
answer. For there is 


a CM chain to meet 


Products...you 
will find it THERE’S A DEMAND FOR 


equally good DOBBINS DEPENDABILITY 


business to Dobbins offers a complete line of Insecticide GS 


5 


: sell them Sprayers and Dusters ... Proven dependable 

every type of appli- under all operating conditions, in every cli- 

. CM Chain mate. Wide selection of models in every prac- 

cation...and every CM a tical size and style, both hand and power oper- 
Products. ated. See your jobber TODAY, or write 


chain has a service-prov- 
; DOBBINS MANUFACTURING CO. 


en record for economy, de- DEPT. 901, ELKHART, INDIANA 


pendability and long life. 








-& 
~. 


@ For practically every chain ‘ 

use there is a CM product de- & 
signed specifically for that job... ¥ 
AUTOMOTIVE... AGRICULTURAL 

... HARDWARE... INDUSTRIAL me \ 


MARINE. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 





GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES: New York » Chicago + Cleveland + Son Francisco + Los Angeles 








SEPTEMBER 11, 1947 












































Your Jobber Wants 
To Know What You Want 


Tell Him You Want 


KLEIN- 
LOGAN 


SLEDGES 


No. 134 Double Face 





No. 132 Cross Pein 





AND 


STRIKING 
HAMMERS 


No. 127 Nevada or Long Pattern 





For 89 years the high- 
est quality PICKS, MAT- 
TOCKS, SLEDGES, BARS, 


WEDGES, MAULS, RAIL- 
ROAD TRACK TOOLS 
have been and now are 
made by— 


The 


KLEIN-LOGAN 
COMPANY 


Pittsburgh 3, Pa. 
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hibit, Feb. 3-5, 1948, at Oklahoma City, 


Okla. Meetings and exhibit at Muni- 
cipal Auditorium. R. K. Thomas, 711 
Wright Building, Oklahoma City 2, 
Okla., secretary. 

Pacific Northwest Hardware and 
Implement Association, annual conven- 
tion, Oct. 27-28, 1947, at the Daven- 
port Hotel, Spokane, Wash.; Oct. 30- 
31, 1947, at the Multnomah Hotel, Port- 
land, Ore. J. B. Channing, 615 Empire 
State Bldg., Spokane, Wash., secretary. 

Panhandle Hardware & Implement 
Association, annual convention Feb. 9- 
10, 1948, at the Herring Hotel, Ama- 
rillo, Tex. Mrs. C. L. Thompson, Can- 
yon, Tex., is secretary-treasurer. 

Pennsylvania and Atlantic Sea- 
board Hardware Association annual 
convention and exhibit, Feb. 9-12, 1948, 
at Convention Hall, Philadelphia, Pa. 
W. Glenn Pearce, 400 N. Broad St., 
Philadelphia, Pa., is managing director. 





Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23, 24, 
1948 (tentative), at the Andrew Jack- 
son Hotel, Nashville, Tenn. Morris 
Jones, 501 Republic Building, Louis- 
ville 2, Ky., secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 20-22, 1948, at 
Municipal Auditorium, Kansas Citgq, 
Mo. Hardware and farm equipment 
forums will be held Jan. 19 at 8:00 
p. m. Frank H. Spink, 322 Scarritt 
Building, Kansas City 6, Mo., secretary- 
treasurer. 

Wiscqnsin Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 3-5, 1948, at the Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Stevens Point, Wis., secretary. 

Upper Midwest Housefurnishings 
Show, Sept. 23-26, 1947, at the Min- 
neapolis Auditorium, Minneapolis, 
Minn. Norman F. Ludford is director. 





Ties in Store and National Advertiser's Ads 


A novel way of tying-in with na- 
tional advertising is shown in this 
reproduction of part of a page from 
the Minneapolis Tribune. Instead of 
the usual line to the effect that “you 
can get it at our store, too," Martin 
Olsen, advertising manager of the 
Warner Hardware Co., Minneapolis, 
had a cast made of the large cut of 
the percolator shown in the factory 
ad which was full page width and 
1012 in. high. The center of the per- 
colator was then routed out by the 
printer and Mr. Olsen inserted the 
store's own copy as shown. Run di- 
rectly above the large ad, the hard- 
ware store's ad, 2 columns wide and 
52 in. high, got the benefit of all 
the additional advertising dollars 
spent by the manufacturer. Result- 
ing sales were remarkably good, ac- 
cording to Mr. Olsen. 











y F WARNER'S has all of e 

“these PYREX items s, 

. for you...or for 
Gifts... 


IF you can’t come, phone 
or mail your order 


x b-cup PYREX percelator cece 2.95 













PYREX wtilty platter........ 1.00 
yy mall a6@ Ite 

., 4 PYREX colored bowls...... 2.95 
By mall 044 200 





E.; PYREX homemaker set....... 1.45 
é* ‘By mall 044 20 











Now Here! 4 NEW AND HARD-10-GET 





ITEMS IN FAN FAMOUS _ WARE! 








HURRY! GET YOURS TODAY. at YOUR FAVORITE STORE! 
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‘DON'T MISS THIS PROFITABLE 
PLANTABBS MARKET 





Flower and vegetable garden growers are now using 
Plantabbs generously! 

Display the 1000-tablet garden package! There’s a wide 
demand for this $3.50 size. And the $1.00 box, containing 
200 tablets, is a continuous seller. 

Make a Plantabbs window or counter display. Include the 
25¢ or 50¢ sizes, too. 

Plantabbs is making new customers every day through 
mass circulation advertising in Life, Sunset Magazine, Bet- 
ter Homes & Gardens, New York Times, N. Y. Herald 
Tribune, This Week (in 24 metropolitan Sunday news- 
papers), and The American Weekly (in 20 other great Sun- 
day newspapers). 

Enjoy the good profit that Plantabbs will make for you. 











Available from most all wholesalers, or: 
PLANTABBS CORP., BALTIMORE 1, MD. 


Fultona 


ANIAB 






PLANT FOOD TABLETS PLUS B: 

















DISPLAY EM WOW/ 








Get the GOOD FALL Profits 


on WHITNEY Lawn Seed 


Lawn experts urge sowing seeds this FALL, for thicker, sturdier 
lawns. Whitney Lawn Seeds are super-refined and proven for 
high germination. Thousands of users always buy them; other 
thousands, impressed with Whitney advertising, are ready to 


try them. 

Tie in with Whitney Seeds—display 
em now. Get the colorful Whitney 
packages into your display windows 
and on your counters. Use the at- 
tractive Whitney Banners, Easel 
Card, Leaflets—furnished FREE. 





SEPTEMBER 11, 1947 


WHITNEY SEED CO., Inc. Buffalo 5, N.Y. 


Reorder Whitney Lawn Seeds if your 
stock’s not complete. Full informa- 
tion gladly supplied about Whitney 
Seeds—the high profits, dependable 
turnover, national and point-of-sale 
advertising. WRITE today. 

















LACAR ENTERPRISES 
Presents 
The General Utility Wheelbarrow 
Model A3G 





The General Utility Wheelbarrow is desianed especially for garden 
and light industrial use. 

This perfectly balanced wheelbarrow weighs only 25 Ibs., yet has a 3 
cubic foot capacity. Constructed with heat treated alloy aluminum 
hopper with quarter inch steel wire bead. The Model A3G has an all 
= carriage with sturdy ball-bearing wheel mounting a 10 x 2.75 
rubber tire. 


Dealer cost $9.95, F.0.B. Belmont, California 


Literature sent upon request 


Also available 5 cubic foot contractor wheel- 
barrow for immediate delivery; prices on request. 


LACAR ENTERPRISES 


P. O. Box 234 Belmont, California 








‘You and your cus- 
tomers may be sure that 
any product bearing the 


; \ outstanding value. It means 


. ...the highest standard 
of quality and work- 
manship. 
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THE BEST GUN-CLEANING ROD AND 
BRUSH MERCHANDISING DEAL on the MARKET 


Quality merchandise. Famous Mill-Rose reputation. Exclusive features. New 
packaging. Effective selling aids. Consistent advertising in FIELD & STREAM, 
SPORTS AFIELD, OUTDOOR LIFE, AMERICAN —__—5 
RIFLEMAN. Only the Brite- 
Bore line can offer you all 


—_—————? 








Marble's ideal No. 45 
Popular all-purpose knife for field, 
forest, and camp use. Extra sturdy 
thick forged blade, hollow ground. 
Handle of sole leather washers, fibre 
and brass; plastic tip. Complete with 
leather sheath. No. 45-5” blade, $3.00. | 
No. 45-6” blade, $3.50. 


Marble Arms & Mfg. Co. 


MARBLES 


KNIVES 


for SPORTSMEN 












Marble’s Expert No. 545 
Favorite with Hunters and Trappers. 
Has blade that holds keen edge. 
Easy grip handle made of washers 
of sole leather, fibre and brass; plas- 
tic tip. 5-inch blade with leather 
sheath, $3.00 list. 


Easy TO SELL 


Suave 
TO SATISF 


540 Delta Avenue 
GLADSTONE, MICH. 


















Y 


(A-25 
a 








these sales-making advan- 
tages—stock it now! 





1 SRITE- BORE Rods are combination rods with aid of adapter tip furnished. 

* One rod cleans both rifle and pistol of same calibre. 

2 Bronze-bearing swivel provides strong, easy-rolling joint between handle 
* and rod. Extremely durable. 

3 Safety-Stop permits exact adjustment to bore-cleaning depth required. 
© Rubber washer protects gun muzzle. 

4 Only four Brite-Bore Rod sizes needed to fill all demands in pistol, rifle, 
* and shotgun range. 

BRITE-BORE BRUSHES—-a specific size and type for every firearm bore. 

bronze wire; nylon; bristle; felt shotgun bore polishers. The quality line! 


FREE DISPLAY SIGN — GET PROFITABLE MILL-ROSE 
PROPOSITION FROM YOUR JOBBER TODAY! 


THE MILL-ROSE COMPANY, Dept. HA, 


1985 EAST 59th ST. CLEVELAND 3, OHIO 


Phosphor 








LONE PINE is guaranteed to be the 
equal of Pure Gum Turpentine or any 
thinner you have ever used. 7 years 

/ National Distribution. 
: Lone Pine has practically the same 
solvency, wet edge and evaporation, 
and contains as large a percentage of 
“Gum” as Pure Gum Turpentine. Will 
not flat enamel. Especially formulated 
for interior or exterior use. Pleasant 
* odor, fumes non-toxic to eyes, skin, 
lungs or kidneys. Reasonable in price. 

NEW! Packed 8 oz. to 55 gals. 

apn ma — For prices and literature clip this ad — 
shebanuiaaber mail it with your name and address to 


EtROY NAVAL STORES CO., Inc., Dept. 50 Vidalia, Ga. 


Paiste 


health’s sake — 
use Lone Pine 


dry — specify 
LONE PINE Tell We About 
SPECIAL EXTERIOR (ClLone Pine [[Dipit [[Spotit [1Pennitrato 


(Pine Oil Disinfectant (| EiRoy Pure Gum Turpentine 


ELROY NAVAL STORES CO., INc. 


LONE PINE MAINTAINED IN 
westemn oF 
S$: LOS ANGELES, SAN 
pacroer a2 
’ , 


TLE, SPOKANE AND WIC 
VIDALIA, GA SAN FRANCISCO, CALIF 


maauenr st 


CITIES AS DEMAND BHQUIAES 
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SELL THE 





SEND 

FOR CATALOG 
OF THE 
LAWRENCE 
LEATHER LINE 





EST. 1857 


SADDLE LEATHER LINE 


@ Holsters, shell cases, cartridge 
belts, and other Lawrence saddle 
leather sporting goods are profit 
producers. Made in the West since 
1857. Nationally advertised in lead- 
ing outdoor magazines. Dealerships 
available. Write for information. 


THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 


ee 


TOTO 


5 LOOKING FOR 
EROS EXCLAIM— 





ANGLE 






















Blocke 


constr 





sprinkle if on), 
so clean to nent 








BUILD YOUR SALES WITH 
NA-CHURS LIQUID FERTILIZER 


In more and more stores everywhere, 
liquid fertilizer—for all growing things—has become 
a leader in profitable volume sales. 
Na-Churs |s the odorless, easy to use (just spray or 
economical liquid fertilizer that is 
so easy to stock and display 
it takes very little room)—and se appealing to 
eure modern buyer. 
fertilizer is nationally advertised, nationally recog: 
nized, priced for satisfaction and profits. It is packed 
In pints, quarts, gallons, 


Na-Churs 
Why? Because 


Remember: Noa-Churs tiq 


drums. 


For complete intormation ond interesting circular, 


write fo the — 


NA-CHURS PLANT FOOD COMPANY 


125 GARDEN STREET 


MARION, OH 





resista 
eathe: 
Reinfo 
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brass | 
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A Popular Line with Shooters 


LYMAN 
SIGHTS 


IDEAL RELOADING TOOLS 
METALLIC SIGHTS 
TELESCOPE SIGHTS 

CUTTS COMP 


Lyman Products profitable to handle. 
They are accepted by sportsmen. 
Distributed through the trade. 
Nationally advertised. 


Write us for Catalogs and Folders 
THE LYMAN GUN SIGHT CORP. 


Established 1878 
MIDDLEFIELD, CONN. 











MARION, OHIO 





a 


[ARDWARE AGE 











LEG OF MUTTON 
GUN CASE 














Retails at 


98: 


Even less where low 
freight rates permit 





Blocked laminated 
construction with beautiful brown plastic grained cover, scuff 
resistant and mildew proof. Top grain cordovan cowhide 
eather trimmings, completely waterproofed. Flannel lined. 
Reinforced cap, riveted and stitched for extra strength. 7%" 
leather cordovan sling. Adjustable partition with rod pocket, 
brass hardware, bag type solid leather handle. 


28"-30"-32" Sizes 
for 


No. 400—Double Barrel 
No. 400A—Pump and Automatic Guns 








Send for catalogue of complete line 


BRADLEY E. GRIMES CO. 


Mfrs. of Hunting, Camping, Fishing & Sports Accessories 
W. COLLINGSWOOD HEIGHTS, N. J. 


SEPTEMBER 11, 1947 


XY, 


=} { 
>> 


2 
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NOW—ORIGINAL 


TEHR-GREEZE 
FABRIC CEMENT 


AVAILABLE FOR 
IMMEDIATE DELIVERY 


Makes Patching And 
Repair Work Easy 


White — Repairs all types of 
cloth, canvas and leather goods. 
A tough, versatile adhesive with 
thousands of uses in home, repair 


shop and farm. 


Write for Trade Prices 


VAL-A COMPANY 


700 W. ROOT ST. CHICAGO 9, ILL. 




















STEEL & 
WIRE CO. 


GE WRIGHT 


WORCESTER*s MASS. 








“TRIPLEX” SPRING BUTT-HINGES 


Streamlined “Triplex” deuble and 
single acting spring butt-hinges may 
now be ordered with button tip 
ornamentation in keeping with the 
most modern designs in builders 
hardware. They are as modern as 
the newest streamline train or the 
latest flagship of the trans-conti- 
nental air fleets. 

Careful designing has created 

these proven features: 

@ Button tip ornamentations are 
held securely in place by im- 
proved lock washer of latest 
design. 

@ Single thickness of metal in 
spring barrel reduces outside 
diameter, giving streamlined 
appearance. 

@ No open joint where spring 
barre! continues as the web. 
This avoids exposing springs 
to moisture. 


Spring Hinges of Quality 


gust Sp 





Modern Button 
Tip Ornamentation 
Neat Streamlined 
Appearance. 


Chica 


CHICA 








U.S.A. NEW YORK 
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ring Hinge Co. 














CUTTING NIPPERS... 








Hoof Parers and Hoof Nippers 


Made of first quality steel, accurately finished with 
a close fitting rivet which eliminates loose fitting 
joints. Handles hardened for stiffness and long 
service. Sizes: 8, 10, 12 and 14 inch. Reasonably 
prompt delivery. 

Damascus Steel Products Corp., Rockford, Ill. 


One of the largest producers of Nippers in the country 


SOLD BY LEADING JOBBERS 














DASCO 


Forged Krasnd locks 





HARDWARE AGE 
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@ A complete line of professional insec- 
ticides and fungicides for the Amateur 
grower. SELF-MERCHANDISING 
PACKAGES UNDER ONE BRAND. 
Distributed thru the Hardware Trade. 


IT’S PORTABLE 


Hot water by the pailful anywhere 
within reach of an electrical outlet! 


IT’S PRACTICAL 


Operates on 120 volts, AC-DC, 1500 
watts — heats water faster... more 
economical than with open flame 


IT SELLS 


Advertised in 45 major consumer pub- 
lications . . . dealer display stand fur- 








ARDWARE 





nished . . .. complete sales promotion 
kit supplied with each order. 


it’s the PREMIER P-20 
Portable Electric Water Heater 


Ideal for farm, home, dairy, janitor, store, trailer, camp or 
cottage. Retails for only $16.50 including Federal Excise 
Tax. FULL DEALER DISCOUNT ALLOWED! 

For information ask your jobber or WRITE Dept. HA-91. 


THE NATIONAL IDEAL COMPANY 


TOLEDO 4, OHIO 


SEPTEMBER 11, 1947 


NIAGARA CHEMICAL DIVISION 
FOOD MACHINERY CORPORATION 


MIDDLEPORT, NEW YORK 


Richmond, California © Jacksonville, Florida @ Pompano, Florida © New Orleans, Lovisiona 


Greenville, Mississippi @ Harlingen, Texas 


Canadian Associate: NIAGARA BRAND SPRAY CO., LTD., Burlington, Ontario 











t! That’s — 
f 14 pack- 
Saal $2.00. 
You sell for $3.50 om * 
package)- You _ 
$1.50 on every carton. 
75% profit! 
Mouse SEED* is the 
easy,clean, convenient 
way to kill mice. 


That’s profi 


traps or muss. Excellent Ov 
sults for overt 50 yom s = 
consistently advertise 1. 
newspapers and meager = 
to 27 million mice-hati 
homes. Order now. " 
ler 
our wholesa! 
A SEEp*, write US, gZ 
ing his name. 
*(Mouseed—Res- 


asn’t 
iv- 


y.5. Pat. Off.) 


Sales-making cellophane 
window package. Attrac- 
tive display carton, octu- 
pies only 5%,” x 65%”. 


for complete information. 


W. G. REARDON LABORATORIES, INC. 
8 Mill Street, Port Chester, N. Y. 
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Mp 


Another popular item in the 
Edlund line, “Top-Off’, easily 
and quickly unscrews the small- 
est and largest size preserve, 
mayonnaise, olive jars, ketchup 
bottles, etc. Automatic adjust- 
ing grip is ruggedly made of 
tempered steel, nickeled finish, 
will last a lifetime. Bright 
wood handles. 





A fast mover, quick profit item. 
THINK OF 





BETTER KITCHEN TOOLS 


Can Openers * Egg Beaters °* Jar Openers @ Bottle Openers 








EDLUND COMPANY, BURLINGTON, VERMONT 





JACKSON 
QUALITY YARDLIGHTS 






No. 8972-8974 


FOR RURAL LIGHTING 


#8972 has 12” Porcelain Enameled Reflector. 

#8974 has 14” Porcelain Enameled Reflector. 

COMPLETELY ASSEMBLED AND WIRED 
For REA Installations. 


¢ Available thru your wholesaler 


¢ Manufacturers of Lighting Equipment 


JACKSON ELECTRICAL COMPANY 


900-910 W. Van Buren St., Chicago 7, Ill. 














Here's a brand new 
item loaded with te cans 
sales appeal and Sie ‘ . 

available for your fall trade. Logan Nite-Gard fits on top 
of virtually all makes of folding firescreens, prevents 
sparks from shooting over top. It’s low priced—depend- 
able. Featured in Logan’s national consumer advertising. 


Write for literature. 


Check your stock of Piano Hinge Firescreens today. Order 
your fall requirements early to assure on-time delivery. 


LOGAN CO. INC., 740 CABEL ST., LOUISVILLE 6, KY. 


TITRE 


WITH SPARK-PROOF PIANO HINGES 

























For Manufacturers 
Who Want to INCREASE 
SALES and PROFITS 


The Household Products business, as we all know, is a 
highly competitive field. And yet, here is a man who 
makes it look easy to attain sales and profits that run 
into millions. Starting one of the present top selling 
manufacturers from a beginning that presented a chal- 
lenge one would ordinarily sidestep, he built up an 
enviable selling record (available on request to manu- 
facturers) that today, in an era of great achievements, 
you would label as amazingly outstanding. Looking 
over his capabilities it is easy to understand the reason 
for such top-notch accomplishments. Alongside of his 
intuitive powers of foresight, he possesses the creative 
mind of a designer plus a tremendous capacity for profit- 
able merchandising and organization. 


His present sales group which stretches across the 
continent is available for national representation. He is 
especially interested in manufacturers desirous of main- 
taining high productive results. 


If you build a line of household products here's a 
sure-fire channel through which you can really reach 
your objective. Arrange to get a first hand glimpse of 
this man’s successful sales-building record. All inquiries 
are held in strict confidence. 


Write to: Box 783, 1474 Broadway, N. Y. 18, N. Y. 
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Cash in on Bird’s new hard-hitting advertising 
campaign running the year ’round in the Saturday 
Evening Post. Stock up now to meet the demand 
for Rubberlike Runner. In rolls 27” by 100’ and 
36" by 75‘. Free sales aids are available at your dis- 
tributor. For his name, write Bird & Son, inc., 
23 East St., East Walpole, Mass. 


Bird RUBBERLIKE ° 

NiPen 

PATENTED 
NON-RUBBER 

CONSTRUCTION 7 








“SPARKL-BRITE 
PULLS” 





ite ae ) im 
203 ff say 
STAINLESS = 

STEEL \ oy made 


* “Sparki-Brite” Pulls Won't Chip, Rust or Peel! 





* “Sparkl-Brite” high-luster pulls look like chrome, 
moke cabinet doors and drawers sparkle with beauty! 


* *Sporkl- Brite” high-quality pulls bear the 
“Hollymade” trademark, your assurance of quality 
performance and design in builders’ hardware. 


* “Sparkl-Brite” pulls are priced |!ow for dealer profit. 
ORDER “SPARKL-BRITE” PULLS FROM YOUR JOBBER TODAY! 


HOLLYMADE HARDWARE MFG. CO. 


MANUFACTURERS OF BUILDERS HARDWARE 
4865 EXPOSITION BLVD. @ LOS ANGELES 16, CALIF. 
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Yes! Here's a standard stock item 
that sells like hot-cakes! Sturdy, 
rustless aluminum; folds compactly 
for storage in six foot space ... or 
opens to give your customer 160 
feet of drying space. Complete 






LIFETIME 
USE! 






ew Oe with strong, sash-weight cord and 
$15.45 steel ground box. Weight... a 
MEDIUM SIZE, mere 12 pounds! Stock on hand 
110-FOOT SPACE permits immediate delivery for 
$12.95 immediate orders. Write for de- 


tails today. 


Boteo MANUFACTURING DIVISION 


THE BALTIMORE OCEAN TRANSPORT CO. 


618 GARRETT BUILDING © BALTIMORE 2, MARYLAND 


plum S Mors 


WONDER PEELER 
M A 


Tempered steel, razor shorp 
blade. %" stainless handle. 
Hook removes eyes. M 

on sales cord 


retell 35. 
MIRACLE PEELER 
MODEL 7M 


Same tempered blade. %” 

cluminum handie. Alse 

mounted on colorful car¢ 
Suggested retell 





"2, 1" 


PEELS—SHREDS 
MODEL G 







Tempered steel blade 
— nickel plate body 
serves as shredder, 






Suggested retall 15¢ 








W. R. FEEMSTER CO. 


1548 PORTER STREET DETROIT 16, MICHIGAN 
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A NEW GREAT TOOL! 


A GREAT PROFIT 
BUILDER! 


Attractive, Four-Color 
COUNTER 


DISPLAY CARD 
with Easel 


IT'S OWN BEST 
SALESMAN! 
Stock No. U-320 
Consisting cf: 


2 Each No. U-325 
(5/32” Point) 


(5/16” Point) 
Packed '/> Doz. to Box 
with 1 Display Card 


Weight 134 Lbs. 
Sold By Leading Jobbers 
AMALITE, INC. 


1884 Pitkin Ave. 
Brooklyn 12, N. Y. 


Alma 


CLUTCH HEAD 
SCREWDRIVER ASSORTMENT 


Shockproof Heavy Duty Unbreakable Amber Handles 


Highly Polished Ground Blades of Correctly Hardened and Tempered 
ALLOY TOOL STEEL—securely anchored in handles. 












NEW! AMAZING! 
D3 cme. FRICTION HOLDING 





" CLUTCH HEAD SCREW DRIVERS” 
 WHEREAKACLE SHOCKPROOF WAMDCE “= 
efi? Z ee) 

















wt Mt 
SHOCK RESISTING TOOL STEEL BLADES 











SPRING 


HINGES 
ARE THE 






STANDARD 
TYPE 
No. 29 





BOMMER SPRING HINGE 


CO. Inc. 
BROOKLYN 5, NEW YORK 


CHICAGO SALES OFFICE: 180 N. WACKER DRIVE 
























RANGES 
HEATERS 











the Setvice line 


« CORDS ... CORD SETS 


specified by top manufacturers of 


PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 


WASHERS 
MIXERS 


A full line of Flexible Cords for the 
repair and service industry, obtain- 
able through jobbers and distributors. 





LAMPS 
RADIOS 
IRONS 
FANS 













CORNISH WIRE CO., we 


13 Park Row + New York City, 7 

























BRING HIGH QUALITY 
TO THE LOW PRICE FIELD Ff 


LeBus Type ‘‘A’’ Load Binders are drop 
forged of alloy and carbon stgels, fully heat 
treated, fully guaranteed and they have the de 
pendable Lelius forged ‘‘ball-and-socket 
swivel that cannot bind or deform . . . yet, 
they retail at prices that will appeal to 
farmers, light industrial haulers and others who 
demand quality at low cost. Stock them for 
additional sales . . . greater profits 












Also available are Type 
“C"’ and Type “L’’ Load 
Binders for heavier ser- 
vices. Complete informa- 
tion furnished upon re- 
quest. 





SOLD ONLY THROUGH RECOGNIZED 
JOBBERS AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORKS ~| 

















P. O. BOX 2352 LONGVIEW, TEXAS | 


‘“VITAL CAULKING GUNS 


HAVE NO EQUAL” 














AND 
CARTRIDGES 


The complete original Ist 
line of guns and cartridges 
rotary style single unit handles, all styles; sizes 1 pt. 

to 2% qts. Nozzles from 1/16” up. Vital Caulking Guns feature the 
new “Clear-flow” one-piece tapered nozzle—no strain, no slipping, no 
excess weight. Vital-Pak top grade compound cartridges keep guns 
clean, eliminate messy filling. List: from $4.00 to $17.00. Cartridges 
at current prices. Liberal terms. Call your jobber. 


The VITAL Products Mfg. Co. 








7500 Quincy Ave. Cleveland, Ohio 
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STAR HEEL PLATES 


GET YOUR SHARE OF THE DEMAND 
BY ORDERING IN A STOCK TODAY 
AND BE READY TO SUPPLY YOUR 








CO. Inc. 





NORKS —| 


NGVIEW, TEXAS | 





pt. 
ig Guns feature the 
rain, no slipping, no 
irtridges keep guns 
$17.00. Cartridges 


veland, Ohio 
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" GARDEN TOOL SET 


> RECS 1 








CUSTOMERS 


TL) 


PIONEER 
BRAND 

















No. 4 


MADE IN SIZES 000 TO 6 
WRITE FOR PRICES 


STAR HEEL PLATE CO. 


357 Wilson Ave., Newark 5, N. J. 









































SKILLMAN LOCKSETS 





A complete line 
of Mortise Tubu- 
lar and Rim 





A dependable 


Locksets. Cylin- Manufacturer 
der locksets a for more than 
specialty. 66 years. 


PROMPT SHIPMENTS 
SKILLMAN HARDWARE MFG. CO. 


TRENTON 4, N. J. 











IMMEDIATE DELIVERY 






Six of our sure-fire 


sellers in demand 


FLOOR 
SQUEEGEE 


everywhere — and 











available to you 


NOW! 


MEDICINE 
CHESTS 





Send for 
| WINDOW Complete 
| CLEANER ; 
Information 


KITCHEN 
CABINET 





COMPANY 
Phila. 4, Pa. 


METAL 
626 N. 34th St. ° 


SPECIALITIES 
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ON 








AMERICAN WALL SAFE 


g Retails 
+ profitably 


. % stagss Sa 
ee y a. 
\ 
\ ° 





at only 


$38.00 


F.O.B. 
Worcester, 


Mass. 








\ strictly fireproof safe that retails at $38.00 f.o.b. 
Worcester, Mass., and returns a good profit. Easily in- 
stalled in any closet, partition, chimney wall, concrete 
foundation, or in the floor. Suitable for homes, stores, 
gas stations, offices, etc. 

Equipped with four tumbler genuine YALE lock. Safe 
is fabricated from heavy gauge cold-rolled steel. 

Fire resistance: 2100 degrees F. Inside is lined with as- 
bestos; in case of fire contents remain undamaged. Safe 
has tamper-proof door. 

Dimensions: 7” deep, 10” wide, 14” long. Prompt ship- 
ment from stock on all orders. Take advantage of this 
unusual profit opportunity NOW. Write today for infor- 
mation and discounts. A few territories are still open to 
qualified retailers and distributors. Mfg. by 
AMERICAN WALL SAFE MFG. CO. INC. 


Office: 29 Pearl St. Factory: 65A Water St. 
WORCESTER, MASS. 
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NO, I'M HEATING GLUE To 
MEND A BROKEN TABLE 


SOUTHING 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
ete. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- Supply the in- 
curely into ta- 


creasing de- 
pered recess — 





mand for these 
modern, time- 
saving screws. 
All standard 
one side. sizes. 


THE SOUTHINGTON 
HDWE. MFG. CO. 
E) SOUTHINGTON, CONN. 7: 


will not slip 
out, or work to 


NATIONAL ADVERTISING SAYS, 
“AT YOUR HARDWARE DEALER” 


FRANKLIN 
Genuine HIDE GLUE 


READY-TO-USE 


Sample sent when request 
is on business letterhead 


THE FRANKLIN GLUE CO. 
COLUMBUS 15, OHIO 








B/ASK OUR WHOLESALE DISTRIBUTORS 


4TH HALF-CENTURY 


PEXTO 


-— SINCE Qa. 


Before many of the others 
had even begun, this really old 
R-lilelolt-Marola cola an Zekr1Ul olelbalite 


imokeos B~ 


which enabled your kind of 
business to enjoy a PROFIT! 


AND WE'RE STILL GOING STRONG 
“heres »¢ Feasou 











PACKED FOR THE JOBBING TRADE 


WOODRUFF KEYS - MACHINE KEYS 


TAPER PINS @¢ STRAIGHT PINS e COTTER PINS 
AND OTHER "Stanho" STEEL PRODUCTS 


New Standard Brand HORSE SHOE NAILS 


THANKS TO OUR FOUNDER, WE HAVE AN EXCLUSIVE MANUFACTURING PROCESS; 
THANKS TO OUR MANAGEMENT, WE HAVE AN EXCELLENT PRODUCT; 
THANKS TO THE HARDWARE DISTRIBUTOR, WE HAVE A DISCERNING MARKET. 


DIAMOND ANNIVERSARY @ 75 YEARS OF CONTINUOUS SERVICE 
STANDARD HORSE NAIL CORPORATION "““Sinceta7e, NEW BRIGHTON, PA. 
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GLUE / | 





ail wee S 


RTISING SAYS, 
WARE DEALER” 


KLIN 
DE GLUE 


O-USE 


en request 





GLUE CO. 
15, OHIO 


e others 
Tol | Wake} {eo 


eyelbalare 


kind of 
ROFIT! 


STRONG 

















EYS 


PINS 
rs 


OCESS; 


ET. 








VICE 


DWARE AGE 








barbecues, 


TABLE SIZ 
. , toas 
A roasts Somer for s 


) STAINLESS STEEL cop 20 
eo adjusta 


proot feet. NG — usable any- 
NO SPECIAL beer volts, 200-1650 


E—PORTABLE yet it —_—_ 







GILL ELECTRIC STOVE WITH DRIP PAN, 
GRILL & CAST ALUMINUM GRIDDLE 
only $39.95 List. 





THE GI ED. Ideal for DC and smaller models available. 
NATIONALLY LS Adaghtet: rene cabins, Ask your jobber for discount in- 
apartments, Pore rumpus rooms. formation or write to.. . 





ts, broils, boils, frys- Co 
daluminum 


ble heat control, mar 


ELECTRIC STOVE 


C. Approved Py 


here wi 
watts. Model G-175A : GILL ELECTRIC MFG. CORP. 
watts. riters’ Laboratorie . 210 Citrus Ave., Redlands, Calif. 
Underw Quality Electrical Products Since 1920 














No Surface 
Cleaning! 
















‘é we 
> DEALERS! 


Cash in on this New and 
Profitable Item 
Every shop will use it. 
Write for Sample and prices. 
e@ JUST APPLY—THEN SOLDER e APPLIED 
TO BOTH HOT AND COLD SURFACES 
@ NON-CORROSIVE e NO MESS e HANDY 
@ NON-RUNNING e CONVENIENT e CLEAN 
@ IDEAL FOR COPPER AND BRASS SWEAT 
SOLDERING e GOOD FOR ALL METALS 
except aluminum and stainless steel. 


Lake Chemical Coa. 





Sa 


633 N. WESTERN AVE. 
it aile \cleome bem ea), lelh) 








































CHAMPION 
DOOR HOLDERS 


Supplied in Sizes 5" and 63%" 


Here's a neat looking 
wrought Door Holder with long 
wear built into it. Easy to op- 
erate. Strong spring action. 
Bolt quickly released. Sell it 
with pride. 





CHAMPION stands 
squarely back of every product | 
and there's a fair profit on 
every sale. Packed '/2 dozen 
with screws. 





Nearly all hardware jobbers 


handle certain products in the 
big CHAMPION line. 















No. 5410 














> > «@ 
If its a CHAMPION ifs a winner 


THE NAME SILVER LAKE stampepD ON EVERY FOOT 


@ PACKED IN CARTONS @ 


SILVER LAKE CO. | chetrchoochee, Georgia 


Sold through Regional Distributors 
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LOWER PRICED GRADES 
EDDYSTONE 
i 
NUCORD 
BENGAL 


j Mills and Sales Office 
































IF IT’S 





TURERS OFA 
TE eee oF 


M 
FARM, GARDEN 
DL WRITE FOR AN ILLUSTRATED CATALOG and HOME TOOLS 


GENERAL HARDWARE COMPANY 


3618 W. PIERCE STREET MILWAUKEE,WISCONSIN 































BUY FROM YOUR REGULAR JOBBER 






































automatic grip 


SCREW- 


SEARLE-CRAFTS 
DRIVERS 


FINISHING FILE 


A practical finishing file for hobbyist ps 

or “4 professional worker. Readily hy Nae UNSURPASSED 
adaptable to any grit of garnet or : e. 

emery cloth. Retails at 89¢. A eee) lelUy Vad e 4 
Packed 12 in an attractive display fy), plus the 


box, with 12 extra refillers. Assort- 

ment for metal or wood use, or both. — 
Sold through manufacturer's repre- 
sentatives. 


SEARLE- CRAFTS . sr. 


EXCLUSIVE GRIPPER 
UPSON BROS., INC., 84 EXCHANGE ST., ROCHESTER 4, N. Y. 











ROPE - BINDER TWINE 
BALER TWINE 
TYING TWINE 








Be BARN feces 
4 Cattle Stalls, Stanchions, Pens, Water 
% QUALITY LAWN MOWERS SINCE 1877 Bowls, Milking Stools, Feed Carriers, 
a @ The PENNSYLVANIA. the Feed Trucks, Litter Carriers, Cork Brick, 
Gamay Aneenscax and the Steel Columns, Ventilation, etc., etc. 
METEOR—three great names— E 
stabli ished 1879 
three lawn mowers that hard- — 


ware men have been proud to ALSO HAYING TOOLS AND 
sell for three generations. HARDWARE SPECIALTIES 


Camden, N. J. « Bridgeport, Connecticut “Guaranteed to satisfy the user’”’ 


PENNSYLVANIA LAWN MOWER DIVISION THE NEY MFG. Co., CANTON, O. 
AMERICAN CHAIN & CABLE BRANCH HOUSE - COUNCIL BLUFFS, IA. 


ORIGINATED 1896 CS Raa 
MAYES GUARANTEES ACCURACY, SERVICE 


ASK YOUR DEALER *AND DURABILITY - ga ttle 


maves roo.s MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin, Mick. 


HARDWARE AGE 















































JLAR JOBBER 

























‘OOLS anp 
ECIALTIES 








isfy the user’’ 


. CANTON, O. 


CIL BLUFFS, IA. 


PN olce xe) :) 
ASKING 


t.DWARE AGE 

















Do a Retter Job ‘Faster / 


SOLD ONLY THRU JOBBERS 


SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 

















\ \ 


=a 


b \V 


|! 


OO % 3 


COLUMBIAN \ 
VISE MFG. CO. ) 


9017 BESSEMER 


CLEVELAND 





WORLD'S _LARGESim 


| 


Az Last! THE HANDY HOUSEHOLD TOOL 


Stelray SELF CENTERING PUNCH 


Starts holes for NAILS 
er SCREWS... at 
angles ... tight spots 
eee rs. 














Geta analy 
on display ...- 
TODAY ! 


STELEAL. 


eT TTT Re ‘ 
ELF CEWTERINOS 
ger ¢2 





NN ‘ “ J 
Many ways to use — hinges, fix- 
tures, shelves, brackets, racks. 
Expertly designed and construct- 
ed. Appeals to hobbyists and 
craftsmen. 


Ask your Jobber — or write. 


ih 






One ‘dozen to Easel board 
The “PUNCH BOARD” that really pays off. 


STELRAY METAL PRODUCTS INC. 


SHELTON, CONN. 






AVENUE 














drop-forged for men who buy the best 


#8 
i 
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* MARSHALLTOWN TROWELS 


BAROMETRIC DRAFT 
CONTROLS 


For Every Type And Size of Installation Tru-Test has an assured + . market of over 
FAST SELLING .. . PROFITABLE fifty wholesale hardware distributors serving 
thousands of retail hardware dealers «. . plus 


DRAFT KOREKTOR complete promotion to insure you continuous 


volume sales. 
Type F 906—6 inch. A low cost 
efficient draft control for the huge < 
domestic market. Precision buiit sat ’ <> 
with close-fitting blade; knife-edge a + s 
pivots; simple outside adjustment , aS 


Write Today For Full Details. ' ' ™ TR lJ TEST d linge . f 

. ° ‘ al OAKES &2 COMPANY 
Cole-Sewell Engineering Co. \ 650 South Clork Street + Chicago 5, Illinois 
2288 University Ave. St. Paul 4, Minn. . . 


a — 
TTT EOD | scvoes \ay/ SPRAY-mist 


OUTSELL ALL OTHERS! IT SPRAYS! SPRINKLER 


hee Gapuien theinily Vaeunaiits |] fT Mists: ae “CONVERTS YOUR 


- , IT AERATES! HOSE TO A 
See Poe Je Oo d | LAWN SPRINKLER” 


20 Warehouses to Serve You = Distributed Wholesale by 


STOVE DIVISION 


Southern Coal Company, Inc. 


America's Largest Distributor of The Genuine Warm Morning Coal Heater 
ATLANTA + BIRMINGHAM « CHARLOTTE + CHICAGO + DALLAS « FT. SMITH 
KANSAS CITY + KNOXVILLE « LOUISVILLE + NASHVILLE « NEW ORLEANS ND 
OMAHA « ST. LOUIS 


GENERAL OFFICES: MEMPHIS |, TENNESSEE 5141 MILITARY DETROIT 10, MICHIGAN 


Wy ccc 


e 
for Tedious Jobs 
e . 
in tight places! 
' the K-D 10K Pliers Kit 
8 The right tools for small work in 
E hard-to-get-at-places. Tempered 
t steel, cadmium plated pliers 
B packed in fabric roll. 7 — 
$ . 6 Standard Nose, slip joint; 
No 7 Ponvct Nose, slip joint; No. Write paper son 
8 Needle Nose; No. 9 Flat Nose. of the comple ‘ 
Each 41/2” long. Ideal for auto 


mechanics, electricians, factory THEYRE KD TOOLs 


s ~men, model makers, home owners. 


The ACTION Display-Way to Boost Sales! 
TMESA Minure | YSN 
Roto'sho 


ELECTRIC TURNTABLES 


A ROTO-SHO revolving 
display in your window will 
attract many times more cus- 
tomers than any ‘“‘still” dis- 
- i” “~ net ang sheet 

‘ quickly pays for itself in in- coon! « 
© Comes complete with 18" table creased business. Attractive finish. E 
Pp build-up fixtures available too. 4 
© Carries up to 200 Ibs. Your wholesaler can probably ' 
. supply you for immediate de- li 
© Sturdy, all steel construction jivery. Why not write us et 
TODAY for our complete new ‘ 
© For 110 Volts A.C. catalog! (Inenvel 


GENERAL DIE AND STAMPING CO., 264-Y Mott St., New Yerk 12 — 


WS 


WY 


MMW n°» xn 


K-D Mfg. Co., Lancaster, Pa., Hamilton, Ont. 


» 


| NATIONAL LOCK COMPANY ROCKFORD. ILLINOIS 
Your ~ QU From Oue Source” Hardware Manufacturer 


¢, \) 
“i... CABINET HARDWARE ~ BUILDERS HARDWARE - CABINET LOCKS + SCREWS AND BOLTS 


4) IN 


HARDWARE AGE 











cect of over 
rs serving 
rs «.. plus 
‘ontinuous 

















Sturdy Twist Drill Stands 


Made of die cast metal. Can be hung on wall 
or placed on work bench. Popular priced. Sold 


#10 #11 #12 through hardware and mill supply jobbers. 
for Jobbers Drills for Wire Gauge Drills for Jobbers Drills Sales Agents—John H. Graham & Co., Ine. 
1/16 to 1/4" ine. #1 to 60 inc. 1/16 to 1/2" by 64ths 105 Duane Street, New York 8, N. Y. 
























Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 


STOPS PROFITS faucet drip...ends water waste. 
WASHER Available in %", %” and Y" 
TROUBLES 10 sizes. Order through wholesale 

C hardware jobbers. 








\Y-MIST 


tINKLER 
ERTS YOUR 


TOA 
| SPRINKLER” 


STRIES 


, MICHIGAN 





TURNTABLES 


SHO revolving 
ur window will 
imes more cus- 
ny ‘“‘still” dis- 
1d ROTO-SHO 
or itself in in- 
ss. Attractive 
s available too. 
-r can probably 
immediate de- 
not write us 
r complete new 


. New York 12 


LLINOIS 
irer 


AND BOLTS 


DWARE AGE 














bee cat 








There's sales appeal galore in the new XCELITE screw 
driver! It has all standard XCELITE quality points 

the new streamlined handle. New comfort in gripping 
New eye appeal! It’s shock and fire resistant, of co 
mar-proof and break-proof. The blade? CHROME VA 
DIUM, precision-ground on the flat belt. It’s an all-around 
beaut) Sells itself, once customers feel the sure grip and 
perfect balance Don't neglect this profit item! Write nov 


for all the facts 
Originators—not Imitators 


PARK METALWARE CO., INC. 


PERFECTION floating WASHER 












plus 


irse, 
NA 





‘| The Tuffy Tumbler Really “Tumbles” 


. . colorful, fascinating 
combination of two toys in 
one. A vivid “Floater” ex- 
citingly tumbles when the 
aluminum carriage is 
pulled. White spiral on 3” 
wood wheels increases 
speed effect when in mo- 
tion. Attractive and in- 
teresting for toddlers and 
older children. Individual 
2 color illustrated box 6% 
x 4% x 8% and packed 
by 3 and 2 dozen—shipping 
weight 25 and 15 pounds. 


TUFFY TOYS 


8200 HARVARD AVENUE CLEVELAND 5, OHIO 














Rollfast 


SD oe | “ @ ROLLER SKATES 
CE ee > ~— 


BETTER GRIPPING—BETTER SELLING! 


p Dept. G Orchard Park, New York 
TOLL ols PREFERRED BY EXPERTS D. P. HARRIS HDW. & MFG. CO., INC ROLLFAST BLDG NEW YORK, N.Y 




















AMAZING 
New Fly 
Rod Tips 


Pear shaped. 
100% stainless 
steel; bright 
finish. Best at any 
price. Sizes 4!/2, 
5, 6 7 and 8. 
Immediate de- 
livery. ORDER 
NOW. 


(Inenvelopesof!2) 
Retail 30c each 


Rod Mountings 


ARE 100% Stainless Steel. Low prices. 








Precision quality line guides and tips of bright 
nickel to meet all requirements. BRACED TIPS 


















and office. The hanger with the 
twist for” pictures and mirrors 
up to 100 Ibs. The pin with the 
handle for lighter wall decor- 
ations. Nationally advertised. 


} TWIN SALES MAKERS 
/ o- > e 
geese’ - . Pe 
y . Stock and display these items 
that are needed in every home 


Also Moore Marking Tacks 
for display boards 


ORDER FROM YOUR JOBBER 





If your jobber cannot supply-—torite or wire 
ROYAL ENGINEERING CO. 
1333 Folsom Street, San Francisco 3, Calif. SINCE 1900 + 113-25 BERKLEY STREET + PHILA. 44, PA. 











BRUSH-TOP SPOT REMOVER 


with Vacu-Top Applicator 









Here's an item that is easy to sell because you give plus 
value. High quality SAFEWAY cleaning fluid with convenient, 
economical Vacu-Top applicator. Backed by 173 million 
consumer ads in 1947. 25c retail. Liberal discounts. Write 
for sample and details. 


SAFEWAY CHEMICAL COMPANY 
5709 Walworth Avenue . Cleveland 2, Ohio 


- 
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Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 93 by 12 inches over all; writing area 
81/4, by I1'/ inches. Sheets printed on both sides of white 
paper, with 28 entry lines on each side. PRICE $1 for 200 
sheets (400 pages) plus 25¢ mailing charge. 



































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 

During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 


Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 

















































































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
Gentlemen: 


ee Please send me........ .hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


charge). Also send me........... Binders (50¢ each). Send these to me by return mail. 
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ll fit the HARD- 
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464 WEST 34th STREET, NEW YORK 1, 


M. GRUMBACHER OF CANADA LTD., 179 KING STREET W.. TORONTO. ONTARIO 














JOBS 100 TOUGH 
FOR ORDINARY REMOVERS 


Give BULL DOG “the works” on any removing job. 
On vertical or overhead surfaces it “stays put”. In 
the open air and hot sun it won't evaporate (stays 
wet for 24 hours). Effectively removes as many as 
20 old coats of hard paint, varnish, enamel, syn- 
thetic or lacquer materials. 
NOT HARM THE SKIN OR SURFACE. A “must” for 
outside work, a “‘cinch” for inside work. 


GILLESPIE PAI NTS 


Works fast and WILL 














EY STREET 











EATS PAINT 
BITES VARNISH 


CHEWS LACQUER 














DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 
“Lifts from 1000 to 2000 lbs. with ease” 
ELEVATOR POWER UNITS 


ELECTRIC ELEVATORS 


DUMB WAITERS 







Davis & Newcomer Electric Elevator Co. 


Write fer Information and prices. 


FOSTORIA, O. 

















SPOT SASH CORD 
PHOENIX SASH CORD 
AETNA SASH CORD 


ee We Oe ee 


THES LINES 


SAMSON SMALL LINES 


SAMSON CORDAGE 
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WORKS, BOSTON 10, MASS. 











Send for 1948 Catalog 
M. GRUMBACHER 


NEW YORK 










mur 


Artists ‘Brushes 












Yow 
a™ 
4 











OVER 88 YEARS’ 


PRIEST'S 


EXPERIENCE 






CLIPPERS 


Triple plate — copper, 
nickel, chromium finish. 
Ball bearing, easy action. 


Over 80 years’ experience. 
ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 











AT GUN POINT—_ 








Glenisedl 2 


Caulking Compound 


| There's no better material to have at your 


| caulking gun point — and 
| venient and economical way to get it there than by a Flexiseal / 
| Quick-Load Cartridge. Saves time and bother. Flexiseal is easy & 
| to apply, adhesive, ,and dependably non-staining. Dries to a fs 
tough surface skin but remains flexible |” 
underneath. In cartridge and cans in Bril-! 
liant White, Alba White, and Limestone. 
Gray in cans only. 


LANDEN PUTTY WORKS 


Massachusetts 


45 Irving Street 


no more con- 


Malden, 












i 
rs. 












“991 Faitea St. 


- CUSTOM MADE 
~ WOOD, STEEL & ALUMINUM 


BLINDS 


Made to measure 
up to your 
requirements 

in 


Sead fer Felder " 





INCREASE THE PROF/TS OF A PROFITABLE BUSINESS / 


HOUK KEY MACHINES 


WHITLOCK 


IMMEDIATE DELIVERY 


82.50: 





ANY SIZE—ANY COLOR 


10 DAYS TO 
WEEKS DELIVERY 


Excellent mark-up. 
A sure profit maker 


rH Stober Manufacturing ¢: ta 


eeu SS.” 


Please send without obligation: 


Illustrated brochure of 
Profitable Key Cutting’ 
256 Page Catalog of 
Lockerutine Subphes 
































































































ee fied Aduertisi Rates | - 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 





Set solid, maximum, 50 words....... $5.00 
Each additional word......... 10 Cuts or special borders not allowed. 
iti *DISCOUNTS FOR BOXED DISPLAY ADS 
Positions Wanted 5% discount for 4 or more insertions 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
0 —— + see eeccceccescerencees $2.00 Advertising. 
ach additional word......... -05 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














(Sales 


SIDEL 
MAN C. 
TRADE. 
dress P. 

















Help Wanted 





[Help Wanted JI 


ASSISTANT EXPORT MANAGER, HARD 


WARE AND TOOLS, Must have intimate knowl- 


edge of markets and sources of supply. Must be 
ambitious. Knowledge of languages helpful. Good 
salary. Address Box L-453, care of HarpwarE 
AcE, 100 East 42nd St., New York 17, N. Y. 





Exceptional Opening for 


SALES ENGINEER 


to cover Mid-West 


Metalworking Industry 


Selling Experience Desirable 
But Not Essential 


Nationally known manufacturer of produc- 
tion material wants man to advise cus- 
tomers on applications—not take orders— 
orking in Mi 


be commensurate with experi- 
ence. 

Requirements: Varied knowledge ef metal- 
working prodacti gained by plant work 
or selling; ability to travel extensively 
away from home. Write in detail about 
background. 





Interview arranged at New 
York headquarters; expenses paid. 


. Address Bex L-254, care of HARDWARE AGE 








100 East 42nd St., New York 17, N. Y. 








SALES MANAGER'S 
ASSISTANT 


A fine future open 
with long established 
maker of fastening devices 


A real opportunity for a man who is 
(1) experienced in sales operations 
through industrial supply outlets; 
(2) an able sales correspondent; (3) 
free to travel out of New York head- 
quarters occasionally; (4) willing to 
“work up” to a major executive post. 
Salary open. Write fully about your 
background. Enclose photo. Inter- 
view in New York, expenses paid. 


Address Box 1-238, care of HARDWARE AGE 
100 East 4nd St, New York 17, HN. Y. 











| 
| 


| 

} 

| 

| TUNITY FOR A MAN WILLING TO ASSUME 
| 


| [Sales Repnesentaziwes Wanted | 





HELP WANTED MALE 


ASSISTANT BUYER MILL SUPPLIES AND HARD- 
WARE. PREFERABLY A MAN WITH EXPERI- 
ENCE WITH A WHOLESALER IN METROPOLI- 
TAN DISTRICT OF NEW YORK. 

Address Box L-447, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








THERE IS A POSITION SEEKING 
A MAN WITH CREATIVE TALENTS 


in the Design of New and Improved Tools for 
use in applying steel strapping used in rein- 
forcing shipping packages. Age is no barrier, 
nor is an engineering degree necessarily essen- 
tial to succeed in this work, but one is needed 
with mechanical ability, experience with small 
service tools would be helpful, one that can 
come up with the answer when improvements 
are needed on existing models and one that 
can create new type tools to meet trade de- 
mand. 


Write a detailed letter giving every particu- 
lar, and if you have what we need, we will 
contact you at once; if not, your confidence 
will be respected. The man needed may be 
a youngster just out of school or college, 
or he could be an oldster, but he must have 
“it."' Compensation sufficient to cover your 
abilities and a permanent good future is 
assured. Save your time if you do not have 
the confidence to do this work. 





Address Box L-433, cae HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








PURCHASING AGENT 


MUST BE EXPERIENCED IN HARDWARE, 
TOOLS, HOUSEWARES, ELECTRICAL MER- 
CHANDISE, ETC. TO ASSUME FULL CHARGE 
OF ALL BUYING FOR YOUNG, PROGRESSIVE 
EASTERN JOBBER. WE PREFER A YOUNGER 
MAN WHOSE PRESENT CONNECTIONS HIN- 
DER HIS PROGRESS. UNLIMITED OPPOR- 


WHITLOCK 


has exceptional opportunities for salesmen who 
are seeking additional income, to represent us 
in their territory. The Whitlock Line consists of 
Builders’ Hardware, Padlocks, Auxiliary Locks, 
Cabinet Locks, Security Hardware, Door 
Closers, Key Blanks and Locksmith Equipment. 


If you are now calling on hardware stores, 
lumber dealers, locksmiths, etc. and your pres- 
ent line affords sufficient spare time to carry 
a fully protected profitable side line, then get 
in touch with us at once. There are still some 
attractive territories available! 


Please write in your own hand writing and give 
us complete information concerning your age, 
experience, territory covered, type of accounts 
now being sold, what other line you are now 
carrying and for whom you are now selling 
also include three business and character ref- 
erences and a recent photo of yourself. 





WHITLOCK CORPORATION 


17 Warren Street New York 7, N. Y. 











REPRESENTATION NOW CALLING ON 
HARDWARE, paint and lumber yard trade to 
sell old established line of paint brushes. Com- 
missions are ten per cent. Send particulars to 
Box L-366, care of Harpware Ace, 100 E. 42nd 
St.. New York 17, N. Y 


WE ARE LOOKING FOR SALESMEN IN 

DIFFERENT STATES for a Complete Competi 
tive Line of Cutlery. The line consists of scissors, 
shears, manicure implements, pocket aad hunting 
knives, tableware, electric and hand hairclippers 
and vibrators, cash and metal boxes. Carrying of 
non-conflicting lines no object. Address Cleve- 
land Cutlery Co., 406 Fourth Prospect Bldg., 
Cleveland 15, Ohio. 
SALESMEN WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
HARDWARE HOUSE to cover Retail Hardware 
Trade in Connecticut, Maine, New Hampshire, 
Vermont, Central New York State, Middle and 
Southwestern States and Long Island on 5% Com- 
mission Basis, no objection to non-conflicting side 
lines. Write Chas. Weiland, Inc., 149 Chambers 
St., New York, N. Y. 











RESPONSIBILITY AND WORK. PROPOSITION 
WILL STAND THOROUGH INVESTIGATION. 


LOCATED !N THE EAST. 
Reply with full particulars to 


Box L-436, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














| MANUFACTURER’S AGENT WANTED 
TO CALL ON CHAIN STORE ACCOUNTS, 
Wholesale and Retail Hardware and Specialty 
Outlets. Liberal commissions selling All Steel 
Christmas Tree Holders that retail for less than 


Our holder produced and successfully 
maker for 


Co., Toledo 


a dollar. 
sold since 1938 is a definite money 
salesman and outlet. Yarder Mfg. 
12, Ohio. 





SALES REPRESENTATIVES, CALLING 
DIRECTLY ON HARDWARE STORES, sev- 
eral territories available for new item, Apple 
Corer and Slicer which Cores and Slices Apples 
into 12 sections; stainless steel bades. Apple 
season means many sales. Address Box L-427, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





MANUFACTURERS REPRESENTATIVES 
WANTED, OLD ESTABLISHED NATION- 
ALLY KNOWN MANUFACTURER of Bath 
room Accessories and Fixtures, Is now readj 
territories and representation, will create open- 
ings for many experienced stocking and nom 
stocking representatives who have good coverage 
in their areas. State full qualifications and 
pertinent information. Address Box L-422, care 
of me Ace, 100 East 42nd St., New York 
Ww, me %. 


HARDWARE AGE 
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SIDELINE SALESMAN WANTED. SALES- 
MAN CALLING ON RETAIL HARDWARE 
TRADE. Many Exclusive Territories Open. Ad- 
dress P. O. Box 182, Bloomfield, N. J. 


DO YOU WANT TO HANDLE A NATION- 
ALLY ADVERTISED LINE OF TOOLS sold 
through Jobbers only? Territories open include 
Greater New York City, New Jersey, Connecticut, 
Upper New York State. State experience and 
lines you are now selling. Address Box L-448, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





SALESMEN CALLING ON HARDWARE 
AND LUMBER YARDS, California, Arizona, 
Nevada, Oregon, Washington to sell Quality 
Specialty Items. Immediate delivery, good re- 
peat business, territory protected, liberal com- 
mission. Jackson-Markus Supply Co., 1060 N 
Alameda, Los Angeles 12, Calif. 


SALES REPRESENTATIVE WANTED BY 
BUILDERS AND CABINET HARDWARE 
MANUFACTURER to sell to jobbers of General 
and Builders Hardware for the following States: 
Ohio, Kentucky, West Virginia. State lines now 
carried, type of trade covered and territory. Ad- 
dress Box L-455, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 








SIDELINE SALESMEN WANTED, 
TOWN COVERAGE; HARDWARE, 
WARES, APPLIANCE STORES. Liberal Com- 
Stools, House- 


mission; Chrome Tubular Chhirs, 
hold Gift Items, Hampers, Ironing Boards, 
Laundry Accessories, Coffee Makers, Juicers, 


Aluminum Cookware, Electrical Home Appliances, 
Pressure Cookers, Portable Bars fully equipped. 
State present products and coverage. Address 
Box L-451, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


REPRESENTATION WANTED FOR FAST 
SELLING NON-COMPETITIVE Automotive 
Specialties and Necessities to Automotive and 
Hardware Jobbers in the following territories: 
Washington, Oregon, Texas, Kansas, Colorado, 
Nevada, Dakotas, Idaho, Montana, New Mexico, 
Wyoming. Commission basis, State territory cov- 
ered. Address Rosam Products Co., 621 Fourth 
Avenue, San Diego, Calif. 





SALESMEN CALLING ON RETAIL HARD- 
WARE, HOUSEWARE, AND VARIETY 
STORES, interested in associating with one of 
the leading New York Jobbers (establ. 1937, 
travelling 20 men, serving 2500 accounts in 6 
States), car, residing in Middle, South Atlantic 
States and Middlewest. Many exclusive terri- 
tories open. Very large line of name brands. 
Liberal commission and bonus. Experienced, 
mature, sincere go-getters apply in confidence. 
Address Box L-438, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 











AGGRESSIVE SALESMAN AGE NO OB- 
JECT. Familiar with Plumbing, Mill and Steel 
Supply Jobbers, Plumbers, Maintenance Men and 
Superintendents in Steel Mills, Foundries. Will 
to do intensive missionary work with all industry. 
New England States, Metropolitan New York and 
New Jersey. Car necessary. Drawing account 
against commissions. Excellent specialty items. 
State experience. Address Box L-437, care of 
_— Aces, 100 East 42nd St., New York 17, 


OPENINGS FOR SALES REPRESENTA- 
TIVES TO COVER RETAIL HARDWARE 
STORES. Southeastern Distributor now expand- 
ing coverage. Immediate shipment on steel and 
wood kitchens, electric and oil water heaters, 
vacuum cleaners, portable electric washers, radios, 
home freezers, roasters, irons, automatic toasters, 
Pressure cookers, apt electric mixers, cutlery 
and related items. Good commission. No objec- 
tion te non-competing lines. Carolina Appliance 
Distributors, Inc., Raleigh, - Cc. 





SMALL | 
HOUSE- | 


WANTED MANUFACTURER’S AGENTS 
CALLING ON HARDWARE AND PLUMB- 
ING JOBBERS to handle established line of 
Bathroom Accessories. Commission basis, exclu- 
sive territories. State territory covered and other 
lines handled. Replies confidential. Address Box 
L-430, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


REPRESENTATIVES WANTED. SEVERAL 


GOOD TERRITORIES OPEN for Manufacturers 
Agent to sell Flexible Screw Drivers on commis- 
sion basis. A unique tool that works around cor- 
ners, sold for five years through automotive whole- 
salers. We now seek distribution in hardware 


field, 


lines sold. 


Write fully, territory, experience, references, 
P.O. Box 826, Stamford, Connecticut. 





SALES REPRESENTATIVES WANTED: 
WELL ESTABLISHED NATIONALLY 
KNOWN MANUFACTURER of Gas Heating 
Equipment, desires representation throughout the 
48 States and Canada, for gas space floor heater, 
24,000 BTU, AGA certified, on commission basis, 
protected territory. Prefer selling organizations, 
who, through other lines, have an established fol- 
lowing among wholesale hardware, chain store, 
housefurnishing, department store trade in their 
territory. Address Box L-452, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 


MANUFACTURERS’ 
| WANTED—Established 


REPRESENTATIVES 
rated manufacturer re- 


| quires reputable, aggressive agencies to sell at- 
tractive, highly-advertised line of Agricultural 
| Tools and Implements to Wholesale Hardware 
| Trade. Most territories open. Give full details. 
Replies held confidential. Address Box L-428, 

100 East 42nd St., New 


care of Harpware AGe, 
Y "ork 7, ss 


MANUFACTURER OF FLAT DOLLIES, 
INDUSTRIAL TRUCKS, STEEL BENCH 
LEGS AND OTHER PRODUCTS, changing 
sales policy to jobbing distribution. Have attrac- 
tive wholesalers proposition for manufacturer’s 
agent on commission with exclusive territory. 
All sections United States and Canada open. 
Delivery immediate. Catalog material ready. Ad- 
dress Box L-432, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
| MANUFACTURER of Builders Hardware is now 
readjusting territories and representation. Will 
create openings for several experienced represen- 
tatives who have good following and understand 
builders hardware. State lines now carried, type 
of trade covered and territory. Address Box 
L-404, care of Harpware Acz, 100 East 42nd St., 





| New York 17, N. Y¥ 


REPRESENTATIVE CALLING ON HARD.- 
WARE STORES AND LUMRER YARDS in 
Fastern Pennsylvania not including Philadelphia 
Prefer man carrying a line of Butts. We have a 
large list of customers to turn over. 
Skillman Hardware Mfg. Co., Trenton 4, N. J 


SALESMAN WANTED .. . A FEW 
CHOICE TERRITORIES OPEN on nationally 
established line sold through hardware, 
wallpaper, and 5c to $1 variety stores. 





paint, | 
Commission | 


basis with weekly draw of $60 in home town and | 


$85 while traveling. 
each week, and settlement made every four months, 


Average earnings $150 plus | 


Full time men only wanted. Must own car, be | 


willing to travel, service accounts already estab 
lished and open new accounts. Sales Manager 
will interview applicants in home town. Give full 
details your experience, territory you are now 
covering, and bonafide earings past five years. 
Write, in confidence, to Sales Manager, 1832 
Juneway Terrace, Chicago 26, Illinois. 


Address | 





SALESMEN WANTED: 


Low priced popular advertised full line of paints, 
enamels, brushes, including {5¢ and 35c¢ sellers. 
Some choice territories open at this time. Sell 
onamels which retail for 98¢ a quart. Write for full 
particulars. 


DONLEY PAINT COMPANY 
CLEVELAND 5, OHIO 








WANTED 
MANUFACTURERS AGENTS 
HIGH GRADE CHROMIUM KITCHEN CUP- 
BOARD HARDWARE Calling on Retail Lumber 
and Hardware Dealers. MINN., IOWA, MO., 
KANSAS, NEBR. State territory now covered, 
for how long, and Lines now carried. 

Write Box 115, 
Grand Rapids, Michigan 








Jobbers —Dealers—Representatives 


Nationally advertised holding tool. New with 
no competition. Attractive prices. Good com- 

diate delivery. Territories 
open. Only recognized operators considered. 
Write for particulars. First come—first served. 


Address Box L-456, care HARDWARE a 
100 East 42nd St., New York 17, N. Y. 














| FREELANDS, P. ©. BOX 130, MONROE, N. C. 





WANTED—SALESMEN 


ONE ons IN EACH OF FOLLOWING STATES: 
GEORGIA, ALABAM 

MISSISSIPPI. AND 
LINA. py AL ag! SPORTING 
CLESA ARTS. OUR SAL N HAVE 
PLETE CHARGE IN THEIR TERRITORY, 
PROTECTION. LIBERAL COMMISSION. 








WELL-ESTABLISHED DETROIT PAINT 
MANUFACTURER SEEKS 
WIDE-AWAKE SALESMAN 


NOW CALLING ON HARDWARE AND PAINT 
STORES IN THE MIDDLE WEST TO SELL COM- 
PLETE LINE OF SHELF GOODS. WRITE GiV- 
ING AGE, EXPERIENCE AND REFERENCES. 
ALL REPLIES KEPT STRICTLY CONFIDENTIAL. 
Address Box L-443, care HARDWARE aan 
100 East 42nd St., New York 17, N. Y 








SALESMEN WANTED 


Leading manufacturer, complete line of leather 
dog furnishings, has a few choice pro’ 
territories epen for experienced men with fol- 
lowing among ims and ers. 
lbrawing against liberal commission. 
Address Box L-306, care of HARDWARE AGE 
106 East 42nd St., New Yerk 17, N. Y 











WANTED 
MANUFACTURERS’ AGENTS 
WITH ESTABLISHED LINES 


CALLING ON HARDWARE, DEPARTMENT AND 
NOVELTY STORES AND LUMBER YARDS, TO 
EXCLUSIVELY HANDLE OUR NEW AUTO- 
MATIC DOOR SEAL. LISTS FOR $3.00. FULL 
DEALERS' DISCOUNTS. 15% COMMISSION 
TO RIGHT PARTY. TRADE AND NATIONAL 
ADVERTISING TO START IMMEDIATELY. 
WRITE OR WIRE TODAY TERRITORY NOW 
COVERED, WHAT LINES CARRIED, AND 
HOW LONG. 


MICHAEL D 
781 E. WASHINGTON BOULEVARD 
LOS ANGELES 21, CALIFORNIA 
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SALESMEN WANTED 


FOR THE ENTIRE PROVINCE OF CANADA TO 
CARRY A SIDELINE OF BUILDERS’ HARDWARE 
AND HARDWARE SPECIALTIES FOR SALE TO 
WHOLESALERS AND JOBBERS. COMMISSION 
BASIS. STATE LINES CARRIED, EXPERIENCE 
AND TERRITORIES COVERED. 


Address Box L-450, care HARDWARE ‘ed 
100 East 42nd Street, New York 17, N. 








PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 

FOLLOWING FOR COMPLETE BRANDED LINE 

MOST TERRITORIES OPEN. WRITE FULL DE- 

TAILS. DRAWING AGAINST LIBERAL COM- 

MISSION. 

Address Box 1-319, care of HARDWARE AGE 
106 East 42nd St., New York 17, WN. Y. 








SIDELINE SALESMEN WANTED 


Leading drop shipment jobber has several openings for 
top-notch men with following in house fur 


ATTENTION MANUFACTURERS. RELI- 
ABLE AND PRODUCTIVE MANUFACTUR- 
ERS’ AGENT covering hardware and electrical 
jobbing trade in the three Western States desires 
Two Additional Quality Lines. We can assure 
volume sales on acceptable lines. Fink-Taylor 
Corp., 750-752 Natoma St., San Francisco, Calif. 


SALES REPRESENTATIVE: MAKING 
DAILY CONTACT AMONG CHAIN STORE 
SYNDICATES, AND WHOLESALE DIS- 
TRIBUTORS, wishes to represent a reliable 
manufacturer in Greater New York. Carries no 
other lines at present. Will give hundred per 
cent of his time. Maintains New York 
References furnished. Addresg Box L-415, care 
A “ Ace, 100 East 42nd St., New York 
a7, He 








REPRESENTATIVES AND DISTRIBU- 
TORS now covering Florida, Georgia, and Ala- 
bama; Hardware, Automotive, Building Material, 
and Plumbing Supply Jobbers, also Dept. Stores 
and Chains, are seeking Additional Lines. In- 
terested in representing rated manufacturers with 
sales promotion and advertising programs. Ad- 
dress The Foleys of Florida, Wingate Building, 
Daytona Beach, Fla. 














hot items. Exclusive territories. Highest commis- 
sions. Immediate —— on — toasters, 
heaters, lamps, and other appliances 

D. & L. PRODUCTS, INC. 
240 YORK STREET BROOKLYN, N. Y. 








Sideline Salesmen Wanted! 


We offer prompt shipments on 


METAL KITCHEN CABINETS AND PORCE- 
LAIN TOP BASES. MEDICINE AND 
CLOTHES CABINETS, CASTERS. A FULL 
LINE OF HOUSEFURNISHING ITEMS. OUR 
SALESMEN ARE BACKED UP BY DIRECT 
MAIL—THROUGH ONE MILLION CATA- 
LOGUE MAILINGS A YEAR. 


The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 








TOP FLIGHT SALESMEN 
Leading Manufacturer "Brand Mme" Mops 
requires several men with Jobber and Chain 
Store following for all territories East of 
Ilinois to Atlantic Seaboard. Some Estab- 


lished Accounts. Excellent Side Line. Full Pro- 
—. Liberal Commission. State full par- 
iculars. 


Address Box L-414, care nenewres te 








100 East 42nd St., New York 17, 


| Accounts Wanted 








_] 





WE OFFER COMBINATION OF KNOW- 
HOW AND ENERGY to cover the Mill, Plumb- | 
ing, Hardware and Electrical a Jobbers. 
Have following in Penna., Md., 'a., Del., 
and D. C., as a result of nine both effort. One 
Quality Line Desired. Address Box L-457, care 





of Harpware Acz, 100 East 42nd St., New York 
7, Be v. 
TIRED OF ORDER-TAKERS, WANT A | 


REAL SAT.ESMAN? “Complete coverage Illinois, 
Indiana, Wisconsin and Michigan offered by Ag- 
gressive Manufacturers’ Representative selling | 
Hardware and General Merchandise Jobbers, De- 
partment Stores, Chains and Mail Order Houses. 
Will accept qualified line of builders hardware or 
houseware. Chicago headquarters, best of refer- 
ences. Write Box L-439, care of HARDWARE | 
Acr, 100 East 42nd St., New York 17, N. Y. | 











MANUFACTURERS, I KNOW THE RE- 
TAIL HARDWARE DEALERS IN INDIANA 
by their first names having called on them all 
for the past twenty-two years and I want a good 
major appliance line to sell on a commission basis. 
I can give you the best representation and can 
furnish excellent references as to character and 
sales ability. Address Box L-429, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, 
N. Y 








ATTENTION 
MANUFACTURERS 


FOR CALIFORNIA & WESTERN STATES: REP- | | 
RESENTATIVE oo due caren oumar 
SEL Pang TO JOBBER DEP. MENT 
TORES. COMPLETE COVERAGE FOR QUALITY 
REPEAT ITEMS. 


AUGUST FORGET SALES COMPANY 


ACCOUNTS WANTED. SALES ENGINEERS 
AND MANUFACTURERS’ REPRESENTA. 
TIVES COVERING the Southeastern States sell. 
ing Mill Supply Jobbers, now interested in lines 
that will go to the Hardware Jobbers. In our 
organization are men with twenty- -five years of 
hardware experience. Address Claude C. Mason 
& Company, 692 Kennesaw Ave., N.E., Atlanta, 





| Georgia. 





TEXAS—OKLAHOMA. MIDDLE AGED 
MAN MARRIED, own car, free to travel. Have 
contacts with wholesale and retail hardware, de 
partment stores, chain, variety, auto appliance, 
hotel supply houses. Interested in ware, 
glassware, cutlery, wheel goods, other volume 
items. Highest type representation with reliable 
stable concern. Assured dignified, energetic and 
productive representation. Address B. O. Beaty, 
5025 Pershing St., Dallas, Texas. T38365S. 


DO YOU WANT VOLUME SALES 


In entire State of New York, New Jersey, Con- 
necticut among Syndicates, Hardware, House 
Furnishing, Mill Supply and Industrial Whole- 
salers. Best reference. 

ALLEN SALES CO. 
366 BROADWAY NEW YORK 13, N. Y. 











8 MEN WORKING 
We have a hard hitting sales staff of 8 men covering 
New England, New York, New Jersey, Pennsylvania, 
Delaware, Maryland and Washington, a 3 Cc., and 
we're seeking Additional Lines of Merit. No gadgets 
—no dreams. 

SALES NETWORK CO. 

24 East 2ist Street, New York 10, N. Y. 








Perkins Knows New England 


ESTABLISHED 1928 


COVERING HARDWARE, HOUSEWARES, 
AUTOMOTIVE AND ELECTRICAL SUPPLY 
JOBBERS, CHAINS & DEPT. STORES. 


PERKINS SALES CO. 
610 NEWBURY ST. BOSTON 15, MASS. 








MANUFACTURERS AGENT 
WANTS ADDITIONAL LINE 


for Wholesale Hardware Trade. Established acquaint- 
ance of ten years. Territory: Michigan, Ohio, Indiana 
and Illinois, covered four to six times per year. Can 
do steady progressive job with items of merit for 
Manufacturer having cooperative policy. 
Address Box L-43!, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











10789 BARLOW AVE. LYNWOOD. CALIFORNIA 














HARDWARE 
FOR MEXICO 


MANUFACTURERS REPRESENTATIVES, COV- 
ERING THE WHOLE REPUBLIC, WITH EX- 
CELLENT CONNECTIONS AMONG THE LEAD- 
ING HARDWARE DEALERS AND IMPORTERS, 
WANT A FEW ADDITIONAL LINES IN HARD- 
WARE AND TOOL WITH SPECIAL INTEREST 
IN THE FOLLOWING ARTICLES: 


Cerpenters’ Tools Pliers 
Pocket Knives Auger and Bits 
Axes Padlocks 


Address Box L-442, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











NATIONAL DISTRIBUTORS 
Eatablished—Reliable—Aggressive 


Gew York - Philadelphia - Detroit - Cieveland - Louisville 


ote O aee 6 ae. We wil) carry the 
secounts or you can bill direct 


Write for farther inf 





and ref 











MANUFACTURERS 


ARE YOU LOOKING FOR FOREIGN OUTLET FOR 
YOUR PRODUCTS ON A COMMISSION BASIS? 
CONTACT US FOR THE DISTRIBUTION OF YOUB 
PRODUCTS ABROAD AND FOR MORE PAR- 
TICULARS. ALL EXPORT FORMALITIES WILL 
BE TAKEN CARE OF BY NEW YORK OFFICE, 


Address Box 1-446, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














age 36, family. 





| —- Positiows Wanted | 


SALES REPRESENTATIVE TO DISTRIB- 
UTOR, WHOLESALE AND RETAIL TRADE 
in all or parts of Eastern and Central FPennsyl- 
vania and New Jersey. Hardware, electrical appli- 





ances, automotive and farm implements preferred 


Acquainted with above trade. College graduate, 
Available 30 days. Address Box 
L-449, care of Harpware Acer, 100 East 42nd St. 
New York as, Wee Be 


POSITION WANTED. YOUNG EXPERI- 
ENCED RETAIL HARDWARE MAN SEEKS 
POSITION in Established Hardware Store in 


which owner expects to retire in few years oF 
sooner and will sell business. Preferably in town 
of 5000 or over. 
States. 
care of Harpware Acz, 
York 17, N. Y. 


Michigan or nearby 
to Box L-44, 
New 


ted in 
Good references. Reply 
100 Fast 42nd St., 


HARDWARE AGE 
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Chassihied Opportunities Section... 











Nanted __| 
SALES ENGINEERS 
tS REPRESENTA- 
utheastern States sell- 
ow interested in lines 
are Jobbers. In our 
twenty-five years of 
ess Claude C. Mason 
Ave., N.E., Atlanta, 





MIDDLE AGED 
free to travel. Have 
| retail hardware, de 
riety, auto appliance, 
ested in ware, 
goods, other volume 
entation with reliable 
ynified, energetic and 
ddress B. oO. Beaty, 
Texas. T38365. 


NLUME. SALES 


k, New Jersey, Con- 
s, Hardware, House 
1d Industrial Whole- 





Es CO. 
Ww YORK 13, N. Y. 








.NTED 
RKING 


staff of 8 men covering 
y Jersey, Pennsylvania, 
shington, D. 


Cc., and 
of Merit. No gadgets 
RK CO. 
y York 10, 


Jew England 
T peaeumenne, 
—-* SUPPLY 


N. Y. 








ES CO. 
BOSTON i5, MASS. 








RS AGENT 
ONAL LINE 


Established acquaint- 
fichigan, Ohio, Indians 
x times per year. Cap 
th items of merit for 
re policy. 
1ARDWARE AG 
w York 17, N. Y. 


Janta —] 


IVE TO DISTRIB 
D RETAIL TRADE 
and Central Fennsyl- 
lware, electrical appli- 
implements preferred 
e. College graduate, 
0 days, Address Box 
x, 100 East 42nd St. 














YOUNG EXPERI. 
TARE MAN SEEKS 
Hardware Store ™ 
ire in few years o 
‘ — in town 
’ gan or 

Reply to Box L-444, 
East 42nd St., New 


RDWARE AGE 
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[ Business Opportunities ]|[" Business Oppotunitiean | 





POSITION WANTED: SALESMAN — FIF- 
TEEN YEARS’ EXPERIENCE CALLING ON 


Hardware Jobbers, Dealers, Pennsylvania, Jersey, | 


Eastern Shore, desires Connection with manufac- 
turer who wishes best contacts in this Area. Ad- 
dress Box L-445, care of Harpware AcE, 100 
East 42nd St., New York 17, N. Y. 





SALES POSITION WANTED: Thoroughly 
Familiar with Jobbers in Southeastern States, 26 
years sales and executive experience in hardware- 
automotive and building material fields. Interested 
in connection with rated manufacturer with earn- 
ings upward of $10,000. Prefer commission ar- 
rangement. Age 47. Living in Northern Florida. 
Address Box L-435, care of Harpware AcGz, 
100 East 42nd St., New York 17, N. Y. 





SALES MANAGER OR ASSISTANT—Ia- 
side; Outside Selling, Catalogue and Pricing Ex- 
perience with hardware factory and wholesale 
trade. 15 years with one company. Desires loca- 
tion States south of Penn. Age 46, married. Ia- 
vestment optional. Address Box L-421, care of 
7 Ace, 100 East 42nd St., New York 
7, BR. 





PERMANENT SALES OR FIELD REPRE- 
SENTATIVE POSITION IN CALIFORNIA 
WANTED by aggressive responsible, Detroit 
graduate Engineer. Background includes 12 years 
experience as Manufacturers’ Representative and 


Product Designer. Age 33; family man; resident | 


of Los Angeles 9 years. 
$12,000 yearly. Gilbert, 
Angeles 35, California. 


Opportunity to earn to 
1017 S. Alfred, Los 





SALES SUPERVISOR: OVER FIFTEEN 
YEARS EXPERIENCE IN ACTIVE SALES 
MANAGMENT covering United States and Can- 
ada desires new connection as Sales Manager or 
Midwest Representative, headquarters Detroit. 
Experience includes office management, advertis- 
ing, market analysis, sales promotion, service, etc, 
Spent forty per cent of time in field work super- 
vising representatives and in appointing dealers 
and distributors, direct selling to industrial and 
domestic markets. Has several national sales rec 
ords. Address Bobtone Distributors, 325 South 
Maple, Royal Oak, Michigan. 





POSITION WANTED; BY MARRIED MAN 
AGE 39, High School Education, no college, grad- 
uate of school of hard knocks, 12 yrs. experience 
as Factory Supt. in small Plant, did all purchas- 
ing, had complete charge of production and per- 
sonnel. Past three years running own Plant 
manufacturing hardware products of my own de 
sign- I designed and built my own jigs and 
fixtures. Have had considerable machinist experi- 
ence, served one year as machinist instructor for 
Gov’t during war. Recently sold own business 
and now desire connection with reputable concern, 
can go anywhere. What have you to offer? Ad- 
dress Box L-441, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





| Business Opportunities | 





DO YOU WANT TO SELL YOUR HARD- 
WARE STORE? I have buyers who desire the 
following locations: (2) Long Island, (1) Queens, 
(1) Manhattan, (2) Westchester, (1) Lower Con- 
necticut. Some will consider purchasing building 
with business. D. A. Mock, Broker, 2791 3rd 


CAPITAL WANTED FOR THE DEVELOP- 
| MENT OF A TOOL. Search in Patent Office 
completed. Address Box L-440, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 





WANTED RETAIL HARDWARE STORE. 
A Small Old Established Business Preferred. Ad- 
dress Box L-434, care of Harpware AGE, 100 | 
East 42nd St., New York 17, N. Y. 





WANTED HARDWARE AND APART. | 
MENT HOUSE SUPPLY BUSINESS OR | 
HARDWARE AND MAJOR APFLIANCE 
BUSINESS doing $100,000.00 volume or over 
per year in Metropolitan New York or West- 


chester County. Address Box L-454, care of 
Harpware AcE, 100 East 42nd St., New York 
17, N 








SURPLUS TOOLS AND HARDWARE 
AT BARGAIN PRICES 


SOLD IN SMALL OR LARGE QUANTITIES— 
WRITE TO 

MAC WINNIG 
153 FRANKLIN ST. NEW YORK 13, N. Y. 
FOR SURPLUS LIST—OR CALL WORTH 4-6158. 




















SELLING OUT 


ALL METAL 6" MARKING OR SCRATCH 
GAUGES, NICKEL PLATED. SUGGESTED RE- 
TAIL PRICE $1.10. YOUR PROFIT 100%. IN 
GROSS LOTS ADDITIONAL 10%. 
Address Box L-426, care HARDWARE AGE 
100 East 42nd Street, New York (7, N. Y. 

















ALUMINUM PAINT 


ABOUT 1250 GALLONS IN I-GALLON CANS 
PACKED 4 GALLONS IN CARTON, ABOUT 
900 5-GALLON CANS. ALL SUPERIOR QUAL- 
ITY BRILLIANT FINISH PACKED IN INNER 
COMPARTMENT CONTAINERS. MADE WITH 
BAKELITE SPAR VARNISH AND LINING ALU- 
MINUM POWDER. AT PRESENT UNLABELED 
BUT CAN PUT ON BEAUTIFULLY LITHO- 
GRAPHED LABEL IF DESIRED. WILL SELL ALL 








SURPLUS BARGAIN 


ALL BRAND NEW IN ORIGINAL 


FACTORY PACK 


F.O.B. Los Ang 


LOS ANGELES 23, 


AGES 


SPRING HINGES 


4” Single Acting—Chicago 
Spring Hinge Co. Triplex #2012-4 
Grey Finish With Machine Screws 

Large Quantities—90c Pr. 


eles 


BRYANT SUPPLY CO. 
4491 ANAHEIM-TELEGRAPH 


RD. 
CALIF. 











offer you the opportunity to 


1. The 
enormous undeveloped market. 
Most effective and unique item 


. Dies and raw materials worth 


ANAME wr 


Many a product, 
orpensive, 





LOOKING FOR A NEW PRODUCT? 


We have an excellent kitchen product second 
only to the can opener in usefulness. 


Lacking means of adequately promoting we 


obtain— 


best means for cuccepetalty exploiting an 


in its field. 


Fully developed market tested item—30,000 sold. 
. Engineered item—simole and inexpensive to make. 
. Patent protected item when patent is aranted. 


$3500. 


. Finished inventory worth $4200. 
. Advertising material, accounts, 


far less useful and much more 
has been sold by the million. 


etc. 


The PAGE Company 
2970 West Grand Bivd.. Detroit 2. Michigan 














HARD-T0-GET ITEMS 
FOR IMMEDIATE DELIVERY 


4 CUP ALUMINUM PERCOLATORS 
ALARM CLOCKS 
AUTOMATIC POP-UP TOASTERS 
XMAS TREE LIGHT SETS 
PULL CHAIN SOCKETS 
6 FT. WOOD FOLDING RULERS 


Send for Our Catalogue Containing Hundreds 
of Scarce Items at Attractive Prices. 


SUPPLY SALES CO. 


190-196 EAST 4th ST., NEW YORK 9, N. Y. 








OR PART $1.90 PER GALLON IN 5's, $2.15 
PER GALLON IN I's. 





BURLINGTON TRADING POST 





2050 BURLINGTON 
NORTH KANSAS CITY 16, MISSOURI 














UNUSUAL OFPORTUNITY. SUCCESS- 
FUL MANUFACTURING BUSINESS FOR 
SALE. Company has been in business seven 
years and has established stocking jobber accounts 
all over the United States and Canada as well asa 
very lucrative export business. Products manu- 
factured consist largely of small tools sold to 
the Electrical, Hardware, Industrial, Mill Supply 
and Automotive Jobbers. Volume last year nearly 
four hundred thousand dollars. This year ahead 
of last. Principal stockholder wishes to retire 
due to health. Address Box L-398, care of 





Avenue, New York 55, N. Y. ME 5-8500. 


SEPTEMBER 11, 1947 








Harpware Ace, 100 East 42nd St., New York 
7... = 


FOR SALE 


Ye" x 35” 


West Brattleboro, 





PAPER ASBESTOS 


150 ROLLS, COMMERCIAL GRADE, 


EACH ROLL APPROXIMATELY 100# 
MANUFACTURED BY KEASBY & 
MATTISON AND CAREY 


$6.25 PER 100 LB. 
F.0.8. BRATTLEBORO, VT. 


ZACKEY BROTHERS 


Vermont 








369 



























































































































[ Suden “te 


fidwertirervr»* 















CS errr 150 
Acme White Lead & Color Works . 
82- 
Adirondack Chair Co............ 338 
Advance Glove Mfg. Co......... 302 
PEE SE. Sivcorcncccssavecens 259 
Alabama Mfg. Co..............-: 321 
Yt A err 139 
Aluminum Company of America om 
114- 
Aluminum Cooking Utensil Co... 79 
Aluminum Industries, Inc........ &7 
ric cccnsneandaet 356 
I MES agecde reer igedests 343 
American Cabinet Hdwe. Corp.. 253 
American Crayon Co........... 344 
American Floor Surfacing Ma- 
Ge TE. “onencseccsnsdves 


American Mfg. Co., Brooklyn, 
American Mfg. Co., Inc., Hart- 
ford, Conn. . ONE 
American Pad & Textile Co..... 104 
American Shearer Mfg. Co...... 365 
American Sponge & C amois Co. . 
American Steel & Wire Co..... 
American Thermos Bottle Co., The HH 
American Turpentine Farmers As- 
IRS Sci Uanataaniaessaees 146 
a Wall Safe Mfg. Co., 
nc 


Ames Baldwin Wyoming Co...... 26 
Animal Trap Co. of America... 24 
Armstrong Bros. Tool Co......... 342 
I Tso ssisicerece sa 144 
—- Products Corp........ 340 
I NS eg dwasicrcsescdeeve 133 
Atkins & €o., ite scoters cai 
Atlantic Tubing 5 Rubber Co.... 128 | 
Atlas-Ansonia Co. .... og 1 
Atlas Asbestos Co................ 160 
ee dle, i Seer 340 
Pe ere 42 
B 

Baker Brush Co........... oe 
Baltimore Ocean Transport Co... 355 
Behr-Manning Corp. ....... 119 
Bennett-Ireland, Inc. ...... 106 
Berkshire Paint Co.. CRIES 
Bernz Co., Inc., me... .... . 260 
Bethlehem Steel Co.. sak oe 
Better Homes & Gardens......... 154 
Billings & Spencer Co..... 163 
Bird & Son, Inc.. 355 
Blaisdell Pencil Co.. : 346 
Bommer Spring Hinge Co.. 356 
Boss Mfg. Co.. 330 
Boston Varnish Co.. 227 
Boyle-Midway Inc. . 317 
Briggs & Stratton Corp. 269 
Brooks & Sons, M. S. 339 
Brown-McLaren Mfg. Co...... 126 
Brown Corp., W. R.. : 144 
Bruce Co., BL. 207 
Buckeye Aluminum Co. 205 
Buffalo Bolt Co........... eos 068 
Burgess Battery Co. 

Battery Division .. . 210 | 
Vibro Tool Division chee 316 
Cc 
Camillus Cutlery Co... : . 313 
Canvas Products Co... 349 
Carboloy Co., Inc...... 334 
Carborundum Co. ... ‘ 66-67 
Carlisle Mfg. Co........ 160 
Carlson & Sullivan............... 147 
Carroliton Mfg. Co.. BO 
Celanese Corp. of America...... 73 
Central Rubber Products Co., Inc. 338 
Champion Hardware Co. ose 
Champion Lamp Works....... . 255 
Champion Motors Co... sie 
Chase Brass & Copper Co. Inc. 72 
Cheney Hammer Corp., Henry . 
Chevrolet Motor Division.. . % 
Chicago Die Casting Mfg. Co... 162 
Chicago Spring Hinge Co.... 352 
Chicago Wheel & Mfg. Co.. 113 | 
Chisholm-Ryder Co. . . 288 
Clarke Sanding Machine Co.. 65 
Cleveland Cap Screw Co........ 151 
Cleveland Chain & Mfg. Co..... 195 
Cleveland Quarries Co......... . 314 


Clover Mfg. Co : 264 | 


Coldwell- Phtiadelphia Lawn 


a. ee, ere 289 | 


370 


Columbia Steel’ Co.. 

Columbian Enameling | & ‘Stamp- 
Columbian Rope ce ae 
Columbian Vise & Mfg. Co. 
Columbus- McKinnon Chain oop. 


Continental Can Co... 


Crescent Bronze Powder Co....... 


Cummings Business Mch. Corp. 


Damascus Steel Products Corp.. 
Davis & Newcomer Electric Ele- 


Dayton Pump & Mfg. Co.. 
Dearborn Stove Co 


Dewit & Raynolds Co., 
al Crucible Co., 
Cc 


Dominion Electric Corp... ABE: 
Dormeyer Mfg. Co., 


Draper-Maynard Co. 
—, deNemours & Co., 


Cellophane Division 
Plastics Department 





Eagle Rule Mfg. Corp..... 


Economics Laboratory, Inc. 


Ekco Products Co... ay 
El Roy Naval Stores Co... 





Excello Products Co., : 


Enameling & eatin 


federal Tool Corp. 


Flexible Steel ames Co. 
Flint & Walling Mfg. Co., 
Florence Stove Co..... 


Franklin Glue Co. 





G-M Laboratories, 


General Die & ‘Stamping Co. 
General Electric Co., 





138 
131 


a 


285 
312 


354 | 


8 
213-220 
350 | 
1 258 
333 | 
254 | 
| Johnson Steel & Wire Co., Inc. 





Warehouse Co., Inc. 
Getty & Co., Inc., H. S...... 
Gibson Good Tools, “ae 


Gilbert Clock Co., William L.... 


Gill Electric Mfg. Corp....... 
Gillespie Varnish Co......... 


Gillette Safety Razor Co...... 3 
Goldblatt Teel Ce. .....0..0..00- 


Goulds Pumps, Inc............ 


Graham & Co., Inc., John.... es 


Graham Mfg. Co... 
Gray & Dudley Co 


Griffin Mfg. Ee 
Grimes Co., Bradley E..... 
Grumbacher, Inc., M. .... 


H 


Hall Line Corp., The..... 
Hanson Scale Co........ 
Harmic Mfg. Co.......... 


Harris Hdwe. & Mfg. Co., D. P.. 


Harris, Inc. 


Hazard Insulated Wire Wks. Div. 
. ! 


Okonite Co. . 
Heller Brothers Company. . Beclnd 


Henkel-Clauss Co. ........... as 


Hill-Shaw Co. .......... 
Hollymade Hardware Mfg. Co. 
Holm's Mfg. Co. of Ohio.. 
wt Eee 


re 


Horrocks-Ibbotson Co. 
Hotstream Heater Co. .. 
Hoyt & Worthen Tanning Corp. 
Hudson Mfg. Co., H. D. 
Huenefeld Co., The ......... 
re 
Hurd Lock & Mfg. Co. ...... 
Hustler Corp. . i 
Hyde Mfg. Co. 


Ideal Brass Works 


Ideal Cabinet Corp., Div. of Des- 
lauries Column Mould Co., Inc. 
Ideal Rubber Co. ................ 30 


Independent Lock Co. 


Ingraham Co., The E. se 


International Chain & Mfg. Co. 
International Sait Co., Inc. 


International Stee! Wool Corp. .. 


Irwin Auger Bit Co. ........ 


Jackson Electrical Co. 
Jacobsen Mfg. Co. 

James Mfg. Co. , . 
Johnson & Son, Inc., S. C. 


K-D Mfg. Co. 

Kay-Tite Co. : 
Kellogg Brush Mfg. Co. ... 
Keuffel & Esser Co. .. 
Kimball Co., A. . 


Klein-Logan Co., REE 


Knape & Vogt Mfg. Co. 
Koch Sons, Inc., George 


| Kraus Mfg. Co., ‘Charles E. .. 
Kyanize ....... 


Lacar Enterprises 
Lake Chemical Co. 
Lamson & Sessions Co. . 


£4 | Landen Putty Works ... 


91 


_ 362 
. 12-13 
. 360 


LaPorte Corp. . 
Larson Co., Charles O. 
Lawrence Co., George 


League Lumber Co., G. Bx ae 


Lebus Rotary Tool Works 





Gensco Tool Div., General Steel 


otk Z 
ou w 











Bae BIER, NEOs 5. 5c icevcsvicncces 331 
Leonard Co. onde Pete Sect 2% 
Leyse Aluminum Co. esis 
Libbey-Owens-Ford Glass Co. ... !2I 
Lintoln Metal Products Co....... 140 
Lincoln Schlueter Floor Machinery ; 
Co. aivabeshtads bannepescemet 
Ne errr eS 301 
ee 34. 
Lowel] Mfg. Co. ...........--+00 329 
Lucas & Co., inc., John ....... 59 
ERE CI GS cece e cvccceseerese 229 
Lurie Hardware Co., Inc. ...... 306 
Lux Clock Co. sabi ional Sid 271 
Lyman Gun Sight Corp. er 351 
Lynn Products Co., Inc. ...... oe VO 
M 
M & H Laboratories, Inc. ....... 338 
Magic Iron Cement Co. ......... 304 
Magor Car Copp. ............-+-+- 282 
SE TL, nadinicee-vccyoscwccwacses 342 
Manco Mfg. Co. ............. .. 110 
Marble Arms & Mfg. Gb. vcccccs Se 
EMR, occ esnverenccoseeves 2% 
Marshalltown Trowel Co. ........ 362 
Master-Brac Division . .......... 236 
Master Rule Mfg. Co., Inc. ...... 127 
Mayes Brothers Tool Mfg. Co., 
| En ee eee 360 
McDonald Mfg. Ma ie Ee exes 132 
McGill Metal ..........cccceceeee 306 
Meney Goe., TRO ....-cccccocss . 47 
Melee Glass Co. ...........00005 FF 
McKinney Mfg. Co. ...........- . 283 
Medusa Portland Cement Co. ... 299 
Metal Textile Corp. ............- 124 
NN MEE. 5 cin wessacdewssenss 350 
Miller, Inc., Robert E. ........... 371 
Millers Falls Co. ........ccccceeee 6 
Milwaukee Stamping Co. -. 160 
Minute Mop Co. ............-.++ 371 
Moore Push Pin Co. ....... — | 
Mortell Co., J. W. say caareeliais! Aa 
Mossberg & Sons, Inc., O. F. .... $42 
Munising Paper Co. ............. 307 
Myers i Te TE Me kecevcces Oe 
N 
Na-Churs Plant Food Co. ....... 350 
National Carbon Co., Inc. .. §57 
National Cart Co. ..............- 89 
National Cash Register Co. ..... 118 
National Enameling & Stamping 
Co. : 39 
National Hardware Show, lee... 2 
National Ideal Co., The ..... .. 353 
National Lock Co. ............... 362 
National Mfg. Co. ..............- 2% 
Neatsiene Co. .........ceccrcee 327 
Newton Line Co., The . 350 
Ney Mfg. Co. 260 
| Niagara Sprayer & Chemical Di- 
vision 53 
Nichols Wire & Steel Ck ccs 
Nicholson File Co. sé capedcstinitiaicat a 
| Noblitt-Sparks Industries, Inc. 56, 273 
North Bros. Mfg. Co. ROT 
North Lebanon Foundry Co. . 237 
ie) 
Orchard Industries, Inc. ....... bh) 
| Oster Mfg. Co 274 


Owens-Corning Fiberglas Corp. 64 


P 
Paragon Electric Co. ..... . 252 
Park Metalware Co., Inc. .. 363 
Parker Hardware Mfg. peice S. 239 
Peck, Stow & Wilcox Co. ........ 358 
Pecora Paint Co. .. ... eas 
Peerless Industries ............++. 362 
Pennsylvania Lawn Mower Division 360 
Penn Metal Fabricating Co. . 242 
Perfection Automatic Machine Co. 363 
Perfection Stove Co. ........... 52 
Personna Blade Co. ..... gio. ae 
ODOT DUNE. GOs ows ccecscees 36! 
Phoenix Table Mat Co. ...... 36 
Pike Mfg. Co., Inc. .... 23% 
Pioneer Gen-E-Motor Corp. iM 49 
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Stanley 
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Stewart 
Stober | 
Sunset L 
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Pittsburgh Plate Glass Co. NT WON GN Bcickeccccwsacnece 162 
ED, oes cove nvie.ciecciewe 32 Superior Fastener Corp. ........ 340 
Paint Division ............... 211 | Swan Rubber Co. ................ 48 
Pennvernon Division .......... 86 | Sylvania Electric Products, Inc... 156 
Plantabbs Corp. ............. 349 
ee ee 7 
Plumb, Inc., Fayette R. ......... 69 
Plymouth Cordage Co. ........... 360 | 
Poloron Products, Inc. ........... 351 | T 
Porter Corp., The J. E. ...... S| 
Precision Metal Specialties Co.. 
Precision Steel Wancheme Co. ... in| A ae mena red id For LARGE FLOOR AREAS 
Premax Products Division ........ 0 — = BP _siesesesesen's .¥7 Now another model of the famous Cellulose Sponge Minute Mop and 
Proctor oe _ io SE ‘al al | on Kenly & Co. = : 7 Dreiner—the Ne. 501 Jumbo Model, for hemes, stores, offices, —— 
Purit d Is .... ...... DIV | Temmessee WOG! ...........eeewuee , 50% more sponge—big head—b drainer. List price, Jumbo 
sate endl ce Mills ot Tennessee Valley Marketers, Inc. 303 La eal, 2.98 Completes wilh new Drainer, 54” handle ‘ond handle- 
arr. a ee Tepfer Appliance Co., Inc. .... 275 %3. tight clamp. (List price regular model No. 101—$1.95 complete). 
Thermador Electrical Mfg. Co.... 319 Write or phone your jobber today. 
| Toastmaster Prod. Div. McGraw 
| Gectvic Co. ......... . 135 
2 Trilmont Products Co. .......... 341 MINUTE MOP (0. 13 E.23 rd.St. 
Troy File Works ..... 338 CHICAGO 16 ILL. 





Tru-Test, Division of Oakes & Co. 362 
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Quaker Mfg. Co. ...... 243 | Trutone Products Co. .. 60 Nee ee ia 
Quam-Nichols Co. ............... 305 | Tucker Duck & Rubber Co.. 104 —-- — 
Queen Stove Works, Inc. ......... 14| Tuffy Toys .. 363 
Turnbuckles, Inc. ................ 336 H O LM’'S U A L | TY 
Turner & Seymour Wig. Ge.....+. 134 
Twix Mfg. Co., Inc. ... iene ae 
: | SAFETY 
TN iincaeenpaauce es «bean 223 | 
Raybestos-Manhattan, Inc. ..... 74 | U LADDER 
NED SEY Saiscv-caserevenes (92-93 
Reardon Laboratories, Inc., W. G. 353| Union Hardware Co 272 JACK 
EE tedancnciceccnses 336 | Union Paciiic Railroad _. 100 
Reflecto Letters Co. ............ 266 | United States Steel Corp er eee 29 
Republic Steel Corp. ............. 129! United States Time Corp. 19-20 PROMPT DELIVERY 
_—— aw & Brass Inc. ee Universal Clay Products Co. ie 226 SIX SAFETY FEATURES 
ee . 
Rhodes & Co., James H. ........ 140 egg ey — Co. .... a 
— a eg oe 7 ie - . : . | Seen ap sere slip e. oo 
ichards-Wilcox ie SOs <scee . Correct designing makes adjustment easy 
Ridge Tool Co. ......... imewowene MEE 3. Sturdy, heavily riveted construction 
Rite-Way Products Co. .......... 51 4. Extra deep and wide rung hooks 
Rival Electric Corp. ....... 160 | v 5. Great rigidity from double supporting bar 
— co? a Co. . 300} 6. Easily and safely adjusted 
ome Mfg. Co., Division 76-77 
Rockford eens .. a 98 Vaco Products Co. 372 HOLM’ Ss MANUFACTURING COMPANY of Ohio 
AS RESET 363 | Vaculator .............eseeeeeee 305 106 N. MAIN STREET AKRON 8, OHIO 
Rome Mfg. Co., Division ....... ET sn bncabenenesveisetanee 352 | 
Royal Electric Co., Inc........... ! Valentine Equipment Co. .. 258 _aneienemieannaaall - ones 
— es | Co. ant ba cn nag « Mfg. Co..... 228 
ubberset Co 60-62 | Vaughan Novelty Mfg. Co. s 
Russell, Burdsall & Ward Bolt & | Veco Products Inc. . es a FOLEY FLOUR SIFTER 
Lo eae .108-109,| Vital Products Mfg. Co., The.... 356 | 
Ryerson & Son, Inc., Jos. T. 339 | Vicnek Tool Co. ... 250 2 CUP SIZE 
a eh eter Ge” m4 It’saluminum—light asa 
ulean Electric Co. 256 - 
feather. Sifts into meas- 
5 uring cup. Levels 
ai measurement. Price 69c 
Sct tietees cn. - me FOLEY BLENDING FORK Dora. 
St. Louis Cordage Mills ... 197 arwood Tool Co. 260 Slanted pronged fork quickly S"Gucrattved b wy 
Salscor Co. ........ : 120 | Washburn Co., The 326 cuts shortening into flour for k Y 
Samson Cordage Works .... 365 | Weaver-Beach Co. ........ 338 ies. Creamssugar and butter Good Houseeern 
Samson United Corp. Re a ae 287 | Webb Products Co., Inc. 304 or cakes, cookies, blends gra- * 45 aoveanisto 1" 
Santay Corp. .... 155 | Werner Co., R. D. '0 | vies, cream sauces. Stainless 39 
Sargent & Co. ............. 161 | West Bend ‘Aluminum Co. 295 | steel, 11 inches long. Price Cc 
Savage Arms Corp. ..... 25 | be enon Co. 143 an 
Save Lamp Co., The . 33g | Westinghouse Electric Corp. Lamp Makers of Foley Food Mill, Chopper 
Schalk Chemical Co. ....... 3) Div. ‘ . 44-45 Foley Mfg. Co., Minneapolis 18, Minn. 
Searle-Crafts ... ........... 369 | Wheeling Corruaating Co. 77 
Serv-Well Burner Corp. eee te 17 | White Machine Works ........... 334 AVAILABLE THROUGH YOUR JOBBER 
Sharon Bolt & Screw Co. ....... 298 | Whitlock Corp. 365 | 
Sheffield Bronze Paint Corp. 145 | Whitney Carriage Co., F. A. 124 
Shelby Spring Hinge Co. 254 | Whitney Seed Co., Inc. a ee 
Shelton Rent & Tool Mfg. Co. .. 361 | Wilson-Imperial Co. 120 
Sherwin-Williams Co., The ....... 291 | Wisconsin Aluminum Foundry Co. 307 ne 
Silex Co., The ... 209 | Wiss & Sons Co., J. 325 Genu! 1B) of 
Silver Lake Co. Seceuppuces ae Wolfe Hare, Co. oa ba + 
olfe, Harr 8 
Simonds Abrasive Co. zal 1b] Wright Steel & Wire Go. GF. 352 SLIDE SILENTLY - SOFTLY - SMOOTHLY 
Simplex Mfg. Co. . 306 5) LA: } 
Skillman Hardware Mfg. Co. 357 | S0c SET -i5¢ SET-10 SAVE FURNITURE 
Skilsaw, Inc. .. oe 300 & FLOORS-CREATE QUIET 
Slaymaker ee” een 5: a x 
Smith Co., Inc., Gilman B....... 204 Name "Domes of Silence 
Socony-Vocuum ‘Oil Co., Inc. 58 on eo geruine Glide 
Southern Coal Co. .............. 362 | Xzit Sales Co. _ 2RI a ——— -- 
Southington Hdwe. vies Co., The 358 
Spar-Tex Co., The. "338, 340 Domes of Silence 
peeamaster ...... See skid eae: ~ Pen 
Speedway Mfg. Co. " 330 Rubber Cushion Glides 
Stahly, Inc. ...... 148-149 Y 
a oe Horsenail Corp. ...... 358 
tanley Works, The ............. 123 | 
Star Heel Plate Co............... 357| Yale & Towne Mfg. Co. 3 ia 
Starline, Inc. Seca sé sy 
telray Metal Products, Ife..... 361 | 
Stevens Arms Co., i eaeeee- ae | Hh : 
Stevens Level Co, are * 160 | 2 Ask your Jobber. If he is not supplied write to 
tewart Iron Works Co., Inc..... 132) 
ia a ae DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
Sunset Line & Twine Co.. . 285 | Zim Mfg. Co. 206 
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the VACO Reversible! 








Just pull out the blade, turn it around, and the new 
Vaco Reversible becomes a Phillips instead of a 
regular screw driver. This feature, plus the exclusive 
Ambery! slo-burning handle for greater fire safety, 
opens up new markets for Vaco dealers. 


——* 


ill 


em... 


And don’t overlook the added selling punch of Vaco 
wall and counter cards. 
To show ‘em is to sell 
. and Vaco keeps 
cards coming to you. 
Ask your jobber. 


Ee 


ss) tis "ane See 








317 E.OntarioSt. | 
Chicago, Illinois 








Speed ... and accuracy ... in 
marking your merchandise pays 
big dividends. 


Compare the slow, illegible 
method of hand marking your 
price tags with the Kimball 
system of price marking .. . 
tags marked automatically by 
a time-saving, easy-to-operate 
printing machine, the Kim. 
ball MIDGET. Just place a 
strip of tags in the machine 
. turn the handle .. . zip 
++. Out come neat, legible 
printed price tags. 




























chine. 










2for1.49. 
80¢ 








name.. 


A. KIMBALL COMPANY 


\ Actual sample of 
tag after being 
marked. 


Kimball’s Midget 


prints vital sales 
facts on string tags 

or labels . . . auto- 
matically, economical. 
ly. Tags, in perforated 
strip-form for easy han- 
dling, are furnished plain 
or preprinted with store’s 
. can be cut apart 
by knife attachment on ma- 


Write for descriptive folder. 





307 WEST BROADWAY, NEW YORK 13, N. Y. 


Branch Offices in Principal Cities 



















UTILITY TONGS 


ideal for handling ice cubes, 
hot foods, sterilized bottles, 
etc. Positive grip on smallest 
objects. 


7. 


All steel with heavy 
nickel plate. 


No. 20 











“GAS-TITE” 
EXPANSION 
STOPPER 

Durable and posi- 
tive. Double 
shoulder seal pre- 
vents gasleakage. 










NOVELTY 3211 













SHIM STOCK 


BRASS OR STEEL 


Single rolls 6”x100” each, 
600 sq. inches to the car- 
ton. All popular thick- 
nesses. Cellophane 
wrapped—moisture-proof 

































WRITE FOR 
COMPLETE INFORMATION 












































“GAS-TITE” DISPLAY CARD 


Fits over bottle neck, holds 12 stoppers. 
Free with box of two dozen stoppers. 


CARROLL AVENUE 


CHICAGO 24, 
World's Largest Manufacturers of Bottle Openers and Can Openers 









ASSORTED SHIM STOCK 


Contains an assortment in most 
popular sizes of Precision Brand E 
Shim Stock. 4 separate thick- 
nesses 6x50” 
square inches. Put up in easel 
type display dispensers cello- 
phane wrapped. 







































ILLINOTS 








BRASS — STEEL 








each. Total 1200 






NOL NC] cielo] oho] MAY [eo]. 


PRECISION STEEL 
4409-25 W. KINZIE STREET 





WAREHOUSE, INC. 










. CHICAGO 24 





HARDWARE AGE 


















LAY CARD 


s 12 stoppers. 


stoppers. 

AVENUE 
LLINOTS 
vers and Can Openers 


TIME 
WASTE 
BOTHER 


AND 


(STOCK 
rL 


it in most 
sion Brand 
ite thick- 
‘otal 1200 
> in easel 
ers cello- 





RE AGE 








STARLINE 
Barn Equipment 


e STARLINE HAY TOOLS e 
CANNON BALL DOOR HANGERS 













The answer to 
high-priced feed and 
farm labor 


Every dairy farmer knows the profits that 










come from saving time and labor and from 
protecting the health and comfort of his cows 
with Starline Stalls, Water Bowls, Ventila- 
tors, Hay Carriers, Door Hangers and other 















modern equipment. 






His milk goes to market every day. With 
a steady year-round income, dairy farm- 
ers buy what they want and Starline 

dealers are cashing in. 
















TODAY’S OUTSTANDING BARN EQUIPMENT FEATURES 
Originated, Patented and Perfected 






ESTABLISHED 1883 












Reg. U. S. Patent Office 








: Kerosene CUYD 
BOSS KEROSENE RANGES have far more than 


sparkling Style and lustrous Beauty. In addition to Exclusive Utility 

Features the BOSS has a remarkable performance dependability. 

Visible baking promotes perfect results... makes cooking a real 

pleasure. BOSS Fool-proof Burners are SAFE . . . and provide fast, 

flexible, economical heat . .. clean . . . odorless . . . sootless. 

From every viewpoint—BOSS is the BUY. Ask for demonstration. 
Remember Boss ... See Boss... Buy Boss 


THE HUENEFELD CO, CINCINNATI 25, OHIO 
Established 75 Years Ayo 


BOSS RANGES - STOVES - OVENS - HEATERS 


See the mhiee Aa: .. 


in the leading 
women’s magazines 
and farm journals. 


7 ct Le: sal 








ir 











